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E-COMMERCE  PAYING  OFF 


FTC  fires  salvo  at  Intel 


Online  auction 
services  thriving 

By  Sharon  Machlis 


WEIRTON  STEEL  CORP.  Used  to 
fax  information  about  odd  lots 
of  leftover  steel  to  50  or  so  of  its 
customers,  hoping  someone 
might  buy.  Now,  the  Weirton, 
W.  Va.-based  steelmaker  posts 
that  excess  inventory  on  its 
World  Wide  Web 
site  and  auctions  it 
off  —  turning 
what  used  to  be 
nuisance  products  into  $50  mil¬ 
lion  in  annual  sales. 

“We’ve  doubled  the  number 
of  customers  we  have,”  said 
Chief  Information  Officer 
Patrick  Stewart.  “We  actually 
signed  up  customers  that  were 
50  miles  away  that  we  didn’t 
know  were  there.”  And  by  in¬ 
creasing  the  number  of  buyers, 
prices  have  gone  up,  Stewart 
Online  auction,  page  17 


Customer  service 
on  ’net  cuts  costs 

By  Barb  Cole-Gomolski 
and  Carol  Sliwa 


if  you  want  to  find  out 
whether  a  physician  accepts 
your  health  insurance  or  if  your 
electricity  needs  to  be  connect¬ 
ed  following  a  move,  chances 
are  you  can  do  it  over  the  World 
Wide  Web.  Or  will 
be  able  to  soon. 

That’s  because 
more  and  more 
companies  are  saving  money  by 
conducting  customer  service  via 
the  Web.  According  to  Forrester 
Research,  Inc.  in  Cambridge, 
Mass.,  companies  can  trim  43% 
off  their  customer-service  costs 
by  offering  some  service  online. 

The  savings  typically  result 
from  staff  reductions  and  lower 
telephone  costs  because  cus¬ 
tomers  are  dialing  in  over  the 
Customer  service,  page  112 


By  April  Jacobs  and  Kim  Girard 


last  week’s  antitrust  filing 
against  Intel  Corp.  is  expected 
to  produce  little  substantive 
change  for  PC  makers  or  users, 
although  most  bets  are  on  the 
emergence  of  a  kinder,  gentler 
Intel  if  the  Federal  Trade  Com¬ 
mission’s  lawsuit  prevails. 

“When  the  dust  settles,  not 
much  is  going  to  be  different,” 

Keeping  talent 
in  tough  times 

By  Barb  Cole-Gomolski 


holding  on  to  information  sys¬ 
tems  talent  is  hard  enough.  But 
when  a  company  merges,  goes 
on  the  block  or  hits  the  skids, 

IS  departments  have  to  go  into 
overdrive  to  keep  valued  work¬ 
ers  from  heading  for  the  door. 

Retention  bonuses,  raises  and 
stock  options  have  become  com-  „ 
mon  ways  to  hang  on  to  IS  tal-  I 
ent  during  transition  periods,  * 
Talent,  page  112  l 


said  Mel  Thomsen,  an  analyst  at 
Sunnyvale,  Calif.-based  Micro- 
Design  Resources.  “Intel  may 
do  business  a  little  differently, 
though,  by  being  a  little  more 
liberal  and  less  restrictive  in 
terms  of  information  flow.” 

Longer  term,  there  is  some 
concern  that  if  the  FTC  suc¬ 
ceeds  in  its  attempts  to  alter  the 
ability  of  the  Santa  Clara,  Calif., 
chip  maker  to  control  its  own 


intellectual  property,  that  could 
hurt  the  pace  of  research  and 
development  in  the  industry  as 
a  whole. 

The  FTC  case  against  Intel, 
filed  last  week,  essentially  al¬ 
leges  that  Intel  used  monopoly 
power  to  illegally  withhold  key 
information  from  competitors. 
Intel  disagrees,  saying  the  com¬ 
pany  is  completely  within  its 
Suit,  page  113 
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Compaq  merger  OK'd,  ending  41-year  Digital  run.  Page  4 
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Bank  mergers: 

Hard  lessons 

The  nation’s  banks  continue  to 
merge  at  a  torrid  pace  —  witness 
last  week’s  marriage  of  Wells  Far¬ 
go  and  Norwest  (see  news  story, 
page  6).  But  for  technology  man¬ 
agers,  the  mergers  require  speedy 
resolution  of  systems  and  people 
issues  —  or  else  customer  service 
and  the  bottom  line  suffer. 

Managing,  page  69 
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Unisys-deployed  Microsoft®  Windows  NT  systems  are  designed  to  handle  the  most  unexpected  load  environments.  Our  eNTerprise-class  NT  servers  offer  a 
highly  scalable  bus  structure  and  up  to  1 2  processors  to  meet  the  demands  of  volatile  markets.  And  our  expertise  in  creating  and  supplying  eNTerprise-class 
NT  solutions  remains  exceptional.  That's  why  Microsoft  has  teamed  up  with  Unisys  to  create  the  Unisys/Microsoft  Enterprise  Partnership-an  alliance  designed 
to  help  customers  capitalize  on  NT  as  an  anchor  for  highly  scalable  solutions.  Stop  by  our  Web  site  to  find  out  more. 

UMSYS 


•998  Unisys  Corporation  Microsoft  and  Windows  NT  are  registered  trademarks  of  Microsoft  Corporation. 


www.unisys.com/ent 


E-Mail  Rich  Tennant  at  the5wave@tiac.net 
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R.I.P.  Digital 

It  was  a  bittersweet  experience  for  me  last  week  to  see 
Digital  Equipment  become  for¬ 
mally  subsumed  into  Compaq 
and  cease  to  exist.  Digital’s  tor¬ 
turous  decline  is  testament  to  how 
brutally  this  industry  punishes  com¬ 
panies  that  misjudge  shifts  in  the 
market 

Digital  was,  first  and  always,  an 
engineer’s  company,  with  all  the 
pride,  brilliance  and  arrogance  that 
entails.  It  tolerated  what  was  by 
most  accounts  a  lot  of  waste  and 
overhead  so  that  its  technologists  could  build  products  that 
were  best  in  class. 

What  Digital’s  leadership  failed  to  see,  though,  was  the 
shift  in  customer  preferences  to  flexibility  over  performance. 
And  as  Hewlett-Packard,  Sun  and,  yes,  even  Compaq  began 
to  exploit  the  shift  toward  open  systems  in  the  late  1980s, 
Digital  stubbornly  persisted  in  its  be¬ 
lief  that  buyers  would  continue  to  pay 
a  premium  to  have  the  best. 

In  hindsight,  we  can  see  that  Digital 
made  a  lot  of  mistakes:  its  late  adop¬ 
tion  of  Unix,  its  futile  pursuit  of  the 
Alpha  chip,  its  dismissive  attitude  to¬ 
ward  PCs  and  its  ill-fated  entry  into  the  mainframe  business. 
But  at  the  time,  none  of  those  seemed  so  crazy.  Digital  want¬ 
ed  to  become  another  IBM,  and  it  doggedly  followed  IBM’s 
blueprint  even  as  that  model  was  crumbling  beneath  them 
both.  Digital’s  enemy  wasn’t  IBM.  Its  enemy  was  choice. 

It’s  ironic  that  Compaq  may  actually  succeed  where  Digital 
failed:  re-creating  the  model  of  the  vertically  integrated  hard¬ 
ware  companies  that  dominated  the  industry  for  so  long. 

And  in  a  supreme  twist  of  fate,  Digital’s  biggest  contribu¬ 
tion  to  that  may  be  the  global  service  organization  it  built  to 
support  the  products  that,  ultimately,  failed  to  sustain  it  in 
the  marketplace. 

Paul  Gillin,  Editor 
Internet:  pauLgillin@civ.com 


Digital's  enemy 
wasn't  IBM.  Its 
enemy  was  choice. 


'1 6 m  the  flames,  when  they  etet fed,  to,  I  just 
thoi^ht  it  was  part  of  the  exhibit/' 


IE  5.0  stakes  out  new  turf 


►  Developer  preview  features  dynamic  properties,  cascading  style  sheets 


By  Carol  Sliwa 


Microsoft  corp.  last  week 
posted  a  developer  preview  of 
its  Internet  Explorer  5.0  World 
Wide  Web  browser  featuring 
new  technologies  designed  to 
assist  Web  developers.  But  the 
preview  release  uses  nonstan¬ 
dard  extensions  that  will  work 
only  in  Microsoft’s  browser. 

Rival  Netscape  Communica¬ 
tions  Corp.,  which  next  week  is 
expected  to  announce  an  up¬ 
dated  version  of  its  Communi¬ 
cator  4.0  groupware  client/ 
browser,  indicated  that  it  has  no 
intention  of  fighting  this  latest 
version  of  the  browser  wars. 

"What  developers  keep  telling 
us  is  that  you  have  to  get  every¬ 
thing  standardized  because 
we’re  not  going  to  write  to  two 
browsers,”  said  Eric  Behn,  a 
Netscape  product  manager. 

Microsoft  defended  its  use  of 
the  nonstandard  technology, 
saying  it  has  submitted  the  new 
elements  to  appropriate  stan¬ 
dards  bodies  for  consideration. 


But  there  is  no  assurance  that 
the  groups  will  adopt  Mi¬ 
crosoft’s  technologies.  One  such 
group,  the  World  Wide  Web 
Consortium,  said  it  hasn’t  yet 
accepted  Microsoft’s  new  tech¬ 
nologies  as  proposed  standards. 

PACKAGE  HIGHLIGHTS 

New  elements  in  Internet  Ex¬ 
plorer  5.0  include  the  following: 

■  Dynamic  Hypertext  Markup 
Language  behaviors  that  let  de¬ 
velopers  build  reusable  scripts 
that  Web  pages  can  reference. 

■  Dynamic  properties,  which  let 
developers  define  the  values  of 
a  Web  page  element  relative  to 
any  other  element  on  the  page. 

■  Support  for  multiple  cascad¬ 
ing  style  sheet  classes,  which 
makes  it  easier  for  a  developer 
to  let  different  actions  occur  on 
the  same  Web  page  element, 
such  as  a  button. 

Developers  now  have  three 
choices:  Build  Web  pages 
geared  toward  Microsoft’s  new 
technology,  create  pages  for 
Netscape’s  browser  or  focus 


on  least-common-denominator 
sites  that  will  work  in  both 
browsers. 

“Companies  that  implement 
the  least-common-denominator 
approach  will  leave  themselves 
exposed  to  companies  that  bend 
over  backward  to  provide  a 
great  user  experience  using  the 
latest  bells  and  whistles  for  each 
browser,”  warned  Tim  Sloane, 
an  analyst  at  Aberdeen  Group, 
Inc.  in  Boston.  But  others  said 
business-minded  Web  sites 
would  be  well-advised  to  take 
the  least-common-denominator 
approach  so  that  anyone  can 
access  their  pages. 

“We’re  pretty  sure  the  days  of 
people  developing  Web  sites  for 
one  browser  or  another  are 
gone,  no  matter  what  new  wid¬ 
get  these  people  come  up  with, 
because  anyone  doing  real  busi¬ 
ness  on  their  Internet  site  is  not 
going  to  let  themselves  be  in¬ 
hibited  by  these  religious  fanat¬ 
ics,”  said  Harry  Fenik,  an  ana¬ 
lyst  at  Zona  Research,  Inc.  in 
Redwood  City,  Calif.  □ 


Nader  challenges  IBM 

►  DOJ  responds  to  Microsoft  motion 


By  Kim  S.  Nash 


antitrust  legal  maneuvers  be¬ 
gan  in  earnest  last  week  as  Mi¬ 
crosoft  sought  to  seal  evidence 
while  the  presiding  judge  lim¬ 
ited  the  number  of  witnesses 
and  set  other  ground  rules. 

Outside  the  courtroom,  con¬ 
sumer  activist  Ralph  Nader  tried 
to  loosen  Microsoft’s  grip  on 
the  PC  operating  system  market 
by  asking  IBM  to  make  OS/2 
available  for  free. 

Releasing  OS/2  source  code  to 
the  public  would  promote  an  al¬ 
ternative  to  Windows,  Nader 
wrote  to  IBM  Chairman  Louis 
Gerstner  in  a  letter  dated  June  8. 

IBM’s  PCs  today  come  pre- 
loaded  with  Windows.  Business 
and  consumer  buyers  must  pay 
up  to  $199  extra  to  get  IBM’s 
operating  system  and  must  in¬ 
stall  it  themselves. 

“If  you  have  to  fight  with 
them  to  get  a  copy  [of  OS/2], 
and  first  you  have  to  pay  for 
Windows,  even  if  you  don’t  want 
it,  why  don’t  they  just  let  it  out 
for  free?”  asked  James  Love,  di¬ 
rector  of  the  Consumer  Project 
on  Technology,  a  nonprofit 


group  that  works  with 
Nader.  Love  also  signed 
the  letter. 

“We’re  not  going  to 
give  any  OS/2  code 
away,”  an  IBM  spokes-  awaY 
woman  said.  Nor  will 
IBM  respond  to  the  letter  or 
meet  with  Nader  and  Love,  as 
they  requested,  she  added. 

Meanwhile,  the  U.S.  Depart¬ 
ment  of  Justice  didn’t  object  to 
Microsoft’s  motion  to  keep  se¬ 
cret  the  evidence  in  the  antitrust 


case.  But  the  gov¬ 
ernment  has  in 
the  past  revealed 
bits  of  documents 
collected  in  its 
investigation  of 
the  company.  Mi¬ 
crosoft  said  it 
wants  to  protect 
its  intellectual 
property  and  con¬ 
fidential  business 
practices. 

Each  side  will  get  to  present 
just  six  to  12  witnesses  in  the 
trial  set  for  Sept.  8,  U.S.  District 
Judge  Thomas  Penfield  Jackson 
ordered  last  week.  He  also  de¬ 
creed  that  testimony  must  be 
submitted  in  writing.  □ 


Ralph  Nader 
asked  IBM  to  give 
OS/2 
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writes.  Managing,  page  75 
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A  call-in  system  keeps  Du  Pont 
salespeople  in  the  field,  not 
online,  after  each  sale  of  a  haz- 
mat  suit.  Software,  page  57 
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Shareholders  approve 
Compaq/DEC  merger 


►  Observers:  Outlook  for  DEC  users  positive 


By  Jaikumar  Vijayan 

it  seemed  the  misty-eyed  "last 
night”  parties  held  by  Digital 
employees  marking  the  end  of 
their  company’s  independence 
had  barely  come  to  a  close  be¬ 
fore  new  parent  Compaq  was 
planning  its  postmerger  vision. 

"Digital  had  a  41-year  history, 
but  in  the  end  all  it  took  was 
just  about  41  minutes”  for 
shareholders  to  vote  it  out  of  in¬ 
dependent  existence,  said  Terry 
Shannon,  editor  of  the  newslet¬ 
ter  “Shannon  Knows  DEC.” 

At  a  press  conference  follow¬ 
ing  the  formal  approval  of  the 
merger  last  week,  Houston- 
based  Compaq  Computer  Corp. 
outlined  a  strategy  that  calls  for 
pushing  enterprise  services  and 
products  acquired  in  the  merger 
with  Digital  Equipment  Corp., 
such  as  64-bit  Alpha  chips  and, 
long  term,  a  more  “NT-friendly” 
version  of  Unix. 

For  example,  Compaq  is  tar¬ 
geting  a  “three-point  plan”  for 
pushing  Windows  NT  in  the  en¬ 
terprise  based  on  high-availabil¬ 
ity  clustering  technology,  Unix/ 
NT  integration  middleware  and 
prepackaged  application  bun¬ 
dles  for  Windows  NT. 

Compaq  CEO  Eckhard  Pfeif¬ 
fer  also  said  Compaq  would  cut 
2,000  jobs  across  the  company. 
That  move,  which  adds  to  the 
15,000  layoffs  already  an¬ 
nounced  at  Digital,  will  prompt 
the  company  to  take  a  restruc¬ 
turing  charge  of  between  $1.5 
billion  and  $2  billion,  he  said. 

PRODUCT  CUTS 

Pfeiffer  said  the  merger  could 
result  in  some  discontinued 
product  lines.  “We  are  obviously 
rationalizing  worldwide  manu¬ 
facturing.  We  are  not  making 
any  predictions  at  this  point,” 
he  said,  adding  that  decisions 
will  be  announced  within  the 
next  few  months. 

Houston-based  Compaq  also 
announced  an  organizational 
reshuffle  to  accommodate  se¬ 
nior  Digital  executives.  John 
Rando,  who  headed  Digital’s 
services  organization,  was 
named  senior  vice  president  of 
services  at  the  merged  com¬ 
pany.  Bill  Strecker,  Digital’s 
chief  technical  officer,  was 
named  vice  president  of  tech¬ 
nology  at  Compaq.  And,  as  was 
widely  expected.  Digital  CEO 


Robert  Palmer  said  he  would  re¬ 
sign  by  the  end  of  next  month, 
the  end  of  Digital’s  fiscal  year 
and  the  merger’s  completion. 

Compaq’s  proposed  acquisi¬ 
tion  of  Digital  was  approved  by 
more  than  70%  of  those  pre¬ 
sent  at  a  special  shareholders’ 
meeting  last  week.  The  vote 
brought  to  a  formal  close  Digi¬ 
tal’s  history,  from  its  1957 
founding  by  Kenneth  Olsen  to 
Compaq’s  stunning  $9.6  billion 
bid  for  Digital  on  Jan.  26. 

Before  the  vote,  the  employ¬ 
ees’  parties  were  filled  with  sad¬ 
ness  —  and  some  resentment. 
“Everybody  recognized  it  was 
the  passing  of  an  era,”  said  Bob 
Schmitt,  a  former  vice  president 
of  international  marketing  at 
Digital,  who  attended  a  party  in 
Acton,  Mass.  “There  was  bitter¬ 
ness  that  Palmer  was  walking 
away  with  $6  million  after  he 
has  just  sold  the  company,” 
Schmitt  said. 


Digital  CEO  Robert  Palmer 
won't  be  part  of  Compaq's 
new  executive  team 


“But  I  think  the  overall  feel¬ 
ing  was  that  the  outlook  for 
Digital  and  its  customers  is  very 
good  because  in  Compaq  you 
have  a  company  that  knows 
how  to  use  the  distribution 
channel  and  sell  mass  products 
very  well,”  said  Schmitt,  who  is 
president  of  Biometrica  Sys¬ 
tems,  Inc.,  a  Las  Vegas  com¬ 
pany  that  makes  casino  surveil¬ 
lance  and  security  systems. 

It  is  expected  that  Digital  and 
Tandem  Computers,  Inc.  — 
which  Compaq  acquired  last 
year  —  will  be  completely  sub¬ 
sumed  by  Compaq  in  the  next 
few  months. 

In  the  months  since  the 
merger  announcement.  Digital 
and  Compaq  executives  have 
stressed  that  the  merger  won’t 
result  in  disruption  of  Digital 
technologies  such  as  OpenVMS, 
Alpha  chips  and  Digital  Unix.  □ 


STELLA  JOHNSON 


Fast  and  Friendly 


Now  the  world's  fastest  sort  technology 
has  the  friendly  face  of  Windows  NT®. 


Introducing  SyncSort  for  Windows  NT, 

the  high-performance  tool  you'll  need  to 


load  your  database  faster  and  do  all  kinds 
of  heavy-duty  processing,  such  as  data 
warehousing  chores,  more  easily  and  effi¬ 
ciently  on  Windows  NT.  Designed  specifi¬ 
cally  for  a  client/server  environment, 
SyncSort  for  Windows  NT  lets  you  build 
applications  quickly  on  client  machines 
while  running  the  actual  jobs  behind  the 
scenes  on  your  more  powerful  NT  server. 
The  result  is  optimal  SyncSort  performance 
that's  light  years  faster  than  the  Windows 


NT  systems  sort.  Interested?  Just  give  us 
a  call  at  (201)  930-8200,  dept.  C7CWW. 
We'd  also  be  happy  to  send  you  a  free  copy 
of  our  newest  publication,  Power  Database 
Loads:  A  Checklist  of  Techniques. 


Tel  (201)  930-8200  dept.  68CWW 
Fax  (201)  930-8290  dept.  68CWW 
http://www.syncsort.com/68cww 


©1998  SyncSort  Incorporated.  All  trademarks  are  property  of  their  respective  owners. 

Visit  us  at  Database  &  Client/Server  World,  Hynes  Conv.  Ctr.,  Boston,  June  24-25,  Booth  404. 


Computerworld  June  15,  1998  (www.computerworld.com) 


Banks  face  IT  culture  clash  in  merger 


By  Thomas  Hoffman 


THE  IT  CULTURE  CLASH  facing 
the  banking  industry’s  latest 
merger  —  San  Francisco-based 
Wells  Fargo  &  Co.  and  Norwest 
Corp.  in  Minneapolis  —  is  a  lot 
like  trying  to  create  a  hybrid 
television  series  between  The  X 
Files  and  Petticoat  Junction. 

Wells  Fargo  is  a  hip,  high- 
tech  bank  that  relies  heavily  on 
electronic  banking  to  lure 
young,  upwardly  mobile  cus¬ 
tomers.  Norwest  is  a  staid, 
branch-heavy  bank  that  has  be¬ 
come  very  profitable  by  creating 
solid  personal  customer  rela¬ 
tionships,  analysts  said. 

“One  look  at  these  two  cul- 


Several  years  aqo,  Wells 
Farqo  outsourced  its  mort- 
qaqe  bankinq  to  Norwest. 
But  Wells  Farqo  "had  to 
end  that  relationship” 
after  Norwest  wanted  to 
cross-sell  competinq  prod¬ 
ucts  to  Wells  Farqo  cus¬ 
tomers,  said  Raphael 
Soifer,  an  analyst  at  Brown 
Brothers  Harriman  &  Co. 
in  New  York. 


tures  and  you’ve  gotta  say,  ‘Boy, 
this  is  gonna  be  interesting,’  ’’ 
said  Bob  Landry,  an  analyst  at 
The  Tower  Group,  a  Newton, 
Mass. -based  financial  services 
and  technology  consultancy. 

Unlike  other  bank  mega¬ 
mergers  announced  earlier  this 
year,  such  as  the  BankAmerica 
Corp./NationsBank  Corp.  deal 
(see  chart),  the  $34  billion  mar¬ 
riage  of  these  two  Western  pow¬ 
erhouses  has  less  to  do  with 
achieving  cost  savings  than  it 
does  with  playing  off  their  re¬ 
spective  strengths. 

For  example,  Wells  Fargo  and 


Norwest  executives  said  they  ex¬ 
pect  to  absorb  $950  million  in 
transition-related  expenses  to 
achieve  $650  million  in  cost 
savings  after  three  years.  That 
savings  would  represent  17%  of 
the  noninterest  expense  base 
for  Wells  Fargo,  the  smaller  of 
the  two  banks. 

LESS  SAVINGS 

That’s  a  lot  less  than  the  27% 
expense  savings  expected  from 
the  BankAmerica/NationsBank 
deal.  It  is  also  less  than  the  28% 
cost  reductions  projected  for  the 
First  Chicago  NBD/Banc  One 
Corp.  merger,  said  Raphael 
Soifer,  an  analyst  at  Brown 
Brothers  Harriman  &  Co.  a 
New  York-based  investment 
bank. 

The  question  everyone  is  ask¬ 
ing  is  whether  Wells  Fargo  can 
blend  its  high-tech,  supermar¬ 
ket-style  banking  approach  with 
Norwest’s  more  traditional  com¬ 
munity  banking  strengths. 
“That’s  the  key  challenge.  You 
don’t  want  to  give  up  the 
strengths  of  each  institution 
and  blend  them  into  one  look,” 
said  Art  Gillis,  president  of 
Computer  Based  Solutions,  Inc., 
a  banking  consultant  in  Dallas. 

BECOMING  ONE 

The  banks  might  be  well  served 
to  convert  their  core  banking 
systems  onto  Norwest’s  plat¬ 
forms,  Landry  said.  One  reason 
is  that  Wells  Fargo  runs  a  lot  of 
heavily  customized,  proprietary 
banking  systems  that  “hurt”  the 
bank  as  it  struggled  to  synthe¬ 
size  those  systems  with  those  at 
First  Interstate  Bancorp  after  a 
merger  two  years  ago,  he  said. 

A  packaged  applications 
approach  would  make  it  easier 
to  consolidate  the  two  banks 
under  one  roof  by  using 
Norwest’s  commercial  banking 


The  Wells  Fargo  merger  with  Norwest  will  have  a  distinct  West 
Coast  lean.  The  bank  will  retain  the  Wells  Fargo  name  and  its  San 
Francisco  headquarters.  Wells  Fargo  President  Rod  Jacobs 
will  head  up  the  team  consolidating  the  banks’  systems  and 
operations. 

Beyond  its  Bay  Area  look,  however,  lies  Norwest,  a  regional 
banking  powerhouse  and  the  nation’s  largest  originator  of 

mortgages. 

Norwest’s  community  banking  approach  has  helped  it  develop 
strong  customer  relationships  and  has  generated  one  of  the  in¬ 
dustry’s  highest  cross-sell  ratios  (number  of  banking  products 
sold  to  each  customer)  in  the  industry  at  4-to-i.  By  comparison, 
Wells  Fargo’s  cross-sell  ratio  is  a  mere  2.4-to-i,  notes  Ronald  I. 
Mandle,  an  analyst  at  Sanford  C.  Bernstein  &  Co.  in  New  York. 

—  Thomas  Hoffman 


Recent  bank  megamergers  include: 

June  8 

Norwest  &  Wells  Farqo 

$34B 

April  13 

Travelers  &  Citicorp* 

$75.1  B 

April  13 

NationsBank  &  BankAmerica 

$61.7B 

April  6 

BancOne  &  First  Chicago 

$26.9B 

♦Merger  of  bank  and  insurance  firm 

systems,  Landry  said. 

Other  big  banks,  including 
The  Chase  Manhattan  Bank 
Corp.,  Citicorp  and  Nations¬ 
Bank,  recently  decided  to  go 
with  packaged  applications  such 
as  Little  Rock,  Ark.-based  Alltel 
Information  Services,  Inc.’s  de¬ 
posit  systems  “and  customize 
them  where  necessary,”  Landry 
said. 


“In  the  age  of  national  bank¬ 
ing,  it  doesn’t  make  sense”  to 
have  different  applications  sup¬ 
porting  different  regions,  he 
said.  “To  get  the  cost  savings 
you  need  to  achieve,  you  need 
to  have  scale”  between  systems, 
he  added. 

Despite  Wells  Fargo’s  reputa¬ 
tion  as  an  Internet  banking 
leader,  it  is  still  recovering  from 


its  $11.3  billion  1996  hostile  ac¬ 
quisition  of  First  Interstate, 
which  led  to  numerous  comput¬ 
er  snafus,  sent  droves  of  angry 
customers  into  the  arms  of 
smaller  rivals  and  led  to  hun¬ 
dreds  of  millions  of  dollars  in 
write-offs,  analysts  said. 

That  experience,  along  with 
the  need  to  make  its  respective 
systems  year  2000-ready,  is  the 
primary  reason  why  the  banks 
decided  on  a  three-year  transi¬ 
tion  in  converting  systems  and 
picking  a  combined  information 
technology  and  operations  staff, 
observers  said.  □ 

Banks  can  offer  you  many 
hard  lessons  on  bringing 
together  IT  staff.  Managing, 
page  69. 


Hyundai  builds  extranet  to 
streamline  parts  ordering 


By  Bob  Wallace 


it’s  a  do-it-yourself  mechan¬ 
ic’s  dream. 

And  it  may  be  a  dream  come 
true  for  dealers,  independent  re¬ 
pair  shops  and  international 
distributors  of  Hyundai  cars. 
They  will  be  able  to  order  parts 
and  track  orders  over  the  Inter¬ 
net  using  an  extranet  to  be  built 
next  month. 

Hyundai  Motors  of  America 
hopes  the  extranet  will  elimi¬ 
nate  the  deluge  of  phoned-in 
parts  orders  from  dealers,  as 
well  as  the  faxed  orders  from  in¬ 
ternational  distributors.  Routine 
calls  to  check  on  the  status  of 
orders  should  cease,  too. 

“Our  goal  is  to  streamline  the 
parts  ordering  and  tracking 
process  while  making  it  more 
efficient  for  everyone,"  said 
Bernie  Reyes,  a  technical  ana¬ 
lyst  at  Hyundai’s  U.S.  unit  in 
Fountain  Valley,  Calif.  “And  we 
want  to  put  consumers  more  in 
charge  as  well.” 

Reyes  said  he  expects  an  ini¬ 
tial  25%  reduction  in  calls  for 
parts  orders  and  status  in¬ 
quiries. 

With  the  new  World  Wide 
Web  site  to  be  completed  this 
fall,  customers  can  enter  their 
vehicle  identification  number 
and  locate  the  parts  they  need 
using  online  catalogs. 

Credit-card  purchases  can  be 
made  using  an  electronic-com¬ 


merce  system  from  Chicago- 
based  Click  Interactive,  Inc., 
which  enters  orders  into 
Hyundai’s  IBM  3090  main¬ 
frame. 

Today,  most  Hyundai  dealers 
look  up  parts  in  sometimes- 
outdated  paper  catalogs  and  mi¬ 
crofiche  systems  and  then  place 
orders  over  third-party  satellite 
networks.  Dealers  are  tiring  of 
that  process,  in  part  because  it 
doesn’t  let  them  check  order 
status.  The  extranet  will. 

“We  surveyed  our  dealers  and 
over  70%  said  they  would 
prefer  our  Internet- 
based  parts  sys¬ 
tem,”  Reyes  said. 

“It  could  elimi¬ 
nate  all  the 
baloney  we  go 
through  with 
[paper]  catalogs 
and  microfiche,” 
said  Ed  New¬ 
man,  president 
of  Newman  Ford-Hyundai  in 
Salem,  N.H.  “This  would  also 
be  good  for  the  consumer,  be¬ 
cause  they  could  get  the  infor¬ 
mation  they  need  fast,  rather 
than  calling  all  over  looking  for 
parts.  I’m  definitely  for  it." 

Hyundai’s  parts-ordering  ex¬ 
tranet  is  the  first  in  the  auto  in¬ 
dustry  to  be  open  to  consumers, 
which  gives  Hyundai  a  competi¬ 
tive  edge,  said  Bob  Schnorbus, 
an  analyst  at  J.  D.  Power  and 
Associates  in  Troy,  Mich. 


“Larger  car  manufacturers 
want  to  bring  as  many  con¬ 
sumers  back  into  dealerships 
for  repairs  as  possible.  But 
for  smaller  automakers  like 
Hyundai,  with  far  fewer  dealer¬ 
ships,  direct  ordering  capabili¬ 
ties  become  an  important  con¬ 
venience,”  Schnorbus  said. 

Hyundai  has  about  500  U.S. 
dealerships,  compared  with 
about  8,000  for  General  Motors 
Corp. 

Jim  Mateyka  said  opening  up 


Hyundai's  extranet  will  let  consumers,  deal¬ 
ers,  repair  shops  and  distributors  get  parts 
easier  for  cars  such  as  this  Tiburon 


the  parts  process  globally  repre¬ 
sents  another  industry  first. 

“This  should  help  Hyundai 
reduce  parts  inventories,  which 
means  savings,  because  it’s  ex¬ 
pensive  to  have  excess  parts  lay¬ 
ing  around  all  over  the  world,” 
said  Mateyka,  an  automotive  in¬ 
dustry  consultant  at  A.  T.  Kear¬ 
ney,  Inc.  in  Chicago. 

In  the  future,  Hyundai  plans 
to  extend  the  ability  to  check 
order  status  to  its  mobile  field 
representatives.  □ 


Time  is  money.  And  when  you  get  a  mission 


critical  database  on  its  feet  before 


cold,  there’s  cause  for  celebration. Yahoo!®,  the 


leading  search  engine  on  the  Web,  uses  OracleS 


on  NT  to  grow  and  manage  the  sales  of  its  Web 


advertising.  Now  a  global  sales  staff  can  access  a  7 


by  24  data  warehouse,  easily  search  through  inven 


tory  data,  and  put  together  advertising  packages 


for  their  customers.  What’s  more,  the  scalability 


of  Oracle8  on  NT  allows  Yahoo!  to  grow  their 


business  dynamically,  enabling  success  through 


access  to  business  information.  There’s  more 


to  shout  about.  Doug  Smith  from  Yahoo!  claims 


Oracle8  on 


irmance 


and  scalability  we  need,  and  is  the  most  cost-effective 


solution  out  there.”  The  leader  chose  the  leader, 


and  the  search  was  over.  Find  out  how  Oracle8  can 


put  exclamation  marks  into  your  business 


Visit  unvw.oracle.com! info!  1  to  learn  more. 


or  call  800-633-1072,  ext.  12816 


Enabling  the  Information  Age 


Yahoo!  is  thrilled  to 


have  their  n 


tabase  up  and  running 


^.•Umarfc  <>i  Or*'W 
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VM/VSE  shops  get  migration 


►  IBM  pitches  OS/390  " co-existence ”  strategy 


By  Jaikumar  Vijayan 


ibm  is  toning  down  its  efforts 
of  the  past  two  years  to  per¬ 
suade  customers  of  its  VM  and 
VSE  mainframe  operating  envi¬ 
ronments  to  migrate  wholesale 
to  the  newer  OS/390  operating 
system. 

Instead,  IBM  said  it  has  be¬ 
gun  to  peddle  an  operating  sys¬ 
tem  “co-existence”  strategy 
aimed  at  making  it  less  expen¬ 
sive  for  users  to  try  out  OS/390 
while  continuing  to  run  their 
VM  and  VSE  applications. 
During  the  past  few  months, 
IBM  has  told  VM  and  VSE 
shops  they  can  continue  to  run 
their  legacy  applications  while 
migrating  some  new  ones  to 
OS/390. 

The  moves  are  a  cautionary 


effort  by  IBM  to  stave  off  possi¬ 
ble  migrations  to  other  plat¬ 
forms  by  users  looking  for  new 
functionality  but  unwilling  to 
make  the  investment  in  OS/ 
390,  according  to  analysts. 

OS/390  bundles  the  MVS 
operating  system  with  main¬ 
frame  applications  and  func¬ 
tions  formerly  sold  separately. 
It  also  supports  Unix  and  enter¬ 
prise  resource  planning  applica¬ 
tions.  VM  and  VSE  shops  can 
run  OS/390  as  a  “guest”  operat¬ 
ing  system  to  access  some  of 
the  new  functionality.  An  up¬ 
coming  version  will  add  more 
VM  and  VSE  hooks  to  make 
OS/390  migration  easier,  but 
IBM  hasn’t  set  a  release  date. 

Also  driving  IBM’s  moves  are 
year  2000  issues  that  are  forc¬ 
ing  many  VM/VSE  shops  — 


some  running  applications  dat¬ 
ing  back  20  years  or  more  —  to 
choose  between  application  re¬ 
mediation  and  migration  to  new 
platforms  such  as  Unix  and 
Windows  NT,  said  Mike  Kahn, 
an  analyst  at  The  Clipper  Group 
in  Wellesley,  Mass. 

LOWER  COSTS 

Before  the  new  pricing  options 
were  available,  the  cost  of  mi¬ 
grating  VM/VSE  applications  to 
OS/390  was  significantly  higher 
compared  with  moving  them  to 
Unix  or  NT,  said  Christine 
Schweikhard,  a  lead  systems 
programmer  at  West  Valley  Nu¬ 
clear  Services  Co.,  a  CBS,  Inc. 
subsidiary  in  Buffalo,  N.Y. 

“We  figured  it  would  be 
superexpensive  for  us  to  move 
to  OS/390,”  Schweikhard  said. 
But  a  recent  pricing  scheme 
from  IBM  let  the  company  get 


reprieve 


the  latest  year-2000  compliant 
versions  of  VM  and  VSE  bun¬ 
dled  with  the  price 
of  a  single  version 
of  OS/390. 

The  deal  lets  the 
company  do  reme¬ 
diation  work  on  ex¬ 
isting  applications 
while  hosting  new 
ones  on  OS/390, 
she  said. 

IBM  will  offer 
the  discretionary 
pricing  schemes  to 
more  users,  said 
Randy  Stellman, 
an  OS/390  consultant  at  IBM. 
Users  will  have  to  demonstrate 
that  they  are  running  at  least 
one  application  on  OS/390  in 
the  next  three  years,  he  said. 

IBM  is  also  developing  a  spe¬ 
cial  version  of  OS/390  that  will 
integrate  better  with  VM  and 


Share's  John  Bevis 
agrees  that  IBM  has 
focused  on  0S/390 


VSE,  Stellman  said.  The  soft¬ 
ware  will  allow  VM  and  VSE 
users  to  more  easily  tap  some 
of  OS/39o’s  capabilities  — 
such  as  its  support  for  Lotus 
Development  Corp.’s  Notes  — 
from  their  existing  environ¬ 
ments. 

VM  and  VSE 
sites,  estimated  by 
IBM  to  number 
around  20,000, 
have  asked  for 
some  of  the  same 
functionality  from 
IBM,  but  the  com¬ 
pany  has  made  no 
secret  that  it  con¬ 
siders  OS/390 
more  strategic. 

“They  have  cer¬ 
tainly  chosen  to  de¬ 
vote  more  resources  into  the  de¬ 
velopment  of  OS/390  than  into 
VM  or  VSE,”  said  John  Bevis, 
president  of  the  Share  main¬ 
frame  user  group  and  a  manag¬ 
er  at  the  University  of  Florida’s 
Northeast  Regional  Data  Center 
in  Gainesville.  □ 


Knowledge  base  may  speed 
Unicenter  implementation 


By  Patrick  Dryden 


computer  associates  Interna¬ 
tional,  Inc.  is  preparing  interac¬ 
tive  software  that  promises  to 
cut  in  half  the  time  and  expense 
of  implementing  CA’s  Unicen¬ 
ter  management  suite. 

The  usual  approach  to  rolling 
out  Unicenter  is  to  hold  a 
bunch  of  long  meetings  and  dig 
through  cookbook- 
style  manuals  to 
make  the  tools 
match  the  compa¬ 
ny’s  needs. 

The  upcoming 
software,  co-devel- 
oped  by  CA  and 
Cobre  Group,  Inc., 
uses  a  knowledge 
base  and  methodol¬ 
ogy  to  streamline 
the  process  of  con¬ 
figuring  and  imple¬ 
menting  Unicenter. 

Analysts  said 
CA,  like  its  rivals, 
is  trying  to  address  the  shortage 
of  support  after  the  sale. 

“End-to-end  management  is  a 
huge  software  engineering  proj¬ 
ect.  After  spending  millions  of 
dollars  on  tools,  you  must 
spend  two  or  three  times  that 
before  you  can  hit  thousands  of 
moving  targets,”  said  Chip 
Gliedman,  an  analyst  at  Giga 


CA’s  Chris  Wagner 
says  the  new  soft¬ 
ware  cuts  installa¬ 
tion  time  in  half 


Information  Group  in  Cam¬ 
bridge,  Mass.  “Anything  that 
simplifies  the  rollout  process 
will  help  IS  show  payback  soon¬ 
er  to  keep  managers  on  their 
side.” 

The  success  rate  is  dismal  for 
Unicenter  and  frameworks 
from  rivals  such  as  Hewlett- 
Packard  Co.  and  Tivoli  Systems, 
Inc.,  according  to  Ray  Paquet, 
an  analyst  at  Gart¬ 
ner  Group,  Inc.  in 
Stamford,  Conn. 

“Many  big  inte¬ 
grated  manage¬ 
ment  projects  fail 
or  get  scaled  back 
because  the  soft¬ 
ware  is  extremely 
difficult  to  imple¬ 
ment,”  Paquet  said. 
An  automated  pro¬ 
cess  could  help  if  it 
works  as  promised, 
he  said. 

The  software,  in 
beta  testing  now, 
should  be  available  by  August; 
pricing  hasn’t  been  set.  CA 
hasn’t  named  its  version,  but 
Cobre  Group  will  offer  the  tools 
under  the  name  HelpMate. 

The  software  sounds  like  “a 
major  step  forward  to  reduce 
the  time  and  streamline  the  en¬ 
tire  project,”  said  Allan  Horn, 
vice  president  of  data  center  op¬ 


erations  at  USA  Group,  Inc.  in 
Indianapolis. 

A  year  ago,  the  insurer  began 
its  Unicenter  project  the  usual 
way:  “Get  everyone  in  the  room, 
and  try  to  figure  out  what  we 
need  to  do  from  implementa¬ 
tion  cookbooks,”  Horn  said. 
“It’s  amazing  how  much  time 
you  can  waste  that  way.” 

Users  beta-testing  the  soft¬ 


ware  have  reduced  their  total 
software  installation  time  from 
four  months  to  two  and  have 
slashed  the  cost  for  consulting 
and  implementation  services 
from  as  much  as  $10  to  $4  for 
every  software  dollar,  according 
to  Chris  Wagner,  executive  vice 
president  of  global  professional 
services  at  CA  in  Islandia,  N.Y. 

Java  software  reduces  com¬ 
plex  design  processes  to  an  in¬ 
teractive  dialogue  and  can  actu¬ 
ally  launch  Unicenter  setup 
functions,  said  Jud  Breslin, 
president  of  Cobre  Group  in 
Morristown,  N.J. 

“IS  and  integrators  can  build 
a  map  of  business  processes 


managed  through  Unicenter 
and  test  staff  knowledge  before 
going  live,”  he  said. 

That  approach  sounds  better 
than  the  current  quick-start 
guide,  which  planners  use  to 
lay  out  goals,  tasks  and  a  proj¬ 
ect  time  line,  said  Unicenter 
user  Jeff  Berwick,  chief  infor¬ 
mation  officer  at  Roney  &  Co. 
in  Detroit. 

“Perhaps  we  could  have 
learned  more  about  Unicenter’s 
needs  ahead  of  time  with  this 
program,”  he  said.  □ 

@Q&A  on  HP's  management 
software  division  strategy. 
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OMB  blasts  government  date  conversions 


By  Matt  Hamblen 


work  on  year  2000  fixes 
slowed  at  the  Department  of 
Defense  in  the  past  quarter,  and 
only  minimal  progress  was 
made  at  the  agency  that  over¬ 
sees  the  Federal  Aviation  Ad¬ 
ministration,  according  to  a 
government  report  released  last 
week. 

The  report,  from  the  Office 
of  Management  and  Budget 
(OMB),  lists  six  out  of  24  feder¬ 
al  agencies  as  showing  “insuffi¬ 
cient  evidence  of  progress”  on 
year  2000  work.  The  six  were 
the  departments  of  Defense, 
Transportation,  Energy,  Educa¬ 
tion,  Health  and  Human  Ser¬ 
vices  and  the  U.S.  Agency  for 
International  Development.  To 


press  the  lagging  agencies,  John 
Koskinen,  chairman  of  the  Pres¬ 
ident’s  Year  2000  Conversion 
Council,  said  he  is  requiring 
those  six  and  nine  others  to  file 
monthly,  rather  than  quarterly, 
progress  reports. 

Last  week’s  report  shows  it 
will  cost  the  government  $5  bil¬ 
lion  to  get  federal  agencies 
ready  for  year  2000,  up  from 
the  $4.7  billion  reported  in  the 
February  quarterly  report. 

OMB  acting  deputy  director 
G.  Edward  Deseve  said  many 
agencies  “are  making  good 
progress,  but  others  continue  to 
face  significant  challenges.” 

The  OMB  said  agencies 
showing  good  progress  include 
the  Social  Security  Administra¬ 
tion,  Federal  Emergency  Man¬ 


agement  Administration  and 
National  Science  Foundation. 

“The  FAA  has  become  the 
poster  child  for  year  2000,” 
Koskinen  told  bankers  in  New 
York  June  2.  But  he  said  the 
public  shouldn’t  be  worried 
about  traveling  on  Jan.  1,  2000, 
because  the  FAA  has  a  year 
2000-compliant  backup  system 
if  other  systems  can’t  be  made 
ready.  If  it  is  used,  the  backup 
system  will  slow  departures  and 
arrivals  to  the  pace  of  bad 
weather,  allowing  70%  of  the 
normal  number  of  flights. 

Critics  of  the  government's 
efforts  reacted  impatiently.  The 
government  deserves  an  F 
grade  for  its  response  to  the 
date  conversion  problem,  said 
Rep.  Stephen  Horn  (R-Calif.).D 
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Data  tool  cuts  to  the  chase:  Profits 

►  Software  helps  users  evaluate  where  business  lags  or  excels 


By  Craig  Stedman 
Palm  Beach,  Fla. 


for  some  companies,  using  packaged 
software  to  manage  order  entry  and 


other  tasks  isn’t  enough.  They  also  want 
to  analyze  the  data  that  flows  into  their 
business  systems  to  find  out  what  makes 
money  and  what  doesn’t. 

That  usually  has  meant  waiting  for  the 


technology  side  of  the  house  to  write 
queries  for  users.  But  some  application 
vendors  are  now  readying  built-in  data 
analysis  features  that  let  business  man¬ 
agers  measure  the  profitability  of  orders, 
products  and  customers. 

For  example,  Swedish  vendor  Industri- 


Matematik  International  Corp.  (IMI)  is 
beta-testing  a  profitability  analysis  mod¬ 
ule  for  its  System  ESS  order  manage¬ 
ment  software. 

And  PeopleSoft,  Inc.  plans  to  test  sim¬ 
ilar  functionality  as  part  of  an  upgrade  of 
its  packaged  applications  due  out  this 
month. 

MoDo  Merchants  Ltd.,  a  U.K. -based 
distributor  of  printing  and  writing  paper, 
is  the  first  user  to  prototype  I  Mi’s  Eco¬ 
nomic  Value  Analyzer  software.  Hugh 
Stages,  finance  and  personnel  director 
at  the  company,  said  the  software  already 
has  helped  him  persuade  a  paper  sup¬ 
plier  to  hold  more  inventory  for  MoDo 
Merchants. 

“This  gives  us  another  angle  instead  of 
banging  on  people’s  doors  and  just  try¬ 
ing  to  lower  their  prices,”  Stages  said  at 
IMI’s  North  American  user  group  con¬ 
ference  here  last  week.  “Rather  than  just 
talking  about  one  number,  we  can  talk 
about  six.” 


MODO  WORKING 


MoDo  Merchants  plans  these  uses  for 

IMI’s  profitability  analysis  software: 

I  Identifying  products  or  segments 
that  aren't  profitable 

I  Balancing  profits  against  the 
capital  tied  up  in  products 

I  Measuring  the  cost  of  logistics  or 
extended  payment  terms 

Executives  can  now  look  through 
order  data  for  the  120,000  tons  of  paper 
MoDo  ships  each  year  to  find  products 
that  aren’t  pulling  their  weight.  Although 
MoDo  Merchants  also  tested  stand-alone 
query  tools,  “it  would  take  a  long  time 
and  a  skilled  individual  to  get  out  the 
same  information,”  Stages  said. 

FORECASTING  TOOL 

Gary  Nelson,  a  senior  information  tech¬ 
nology  and  business  analyst  at  Cargill, 
Inc.’s  Honeysuckle  White  division,  said 
what-if  analysis  capabilities  built  in  to 
the  profitability  module  could  be  used  by 
marketing  managers  to  test  different 
pricing  options  before  a  promotion  is 
launched. 

“We  don't  want  to  invest  in  a  project 
and  then  find  out  it  doesn’t  work  for  us,” 
Nelson  said.  The  Honeysuckle  White 
division,  a  turkey  processor  in  Spring- 
dale,  Ark.,  plans  to  go  live  with  IMI’s 
order  management  application  early  next 
year. 

IMI,  which  has  U.S.  offices  in  Tarry- 
town,  N.Y.,  said  the  profitability  module 
should  ship  this  fall;  pricing  hasn’t  been 
set.  Pleasanton,  Calif.-based  PeopleSoft 
said  its  performance  measurement  soft¬ 
ware  should  be  ready  for  general  release 
early  next  year. 

Such  products  should  give  business 
managers  more  up-to-the-minute  analy¬ 
sis  capabilities  than  full-fledged  data 
warehouses,  said  Ann  Grackin,  an  ana¬ 
lyst  at  Benchmarking  Partners,  Inc.  in 
Cambridge,  Mass.  But  many  users  are 
still  just  trying  to  get  up  to  speed  on  the 
packaged  applications,  she  said.  □ 
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Tales  from  IS 


FRANK  HAYES 


The  most  hated  man  in  the  World 
looked  up  as  Murchnick  knocked 
on  the  open  office  door. 

“Got  a  minute?  We  need  this  —  it’s 
perfect  for  my  guys  in  the  field,” 
Murchnick  said,  slapping  a  handful  of 
newspaper  clippings 
onto  the  desk. 

“Hmm.”  The  Most 
Hated  Man  peered 
over  his  bifocals  at  the 
torn  newsprint. 

“MySpace,  from  the 
Pixel  Company.  What 
is  it?” 

“It’s  a  new  technolo¬ 
gy  that  lets  us  get  around  Windows,” 
Murchnick  said  excitedly.  “It  sits  at  the 
bottom  of  the  screen  in  that  black  space 
outside  the  Windows  desktop.  . . 

“The  overscan  area,”  The  Most  Hated 
Man  said. 

“Yeah,  whatever,"  Murchnick  said. 
“It’s  a  tool  bar  —  you  just  click  on 
whatever  you  want.  But  it’s  completely 
outside  Windows.  So  you  can  get  news 


feeds,  launch  Java  and  even  run  another 
operating  system  right  alongside  Win¬ 
dows.” 

Murchnick  poked  triumphantly  at  the 
clippings.  “This  i^great  stuff.  There’s 
an  analyst  here  who  claims  that  this 

does  things  Sun,  Oracle  and 
Netscape  all  said  couldn’t  be 
done.  And  according  to  an¬ 
other  guy,  nothing  else 
comes  close.  We  gotta  have 
this.” 


'They  got  it  wrong.  That 
rade  weekly,  The  Associated 
Press  and  Reuters,  too." 


The  Most  Hated  Man  sat  back  in  his 
chair.  "No,"  he  said. 

“Whaddya  mean,  no?”  Murchnick’s 
voice  rose.  “You  haven’t  even  looked  at 
this  thing,  and  you’re  telling  me  I  can’t 


give  it  to  my  sales  guys?  You  don’t  have 
a  single  reason.  . . 

“No,”  The  Most  Hated  Man  said.  "I’ve 
got  three  reasons  you  can’t  use  it.  First, 
it  doesn’t  do  any  of  those  things  you  say 
it  does.” 

Murchnick  grabbed  the  clippings  and 
sputtered,  “But  it  says  here.  . . 

“They  got  it  wrong.”  The  Most  Hated 
Man’s  gaze  was  cold  and  level.  “That 
trade  weekly,  The  Associated  Press  and 
Reuters,  too.” 

“No,  no,  no,”  Murchnick  said.  “You 
have  it  wrong.  I  read  the  stories.  I  called 
the  vendor,  too.  You  know  what 
MySpace  is?  It’s  a  nice  little  menu  bar. 

It  runs  under  Windows,  and  it’s  pretty 
much  like  any  other  Windows  menu 
bar.  Except  it  needs  a  special  video 
driver  to  sit  there  at  the  bottom  of  the 

screen  below 
the  Windows 
desktop.” 

“But  it  can’t 
switch  be¬ 
tween  operat¬ 
ing  systems,” 
The  Most  Hat¬ 
ed  Man  said. 

“It  can’t  —  what  does  this  story  say?  — 
‘push  Windows  out  of  the  way’  for  Java. 
It  doesn’t  work  any  magic  on  the  Inter¬ 
net.  It  just  doesn’t  do  those  things.  You 
can’t  believe  everything  you  read  in  the 


papers,  Murch. 

“The  second  reason  you  can’t  use  it  is 
there’s  nothing  you  need  it  for.  Your 
sales  guys  can  already  run  Java  in  their 
Web  browsers.  They  get  news  from  the 
Internet.  Or  if  they  need  a  special  news 
feed,  we  can  set  that  up. 

“But  right  now  all  the  help  desk  hears 
is  those  guys  moaning  about  all  the  pro¬ 
grams  they  have  to  use  and  how  com¬ 
plicated  they  are.  I  don’t  think  they 
need  another  one  if  it  isn’t  going  to 
make  their  lives  easier.” 

Now  Murchnick  was  turning  purple. 

“And  the  third  reason  you  can’t  use  it 
is  that  your  salespeople  are  all  on  lap¬ 
tops,”  The  Most  Hated  Man  continued. 
“There  isn’t  any  space  at  the  bottom  of 
the  screen  to  put  that  cute,  little  menu. 
Even  if  it  did  everything  those  stories 
claim.  And  even  if  you  had  some  use 
for  it.  Which  is  why  the  answer  is  no 
and  no  and  no.” 

Murchnick’s  jaw  moved  up  and  down 
but  no  sound  came  out.  Without  a 
word,  he  turned  and  stormed  out  of  the 
office. 

And  the  IS  manager  went  back  to  his 
work  as  The  Most  Hated  Man  in  the 
World.  □ 


Hayes  is  Computerworld's  staff  colum¬ 
nist.  His  Internet  address  is  frank_hayes 
@  cw.com. 


AOL  settles  with  gay  sailor 

A  sailor  threatened  with  expulsion  from  the  U.S.  Navy 
because  of  personal  information  obtained  from  Ameri¬ 
ca  Online,  Inc.  will  be  allowed  to  retire  with  a  full  pen¬ 
sion  and  benefits,  his  attorney  said  last  week.  The 
Navy  had  asked  America  Online  for  the  identity  of  a 
sailor  who  had  posted  —  in  a  personal  profile  using  a 
pseudonym  —  that  he  was  gay.  America  Online,  in  Re- 
ston,  Va.,  apologized  to  the  sailor,  Master  Chief  Petty 
Officer  Timothy  R.  McVeigh,  and  agreed  to  pay  dam¬ 
ages.  Both  sides  agreed  not  to  reveal  figures. 

Pianist  brings  ergonomics  suit 

A  concert  pianist  is  suing  Houston-based  Compaq 
Computer  Corp.  for  $io.2  billion,  claiming  the  PC  mak¬ 
er  took  material  from  her  book  on  ergonomics  and  dis¬ 
tributed  it  without  permission.  Ergonome,  Inc.,  co¬ 
founded  by  Stephanie  Brown,  is  seeking  damages  for 
copyright  infringement  and  fraud  related  to  Compaq’s 
alleged  printing  of  portions  of  Ergonome’s  material. 
Ergonome  published  a  book  based  on  Brown’s 
patented  ergonomic  keyboard  technique.  The  suit 
charges  that  in  1994  Compaq  requested  a  licensing 
agreement  to  include  the  book  with  every  Compaq 
computer  sold,  but  the  deal  was  never  finalized. 

Social  Security  gets  secure 

The  Social  Security  Administration  in  Baltimore  last 
week  received  a  waiver  to  use  commercial-grade  en- 
cryption  from  RSA  Data  Security,  Inc.  in  Redwood  City, 
Calif.,  for  its  Internet  site.  That  signals  a  new  govern¬ 
ment  willingness  to  relax  its  stringent  encryption  poli¬ 
cy.  Federal  agencies  generally  are  required  to  use  the 
federal  Data  Encryption  Standard,  but  popular  World 
Wide  Web  browsers  use  RSA’s  encryption  algorithms. 
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MCI  sued  to  honor  agreement 

Cable  and  Wireless  PLC  last  week  filed  suit  in  U.S.  Dis¬ 
trict  Court  in  Washington  to  require  MCI  Communica¬ 
tions  Corp.  to  honor  its  agreement  to  sell  its  Inter¬ 
net  backbone  business  to  the  British  company. 

Cable  and  Wireless  hopes  to  prevent  MCI  from 
reneging  on  its  deal.  The  suit  says  MCI  is  try¬ 
ing  to  sell  its  Internet  backbone  and  valuable 
multinational  corporate  Internet  accounts  and 
residential  customers  to  third  parties. 

Layoff  tied  to  2000  bug 

Diebold,  Inc.,  a  manufacturer  of  automated  teller  ma¬ 
chines  (ATM),  last  week  announced  plans  to  cut  500 
to  600  jobs  to  keep  costs  in  line  with  lowered  revenue 
expectations.  The  move  comes  as  Diebold’s  banking- 
industry  customers  are  focusing  more  on  mergers  and 
the  year  2000  problem  and  drawing  staff  and  invest¬ 
ments  away  from  ATM  installations,  according  to  the 
North  Canton,  Ohio-based  company. 

Cut  cable  downs  UUnet  service 

A  cut  fiber-optic  cable  in  White  Plains,  N.Y.,  shut  down 
portions  of  the  Internet  last  Thursday  and  slowed  oth¬ 
er  parts  of  it  to  a  crawl.  The  outage  affected  Internet 
service  providers  across  the  U.S.  Customers  in  New 
York,  Boston  and  New  Jersey  were  hit  particularly  hard. 
The  damage  occurred  at  11:15  a.m  EDT,  and  service 
was  fully  restored  at  3  p.m.  The  cable  belonged  to 
UUnet  Technologies,  Inc. 

Visual  Basic  6.0  previewed 

Microsoft  Corp.  last  week  previewed  enhancements  in 
Version  6.0  of  its  Visual  Basic  application  development 


tool.  Visual  Basic  5.0  supports  OLE  DB,  ActiveX  Data 
Objects  and  Open  Database  Connectivity  middleware 
technology.  It  was  designed  to  enable  Windows  95  or 
NT  clients  to  access  information  from  a  range  of  data¬ 
bases.  The  software  is  due  to  ship  in  September. 

Customer:  Winn-Dixie  Stores,  Inc., 
Jacksonville,  Fla. 

Prime  contractor:  Wang  Laboratories, 

Inc.,  Billerica,  Mass. 

Terms:  $18  million,  three  years 

Highlights:  On-site  technical  support  for  1,165 
Winn-Dixie  supermarkets  in  14  Southeastern  U.S. 
states.  Wang  will  deploy  field  engineers  to  support 
in-store  hardware,  such  as  point-of-sale  systems, 
and  provide  project  managers  to  implement 
Winn-Dixie’s  long-term  technology  strategy. 


SHORT  TAKES  Microsoft  may  have  left  off  the 
utility  that  lets  Windows  98  users  easily  uninstall  the 
software,  but  a  fix  is  on  the  way  in  the  final  version  set 
to  hit  the  streets  June  25.  Meanwhile,  a  beta  version  of 
Internet  Explorer  4.0  for  the  Hewlett-Packard  Co. 
Unix  platform  can  now  be  downloaded  from 
www.microsofi.com/ie/umx.  . . .  Internet  bookseller 
Amazon.com,  Inc.  last  week  launched  its  music 
store,  which  features  225,000  sample  audio  clips  and 
30%  discounts  on  best-selling  CDs.  . . .  Manuqistics 
Group,  Inc.  last  week  made  good  on  its  prediction, 
reporting  an  $8.2  million  loss  for  its  quarter  ended  May 
31,  compared  with  a  $2  million  profit  for  the  same  pe¬ 
riod  a  year  ago.  . . .  Sterling  Commerce,  Inc.  last 
week  received  government  approval  to  export  128-bit 
encryption  to  financial  institutions  and  U.S.  sub¬ 
sidiaries  worldwide. 
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Mission-critical  applications? 
Mission  accomplished. 


The  SmartSwitch  Router. 

Wire-speed  performance  with  the  smarts  to  prioritize  your  most  important  applications. 

•  Wire-speed  performance  with  all  features  enabled 

•  Application-level  Quality  of  Service  (QoS) 

•  Security  filters,  accounting  and  multicast  routing 

•  Capacity  to  support  any  network  environment 

•  Easy  to  manage;  Java-based  GUI,  popular  CLI 

•  Smartly  priced 

Finally,  a  router  solution  that  knows  what’s  critical  to  your  networks 
success.  With  its  standards-based,  wire-speed  IP  and  IPX  routing, 
the  SmartSwitch  Router  not  only  increases  the  performance  of  your 
existing  applications,  but  is  able  to  prioritize  them  according  to  your 
specific  needs.  This  means  important  applications  like  SAP  are  guar¬ 
anteed  bandwidth  over  the  heavy  traffic  typically  generated  by  Web 
surfers.  If  it’s  got  to  get  through,  it  will  with  the  SmartSwitch  Router. 

The  SmartSwitch  Router  is  built  on  a  foundation  of  performance, 
functionality,  capacity,  manageability  and  price.  That’s  what  Smart 
Networking  is  all  about. 


‘Based  on  independent  published  benchmark  performance  data.  "Millions  of  packets  per  second. 


The  Smarter  Choice* 
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Now  it’s  your  mission  to  find  out  more.  Cal!  Cabletron  Systems  at 
1-800-438-3351  or  visit  us  on  the  Web  at  www.cabletron.com.  We’ll 
send  you  a  free  white  paper  on  Smart  Networking. 


The  Smart  Networking  Choice. 
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Nasdaq  speeds  data  delivery 


►  Multicast  distribution 
system  faster  than 
point-to-point  messages 

By  Thomas  Hoffman 


THE  NASDAQ  STOCK  MARKET,  INC. 

is  about  to  begin  rolling  out  a 
new  multimillion-dollar  infor¬ 
mation  distribution  system  that 
is  expected  to  deliver  stock  and 
trading  information  faster  and 
more  cost-effectively  to  member 
companies  and  other  partners. 

Under  the  multiyear  project, 
Washington-based  Nasdaq  will 
install  a  suite  of  middleware 
software  from  Palo  Alto,  Calif.- 
based  Tibco  Finance  Technolo¬ 
gy,  Inc.  that  will  enable  it  to 
broadcast  a  single  message, 
such  as  Intel  Corp.’s  latest  stock 
price,  to  thousands  of  users  at 
once. 

The  approach  is  expected  to 
be  considerably  faster  and  more 
cost-effective  than  sending  out 
individual  messages  using 
point-to-point  connections  — 
the  standard  by  which  Nasdaq 
and  other  exchanges  have  been 
sending  messages.  Analysts 
said  they  believe  Nasdaq  is  the 
first  to  use  a  multicast  ap¬ 
proach. 

TIME-SAVER 

Larry  Poleshuck,  a  senior  vice 
president  at  Nasdaq’s  Trumbull, 
Conn.,  data  center,  couldn’t 
quantify  how  much  faster  the 
new  system  would  deliver  mes¬ 
sages.  But  he  said  it  should 
reduce  the  time  it  takes  to  deliv¬ 
er  and  post  new  products  to 


members  from  one  year  to  just 
a  few  months. 

Nasdaq  currently  distributes 
information  to  stock  traders  and 
other  partners  through  a  variety 
of  networks  using  different  pro¬ 
tocols,  such  as  SNA,  TCP/IP 
and  X.25.  By  comparison,  Tib- 
co’s  bus  architecture  “eliminates 
the  need  for  these  point-to-point 
connections’’  while  providing  a 
common  mechanism  for  dis¬ 
tributing  data  faster  and  cheap¬ 
er,  Poleshuck  said. 

BIG  COST  SAVINGS 

Broadcast  or  multicast  capabili¬ 
ties  “can  save  significant  dol¬ 
lars”  because  those  networks 
can  transmit  data  to  multiple  re¬ 
cipients  through  a  single  mes¬ 
sage,  said  Liza  Henderson,  di¬ 
rector  at  Telechoice,  Inc.,  a 
network  consultancy  in  Boston. 

But  sources  close  to  the  elec¬ 
tronic  stock  market  said  some 
of  the  biggest  cost  savings  from 
the  multicast  network  could 


come  from  Nasdaq’s  plans  to 
use  it  to  consolidate  data  pro¬ 
cessing  between  the  American 
Stock  Exchange  and  the  Phila¬ 
delphia  Stock  Exchange  into  its 
Trumbull  data  center.  Analysts 
said  that  alone  could  save  mil¬ 
lions  of  dollars  in  transaction 
processing  costs. 

Last  week,  Nasdaq  reached  an 
agreement  in  principle  to  ac¬ 
quire  the  Philadelphia  ex¬ 
change.  Amex  floor  brokers  and 
seat  owners  are  slated  to  vote 
on  Nasdaq’s  plans  to  acquire  the 
options  market  on  June  25. 
Two-thirds  of  Amex’s  864  bro¬ 
kers  and  seat  owners  must  ap¬ 
prove  the  deal,  a  Nasdaq 
spokesman  said. 

Poleshuck  said  Nasdaq  plans 
to  focus  first  on  its  internal  data 
distribution  requirements,  such 
as  the  market  systems  that  feed 
its  World  Wide  Web  sites,  in¬ 
cluding  distributing  stock 
quotes  and  trading  data  to  its 
Nasdaq.com  site.  □ 


The  multicast  approach  will  allow  the  Nasdaq  Stock  Mar¬ 
ket  to  broadcast  a  single  message  to  thousands  of  users, 
and  in  turn,  reduce  costs 


Equifax,  IBM  team  up  on  Internet  security 


By  Sharon  Machlis 


EQUIFAX,  INC.  IN  ATLANTA,  a  ma¬ 
jor  transaction  processing  and 
credit  reporting  company,  is 
moving  into  the  Internet  securi¬ 
ty  arena,  partnering  with  IBM 
to  offer  digital  certificate  ser¬ 
vices  for  electronic  commerce. 

“It’s  an  essential  component 
of  business-to-business  elec¬ 
tronic  commerce,”  said  Chris 
Gwyun,  an  analyst  at  The  Yan¬ 
kee  Group  in  Boston.  "There’s 
definitely  a  lot  of  market  de¬ 
mand  for  something  like  this.” 

But  Gwynn  said  widespread 
adoption  of  the  technology  is 
still  a  couple  of  years  away. 

Equifax  and  IBM  are  eyeing 
businesses  that  want  to  ensure 


the  identity  of  their  customers 
online,  both  other  business 
users  and  consumers. 

Such  services  could  be  used 
by,  say,  a  bank  to  ensure  the 
identity  of  online  customers,  as 
well  as  manufacturers  seeking 
to  conduct  secure  transactions 
with  suppliers. 

Equifax,  using  IBM  Vault 
Registry  digital  certificate  soft¬ 
ware,  would  issue  and  manage 
certificates  that  prove  the  iden¬ 
tity  of  users  over  a  network. 

“That’s  the  kind  of  thing  we 
would  always  be  looking  at,” 
said  Wayne  Hilty,  chief  financial 
officer  at  Copart,  Inc.  in  Beni¬ 
cia,  Calif.,  which  just  launched 
an  online  auction  service  in  ad¬ 
dition  to  its  traditional  nation¬ 


wide  vehicle  auctions. 

Other  companies,  such  as 
VeriSign,  Inc.  in  Mountain 
View,  Calif.;  GTE  CyberTrust 
Solutions,  Inc.  in  Needham 
Heights,  Mass.;  and  Entrust 
Technologies  Ltd.  in  Richard¬ 
son,  Texas,  offer  such  certificate 
services.  But  with  IBM’s  and 
Equifax’s  broad  customer  base, 
Gwynn  said,  “this  alliance  has  a 
pretty  good  chance  of  overtak¬ 
ing  them  all.” 

The  new  services  are  slated 
to  become  available  in  the  third 
quarter.  Pricing  hasn’t  been 
set.  □ 


Netscape  makes  major 
push  into  the  electronic 
commerce  space.  Page  45 


CARRY  A  BIG  STICK 


Aggressive  negotiations  for  telecommunications  contracts 
may  help  lower  voice  costs.  To  lower  voice  communications 
contract  costs,  users  should: 

♦  Use  a  formal  request  for  proposals  bidding  process 

♦  Invite  multiple  vendors  to  bid 

♦  Return  to  the  bargaining  table  three  or  four  times  for 
a  single  contract 

Approach  integrated 
networks  with  caution 


By  Matt  Hamblen 


in  the  new  age  of  integrated 
wide-area  networks,  such  as 
Sprint  Corp.’s  Integrated  On- 
Demand  Network  (ION),  corpo¬ 
rate  users  will  need  to  become 
shrewd  contract  negotiators  to 
avoid  overpaying  carriers,  a 
prominent  analyst  warned  last 
week. 

For  one  thing,  users  of  inte¬ 
grated  networks  shouldn’t  get 
locked  in  to  multiyear  contracts 
with  minimum  cash  payments, 
according  to  Ken 
McGee,  an  analyst 
at  Gartner  Group, 

Inc.  in  Stamford,  Conn.  For 
years,  businesses  have  agreed  to 
minimum  payments  in  return 
for  discounted  voice  and  data 
rates. 

But  the  integrated  networks 
can  produce  such  big  savings 
—  one  user  said  50%  —  that 
users  might  end  up  paying 
more  than  they  should  if  they 
agree  to  contracts  with  mini¬ 
mum  annual  payments. 

“There  are  hundreds  of  thou¬ 
sands  of  customers  out  there 
ready  to  sign  new  contracts.  . . . 
And  the  real  concern  is  they 
will  sign  multimillion-dollar 
contracts  and  still  be  held  to  a 
minimum  dollar  of  spending 
per  year,”  McGee  said. 

For  example,  users  could  ei¬ 
ther  pocket  the  big  savings  from 
integrated  networks  or  use  the 
money  to  pay  for  more  band¬ 
width  or  guaranteed  service  lev¬ 
els.  Or  they  could  cut  deals  with 
other  carriers. 

INCREASED  INTEREST 

McGee  said  he  issued  the 
advisory  because  Sprint’s  ION 
announcement  [CW,  June  8] 
generated  more  interest  and 
confusion  from  Gartner  Group 
clients  than  any  networking  an¬ 
nouncement  in  nine  years. 

ION,  which  is  being  beta-test¬ 
ed  by  several  large  companies, 
will  bring  Sprint’s  Asynchro¬ 
nous  Transfer  Mode  (ATM)  net¬ 


work  into  each  company’s 
premises.  An  on-site  concentra¬ 
tor  device  uses  proprietary  soft¬ 
ware  to  connect  corporate  voice, 
data  and  video  networks  into 
that  ATM  network. 

AT&T  Corp.  and  MCI  Com¬ 
munications  Corp.  last  week  an¬ 
nounced  efforts  to  launch  ION- 
like  networks,  although  the 
MCI  version  is  based  on  MCI’s 
Internet  Protocol  network  in¬ 
stead  of  ATM. 

McGee  said  he  has  advised 
customers  to  consider  how  the 
new  integrated 
WAN  will  affect  a 
company’s  LAN. 
“Should  the  LAN  be  ATM  or 
Gigabit  Ethernet,  for  instance?” 
McGee  said.  Gartner  Group 
hopes  to  have  some  recommen¬ 
dations  by  fall. 

Also,  some  users  may  need  to 
reconfigure  their  private  branch 
exchange  (PBX)  telephone 
switches  to  handle  ION  and 
other  integrated  networks, 
McGee  said. 

ION  beta  tester  Hallmark 
Cards,  Inc.  in  Kansas  City,  Mo., 
is  rushing  to  install  a  $1  million 
digital  PBX  to  help  accommo¬ 
date  ION,  said  James  Miller, 
chief  information  officer  at 
Hallmark. 

But  he  said  the  decision  to 
move  from  an  analog  PBX  to  a 
digital  PBX  was  made  before 
ION  came  along. 

A  Sprint  spokesman  said 
users  don’t  need  major  equip¬ 
ment  upgrades  to  handle  ION. 

Miller  said  he  expects  to 
cut  his  WAN  costs  in  half  with 
ION.  But  he  also  said  he  ex¬ 
pects  Sprint  to  push  more  ser¬ 
vices  and  bandwidth  at 
Hallmark  to  keep  the  firm’s 
spending  the  same  as  before. 

For  carriers,  the  problem  is 
that  integrated  networks  could 
sharply  reduce  revenue.  But  an¬ 
alysts  said  carriers  will  surely 
find  ways  to  keep  revenue  up  by 
selling  extra  services,  such  as 
network  management  and  ser¬ 
vice-level  guarantees.  □ 
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KNOW-HOW  What's  it  going  to  take  to  get  the  bandwidth  you  need  (where  &  when  &  as  fast  as  you  need  it)? 
To  handle  wireless  communications  as  easily  as  wired?  To  get  data  as  reliable  as  voice?  (?????)  It's  going  to  take 
people.  Technology.  Experience.  And  the  ability  to  deliver.  We've  built,  and 
continue  to  build,  the  most  powerful  networks  on  earth.  We've  got  the 
largest  service  force  in  the  industry  (already  we  service  more  networks 
than  anyone  on  the  planet).  And  we've  got  the  brains  of  Bell  Labs  behind 
us.  This  is  the  kind  of  combined  arsenal  it's  going  to  take  to  make  sure 
the  network  you  start  building  now  is  strong  enough  to  be  your  network 

down  the  road  We  make  the  things  that  make  communications  work!” 


Lucent  Technologies 

Ml  Labs  Innovations 
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Look  out,  Goliath,  David  has  a  rock 


Underdog  package  deliverer  DHL  turns  to  ’ net 


By  Carol  Sliwa 


when  it  comes  to  the  IT-sawy 
package  delivery  business,  DHL 
Worldwide  Express  brings  a 
David-like  slingshot  to  the  fray 
against  muscular  rivals  Federal 
Express  and  United  Parcel  Ser¬ 
vice  of  America,  Inc. 

DHL,  with  its  $250  million 
budget,  gets  outspent  over  4-to-i 
in  information  technology  dol¬ 
lars  by  the  U.S.  market  leaders. 
But  by  emphasizing  its  interna¬ 
tional  deliveries,  instituting 
business-oriented  policies  for 
new  applications  and  relying  on 
a  fortuitous  1980s  decision  to 
stress  networks  built  on  TCP/IP 
—  the  protocol  for  communicat¬ 
ing  over  the  Internet  —  DHL 
officials  said  they  hope  to  make 
a  dent  in  the  giants’  standing. 

“The  nice  thing  is  Internet 
technology  and  the  change  it 
enables  —  inexpensive  commu¬ 
nication  on  an  open,  standards- 
based  network  —  is  like  David’s 
rock,”  said  Alan  Boehme,  direc¬ 
tor  of  business  planning  at 


position  it  to  take  advantage  of 
Internet  technology. 

The  TCP/IP  decision  made 
sense,  company  officials  said. 
DHL  started  in  1969,  shuttling 
shipping  records  by  air  between 
San  Francisco  and  Honolulu  so 
that  cargo  vessels  wouldn’t  sit 
idle  in  ports.  Within  a  few 
years,  the  company  expanded  its 
door-to-door  express  service  to 
the  Philippines,  Japan,  Hong 
Kong,  Singapore  and  Australia. 
Europe,  Latin  America,  the  Mid¬ 
dle  East  and  Africa  followed  in 
the  mid-’7os. 

Information  needed  to  be  ex- 


DHL  owns  only  4.5%  of 
the  S21.7M  U.S.  package 
carrier  market  but  is  a 
leader  overseas 


"I'm  not  going  to  say  that  DHL 
is  going  to  kill  the  giant,  but 
Internet  technology  is  the  great 
equalizer  for  any  business." 

-  Alan  Boehme,  DHL 


DHL.  “I’m  not  going  to  say  that 
DHL  is  going  to  kill  the  giant, 
but  Internet  technology  is  the 
great  equalizer  for  any  busi-  _ 

neSS"  ■  DHL 

LAGGING  behind  ■  Federal  Express 

Given  its  rivals’  spending,  DHL  . . . . . 

sometimes  falls  behind.  Both 

FedEx  and  UPS,  for  instance,  H  TNT/GD  Express 

launched  Internet  tracking  and  . . 

ordering  systems  for  U.S.  cus-  *  Airborne  Express 

tomers  earlier  than  DHL.  B  others 

Such  technology  lags  aren’t 

necessarily  a  killer  blow  to  Total  shipments:  $1.2M 

DHL,  whose  non-U. S.  cus-  Base:  International  express 

tomers  have  been  slower  to  use  traffic  daily  shipment  volume 
...  _  .  ,,  from  mid-1996  to  mid-1997 

tne  Internet.  But  the  company, 

based  in  Redwood  City,  Calif.,  Source:  Air  Cargo  Management  Group,  Nov.  1997  report 

and  Brussels,  can’t  ignore  com-  _ 
petitive  advantages  that  technol- 

of  can  bri„8  observers  pg(|£x  |Q  gjyg 

“The  companies  that  have  su-  ^ 

perior  information  technology 
are  going  to  dominate  this  in-  By  Craig  Stedman 
dustry  in  the  next  century.  It’s 

that  simple.  It’s  not  about  air-  internet- based  procurement 
planes  and  packages,  because  software  is  used  by  only  a  hardy 
anyone  can  do  that,”  said  For-  few  at  this  point.  But  now  you 
rest  Harding,  a  professor  of  can  add  Federal  Express  to 
marketing  at  California  State  the  list. 

University  in  Long  Beach,  who  The  Memphis-based  delivery 
follows  the  package  delivery  company  this  week  is  expected 
market.  to  announce  plans  to  install 

DHL  officials  said  they  made  an  online  purchasing  system 
at  least  one  smart  move:  The  that  will  connect  6,500  employ- 
company  began  putting  in  place  ees  to  suppliers  via  the  World 
its  TCP/IP,  Unix-based  network  Wide  Web. 
more  than  10  years  ago,  laying  The  system,  based  on  soft- 
a  foundation  that  later  would  ware  from  Ariba  Technologies, 


changed  among  DHL  offices 
around  the  world.  A  TCP/IP- 
based  network  helped  connect 
them. 

Now  DHL  is  trying  to  better 
use  that  existing  infrastructure. 
Nearly  a  year  ago,  the  company 
hired  a  new  U.S.  chief  informa¬ 
tion  officer,  former  Apple  Com¬ 
puter,  Inc.  CIO  Joseph  Riera,  to 
do  it.  Riera  “gives  us  someone 
who  participates  and  under¬ 
stands  the  business  and  sug¬ 
gests  ways  that  technology 
can  address  customer  needs,” 
said  Vic  Guinasso,  president 
and  chief  operating  officer  at 
DHL 

DHL  officials  said  the  compa¬ 
ny  standardized  the  way  it  de¬ 
velops  and  supports  business 
applications,  using  an  object- 
oriented  approach,  building 
business  rules  up  front  and 
reusing  code  —  rather  than  let¬ 
ting  different  parts  of  the  com¬ 
pany  run  “stovepiped”  systems. 
“The  point  is:  Build  it  once,  use 
it  everywhere  —  not  build  it 
three  or  four  or  10  times 
around  the  world,  or  even  in  the 
U.S.,”  Riera  said. 

DHL  has  also  done  the  fol¬ 
lowing: 

■  Developed  a  common  query 
engine  for  package  tracking. 
Whether  a  tracking  request 
comes  from  the  World  Wide 
Web,  a  customer  service  agent 


or  proprietary  software,  it  is 
routed  over  the  internal  frame- 
relay  network  to  the  appropriate 
location.  During  last  year’s 
UPS  strike,  an  interactive  voice- 
response  system  took  advantage 
of  that,  handling  up  to  12,000 

Taking  tracking  up  a  level 


tracking  requests  per  day  vs.  the 
typical  load  of  6,000  daily  calls. 
■  Launched  a  U.S.-centric  in¬ 
tranet  to  complement  the  world¬ 
wide  intranet  running  in  Brus¬ 
sels.  The  project  has  helped  the 
sales  force,  programmers  and 
other  employees  share  informa¬ 
tion  and  has  cut  paper  and 
shipping  costs  for  internal  com¬ 
pany  documents  and  informa¬ 
tion. 

Looking  at  DHL’s  industry 
and  larger  rivals,  Hardipg  said, 
“DHL  has  to  spend  money  over 
a  smaller,  targeted  population. 
To  me,  that’s  the  only  way  they 
can  compete.  It’s  like  a  football 
player  going  against  a  350- 
pound  offensive  lineman.  Even¬ 
tually,  you  just  get  worn  down. 
You  can’t  beat  them  by  sheer 
strength.  You  have  to  be 
smarter.”  □ 


DHL  this  month  released  a  software  application  designed  to  help 
customers  ship  packages  anywhere  in  the  world. 

Using  DHL  Connect,  a  customer  can  prepare  a  shipping  order, 
request  a  package  pickup,  track  the  shipment,  let  the  recipient 
know  it  is  on  the  way,  make  sure  all  international  requirements 
are  met  and  even  order  extra  envelopes  and  boxes. 

DHL  Connect  also  lets  customers  track  any  package  shipped 
by  any  carrier,  whether  it  is  FedEx,  UPS  or  any  other  major  com¬ 
petitor,  company  officials  said. 

DHL  elected  to  make  DHL  Connect  part  Web-based  and  part 
Windows-based  for  performance  reasons.  Information  that  needs 
to  be  updated  immediately  runs  on  the  client;  less  time-sensitive 
information  resides  on  the  server.  But  the  PC-based  client  updates 
itself  automatically  whenever  the  user  is  connected  to  the  Web 
via  Netpatch  from  VRS  Technology. 

Because  the  business  logic  resides  on  the  server,  DHL  can 
make  changes  easily  without  adjusting  the  client  software  it  is 
making  available  to  customers. 

Another  advantage  of  the  system  is  on  the  back  end.  DHL’s  net¬ 
work  architecture  lets  in-house  developers  design  the  application 
so  that  all  information  is  directly  linked  to  its  back-end  database 
systems.  If  a  customer  orders  a  pickup,  the  information  is  inte¬ 
grated  with  the  customer  support  system. 

“The  way  it  is  architected  makes  it  highly  flexible.  The  separate 
business-rules  layer  means  they’ll  be  able  to  change  it  rapidly,” 
said  Nina  Lytton,  president  of  Open  Systems  Advisors  in  Boston. 

—  Carol  Sliwa 


online  procurement  a  try 


Inc.  in  Sunnyvale,  Calif.,  is  due 
to  be  deployed  next  month  and 
will  be  rolled  out  across  FedEx 
in  four  stages. 

FedEx’s  move  follows  an  an¬ 
nouncement  last  week  by  Ariba 
rival  CommerceOne,  Inc., 
which  is  posting  product  cata¬ 
logs  from  more  than  5,000  dis¬ 
tributors  and  manufacturers  on 
a  central  Web  site.  Commerce- 
One,  in  Walnut  Creek,  Calif., 
said  that  will  free  users  of  its 
BuySite  procurement  software 
from  having  to  set  up  direct 
links  to  individual  suppliers. 


Several  other  vendors,  includ¬ 
ing  Netscape  Communications 
Corp.,  have  also  rushed  out 
Web-based  software  that  is  sup¬ 
posed  to  free  users  from  relying 
on  stacks  of  paper  and  faxes  to 
buy  business  supplies  and  capi¬ 
tal  equipment. 

Buyers  can  get  “huge  cost 
savings”  by  using  the  software 
to  cut  down  on  their  suppliers 
and  to  drive  harder  bargains 
with  the  survivors,  said  Erina 
Dubois,  an  analyst  at  Dataquest 
in  San  Jose,  Calif.  But,  she 
added,  demand  is  just  emerg¬ 


ing:  Dataquest  counted  only  $12 
million  in  sales  last  year. 

Greg  Schnuck,  purchasing 
manager  at  Boehringer-Ingle- 
heim  Pharmaceuticals,  Inc., 
said  he  expects  to  save  about  $2 
million  per  year  in  supply  costs 
once  the  Ridgefield,  Conn., 
company  completes  an  upcom¬ 
ing  rollout  of  Ariba’ s  software 
next  year. 

Boehringer-Ingleheim’s  pur¬ 
chasing  department  also  will  be 
able  to  get  away  from  process¬ 
ing  procurement  requests  and 
spend  more  time  managing 
suppliers  and  negotiating  vol¬ 
ume  purchase  deals,  Schnuck 
said.  “Our  people  are  drowning 
in  paper  now.”D 
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Online  auction  services  are  thriving 


CONTINUED  FROM  PAGE  1 


said,  although  he  didn’t  say  by  how 
much. 

Such  is  the  allure  of  business-to- 
business  Web  auctions,  both  for  expan¬ 
sion-minded  sellers  and  bargain-minded 
buyers.  “The  business  side  is  taking  off 
far  greater  than  we  expected,"  said 
Steven  Bell,  an  analyst  at  Forrester  Re¬ 
search,  Inc.  in  Cambridge,  Mass.  For¬ 
rester  predicts  that  such  auctions  will 
handle  $8.7  billion  this  year,  up  from 
$2.5  billion  last  year. 

Real-world  auctioneers  are  among 
those  going  online.  Copart,  Inc.,  which 
sells  salvaged  vehicles  for  the  insurance 
industry,  launched  Internet  bidding  ear¬ 
lier  this  month. 


Norman  Levy  As¬ 
sociates  in  South- 
field,  Mich.,  delayed 
its  first  Internet 
auction  of  industri¬ 
al  equipment  from 
June  8  to  June  17 
because  a  flood  of 
goods  was  submit¬ 
ted  right  before 
deadline,  which 
made  it  tough  to 
get  everything  post¬ 
ed  online  in  time, 
said  spokeswoman 
Vicki  Lamer s. 

FairMarket,  Inc. 
in  Woburn,  Mass., 
will  launch  a  self-listing  service  this  week 
on  its  business-to-business  auction  site 
(www.fairmarket.com),  so  that  companies 
can  post  their  own  goods. 

“It’s  a  great  way  to  shift  to  just-in-time 
sales  of  excess  inventory,”  Scott  Smith, 
an  analyst  at  Current  Analysis,  Inc.  in 
Sterling,  Va.,  said  of  online  auctions. 


Internet  bids  let 
customers  view 
inventory  at  many 
more  locations 


TWOFOLD  ALLURE 

For  buyers,  there  are  two  appealing  as¬ 
pects:  convenience  and  savings. 

Web  auction-goers  can  find  everything 
online  from  notebook  computers  to 
wrecked  cars  to  excess  telecommunica¬ 
tions  capacity  (via  London-based  Band-X 
at  www.band-x.com).  Automated  Credit 
Exchange  (www.ace-mkt.com)  even  plans 
to  sell  some  government  pollution 
rights. 

At  Copart,  allowing  Internet  bids 
means  buyers  looking  for  salvaged  cars 
can  consider  inventory  in  dozens  of  loca¬ 
tions  per  week,  not  just  the  one  they  can 
visit  on  a  particular  day,  said  President 
A.  Jayson  Adair.  That  lets  buyers  use 
their  time  more  efficiently  and  lets  the 
insurance  companies  selling  the  vehicles 
reach  more  potential  customers. 

“If  you  know  what  you’re  buying,  you 
can  get  some  great  deals,”  said  Joseph 
Cracchiolo,  vice  president  of  engineering 
at  RightFax,  Inc.,  a  software  firm  in  Tuc¬ 
son,  Ariz.  He  recently  picked  up  five 
IBM  Pentium  Pro  workstations  for 
$1,029  each  —  they  usually  cost  at  least 
$2,700  new  —  at  the  Onsale  auction  site 
(www.onsale.com) . 


But  David  Zingsheim,  chief  financial 
officer  at  Steelcraft  Corp.  in  Hartford, 
Wis.,  cautioned  that  buyers  have  to  be 
disciplined.  “People  get  hung  up  in  the 
heat  of  an  auction,”  he  said.  “It’s  almost 
like  being  in  Las  Vegas.”  He  said  he  has 


seen  bidders  end  up  paying  new-equip- 
ment  prices  for  refurbished  goods.  But 
he  added  that  he  recently  paid  less  than 
$300  each  for  a  dozen  printers  that  were 
each  worth  at  least  $550. 

Web-based  bidding  systems  don’t 


come  cheap.  For  example.  Copart  offi¬ 
cials  estimate  that  because  of  an  imaging 
system  that  was  overhauled  so  bidders 
could  view  inventory,  customized  auction 
software  and  the  hardware  infrastructure 
to  support  the  system,  its  investment  will 
hit  $1.5  million. 

Still,  officials  at  the  Benecia,  Calif., 
company  said  increased  business  and 
happier  customers  are  worth  the 
money.  □ 
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Introducing  Universal  Directory.  The  first 
tool  to  help  users  search,  understand  and  take 
full  advantage  of  your  data  warehouse. 


Data  warehouses  and  data  marts.  In  theory,  an  incredible 
resource  for  your  users. 

But  how  do  you  encourage  users  to  actually  use  the 
warehouse?  Help  them  understand  what's  there? 

Where  it  came  from?  How  often  it's  updated?  And  how 
do  you  and  your  development  team  keep  track  of  it  all? 

Universal  Directory1"  is  an  information  directory  that  gives 
users  an  easy-to-use  “Yellow  Pages”  about  your  warehouse. 
Its  powerful  search  engine  lets  users  find,  understand  and 
take  advantage  of  information 
assets  wherever  they  may 


to  store  data  definitions  like  origin  and  physical  location. 
It's  deployed  easily  on  corporate  intranets  using  a 
Java- based  explorer. 

Universal  Directory.  Because  the  more 
your  ware¬ 


house  gets 
used,  the 


The 

Data  Warehouse 
Yellow  Pages 


Home  Back  Help 


reside.  Helping  them  use  the 
warehouse  more.  And  ensur¬ 
ing  a  better  return  on  your 
warehouse  investment. 
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more  successful  it  is  Get  our 
free  guide:  "Bridging  the  Data 
Warehousing  Credibility  Gap!'  by  visit¬ 
ing  www.logicworks.com.  Or  call  1-800-7S3-7946 
Outside  the  U.S.,  call  (609)  514-1177. 


A.  An  intelligent  search  engine  lets 
users  explore  information  assets  in 
the  warehouse... ancl  beyond. 


_J  logic 
works* 


For  your  IS  team,  Universal  Directory  speeds  warehouse 
development  and  management.  Giving  you  a  central  place 


Logic  WorVs  ©  a  US  rogetaod  trademark <  *  Lopr.  Vwor  fco  WtartAv/Uil 

and  Urwersai  Drectcry  are  trademarks  d  Loyc  Work*  no  C* 


■ 


NEWS 


pentium*H 


!'•'?•  *Ar.,  .  A': 

:  '■‘•S'1'.V  •  ,V‘\f* 

i  r 


■• glided  jtnjtT'.-six.f^S  Dat*  Corp.  Q  i  )99?w< 


rttulfe  (<K  teeda 
4.-.>ofKc:cscf 


one  are  the  lays  of  airplane  food,  baggage  checks  and  jet  lag.  Armed 


with  HP  Vectra  TopTools  running  on  Windows  NT  Workstation,  you’ll  never 


even  have  to  leave  your  chair,  Your  department  can  instantly  learn  with  a  few 


clicks  of  the  mouse  what’s  where,  which  software  is  installed  and  whose 


machines  are  in  need  of  immediate  attention.  Or  find  out  up  to  400  other 


items  about  the  makes,  models,  speeds,  types  and  settings  of  the  PCs 


themselves.  On  thousands  of  machines  simultaneously.  No  matter  where  they 


are:  in  separate  buildings,  different  cities  or  even  different  parts  of  the  world. 
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In  addition,  the  affordable  HP  Vectra  with  Windows  NT  offers  scalability, 
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IBM  makes  centralized  storage  easier 


By  Jaikumar  Vijayan 

IBM’s  RECENT  INTRODUCTION  of  a  new 

line  of  enterprise  storage  products 
addresses  a  growing  user  trend  to  cen¬ 
tralize  management  of  corporate  data. 
IBM  announced  new  storage  resource 


management  software,  a  centralized 
hard-disk  storage  platform  and  new  tape 
storage  resources  as  part  of  its  evolving 
Seascape  modular  storage  architecture 
[CW,  June  8]. 

Seascape  represents  IBM’s  effort  to 
make  it  easier  for  users  to  bolt  new  soft¬ 


ware  features  and  hardware  enhance¬ 
ments  onto  their  existing  IBM  storage 
environments. 

Products  in  that  architecture  include 
Magstar  tape  systems,  Adstar  Distributed 
Storage  Manager  backup  software  and 
RS/6000  processors. 


Look  what  happened 
when  Lexmark  cjar  a  clearer 
picture  of  their  business. 


Recently,  Lexmark  International,  a  leading 
provider  of  printing  solutions,  made  a  decision 
that  made  everyone  a  lot  happier.  They  decided 
to  integrate  every  stage  of  their  supply 
chain  to  assure  customers  consistent,  on-time 
product  delivery. 

The  solution?  Customer  focused  processes 
and  enterprise  software  from  J.D.  Edwards. 
Says  Dr.  Paul  J.  Curlander,  President  and 
Chief  Executive  Officer,  “Keeping  promises 


and  delivering  the  best  solutions  is  what 
Lexmark  is  about.  J.D.  Edwards  is  about  the 
same  thing.  Every  contact  we  had  with  them 
was  with  people  who  were  committed  to 
making  Lexmark  a  success." 

And  that  it  is.  The  J.D.  Edwards 
solution  is  key  to  helping  Lexmark 
make  major  improvements  in  customer 
responsiveness,  paving  the  way  for  long-term 
relationships. 


Things  keep  looking  better  for  Lexmark 
and  its  customers.  Deliveries  have  improved 
three  fold.  Cycle  times  have  been  reduced 
by  over  70%.  As  Dr.  Curlander  says,  “Because 
J.D.  Edwards  is  a  company  that  keeps  its 
promises  to  customers,  we’re  better  able 
to  keep  ours.” 

That’s  how  enterprise  software  ought  to  be. 
It  can  be  for  you,  too.  To  find  out  more,  call 
L800-727-5333  or  visit  wwwjdedwardsrom/customer. 
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Seascape  storage  products,  like  those 
from  rival  EMC  Corp.,  allow  users  to 
manage  and  store  data  from  multiple 
server  environments  on  a  single,  large 
storage  box. 

The  capabilities  come  at  a  time  when 
a  slew  of  fast-growing  applications  such 
as  data  warehousing,  heterogeneous 
server  environments  and  widely  scat¬ 
tered  storage  platforms  are  pushing 
companies  to  look  for  new  ways  to  man¬ 
age  mushrooming  corporate  data. 

Centralizing  storage  management 
lets  companies: 

♦  Plan  storage  capacity  better 

♦  Improve  management 

♦  Use  storage  staff  more  efficiently 


Centralizing  management  of  corporate 
data  gives  information  technology  man¬ 
agers  a  better  grasp  of  storage-capacity 
planning,  improves  management  and  al¬ 
lows  more  efficient  use  of  staff,  said 
John  McArthur,  an  analyst  at  Interna¬ 
tional  Data  Corp.  in  Framingham,  Mass. 

“There  is  an  overall  trend  in  two  direc¬ 
tions.  One  is  to  physically  host  and  man¬ 
age  corporate  data  in  a  central  location. 
The  other  is  to  distribute  data  and  put  it 
closer  to  the  user  but  still  manage  it  cen¬ 
trally,”  McArthur  said. 

“Centralized  storage  management 
gives  better  focus  to  how  [you]  manage 
data,  and  it  allows  you  to  understand 
what  you  have  a  little  better,"  said  Bill 
Brong,  a  technology  supervisor  at  PP&L, 
Inc.,  an  Allentown,  Pa.-based  utility. 

"Centralized  storage  manage¬ 
ment  gives  better  focus  to  how 
[you]  manage  data  and  allows 
you  to  understand  what  you  have 
a  little  better/' 

-  Bill  Brong,  PP&L 

Brong  knows  all  about  mushrooming 
data.  Over  the  past  five  years,  applica¬ 
tions  such  as  a  new  mail  system  and 
a  corporatewide  intranet  have  pushed 
the  amount  of  stored  data  at  PP&L  from 
a  few  hundred  gigabytes  to  more  than 
4T  bytes  —  and  it  is  still  growing.  One 
result  has  been  a  move  to  centralize  stor¬ 
age  for  over  5,000  workstations,  120 
Unix  servers,  about  40  NetWare  servers 
and  a  handful  of  Windows  NT  servers. 

Having  a  common  storage  system  also 
prevents  users  from  having  to  switch 
storage  boxes  every  time  they  change 
servers,  Brong  said. 

With  its  product  announcement  last 
week,  IBM  joined  a  growing  list  of  com¬ 
panies  targeting  similar  needs,  including 
Hopkinton,  Mass.-based  EMC,  Sun  Mi¬ 
crosystems,  Inc.  in  Mountain  View, 
Calif.,  and  Hitachi  Data  Systems  Corp.  in 
Santa  Clara,  Calif.  □ 


Availability3 


.^sigfe 

: jy.' 

■ 


Introducing  the  3Com  suite  of  server-optimized 
networking  products.  Better  throughput.  More  robust. 
What  better  way  to  top  off  your  server ? 


We’ve  scaled  the  heights  of  network  know¬ 
how  to  bring  you  the  new  definitive  collection 
of  server-optimized  networking  products. 

Your  network  servers  work  overtime  to  keep 
everj/  bit  of  business-critical  data  intact  and 
flowing  smoothly.  To  help  avoid  server 
burnout,  or  costly  network  downtime,  rely 
on  server  networking  products  from  the 
worldwide  networking  leader:  3Com. 

Our  ATM,  FDDI,  Fast  Ethernet  and  Gigabit 
server  network  interface  cards  (NICs)  work 
seamlessly  with  our  award  winning  hubs  and* 
switches  to  ensure  the  fastest,  most  reliable 
access  to  business-critical  information  through 
out  the  enterprise  and  over  the  Internet  by 
relieving  pressure  on  your  existing  servers. 
The  result  is  maximized  throughput  with 
minimized  drain  on  CPU  power. 

From  the  reliability  of  resilient  links  and  self- 
healing  drivers  to  the  intelligence  of  Dynamic 
Access™  software  optimizing  your  network 
performance,  control  and  management,  3Com 
server  networking  products  see  to  it  that  your 
cost  of  ownership  never  goes  sky-high.  So  as 
your  business  reaches  for  the  top  and  your 
network  grows,  3Com  gives  you  a  secure 
foothold  to  achieving  every  goal. 

Call  1 -888-906-3COM,  ext.  130 

www.3com.com/stakingclaim/cw.html 


Server-optimized  NICs,  along  with  3Com 
bubo  and  switched  are  designed 
specifically  to  relieve  traffic  pressure 
on  your  servers. 


{Maximize  your  PC  server  availability  with  two  Fast  EtherLink 
Server  NICs  for  just  $139.  Please  call  1 -888-906-3COM,  ext.  1 30. 


Copyright  ©1997  3Com  Corporation.  All  rights  reserved.  3Com,  the  3Com  logo,  and  DynainicAmvo  arc  registered  trademarks  ol  3Com  Corporation. 
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These  days,  managing  applications  is  harder  than  ever. 

From  change  management  and  deployment  to  performance  monitoring 
and  event  management,  today’s  applications  come  with  all  kinds  of 
requirements.  And  each  one  has  a  direct  impact  on  reliability,  availability, 
high  performance,  and  serviceability. 

That’s  why  any  application  is  really  only  as  good  as  the  management 
software  that’s  behind  it. 

And  why  95%  of  the  Fortune  500  chose  Unicenter®  TNG™  to  manage 
their  applications. 

Unicenter  TNG  Is  A  Single,  Complete, 

Integrated  Solution  For  Enhanced  Management 
And  Control  Ot  All  Your  Applications. 

Whether  it’s  for  an  off-the-shelf  software  package  or  your  own 
home-grown  applications,  Unicenter®  really  does  it 
all.  It  offers  everything  you  need,  including  change 
and  configuration  management,  software  distribu¬ 
tion,  security,  backup/recovery,  event  monitoring 
and  management,  performance  management, 
scheduling,  and  help  desk. 

You  can  instrument  your  applications  without 
having  to  modify  them.  And  by  managing  both  the 
applications  as  well  as  the  computing  infrastructure 
in  which  these  applications  run — Unicenter  TNG 
ensures  optimal  availability,  scalability,  and  manageability  of  your  business- 
critical  applications. 

In  short,  you  can  expect  some  amazing  results! 

Call  1-888-UNICEHTER  op  visit  www.cai.com 

(Computer ® 
Associates 

Software  superior  by  design. 
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Knowledge  management  promotes  sharing 


►  Revising  company  information  is  business  goal 


By  Julia  King 


ask  a  half-dozen  IT  managers 
to  define  knowledge  manage¬ 
ment,  and  you  can  expect  to  get 
six  different  answers. 

But  the  one  point  on  which 
they  all  seem  to  agree  is  that 
business  issues  must  drive 
every  knowledge  management 
initiative. 

“Vendors  now  bill  everything 
as  knowledge  management. 
Groupware,  data  warehouses  — 
you  name  it,”  said  an  informa¬ 
tion  technology  manager  at 
a  Midwestern  financial  services 
company.  “But  none  of  it  is 
really  knowledge  management. 
It’s  just  more  vendor  hype.” 

Users,  by  contrast,  more 
commonly  regard  knowledge 
management  as  the  processes 
used  to  capture  and  reuse  infor¬ 
mation  for  a  specific  business 
end,  such  as  increasing  sales. 
However,  the  technology  em¬ 
ployed  to  do  that  varies  widely 
and  is  really  incidental, 
according  to  users. 

For  example,  Johnson  & 


Johnson,  a  $24  billion  pharma¬ 
ceutical  giant  based  in  New 
Brunswick,  N.J.,  uses  a  corpo¬ 
rate  intranet  as  part  of  its 
knowledge  management  pro¬ 
gram.  There,  the  key  busi¬ 
ness  goal  is  to  enable  re¬ 
searchers  in  170  separate  com¬ 
panies  to  share  patent  and  other 
information. 

“The  technology  is  only  sec¬ 
ondary,”  said  John  Hammitt, 
vice  president  of  information 

Knowledge 
management  tips 

I  Link  every  knowledge 
management  initiative 
to  a  specific  business 
goal 

I  Create  an  information- 
sharing  culture  before 
investing  in  new  IT 

I  Measure  the  value  of 
knowledge  manage¬ 
ment  in  business 
terms 


management  at  the  company’s 
Pharmaceuticals  &  Diagnostics 
Group. 

Consequently,  “it’s  not  up  to 
IT  to  take  the  leadership  role. 
That  has  had  to  come  from  the 
business,”  Hammitt  said. 

But  once  corporate  goals  are 
set,  IT’s  involvement  can  be  sig¬ 
nificant. 

For  instance,  at  $20  billion 
Dow  Chemical  Co.  in  Midland, 
Mich.,  it  entailed  no  less  than 
standardizing  about  30,000 
workstations  and  “converting 
to  [Microsoft  Corp.]  Exchange 
from  every  known  electronic- 
mail  system  there  is,”  said 
David  Burton,  director  at  the 
company’s  Global  IS  and  Tech¬ 
nology  Center. 

Dow’s  three-year  “knowledge¬ 
sharing”  initiative,  now  com¬ 
pleted,  yielded  a  $2  million  re¬ 
duction  in  software  costs  the 
first  year.  Support  costs  dropped 
because  IT  no  longer  needed  to 
support  multiple  hardware  and 
software  configurations.  Elec¬ 
tronically  distributing  standard 
software  to  all  desktops  also  re¬ 
duced  costs. 

But  more  important,  Burton 


said,  IT  standardization  has 
allowed  Dow  to  shrink  bureau¬ 
cracy  and  cycle  times  by  linking 
its  43,000  employees  in  33 
countries.  Those  employees 
now  can  share  product  and  cus¬ 
tomer  data  and  research  across 
a  single,  global  entity. 

4 

HUMAN  FACTOR 

But  along  with  networking, 
database  and  other  knowledge 
management  technologies  that 
can  vary  widely,  companies  also 
must  provide  workers  with  in¬ 
centives  to  share  information, 
noted  Dan  Rasmus,  an  analyst 
at  Giga  Information  Group  in 
Cambridge,  Mass. 

In  this  area,  companies  can 
learn  much  from  consultancies 
and  other  IT  service  providers. 

Price  Waterhouse  LLP,  for 
example,  rewrote  job  descrip¬ 
tions  and  promotion  policies  to 
spur  knowledge  sharing  among 
employees. 

At  American  Management 
Systems,  Inc.  (AMS),  consul¬ 
tants  who  contribute  to  the 
company’s  2  1/ 2-year-old  Lotus 
Notes-based  virtual  knowledge 
center  are  recognized  on  a 


MQRFONLINE* 

For  articles,  resources, 
books,  events  and  discus¬ 
sions  related  to  knowledge 
management,  visit  Comput¬ 
erworld  online. 

www.eomputerworld.eom/more 

bronze  plaque  at  the  center’s 
headquarters  in  Fairfax,  Va., 
where  clients  regularly  tour. 

Sue  Hanley,  director  at  the 
knowledge  center,  also  regularly 
publishes  a  list  of  the  top 
10  most  frequently  used  contri¬ 
butions  to  the  center’s  knowl¬ 
edge  database. 

Knowledge  center  contribu¬ 
tors  also  are  allowed  to  attend 
the  annual  two-day  knowledge 
center  conference,  a  prestigious 
event  held  at  AMS  headquarters 
each  spring. 

So  far,  such  incentives  seem 
to  be  working.  In  the  first  three 
months  of  this  year,  AMS 
consultants  contributed  more 
than  50  new  case  studies  to  the 
database.  That  compares  with 
50  new  case  studies  for  all  of 
last  year.  □ 


Training  benefits  scrutinized, 
link  to  profitability  hard  to  prove 


Survey  results  don’t  convince  everyone 


DOES  IT  PAY  TO  TRAIN? 


ASTD  said  companies  that  spent  more  on  training  per  employee 
tend  to  have  higher  net  sales  and  profits 


Amount  spent 
on  training 

$900 


Net  sales 
per  employee 

$385,000 


$275  $245,000 

Base:  40  publicly  traded  companies 

Source:  ASTD,  Arlington,  Va. 


Gross  profit 
per  employee 

$165,000 

$120,000 


By  Barb  Cole-Gomolski 


a  new  survey  that  links  train¬ 
ing  costs  to  higher  profits  is  tak¬ 
ing  some  hits  from  users  and 
trainers  who  scoff  at  the  con¬ 
nection. 

Several  information  technolo¬ 
gy  managers  and  trainers  have 
questioned  the  report’s  find¬ 
ings,  saying  it  is  hard  to  tie 
training  to  profitability,  and 
hence  it  is  hard  to  get  the  busi¬ 
ness  side  of  the  house  to  shell 
out  training  dollars. 

For  example,  Nancy  Alpert, 
manager  of  organizational  de¬ 
velopment  at  Zurich  American 
Insurance  Group  in  Schaum¬ 
burg,  Ill.,  said  her  efforts  to 
connect  training  to  the  bottom 
line  have  been  unsuccessful. 
“We  do  follow-up  surveys,  and 
we  can  establish  that  employees 
are  doing  their  jobs  better  after 
being  trained,  but  tying  that  to 
profitability  is  really  hard,”  she 
said. 


Linking  training  to  profits  is 
something  most  training  man¬ 
agers  would  like  to  be  able  to 
do. 

Spending  on  information  sys¬ 
tems  training  is  swelling  as 
companies  scramble  to  fill  open 
jobs.  According  to  International 
Data  Corp.,  a  research  firm  in 
Framingham,  Mass.,  the  world¬ 
wide  market  for  IT  education 
and  training  will  grow  to  $18.8 
billion  this  year,  up  from  $14.7 
billion  in  1996. 

The  findings  in  question  are 
from  a  study  released  earlier 
this  month  by  the  American  So- 

MOREONUNEy 

For  resource  links,  articles, 
publications  and  organiza¬ 
tions  related  to  training  and 
information  technology 
training,  visit  Computer- 
world  online. 

www.computerworld.com/more 


ciety  for  Training  and  Develop¬ 
ment  (ASTD),  an  industry 
group  in  Arlington,  Va.,  that 
promotes  training. 

In  its  survey  of  40  publicly 
traded  companies,  ASTD  found 
that  companies  that  spent  an 
average  of  $900  per  employee 
per  year  on  training  were  57% 
more  profitable  than  their  coun¬ 
terparts  who  spend  about  a 
third  as  much  on  training. 

FUZZY  FINDINGS 

ASTD  officials  said  they  weren’t 
able  to  prove  that  the  training 
led  to  the  profits,  but  they 
claimed  they  could  show  that 
firms  that  spend  more  on  train¬ 
ing  tend  to  be  more  profitable. 

Training  alone  isn’t  the  road 
to  greater  profitability,  according 
to  Arnie  Trillet,  vice  president 
of  human  resources  and  infor¬ 
mation  management  at  Johnson 
&  Johnson  in  New  Brunswick, 
N.J. 

But  companies  that  spend 
more  on  training  are  likely  to 
have  a  corporate  culture  that 


values  individuals  and  promotes 
learning,  Trillet  said.  “I  can  be¬ 
lieve  that  those  kinds  of  compa¬ 
nies  tend  to  be  more  profitable,” 
he  said. 

Doug  Upchurch,  executive  di¬ 
rector  of  the  Information  Tech¬ 
nology  Training  Association  in 
Austin,  Texas,  agreed.  “It’s  not 
just  training  [that  leads  to  prof¬ 
itability],  It’s  more  about  having 
a  corporate  culture  that  values 
knowledge,”  he  said. 

Not  only  is  it  hard  to  tie  train¬ 
ing  to  profits,  but  there  also 
isn’t  always  a  connection  be¬ 
tween  the  amount  of  money 
spent  on  training  and  the  quali¬ 
ty  of  training,  some  corporate 
trainers  cautioned. 

“You  can  spend  a  lot  of  mon¬ 
ey  on  classroom  training,  but 
that’s  not  always  the  most  effec¬ 
tive  way  for  workers  to  retain 


knowledge,”  Alpert  said.  “You 
can  spend  a  lot  less  on  a  really 
good  computer-based  training 
program  that  proves  to  be  more 
effective.” 

NONBELIEVERS 

In  fact,  companies  are  getting 
pickier  about  where  they  spend 
their  training  dollars. 

“It  used  to  be  that  corporate 
training  managers  got  a  budget 
and  could  spend  it  the  way  they 
wanted  —  but  no  more,”  said 
Beverly  Gillis,  national  accounts 
manager  at  Advanced  Practical 
Thinking  Training,  Inc.,  a  train¬ 
ing  company  in  Des  Moines, 
Iowa. 

Companies  have  become 
more  cautious  about  training 
because  in  the  past,  trainers 
promised  “the  miracle  cure” 
that  didn’t  work,  she  said.  □ 


The  SAS  Data  Mining  Solution 


just  bought 
a  house 
that's  a  real 
fixer-up  er 


changes  banks 
more  often  than  she 
changes  hairstyles 


ne  ds  5 
more  frequent 
flyer  mik  s  to 
get  to  Cancur 


Instead  of  just  storing  customer  data, 
give  your  decision  makers  the  whole  story. 


There  are  a  million  stories  in  your  customer  data — and  they’re  all  ready  to  be  sold.  With 
the  SAS  Data  Mining  Solution,  you  can  provide  your  sales  force,  department  managers, 
and  other  decision  makers  with  the  tools  they  need  to  gain  true  business  knowledge. 

Which  prospects  are  hot?  Or  not?  Which  target  groups  need  to  be  ignited. .  .or  simply 
delighted?  The  answers  are  revealed  with  the  SAS  Data  Mining  Solution.  It’s  the  only 
software  that  spans  every  facet  of  the  data  mining  process,  delivering  ease  of  use  and 
analytical  depth  in  a  single  package — one  that  draws  directly  from  the  award-winning 
SAS  Data  Warehouse. 

Just  point  and  click.  Decision  makers  don’t  have  to  be  statisticians,  or  database  experts, 
to  convert  very  large  amounts  of  data  into  immediate  competitive  advantage.  To  find  out 
more,  including  real-world  success  stories  and  an  interactive  demo  of  the  SAS  Data 
Mining  Solution,  visit  us  at  www.sas.com/datamine 


Visit  us  in  booth  #4604  at  PC  Expo. 


Full  range  of  models 
and  algorithms 

Maximize  your  data 
warehousing  investment 

Exploit  detail-level  data  to 
achieve  measurable  results 

Fully  Web  enabled 

Year  2000  compliant 


SAS  Institute  Inc. 


The  Business  of  Better  Decision  Making 


www.sas.com/datamine  E-mail:  cw  i>sas.com  Phone  919.677.8200 


In  Canada  phone  1.800.363.8397  SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright  ©  1998  by  SAS  Institute  Inc 


Y2K  is  a  complete  pain. 

It’s  also  an  opportunity  to  improve  your  network. 


more  information  about  Windows  NT  Server  and  Year  2000  see  www.microsoft.com/ntserver/y2k. 

t  o  'eduction  applies  to  version  upgrades  from  any  previous  version  of  Windows  NT  Server  and  competitive  upgrades — consult  your  reseller  for  a  complete  list  of  qualifying  competitive  products.  Discount  is  up  to  20%  off  estimated 
-  i:!  price  of  Windows  NT  Server  4.0.  Reseller  prices  may  vary.  Promotion  does  not  apply  to  Windows  NT  Server  4.0  Academic  product.  All  price  reductions  effective  through  11/15/98.  Offer  good  in  U.S.  and  Canada  only. 

■r‘l^38  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  Where  do  you  want  to  go  today?  and  Windows  NT  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries. 
Oti^er  product  and  company  names  mentioned  herein  may  be  the  trademarks  of  their  respective  owners. 


Upgrade  to  Microsoft  Windows  NT  Server  4.0  today. 


Get  one  step  closer  to  the  next  millennium. 

Get  a  great  file/print  server. 

Get  an  outstanding  application  server. 

Get  them  unified  on  one  platform. 

Get  up  to  20%  off  and  a  free  Services  for  NetWare  CD-ROM. 

Ironic,  isn’t  it?  That  an  inconvenience  of  Y2K’s*  immensity  might  actually  do  your  network  some  good  after  all.  But  consider  it 
this  way:  since  there’s  no  getting  away  from  that  major  network  upgrade,  maybe  there’s  something  you  can  get  out  of  it.  For 
instance,  here’s  what  happens  when  you  upgrade  to  Microsoft®  Windows  NT®  Server  4.0: 

Windows  NT  Server  4.0  delivers  proven  file/print  performance.  Using  the  industry-standard  Netbench  performance  tool, 
Windows  NT  Server  4.0  outperforms  Novell  NetWare  4.11  by  nearly  17%  in  file/print  throughput  tests. 

Windows  NT  Server  4.0  unifies  file/print  and  applications  on  one  platform.  It’s  the  ideal  choice  for  supporting  key  business 
applications,  including  groupware  like  Microsoft  Exchange  Server.  There  are  already  over  4,000  applications  for  Windows  NT 
Server  available  today.  And,  of  course,  running  your  applications  and  file/print  on  a  common  platform  simplifies  the  manage¬ 
ment  of  your  network — giving  you  more  time  to  focus  on  achieving  your  long-term  goals. 

Windows  NT  Server  4.0  is  the  easy  way  to  prepare  for  the  future.  It’s  already  the  leading  intranet  platform — in  fact,  according 
to  IntelliQuest,  it’s  the  platform  that  56%  of  corporate  Web  applications  are  being  built  on.  And  with  features  like  remote 
access  services,  virtual  private  networking  and  out-of-the-box  integration  with  Microsoft  Proxy  Server,  you  can  enable  cost- 
effective,  secure  communication  across  the  Internet  among  employees,  customers  and  partners.  It’s  an  exceptional  Web  server 
too — according  to  NetCraft,  more  than  half  a  million  Internet  sites  are  currently  running  on  Windows  NT  Server. 

Windows  NT  Server  4.0  reduces  total  cost  of  ownership.  A  recent  study  by  the  Business  Research  Group  compared  it  to 
NetWare  in  a  mixed  environment,  and  revealed  that,  as  a  unified  platform,  Windows  NT  Server  4.0  lowers  the  costs  of  providing 
file/print  sharing  and  application  support  by  nearly  20%. 

And  if  you  upgrade  now  you’ll  save  up  to  20%  off  the  estimated  retail  price.1  You’ll  also  qualify  for  a  free  Services  for  NetWare 

CD-ROM  (ERP  $149)  that  makes  it  easier  for  you  to  transition  your  NetWare-based  network  to  Windows  NT  Server  4.0. 

So  the  question  is  not:  How  can  I  minimize  the  inconvenience  of  having  to  upgrade  my  file/print?  The  question  is:  How  can  I 
maximize  the  benefit  of  doing  so?  It  seems  that  Y2K  is  about  more  than  just  surviving  the  turn  of  the  millennium.  Windows  NT 
Server  proves  that  it’s  equally  about  making  the  most  of  what’s  left  of  the  1900s,  and  getting  the  2000s  off  to  a  flying  start. 


Upgrade  to  Windows  NT  Server  4.0  and  save  up  to  20 %1 


Act  now  to  get  a  FREE  Services  for  NetWare  CD-ROM 


Get  details  at:  www.microsoft.com/ntserver/upgrade/ 


Where  do  you  want  to  go  today?” 


Microsoft 
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THE  SMITHSONIAN  AWARDS 


A  search  for  new  heroes:  IT  innovators  lauded 


By  Matt  Hamblen 

for  four  students  from  Pub¬ 
lic  School  41  in  New  York,  pro¬ 
ducing  videos  about  drug 
awareness,  teen  pregnancy  and 
other  tough  topics  concerning 
inner-city  life  has  been  the  thrill 
of  a  lifetime. 

But  none  of  the  teens  expect¬ 
ed  to  win  the  Computerworld 
Smithsonian  Award  for  Media, 
Arts  and  Entertainment  for 
their  efforts. 

“I  was  totally  shocked  we 
won,  especially  that  we  came 
out  ahead  of  so  many  other 
groups  with  big  budgets,”  said 
Zakia  Goldstone,  18,  a  former 
student  at  PS  41. 

Although  none  of  the  four 
plans,  so  far,  to  embark  on  in¬ 
formation  technology  careers, 
they  see  such  technology  as  a 
tool  to  help  solve  social  prob¬ 


lems.  Goldstone  will  enter  Cor¬ 
nell  University  in  the  fall,  ma¬ 
joring  in  premedicine.  “Infor¬ 
mation  technology  is  not  going 
to  be  my  major,  but  it’s  obvious 
technology  helps  me  in  my 
everyday  life,”  she  said. 

Winners  were  announced  last 
week  in  10  categories  for  the 
10th  year  of  the  awards.  Five 
previously  announced  leader¬ 
ship  awards  also  were  pre¬ 
sented.  Leadership  awards  went 
to  John  A.  Pople,  theoretical 
chemist  and  founder  of  the 
Gaussian  Model;  Scott  McNealy, 
co-founder  and  chairman  of 
Sun  Microsystems,  Inc.;  Robert 
M.  Metcalfe,  vice  president  of 
technology  at  International  Data 
Group;  Vice  President  Albert 
Gore  Jr.;  and  Jay  W.  Forrester, 
professor  emeritus  and  senior 
lecturer  at  MIT’s  Sloan  School 
of  Management.  □ 


Drumroll  please . . . 

The  best  innovations  of  the  year  were  awarded  in  the  10th  annual  Com¬ 
puterworld  Smithsonian  Awards  on  June  8.  In  addition  to  Public 
School  41,  nine  other  organizations  received  awards: 

Science:  University  of  California  at  Berkeley,  for  its  Search  for  Ex¬ 
traterrestrial  Radio  Emissions  from  Nearby  Developed  Intelligent 
Populations.  The  project  uses  specialized  circuits  to  match  the  pro¬ 
cessing  speeds  of  200  supercomputers  to  search  168  million  chan¬ 
nels  of  astronomical  data  at  once  in  the  search  for  extraterrestrial 
life  intelligence. 

Business  and  Related  Services:  Amazon.com,  Inc.  in  Seattle,  for  sell¬ 
ing  2.5  million  book  titles  over  the  Internet. 

Finance,  Insurance  and  Real  Estate:  Fannie  Mae  Corp.  and  Finet 
Holdings  Corp.  in  Washington,  for  their  Internet-enabled  home- 
ownership  site. 

Government  and  Nonprofit  Organizations:  Focus:  Hope,  for  its  Cen¬ 
ter  for  Advanced  Technologies. 

Medicine:  Maimonides  Medical  Center  in  New  York,  for  its  Inte¬ 
grated  Health  Care  Delivery  Solution. 

Education  &  Academia:  Jason  Foundation  in  Waltham,  Mass.,  for  its 
Education  for  Jason  Project. 

Transportation:  Science  Applications  International  Corp.  in  San 
Diego,  for  its  Vehicle  and  Cargo  Inspection  System. 

Environment,  Energy  &  Agriculture:  U.S.  Environmental  Protection 
Agency  in  Washington,  for  its  Envirofacts  Warehouse  on  the 
Internet. 

Manufacturing:  Genentech,  Inc.  in  San  Francisco,  for  its  Final  Pu¬ 
rification  Expansion.  [ 


(Pictured  clockwise  from  top):  Winners  on  stage;  Prof. 
Jay  W.  Forrester,  MIT's  Sloan  School  of  Management, 
won  a  '98  Leadership  Award;  Victor  Verbinski,  SAIC 
Award  winner;  Eleanor  Josaitis,  Focus:  Hope's  Center 
for  Advanced  Technologies;  Stuart  Bowyer,  graduate 
astronomy  professor  at  the  University  of  California  at 
Berkeley. 
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Get  the  right  tools  at  www.onmark.viasoft.com. 
Download  a  FREE  OnMark  2000  demo, 
or  call  us  at  1 .888.VIASOFT  ext  80 1 . 


The  right  tools  at  the  right  time. 
www.onmark.viasoft.com 


Managing  the  Business  or  inrorma:ion  Technology 

I.888.VIASOFT 
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Don’t  screw  up  your  desktop  Y2K  project. 


We’ve  all  done  it  before...used  the  wrong  tool 
for  the  job. Yet  the  year  2000  PC  problem 
leaves  little  room  for  mistakes.  Distributed 
environments  are  just  as  critical  to  your 
business  as  the  mainframe. That’s  why 
Viasoft  brings  you  OnMark  2000,  the 
only  integrated  suite  of  desktop  and 
client/server  tools  designed  to  help 
you  overcome  your  distributed  year 
2000  challenge.  From  inventory 
collection  and  risk  assessment  to 
remediation  and  testing,  OnMark  2000 
delivers  exactly  what  you  need. 


Our  new  Compaq  ProLiant  3000  just  broke 


speed  record. 

(Quick,  somebody  call  Guinness.*) 


Our  new  Compaq  ProLiant  3000  has  been  turning  a  lot  of  heads.  No  wonder.  It  benchmarked  a  record¬ 
setting  8,228  transactions  per  minute  (tpmC),  faster  than  any  dual-processor  server.  Loaded  with  up  to  3GB 
of  system  memory-66°/o  more  than  any  competitor’s  departmental 
server.  Its  scalable  architecture  supports  up  to  two  Intel®  Pentium®  II 
processors  at  333MHz,  with  512KB  of  cache  per  processor  and  SMART-2 
Array  controllers.  You  even  get  remote  booting  capabilities.  Which 
makes  us  wonder,  is  it  a  departmental  server,  or  an  enterprise  server? 

For  the  world’s  best-selling  servers,  call  1-800-869-6874.  www.compaq.com 


’Compaq  ProLiant  3000  server  running  Microsoft®  SQL  Server* 6.5. 


pentium*]! 


®1998  Compaq  Computer  Corporation.  All  rights  reserved.  Compaq  registered  U.S.  Patent  and  Trademark  Office.  ProLiant  is  a  registered  trademark  of  Compaq  Computer 
Corporation.  Intel.  Intel  Inside  logo  and  Pentium  arc  registered  trademarks  of  Intel  Corporation.  Microsoft  and  Microsoft  SQL  Server  are  registered  trademarks  of  Microsoft 
Corporation.  Published  TPC-C  results  as  of  5/1/98.  TPC  and  TPC-C  are  registered  trademarks  of  Transaction  Protocol  Council.  Compaq  is  not  liable  for  pictorial  or  typographical 
errors  in  this  advertisement.  ‘Used  with  permission  of  Guinness  Media  Inc.  All  other  products  are  trademarks  or  registered  trademarks  of  their  respective  companies. 
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Hot  trends  &  technologies  in  brief 


RELATED  TERMS 


Dynamic  HTML 


DEFINITION:  Dynamic  Hypertext  Markup  Language  is  an  extended  version  of  HTML 
and  JavaScript,  the  languages  used  for  creating  pages  on  the  World  Wide  Web.  Dynamic 
HTML  has  very  precise  positioning  of  text  and  graphics  because  it  allows  the  content  of 
a  Web  page  to  change  each  time  a  user  clicks,  drags  or  points  to  buttons,  pictures  or 
other  elements  on  the  page. 

Specialty  technology  calls 
for  that  extra  effort 


►  The  World  Wide  Web  Con¬ 
sortium  (W3C):  An  indepen¬ 
dent  group  that  sets  stan¬ 
dards  for  Web  browsers, 
servers  and  languages. 

►  JavaScript:  A  standard 
scripting  language  on 
Netscape  and  Microsoft  Web 
browsers  that  gives  Web¬ 
page  designers  capabilities 
beyond  HTML,  such  as  the 
ability  to  jump  to  a  different 
Web  page  automatically. 


►  Cascading  style  sheets: 

A  system  that  allows  Web¬ 
page  developers  to  create 
Web  page  style  definitions 
that  specify  fonts  and 
screen  layouts  separately 
from  each  Web  page's  text. 

►  Document  Object  Model: 
A  W3C  specification  for  how 
programmers  can  manipu¬ 
late  elements  on  a  Web 
page,  such  as  buttons,  pic¬ 
tures  or  text. 


Who's  got  it? 


Most  Web  surfers  can't  see  the 
new  features  of  dynamic  HTML 
because  it's  available  only  with  the  most  recent  versions 
of  Navigator  and  Internet  Explorer. 


Midsize  and  large  business  users  with  dynamic  HTML: 


■  Netscape's 
Navigator  4.x 

■  Microsoft's  Inter¬ 
net  Explorer  4.x 

Other  Navigator 
versions 

Other  Internet 
Explorer  versions 

Other  browser 

No  response 


3.9% 


27.6% 


40.6% 


Source:  international  Data  Corp.,  Framingham,  Mass.  Base:  406  business  Users 


By  Frank  Hayes 


DYNAMIC  HYPERTEXT  MARKUP  LANGUAGE 

(HTML)  gives  developers  the  ability  to  create 
Web  pages  that  look  and  feel  like  a  real  appli¬ 
cation.  But  that  isn’t  an  easy  task. 

Most  of  the  world’s  World  Wide  Web 
browsers  aren’t  ready  to  use  dynamic  HTML 
features,  which  are  built  in  to  only  Netscape 
Communications  Corp.’s  Navigator  4.0  and  Mi¬ 
crosoft  Corp.’s  Internet  Explorer  4.0.  And  the 
two  versions  aren’t  compatible;  most  of  Naviga¬ 
tor’s  dynamic  HTML  features  aren’t  supported 
on  Internet  Explorer,  and  vice  versa. 

As  a  result,  Web  developers  must 
either  choose  to  write  for  only  one  Web 
browser  or  use  complicated  kludges  at  a 
to  make  their  dynamic  HTML  code 
work  both  ways.  With  either  version,  the 
contents  of  a  Web  page  can  change  without 
downloading  a  new  version  of  the  page.  That 
eliminates  the  annoying  flicker  of  plain-vanilla 
Web  pages. 

Dynamic  HTML  lets  users  position  text  and 
pictures  precisely  on  a  Web  page.  And  both 
Netscape’s  and  Microsoft’s  browsers  support 
cascading  style  sheets  for  controlling  the  ap¬ 
pearance  of  the  Web  page.  For  example,  devel¬ 
opers  can  change  the  typeface  and  size  of  every 
headline  in  a  Web  site,  simply  by  changing 
specifications  in  a  single  style  sheet. 

Microsoft’s  dynamic  HTML  is  more  elabo¬ 
rate  than  Netscape’s  and  includes  the  ability  to 
link  databases  to  Web  pages  and  modify  con¬ 
tent  on  the  fly.  Before  dynamic  HTML,  that 
would  have  required  adding  programming  code 
that  runs  outside  the  browser,  such  as  Java  or 
an  ActiveX  component. 

Although  tools  can  hide  some  of  the  differ- 


AT  ISSUE 


ences  between  the  two  versions,  Web  develop¬ 
ers  must  decide  whether  the  extra  effort  and 
limited  audience  are  worth  dynamic  HTML’s 
increased  programming  power. 

The  small  audience  alone  is  reason  enough 
dynamic  HTML  isn’t  an  option  for  some  users 
today.  “Over  65%  of  the  browsers  out  there 
don’t  [support  dynamic  HTML],  That’s  why  no 
one  ever  uses  it,”  says  Bob  Mason,  a  software 
architect  at  Art  Technology  Group,  a  Web  con¬ 
sulting  and  services  company  in  Boston. 

Others  see  the  trade-off  as  worth  the  trouble. 
At  Omni  Healthcare,  Inc.,  a  Stockton,  Calif., 
health  maintenance  organization,  all 
users  have  Internet  Explorer  4.0,  and 
power  dynamic  HTML  is  used  successfully, 
price  says  Keith  Harvey,  an  advanced  tech¬ 
nology  consultant  at  Omni. 

And  The  Wall  Street  Journal  Interactive  Edition 
uses  Microsoft’s  dynamic  HTML  for  features 
such  as  a  floating  bookmarks  window,  says 
Alan  Karben,  associate  director  of  interactive 
development  at  the  Journal.  That  risked  irritat¬ 
ing  Netscape  users,  who  have  lobbied  for  simi¬ 
lar  support,  but  “we  couldn’t  figure  out  a  rea¬ 
sonable  way  to  do  the  same  things”  using 
Netscape’s  current  version,  Karben  says. 

Neither  Microsoft  nor  Netscape  will  say 
when  their  versions  of  dynamic  HTML  will 
match.  And  until  such  browsers  take  the  lion’s 
share  of  the  market,  dynamic  HTML  remains 
a  specialty  technology.  □ 
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For  vendors,  Computerworld 
articles  and  other  links  to 
dynamic  HTML-related 
materials,  go  to  www. 
computerworld.com/more. 


COMPARING  WEB  LANGUAGES 


Description 

Where  is  it? 

Pro 

Con 

When  to  use 

HTML 

Standard  set  of  tags  added  to 

Web  pages  to  indicate  text, 
fonts,  layout  and  hypertext  links 

In  all  Web 
browsers 

Universally  used 

Very  limited  functionality 

To  reach  the  widest  possible 
Web  audience 

Dynamic 

HTML 

Semistandard  extensions  to 

HTML  for  precise  positioning 
and  assigning  mouse  actions 

Navigator  4.x 
and  Internet 
Explorer  4.x 

More  flexible  than 
standard  HTML 
but  without  Java's 
complexities 

Limited  availability  and  competing 
nonstandard  versions  mean  writing 
each  routine  for  Navigator  4,  Inter¬ 
net  Explorer  4  and  regular  HTML 

When  you  know  which  Web 
browser  your  audience  has 

Java 

Programming  language  for 
creating  Web  page  components 

Recent  Web 
browsers 

Complete  control 
of  Web  pages 

Incompatibilities  among  different 
platforms 

Web  applications  that  require 
full-scale  programs,  especial- 

ly  Microsoft's  implementation 


*  Arc  there  technologies  or  issues  you  would  like  to  learn  about  in  QuickStudy?  Please  send  your  ideas  to  QuickStudy  editor  Stefanie  McCann  at  stefanie_mccann@cw.com 


NEVER  BEFORE  HAS  SO  LITTLE  MONEY  bought  so  much  performance.  Now  64MB  of  Kingston® 
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3Com  builds  networks  powerful  enough  to  handle  even  the  most  daunting  request.  Intelligent  networks  that 
close  the  gap  between  time  and  distance.  So  that  bandwidth-demanding  applications  — such  as  remote  training 


Can  you  do  the  impossible  again? 


taSix  •&> 


More  connected 


Let’s  hold  the  next  global  meeting  via  our  Intranet 


That  means  voice,  data,  even  video 


(On  2,300  desk  )ps  in  90  days.) 


Can  your  network? 


and  video-to-the-desktop  —  run  smoothly.  All  from  the  company  that’s  connected  more  businesses  in  more 
ways  than  any  other.  For  the  latest  news  about  converged  networks,  visit  www.3com.com/moreconnected 
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Let  'em  in  No  naked  ladies.  No  beer.  Even 

lacking  those  two  major  attractions  for  14-year-old 
boys,  Richard  Gilder  still  wanted  to  get  into  the  big 
networking  trade  show.  The  Tyringham,  Mass.,  teen¬ 
ager  wrote  to  us  [CW  letters  page,  June  8]  about  his 
escapades  with  trade  show  security  guards,  who 
wouldn’t  allow  anyone  younger  than  18  to  enter  the 
show  floor  at  Networld/lnterop  ’98. 

Armed  with  a  free  pass  from  his  dad,  the  deter¬ 
mined  boy  stood  on  his  tippy-toes  to  look  taller  and 
tottered  by  most  of  the  guards.  “These  nerds  are  get¬ 
ting  smaller  all  the  time,”  they  must’ve  thought. 

Actually,  they’re  right.  The  under-2i  set  is  totally 
into  technology.  Author  Don  Tapscott,  one  of  our 
columnists,  points  out  that  there  are  80  million 
under-2is  out  there.  Most  of  them  are  no  doubt  busy 
telling  their  parents  what  techno-toys  to  buy.  By  age 

9,  one  of  my  teen-agers 
was  asking  for  her  own  lap¬ 
top,  a  request  that  unfortu¬ 
nately  had  to  join  the  “We’ll 
Think  About  It”  list  right 
under  “my  very  own  pony.” 
But  now  that  she’s  as  tall 
as  I  am  and  perfecting  her 
own  Web  site  design,  taking  her  to  a  computer  trade 
show  would  count  as  a  trip  to  Disney  World. 

And,  let’s  face  it,  most  trade  shows  are  tanking. 
Crowds  are  sparser  all  the  time.  Vendors  don’t  even 
bother  to  make  big  announcements  there  anymore. 
Marketing  vice  presidents  wander  the  aisles  like  pan¬ 
handlers. 

So  let’s  put  an  end  to  the  underage  discrimination 
at  trade  shows.  Lobby  your  vendors  to  join  in  this 
noble  quest!  What’s  the  upside  for  them?  Tell  them 
the  kids  will: 

1)  Find  their  silly  exhibits  just  entrancing  instead  of 
rolling  their  eyes  at  that  oh-so-dever  use  of  neon 
lights. 

2)  Pay  rapt  attention  while  they  yammer  on  about 
their  products  and  show  cheesy,  overacted  videos. 

3)  Not  wince  at  the  booming  sound  tracks.  More 
likely,  they’ll  want  them  cranked  higher. 

4)  Eat  at  concession  stands  at  least  once  an  hour 
and  rave  about  the  food. 

5)  Be  able  to  help  fix  that  demo  when  it  crashes. 

So  where  do  you  want  the  Young  Richards  of  the 

World  hanging  out?  I  thought  so. 


Maryfran  Johnson,  executive  editor 
Internet:  marYfran_Johnson@civ.com 
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Navigator  installation  nixed 
by  'security'  problem 

Don’t  tell  me  that  Microsoft 
isn’t  abusing  its  market  posi¬ 
tion.  This  weekend,  I  was  working 
on  my  uncle’s  computer,  and  I 
wanted  to  install  Netscape  Naviga¬ 
tor  instead  of  Internet  Explor¬ 
er,  which  he  was  using.  I  went 
to  the  Netscape  Web  site,  but 
when  I  tried  to  download  Nav¬ 
igator,  Explorer  told  me  it 
could  not  do  so.  A  “security” 
problem  was  stopping  it.  Now 
just  whose  security  do  you 
think  it  was  looking  out  for? 

John  Baustian 
Palmdale,  Calif. 
thebaustians@earthlink.  net 

Sales  force  automation  is 
booming;  problems  solvable 

Computerworld  makes  several 
good  points  in  its  April  6  arti¬ 
cle  “Sales  force  automation,  users 
clash.”  Many  of  the  user  criticisms 
of  sales  force  automation  systems 
can  easily  be  overcome  with  the 
right  mix  of  innovative  technology, 
greater  input  from  the  users  them¬ 
selves  and  solid  training. 

The  sales  force  automation  mar¬ 
ket  itself  is  booming.  Gartner 
Group  estimates  it  will  increase 
from  $1.4  billion  last  year  to  nearly 
$4  billion  by  2000.  With  innova¬ 
tions  such  as  Web-enabled  thin 
clients  and  Windows  CE  versions, 
combined  with  the  scalability  and 
performance  of  new  sales  force  au¬ 
tomation  systems  available  today, 
we  believe  the  problems  sales  force 
automation  users  encounter  in  the 
near  future  will  be  the  smallest  of 
hurdles  to  overcome. 

Ken  Moss 
Moss  Micro,  Inc. 
Irvine,  Calif. 


Watch  out  for  Uncle  Sam 
coming  to  solve  cybercrime 

I  READ  EXECUTIVE  EDITOR 
Maryfran  Johnson’s  April  13 
opinion  piece  on  cybercrime 
[“Crime  wave”]  with  interest. 

It  does  not  surprise  me  that 
retired  Sen. 
Sam  Nunn 
would  toss  out 
a  figure  like 
that  $10  bil¬ 
lion  one  with 
no  substantia¬ 
tion,  while  the 
FBI  figure  cit¬ 
ed  in  the  arti¬ 
cle  was  $138 
million  per 
year.  Nunn  was,  is  and  will  always 
be  a  politician. 

He  is  also  a  longtime  practi¬ 
tioner  of  “more  government  is  bet¬ 
ter  government”  and  “more  gov¬ 
ernment  can  cure  what  ails  ya.” 

This  is  an  obvious  first  step 
toward  a  larger  government  role  in 
policing  the  IT  security  world. 

If  history  is  any  indicator,  the 
next  step  will  be  a  grandiose  plan 
for  the  federal  government  to  step 
in  and  save  us  all  through  a 
huge  layer  of  bureaucracy  and 
regulation. 

All  of  which  will  cost  businesses 
millions  of  dollars  in  compliance 
costs,  not  to  mention  the  taxpay¬ 
ers’  money  required  to  “manage” 
the  effort. 

I  have  spent  the  last  10  years  as 
a  consultant  working  with  federal 
government  agencies,  and  it  has 
taught  me  one  thing:  If  you  want 
something  done  correctly  and  effi¬ 
ciently,  don’t  let  the  federal  govern¬ 
ment  get  involved. 

David  Lee 
Chantilly,  Va. 
davelee@erols.com 


Companies  need  to  measure 
training's  effect  on  profits 

Computerworld’s  March  23  ar¬ 
ticle  on  intranet-based  training, 
“Seeing  is  believing,”  provided  a 
very  cogent  picture  of  the  advan¬ 
tages  of  intranet-based  training. 
But  wait,  there  should  be  more! 
We’ve  seen  the  meteoric  growth  in 
sales  force  automation  and  help 
desk  software. 

Corporations  want  information 
that  shows  how  well  they  are  serv¬ 
ing  customers  and  meeting  busi¬ 
ness  objectives. 

What  we  should  now  be  spear¬ 
heading  is  enterprise  training 
automation. 

Training  spending  represented 
$60  billion  in  the  U.S.  last  year, 
and  intranets  enable  continual 
desktop  delivery. 

What  enterprises  now  need  is 
a  way  to  capture  how  effectively 
those  training  dollars  are  con¬ 
tributing  to  profits  and  producti¬ 
vity.  Kudos  to  Computerworld  for 
laying  out  the  landscape.  It  is  now 
up  to  companies  like  ours  to  build 
on  that. 

Nazila  Alasti 
Docent,  Inc. 
Mountain  View,  Calif. 
nazilaa@docent.com 

Computerworld  welcomes 
comments  from  its  readers. 
Letters  shouldn’t  exceed  200 
words  and  should  be  ad¬ 
dressed  to  Maryfran  Johnson, 
Executive  Editor,  Computer- 
world,  PO  Box  9171,  500  Old 
Connecticut  Path,  Framing¬ 
ham,  Mass.  01701.  Fax  num¬ 
ber:  (508)  875-8931;  Internet: 
letters@cw.com.  Please  in¬ 
clude  an  address  and  phone 
number  for  verification. 
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A  rare  moment  of  lucidity  for  Apple 

Galen  Gruman 


Sometimes,  even  Apple  listens.  That  rare  event 
occurred  just  recently,  when  Apple’s  anything- 
but-interim  CEO  Steve  Jobs  told  Macintosh  de¬ 
velopers  he  was  abandoning  the  effort  to  replace  the 
Mac  OS  with  a  new  operating  system,  code-named 
Rhapsody. 


Instead,  the  company  will  revamp  the 
current  Mac  OS  and  offer  it  as  Mac  OS 
X  (the  “X”  is  for  io;  there  will  be  no  Mac 
OS  9). 

Thus,  much  of  the  $425  million  that 
Jobs  received  for  Next,  Inc.  and  the  core 
Rhapsody  technology  when  he  sold  it  to 
Apple  17  months 
ago  will  be  thrown 
into  a  black  hole. 

The  same  black 
hole  as  Apple’s 
near-decade  of  wast¬ 
ed  investment  on 
new  operating  sys¬ 
tems  —  from  Pink 
to  Copland,  from 

Taligent  to  Rhapsody  and  from  Pippin  to 
Newton.  After  all,  it’s  been  only  about 
$1.2  billion. 


Still,  Jobs  made  the  only  realistic  deci¬ 
sion:  Developers  had  been  saying  for 
more  than  a  year  that  they  had  little  or 

Sticking  with  Mac  OS 
lets  business  users 
breathe  easy. 

no  interest  in  recreating  their  Mac 
programs  for  Rhapsody.  And  when 
Apple  promised  a  Mac  compatibility 
box  in  Rhapsody,  developers  decided 
to  take  the  easy  path  and  simply 
stick  with  their  existing  Mac  soft¬ 
ware.  The  relevance  of  Rhapsody  was 
thus  unclear  to  developers  and  users 
alike. 


The  surprise  is  that  Apple  heard  that 
advice  and  acted  on  it.  I’ve  covered  Ap¬ 
ple  for  seven  years  and  can’t  remember 
the  last  time  that  happened  for  anything 
significant. 

Of  course,  what  Apple  does  is  increas¬ 
ingly  irrelevant  for  business  users. 
The  Mac’s  market  share  —  even  with 
Apple’s  increased  sales  and  its  two 
consecutive  quarters  of  negligible  profits 
—  hasn’t  matched  what  it  was  a  year 
ago. 

Sure,  Apple’s  share  is  back  up  to  4%, 
but  the  licensed  Mac  clone  makers  ac¬ 
counted  for  another  1%  of  the  total  mar¬ 
ket  a  year  ago,  so  the  Mac  mar¬ 
ket  is  still  behind  as  a  whole. 
And  even  if  it  hits  5%  again, 
that’s  a  far  cry  from  the  8%  to 
10%  the  Mac  enjoyed  for  most 
of  the  past  decade. 

But  the  recent  Mac  OS  deci¬ 
sion  does  have  relevance  for  the 
many  businesses  that  use  the  Mac  for 
publishing,  authoring,  graphics  creation 
and  Web  development.  Chances  are  that 
big  businesses  have  at  least  one  Mac- 
using  department. 

Despite  the  hype  from  Microsoft,  Win¬ 
dows  (95,  98  or  NT)  doesn’t  offer  the 
font,  color  and  device  support  those 
users  need.  The  Mac  still  does.  And  Mi¬ 


crosoft  product  managers  have  been  can¬ 
did  in  saying  that  NT  5  won’t  have 
what’s  necessary  to  address  those  needs, 
either.  It’ll  get  closer,  but  for  most  high- 
end  content  creators,  the  Mac  will  still  be 
a  necessity. 

And  that’s  why  Apple’s  recent  decision 
to  stick  with  its  current  operating  system 
is  important.  If  your  company  is  flexible 
enough  to  support  several  operating 
systems  for  various  needs,  the  Mac 
platform  you  intend  to  support  won’t  re¬ 
quire  a  sea  of  changes  in  its  operating 
system  —  and  thus  in  its  application 
software  and  low-level  drivers.  So  if  you 
decide  to  upgrade  to  Mac  OS  X  when  it 
ships  (predicted  for  late  next  year),  you’ll 
simply  have  to  upgrade  some  of  your 
applications. 

And  if  you  don’t  want  the  Mac  in  your 
corporation  but  are  stuck  with  it  until 
Microsoft  delivers  a  credible  alternative, 
you  know  you  can  invest  minimally  in 
that  platform  and  let  your  Mac  users 
(who  probably  do  most  of  their  own  sup¬ 
port  anyhow)  benefit  from  the  advances 
that  Apple  does  provide.  □ 


Gruman  is  Computerworld ’s  West  Coast 
bureau  chief  and  former  editor  of  Mac¬ 
world.  His  Internet  address  is  galen_ 
gruman@cw.com. 


The  ERP/Web  tug  of  war 

Michael  Schrage 

After  chatting  with  European  and  Australasian 
CIOs  and  IT  executives  during  the  past  few 
weeks,  it’s  clear  to  me  that  a  major  culture 
clash  is  emerging. 


That  pending  battle  has  (mercifully) 
next  to  nothing  to  do  with  the  euro,  year 
2000  or  ethnic  strife.  Its  most  interest¬ 
ing  aspect  (to  me,  at  least)  is  whether 
U.S.  companies  will  find  themselves 
similarly  enmeshed. 

Observation:  SAP,  Baan  and  their  en¬ 
terprise  resource  planning  (ERP) 
brethren  definitely  —  and  defiantly  — 
dominate  the  management  mind-sets  of 
many  of  Europe’s  and  Asia’s  leading 
global  companies.  For  reasons  of  consol¬ 
idation  and  control  (but  not,  apparently, 
cost),  SAP-type  software  truly  has  be¬ 
come  the  gold  standard  for  running 
transcontinental  enterprises.  European 
companies  in  particular  have  bought  in 
to  the  notion  that  you  customize  the 
company  to  SAP  rather  than  customize 
SAP  to  the  company.  Really. 

But  there's  a  computational  catch: 
another  Made-in-Europe  enterprise  soft¬ 
ware  innovation  called  the  World  Wide 


Web.  Technically  and  organizationally, 
European  and  Asian  companies  are 
years  behind  the  U.S.  in  appreciating 
and/or  managing  what  the  ’net  can  do 
for  them.  Indeed,  one  could  make  a  per¬ 
suasive  case  that  Europe  in  particular  is 
falling  even  further  behind  the  U.S.  in 
’net  deployment.  The  economic  traumas 
now  scarring  Asia  certainly  aren’t  accel¬ 
erating  deployments  there. 

In  other  words,  there’s  a  fundamental 
asymmetry  in  much  of  Europe  and  Asia: 
overinvestment  in  ERP,  underinvest¬ 
ment  in  the  Web.  The  executives  I’ve 
spoken  with  acknowledge  that  they’re 
building  two  incompatible  enterprise 
infostructures.  They  haven’t  a  clue  how 
they’ll  link  them.  They  ruefully  observe 
that  SAP,  for  example,  wasn’t  designed 
to  be  Internetted.  Should  they  be  linked? 

The  techno-sophists  say  ERPs  will 
be  used  to  manage  “workflow”  and 
“process,”  while  their  intranets  will  man¬ 


age  “information"  and  “community.” 
Well,  bon  chance.  The  fact  that  the  Web 
has  become  a  major  medium  for  com¬ 
merce,  transactions  and,  yes,  workflow 
in  many  leading  U.S.  companies  seems 
either  deliberately  ignored  or  dismissed. 

What  goes  unspoken,  but  not  unap¬ 
preciated,  is  that  departments  and  divi¬ 
sions  may  use  the  ’net  to  bypass  the  con¬ 
straints  of  ERPware.  The  Asians  and 
Europeans  insist  they  have  yet  to  see 
signs  of  that.  I  give  it  a  year  —  18 
months  tops.  Unless,  of  course,  the  poli¬ 
tics  and  cultures  of  control  conspire  to 
limit  the  Web  to  babbling  brooks  of  bits 
dammed  off  from 
the  powerful  rivers 
of  ERP-engineered 
workflows. 

That  said,  ERP¬ 
ware  and  Webware 
certainly  may  be 
managed  as  comple¬ 
ments  and  friendly 

The  technologies  can 
be  complements  -  or 
bitter  enemies. 


rivals.  But  it’s  clear  they  also  may  prove 
direct  competitors  and  bitter  enemies. 
That  makes  my  Asian  and  European  ac¬ 
quaintances  nervous.  They’re  sharp; 
they’ve  lived  through  a  milder  version  of 
the  PC  plague  that  totally  infected  U.S. 
business.  And  now  they’re  looking  at 
managing  ERP  and  Web  infrastructures 
that  embody  the  essential  tensions  of 
centralization  and  decentralization. 

Those  are  precisely  the  issues  U.S. 
companies  face  as  they  look  to  SAP, 
PeopleSoft,  Baan  and  even  Oracle  for 
their  enterprises.  But  what  about  those 
pesky  intranets?  What  are  their  migra¬ 
tion  paths  to  ERP  emulation?  Better 
yet,  how  can  we  co-opt  the  ’net  by, 
ahem,  extending  and  embracing  the 
ERP  into  the  IP  portfolio? 

The  future  is  blindingly  clear:  Rec¬ 
onciling  ERPware  and  Webware  will 
be  the  next  billion-dollar  consult¬ 
ing/middleware  marketplace.  But 
the  organizational  pain  of  managing 
that  merge'  will  more  than  rival  the 
technical  pain.  □ 

Schrage  is  a  research  associate  at  the 
MIT  Media  Lab  and  author  of  No 
More  Teams!  His  Internet  address  is 
schrage@media.mit.edu. 
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Microsoft  SQL  Server. 

There’s  an  exciting  new  concept  in  the  world  of  eCommerce. 
Results. 


Whenever  you  hear  about  eCommerce,  you  hear  a  lot  about  its  potential.  Which  is  fine,  if  all  you  want  is 
potential.  When  companies  drive  their  sites  with  Microsoft  SQL  Server",  you  hear  about  results.  From 
international  corporations  to  business-to-business  suppliers,  from  the  world’s  largest  online  retailers  to 
electronic  finance,  Microsoft  SQL  Server  is  trusted  to  run  the  most  demanding  eCommerce  sites. 


©1998  Microsoft  Corporation.  All  nghts  reserved.  Microsoft,  Where  do  you  want  to  go  today?.  Windows  NT  and  SQL  Server  are  either  registered  trademarks  or  trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries. 
Other  product  and  company  names  mentioned  herein  may  be  the  trademarks  of  their  respective  owners.  *  Based  on  best  published  TPCC  results  for  4-CPU  PentiumPro  systems  as  of  5/6/98:  SQL  Server  Enterprise  Edition  6.5: 12,105  tpmC  9 
$33/tpmC  on  NEC  Express  5800  server.  Oracle  7.3:  6,393  tpmC  9  $109/tpmC  on  Compaq  ProLiant  5000  server. 


Security:  www.dell.com.  Start  at  the  top.  Dell®  Computers  is  the  most  profitable  eCommerce  site  on  the 
Internet.  Recording  $5  million  in  transactions  every  day,  and  growing,  with  more  than  800,000  hits  per  week. 
And  it’s  all  for  big-ticket  items,  from  individual  PC  sales  to  massive  business-to-business  deals.  So  if  anyone, 
inside  or  outside,  could  access  these  databases  and  attack  their  data,  the  losses  could  be  catastrophic.  That’s 
why  Dell’s  site  is  driven  by  Microsoft  SQL  Server.  Dell  trusts  its  security  to  the  tight  integration  between 
Microsoft  SQL  Server  and  Windows  NT®  Server,  locking  in  a  transaction  environment  impervious  to  unautho¬ 
rized  access.  Dell  is  betting  the  future  on  eCommerce.  They’re  trusting  their  security  to  Microsoft  SQL  Server. 

Scalability:  www.1800flowers.com.  There’s  a  new  benchmark  for  database  server  scalability  that  any¬ 
one  in  eCommerce  can  relate  to:  roses  sniffed  per  day.  On  Mother’s  Day,  1998,  the  world’s  largest  florist, 
1-800-FL0WERS®,  went  through  the  heaviest  day  in  its  history:  6,500,000  hits.  Tens  of  thousands  of 
orders  shipped.  And  zero  downtime.  With  Microsoft  SQL  Server  managing  the  onslaught,  the  average 
order-consumer  input,  shipping  information,  the  “Hi,  Mom”  message,  credit  card  authorization,  contact¬ 
ing  the  local  florist,  sending  a  confirming  e-mail  to  the  customer— took  just  90  seconds.  A  fraction  of  the 
time  of  a  phone  transaction,  without  the  headsets,  keyboards,  phone  lines,  overhead,  or  people.  Not  to  be 
sentimental,  but  that’s  the  kind  of  scalability  and  reliability  that  would  make  your  mother  proud. 

Economy:  www.barnesandnoble.com.  You’ve  seen  a  lot  of  benchmark  studies  for  database  servers.  What 
do  the  numbers  mean  in  the  real  world?  To  the  world’s  largest  bookseller,  they  mean  one  thing:  lower  cost- 
per-transaction.  They’re  up  against  another  major  online  bookseller  that’s  built  around  a  more  expensive 
database.  Since  the  cost-per-transaction  of  Microsoft  SQL  Server  is  less  than  a  third  of  that  of  the  compet¬ 
ing  database  server*,  barnesandnoble.com  saw  an  edge  for  a  discount  business  that  lives  with  very  small 
margins.  Remember  that  an  eCommerce  sale  isn’t  a  single  transaction.  It  involves  handling  customer  infor¬ 
mation.  Searching  catalogs  and  inventory.  Processing  payments.  Sending  shipping  instructions.  With 
Microsoft  SQL  Server,  they  can  pass  savings  to  their  customers  with  every  transaction— and  do  it  thousands 
and  thousands  of  times  per  day. 

The  purpose  of  eCommerce  is  to  make  money  on  the  Web.  The  purpose  of  Microsoft  SQL  Server  is  to  get 
that  result. 


Where  do  you  want  to  go  today?® 


Microsoft 

www.microsoft.com/S(|  I  commerce/eva!/ 
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Loyal  is  as  loyal  does 

Allan  E.  Alter 


hey  say  loyalty  is  dead  in  IS.  That  nothing  mat¬ 
ters  but  the  bucks.  They  don’t  know  people 
such  as  Mark  Gillis,  a  systems  engineer  who 
worked  in  IS  at  a  Western  retailer  for  seven  years.  Then 
the  company  was  bought,  the  culture  changed  and, 

Gillis  says,  “the  good  times  halted.” 

An  IS  professional  moves 
2,500  miles  because  he 
believes  in  his  bosses. 


When  both  Gillis’  boss  and  the  CIO 
took  new  jobs  at  Pelican  Cos.  in  Conway, 
S.C.,  a  building  materials  retailer  that 
targets  contractors 
and  construction 
companies,  Gillis  fol¬ 
lowed. 

“I  uprooted  my 
family,  sold  the 
house  and  moved 
across  the  country  to 
a  small  burg  on  the 
East  Coast,”  Gillis 
messaged  me  after  he  read  a  recent  col¬ 
umn  in  which  I  discussed  loyalty  [CW, 
April  13].  “We  live  in  the  woods  on  a  dirt 
road,  and  I  work  my  legs  off  every 
week.”  And  he  doesn’t  make  more  mon¬ 
ey  than  he  did  before. 


So  why  did  he  move?  “These  are 
my  comrades-in-arms,  either  of 
whom  I’d  go  through  hell  for.” 
Again,  why?  “Loyalty.  I  show  it  to 
them.  They  have  both  expressed  it 
to  me  many  times.” 

I  couldn't  get  Gillis’  note  out  of  my 
mind,  so  I  called  him  to  find  out  more. 

I  learned  that  his  bosses  showed  loy¬ 
alty  to  Gillis  when  a  project  went  well.  “I 
have  worked  for  managers  who  stood  up 


at  the  board  meeting  and  took  credit  for 
things  I’ve  done.”  Not  those  two.  At  one 
interdepartmental  meeting,  someone 
asked  about  the  status  of  a  successful 
store  automation  project.  “The  CIO,  Bill 
Seay,  said,  ‘Here,  [Mark],  you  did  it.  Tell 
us  what  you  did.’  ” 

Gillis  told  his  family  about  the 
recognition  because  he  felt  so  good. 
“People  need  to  feel  a  sense  of  belong¬ 
ing.  I  felt  what  I  did  was  valuable  and 
appreciated.” 

Gillis’  boss,  Bill  Webb, 
shows  loyalty  to  Gillis  when 
he  gives  him  a  job  to  do  — 
unlike  some  managers 
Gillis  has  known,  who  mi¬ 
cromanaged  his  work  or, 
just  as  discouraging,  under¬ 
cut  his  authority  when  he 
tried  to  enforce  network  security  and 
compliance. 

Gillis  says  that  when  he  asked  Webb  if 
he  had  to  check  with  a  micromanaging 
vice  president  before  obtaining  software 
auditing  tools,  Webb  told  him,  “Nope. 
It’s  your  job.  You’ve  identified  a  tool,  you 
go  do  it.  If  he  has  any  questions,  I’ll  talk 
to  him.” 

Webb  took  the  heat  when  things  got 
rocky.  When  Webb  was  called  in  to  justi¬ 


fy  the  decision,  Gillis  says  the  “results 
never  trickled  to  me.  [Webb  said],  ‘Don’t 
worry  about  it,  I  took  care  of  it,  just  keep 

• _ _  >  n 

going. 

The  experience  made  Gillis  feel,  yes, 
empowered.  “I  was  able  to  do  the  job  I 
was  given  without  being  artificially  ham¬ 
strung.” 

Finally,  Webb  shows  loyalty  to  Gillis 
when  the  subject  of  pay  comes  up.  “I 
trust  Bill  Webb,”  Gillis  says.  “I  know  if 
I  continue  to  do  a  good  job,  he  will  do 
his  best  for  me  on  salary,  benefits  — 
whatever.  I  don’t  worry  about  getting 
screwed." 

In  this  day  of  sky-high  salaries, 
“portable”  retirement  plans  (because  no¬ 
body  plans  to  stick  with  one  company  for 
long)  and  savage  recruiting,  it’s  impor¬ 
tant  to  remember  how  much  loyalty  you 
can  inspire  in  your  staff  by  returning 
loyalty. 

“Could  I  make  more  elsewhere?”  Gillis 
asks.  “Heck  yes,  with  17  years  in  Unix, 
NT,  NetWare,  etc.  under  my  belt.  But 
why  kill  myself  for  someone  who  won't 
go  to  bat  for  me?”D 


Alter  is  Computerworld’s  department  edi¬ 
tor,  Managing.  His  Internet  address  is 
allan_alter@cw.com. 


Year  2000  question:  Where  was  Al? 

David  Moschella 


think  I  must  be  just  about  the  only  columnist  in 
the  computer  business  who’s  never  written  about 
the  year  2000  problem.  That’s  because  I  really 
don’t  have  the  slightest  idea  what  will  happen  when  we 
get  to  Jan.  1,  2000.  Will  there  be  chaos  in  the  streets,  or 
is  the  year  2000  problem  the  loudest  false  alarm  since 
the  “energy  crisis”?  Got  me. 


I  was  explaining  my  ignorance  to  a 
politically  active  colleague,  and  because 
neither  of  us  could  say  much  of  sub¬ 
stance,  we  wound  up  parsing  the  politics 
of  it  all.  We  were  particularly  entertained 
by  two  questions: 

1.  Why  has  there  been  so  little  stock¬ 
holder  and  taxpayer  outrage  over  the  cost 
of  the  foul-up? 

2.  Why  has  Al  Gore  chosen  to  go 
AWOL  on  the  issue? 

To  understand  the  first  question,  sup¬ 
pose  that  only  the  government  had  failed 
to  prepare  itself  for  the  year  2000.  Think 
of  the  outcry,  the  jokes,  the  endless 
mockery  of  bureaucrats  so  stodgy  and 
out  of  touch  that  they  couldn’t  see  the 
end  of  the  century  coming.  Forget  about 


$1,000  toilet  seats  and  $100  screw¬ 
drivers;  just  think  about  how  many 
school  lunches  could  be  bought  for  the 
$2.3  billion  the  government  admits  it 
will  spend. 

BACK  SCRATCHING 

But  because  the  private  and  public  sec¬ 
tors  have  been  equally  culpable,  they’ve 
somehow  managed  to  shield  each  other. 
I’m  amazed  at  how  many  times  I’ve  read 
that  given  the  cost 
of  computing  in  the 
1960s,  a  two-figure 
date  field  really  was 
a  sound  business 


were  those  other  decades  —  the  ’70s  and 
’80s  —  when  the  issue  was  left  to  fester. 
It's  hard  to  imagine  a  better  example  of 
the  public  and  private  sectors’  ability  to 
completely  ignore  a  serious  problem  for 
as  long  as  possible.  Think  safety  and  pol¬ 
lution. 

It  is  certainly  understandable  why  only 
year  2000  consultants  seek  to  be  per¬ 
sonally  associated  with  that  issue.  They 
can’t  lose.  If  all  kinds  of  disasters  do 
occur,  they  can  say  they  warned  us.  If 
nothing  happens,  they  can  expect  our 
thanks  for  fixing  the  problem. 

In  contrast,  for  business  leaders  and 
public  officials,  the  issue  has  always 
been  a  loser;  it’s  much  easier  to  blame 
one’s  predecessors 
than  to  stand  up 
and  be  accountable. 

Nevertheless,  the 
silence  from  the 
vice  president’s  of¬ 
fice  has  been  partic¬ 
ularly  conspicuous. 

No  one  in  politics 


decision, 
mind  that 


Never 

there 


The  vice  president  has  hardl 
uttered  a  word  on  the  biggest  I 
policy  issue  of  the  period 


has  worked  harder  at  developing  a  tech¬ 
nology-centric  image.  Yet  in  what  is 
arguably  the  biggest  technology  policy 
issue  of  the  1997-2000  period.  Gore  has 
uttered  hardly  a  word. 

What  makes  his  silence  so  ironic  is 
that  the  vice  president  clearly  faces  his 
own  year  2000  challenge.  As  the  almost 
certain  Democratic  presidential  nomi¬ 
nee,  everything  Gore  does  is  aimed  at 
winning  the  November  2000  election. 
Here  the  possibilities  are  rather  deli¬ 
cious.  Imagine  that  come  Jan.  1,  2000, 
all  kinds  of  weird  glitches  start  driving 
the  country  crazy.  What  would  Gore  say 
out  there  on  the  campaign  trail?  After 
all,  he  will  have  been  vice  president  and 
self-appointed  technology  czar  since 
1992- 

In  presidential  politics,  one  gener¬ 
ally  can  assume  that  all  major  deci¬ 
sions  have  been  carefully  calculated. 
Gore  appears  to  be  betting  that  year 
2000  will  prove  to  be  no  big  deal, 
with  the  built-in  hedge  of  not  actual¬ 
ly  coming  out  and  saying  it.  For  his 
sake  and  ours,  I  sure  hope  he’s 
right.  □ 

Moschella  is  an  author,  independent 
consultant  and  weekly  columnist  for 
Computerworld.  His  Internet  address 
is  dmoschella@earthlink.net. 


SPECIAL  ADVERTISING  SUPPLEMENT 


ALLIANCES 


Customers  can  rely  on  certified 

VARs  for  Sun  expertise 


Its  important  that 
[VARs]  are  certified 
and  well-trained 
to  best  serve  the 


ft 


customer. 

Masood  Jabbar, 
president  of  Sun  Microsystems 


SUN  MICROSYSTEMS  EXPECTS  A 
LOT  FROM  ITS  RESELLERS.  EVERY 
SUN  VAR  MUST  HAVE  the  expertise  to 
deploy  and  maintain  every  facet  of  a  cus¬ 
tomer’s  computing  environment. 

That’s  why  Sun  requires  that  its  VARs 
go  through  its  Competency  Certification 
program.  A  Sun  VAR  that  finishes  this 
training  is  certified  at  one  of  three  levels: 
Workgroup  Computing,  Enterprise 
Computing  or  Specialty.  A  reseller  who 
doesn’t  finish  the  program  is  finished  as  a 
Sun  VAR.  It’s  that  simple. 

Certification  guarantees  a  potential 
customer  that  a  Sun  reseller  has  the  exper¬ 
tise  to  support  Sun  installations  in  pure 
or  heterogeneous  computing  environ¬ 
ments,  and  that  the  reseller  fully  under¬ 
stands  Sun  technology  and  how  it  can  be 
applied  to  best  meet  the  customer’s  needs. 

Currently  overseeing  the  certification 
program  is  Masood  Jabbar,  a  12-year 
company  veteran  who  became  president 
of  Sun  Microsystems  in  February.  Jabbar 
believes  that  resellers  are  crucial  to  Sun’s 
success.  “We  built  this  company  on  the 
premise  that  we  will  always  treat  our 
VARs  as  an  extension  of  our  organiza¬ 
tion,”  he  says.  “They  represent  Sun,  and 
they  solve  very  complex  issues.  It’s  impor¬ 
tant  that  they  are  certified  and  well- 
trained  to  best  serve  the  customer.” 

In  addition  to  customers,  the  program 
also  benefits  Sun  and  its  resellers  by  serv¬ 
ing  as  a  key  to  healthy  channel  manage¬ 
ment,  as  well  as  working  to  reduce  grey 
marketing  and  the  distribution  of  prod¬ 
uct  without  value-added  services. 

Every  one  of  Sun’s  approximately  600 
VARs  in  the  U.S.  has  made  a  significant 
investment  in  the  program.  Not  only  have 
they  sent  their  key  people  through  the 
program  to  achieve  initial  certification, 


they  also  must  continue  to  take  educa¬ 
tion  credits  annually  to  maintain  their 
Competency  Certification. 

VARs  who  complete  the  Workgroup 
Computing  Certification  are  trained  to 
configure  and  maintain  Sun's  Desktop 
and  Workgroup  server  product  lines  and 
to  construct  network  solutions  tailored 
to  a  customer’s  business.  They  can  also 
help  with  hardware  and  software  support, 
or  upgrade  a  customer’s  installed  base. 

Enterprise  Computing-certified 
resellers  have  a  command  of  large  storage 
systems  and  client-server  applications. 
They  can  size,  configure,  install  and  sup¬ 
port  departmental  and  data  center  server 
solutions.  Enterprise  Elite  resellers  have 
made  an  extra  commitment  in  training 
additional  technical  support  personnel  on 
Sun  technology. 

Specialty  Certification  is  offered  in 
areas  such  as  E10000  enterprise  server, 
A7000  storage  server  and,  of  course, 
Java.“We’ve  fully  engaged  our  VARs  to 
take  Java  to  market  as  a  platform,”  says 
Jabbar.  “We  have  to  have  more  Channel 
Java  Computing  Services  providers.  This 
is  key  to  our  strategy.” 

To  further  address  the  needs  of  cus¬ 
tomers  with  heterogeneous  environments, 
Sun  recently  added  an  NT  interoperabil¬ 
ity  component  to  its  certification  pro¬ 
gram.  “Our  customers  have  integrated 
environments,  and  I  don’t  want  VARs  to 
ignore  NT,”  says  Jabbar.  “We  will  inter¬ 
operate  with  NT.  SunLink  1.0  is  out  now 
to  support  that.” 

Jabbar  wants  to  see  the  concept  of  Sun 
Certification  grow.  “If  anything,”  he 
vows,  “I  will  make  the  certification  pro¬ 
gram  even  more  prevalent,  so  that  all  our 
employees  are  fully  certified  and  fully 
trained  in  everything  that  Sun  offers.” 


A  COMPUTERWORLD  CUSTOM  PUBLICATION 
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AC  TECHNOLOGY,  INC. 


AC  TECHNOLOGY,  INC. 

1165  Herndon  Parkway,  Suite  150 
Herndon,  Virginia  20170 

(703)  481-6500  Home  page:  www.actechnology.com 

AC  Technology,  Inc.,  started  in  1991  as  a  reseller 
focused  on  systems  integration  whose  mission  was  to 
develop  Unix-based  turnkey  solutions  for  government, 
financial,  telecom  and  commercial  customers. 

Today  the  company  is  a  Sun  reseller  certified  at  the 
Enterprise  Elite  level.  It  sells  the  full  line  of  Sun  work¬ 
stations,  servers,  mass  storage  systems,  software  and 
services.  The  company  also  has  Specialty  Certification 
in  Java  computing,  Sun  clustering  and  El 0000. 

This  reseller  offers  a  team  with  a  staff  average  of 
more  than  12  years’  experience  in  complex  hardware  and 
software  integration,  ruggedized  information  systems, 
legacy  conversions  to  Sun  platforms,  server  and  data¬ 
base  migration,  RAID  design  and  implementation,  high 
availability  and  parallel  database  installations,  and  net¬ 
work  management. 

AC  Technology  performs  site  surveys  and  analysis, 
systems  and  network  capacity  planning,  server  sizing  and 
blueprinting,  network  design  and  implementation, 

RAID  design  and  implementation,  Internet  and  intranet 
design,  system  and  network  security,  and  design  and 
implementation  of  network  operations  centers. 

The  company  also  produces  ruggedized  custom  rack 
mount  and  deployable  solutions,  which  are  often  used 
by  the  military.  “Our  deployable  Sun  workstations  and 
servers  are  built  to  withstand  the  extreme  conditions  of 
combat  areas,”  says  executive  vice  president  Arthur 
Sands.  “We  are  currently  completing  the  design  and 
implementation  of  the  first  deployable  E10000.” 


INTERVIEW  WITH: 

ARTHUR  SANDS 

EXECUTIVE  VICE  PRESIDENT 


Q:  Why  is  a  VAX’s  certification  so  important  to  a  potential  customer ? 

A:  If  the  customer  is  going  to  commit  to  Sun  for  an  enter¬ 
prise  solution,  the  VAR  providing  that  solution  should  be 
just  as  committed  to  Sun  as  the  customer.  Certification 
means  the  VAR  can  not  only  sell  a  solution  but  also  sup¬ 
port  it  completely.  If  the  VAR  doesn’t  understand  all  the 
technology,  then  they’re  not  providing  a  total  solution. 

!  Have  you  closed  any  deals  because  of  your  certification? 

A:  We  recently  completed  an  installation  at  the  U.S.  branch 
of  a  cell  telephone  company  that’s  going  into  the  ISP  ser¬ 
vices  business.  The  company  is  a  large  Sun  customer  in 
Europe,  but  a  new  company  in  the  U.S.  and  they  didn’t  have 
technical  support  here. 

They  wanted  a  Sun  server,  but  they  needed  someone 
with  a  background  in  both  Oracle  and  Cisco  to  provide  a 
turnkey  solution.  Sun  recommended  us  as  a  VAR  because 
we  could  provide  the  total  package,  including  service. 

fl:  What  is  the  biggest  concern  of  your  customers  today? 

A:  That  whatever  they  buy  today  can  be  obsolete  tomorrow. 
At  the  enterprise  level,  when  you  invest  in  technology,  you 
need  to  look  at  planning  for  the  future.  At  this  time,  Sun 
has  the  best  growth  plan  because  with  Solaris,  the  same 
software  runs  on  all  their  desktops  and  servers.  You  can 
start  with  a  small  server  or  workstation  and  go  all  the  way 
up  the  upgrade  path  to  the  E10000.  All  the  software  you 
wrote  for  that  server  will  still  run.  And  when  you  want  to 
move  up,  your  software  investment  moves  with  you.  It’s  like 
getting  a  built-in  technology  refresh. 

Q:  Are  you  doing  anything  with  Java? 

A:  Mostly  on  the  professional  services  side.  We  develop 
server  applets  for  clients.  They  all  have  Java  engines.  But 
because  we  spend  more  time  at  the  enterprise  level  than  at 
the  application  level,  we  don’t  really  concentrate  on  Java. 

Java  is  evolving  as  an  application  language.  It’s  very  easy 
to  work  with  on  any  system,  including  Unix,  NT,  etc. 

We’ll  see  the  services  side  of  the  business  grow  as  Java 
applications  become  more  widely  accepted. 
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SPECIAL  ADVERTISING  SUPPLEMENT 


AISG 


ADVANCED  INFORMATION  SYSTEMS  GROUP,  INC. 
2180  West  State  Road  434,  Suite  6150 
Longwood,  Florida  32779 
(407)  774-7181  Home  page:  www.aisg.com 


Advanced  Information  Systems  Group,  Inc.,  (AISG)  is 
a  reseller  focused  on  integrating  enterprise  solutions, 
including  security,  interoperability,  and  infrastructure 
solutions  for  IS  workgroups.  These  infrastructure  solu¬ 
tions  include  networking,  Internet/ intranet  and  operat¬ 
ing  systems  services. 

The  company  sells  to  both  the  government  and 
commercial  marketplaces.  While  most  of  its  business  is 
derived  from  the  commercial  sector,  the  company  is 
also  approved  as  a  government  VAR  for  Sun. 

Founded  in  1991,  AISG  has  been  a  Sun  VAR  for 
four  years.  With  75  employees  and  some  $15  million  in 
1997  revenue,  AISG  ranked  #33  on  Inc.  magazine’s 
annual  list  of  the  top  500  privately  held  companies  in 
the  United  States. 

AISG  is  Sun-certified  at  the  Enterprise  Elite  level. 
The  company  maintains  a  staff  of  Sun  Competency- 
certified  experts  in  areas  such  as  systems  and  network 
administration,  systems  performance  analysis,  systems 
security,  help  desk  design,  remote  systems  administra¬ 
tion,  systems  and  application  installation,  operating 
systems  migration  and  project  management. 

“Our  customers  are  making  a  bigger  investment  in 
the  enterprise  solution,”  says  Kevin  Jackson,  founder 
and  president  of  AISG.  “Because  this  is  a  mission- 
critical  area,  our  certification  is  important  to  them.  The 
customer  is  keenly  aware  of  these  areas,  and  the  certifi¬ 
cation  is  a  true  differentiator  because  it  shows  that  we 
have  the  required  expertise  in  the  Sun  world.” 

AISG  is  Java-certified,  and  offers  Java  design,  devel¬ 
opment  and  training.  “We  see  ourselves  growing  in  that 
arena,  and  we  expect  to  be  adding  more  consultants 
there,”  says  Jackson.  The  company  is  currently  building 
two  Java-based  applications:  a  telephony  application 
and  a  kiosk  application. 
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NTERVIEW  WITH 

KEVIN  JACKSON 

PRESIDENT 


Q:  Why  is  a  VAR’s  certification  so  important  to  a  potential  customer? 

A:  Certification  differentiates  us  from  non-certified,  non¬ 
qualified  VARs  that  are  out  there  selling  systems.  This  is 
very  important  to  the  user.  It  separates  us  from  the  compe¬ 
tition,  and  to  the  customer  it  is  an  assurance  that  we  really 
know  the  product. 


Q;  Have  you  closed  any  deals  based  on  the  expertise  you  received  ji 
certification? 


rom 


A:  One  deal  involved  providing  a  reservation  system  for  a 
large  family  entertainment  company.  The  customer  needed 
to  know  that  we  maintained  a  close  relationship  with  the 
manufacturer.  Our  certification  provided  that. 

fl:  What  is  the  biggest  concern  of  your  customers  today? 

A;  Whether  their  next  move  will  be  NT  or  Unix.  Were 
assisting  a  lot  of  those  companies  in  rightsizing  the  best 
solution  to  their  platform.  Interoperability  is  really  impor¬ 
tant  here,  especially  in  integrating  NT  and  Unix. 

Qi  What’s  been  the  biggest  change  in  your  business  in  the  past  12 
months? 

A;  We’ve  noticed  a  huge  shift  to  Unix  servers.  Companies 
are  embracing  Unix.  We’ve  also  seen  a  higher  degree  of  NT 
being  used,  so  you  have  to  justify  the  move  to  a  mixed  solu¬ 
tion,  especially  at  the  lower  end  of  the  workgroup  market. 

Ql  What  do  you  see  as  the  main  benefts  of  using  Sun  technology  to 
support  heterogeneous  environments? 

A:  Sun  products  are  very  integratable.  Their  interoperability 
is  almost  unprecedented. 


SPECIAL  ADVERTISING  SUPPLEMENT 


CENTRAL  DESIGN  SYSTEMS,  INC. 

1705  Wyatt  Drive 

Santa  Clara,  California  95054 

(408)  327-9800  Home  page:  www.cendes.com 

Central  Design  Systems,  Inc.  was  founded  in  1994  as  a 
Unix  reseller  with  a  focus  on  systems  administration. 
Today  the  company  delivers  Sun  mission-critical  solu¬ 
tions  (including  network  design;  enterprise,  departmen¬ 
tal  and  workgroup  servers;  and  remote  systems  admin¬ 
istration  tools)  to  companies  ranging  from  chip  design¬ 
ers  and  other  manufacturers  to  financial  institutions, 
telecommunications  utilities,  retail  outlets  and  Internet 
service  providers. 

The  company  is  authorized  and  certified  by  Sun  to 
sell  all  of  its  Enterprise  and  Workgroup  Computing 
lines.  Central  Design  has  also  achieved  Sun  certification 
in  security,  high  availability,  Internet  and  intranets,  and 
maintains  Sun  core  competencies  in  high-end  servers, 
enterprise  networking,  application  tools  and  profession¬ 
al  services.  These  services  include  installation  and  inte¬ 
gration  of  various  applications,  web  authoring  and  cus¬ 
tomer  training. 

Central  Design  focuses  exclusively  on  Sun 
Microsystems.  “Sun  is  tried  and  true,”  says  Eric 
Hughes,  vice  president  of  marketing.  “Customers  who 
made  that  move  to  NT  are  now  saying  that  in  the  short 
run  NT  may  look  cheaper,  but  in  the  end  it  is  more 
expensive.  They’re  finding  that  they’ve  painted  them¬ 
selves  into  a  corner  with  NT.” 

Earlier  this  year,  Central  Design  sold  its  Wyatt  River 
Software  spin-off,  a  provider  of  Java-based  license  and 
asset  management  tools.  However,  the  company  is  still 
interested  in  pursuing  the  Java  tools  market,  and  is 
looking  for  new  technology  to  acquire,  particularly 
“Java  solutions  for  the  systems  administration  world,” 
says  company  president  Bill  Ames. 
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N  T  E  R V  I  E  W  WITH 

BILL  AMES 


Q:  Why  is  a  VAR’s  certification  so  important  to  a  potential  customer ? 

A;  It’s  important  that  the  customer  gets  quality  service  that’s 
been  approved.  Certification  sets  us  ahead  of  the  competi¬ 
tion.  It  shows  that  the  bar  has  been  set. 

Q:  Cany  ou  tell  us  about  a  deal  you  closed  based  on  your  certification? 

A:  I  can  tell  you  about  the  time  certification  almost  wasn't 
enough.  A  recruiting  firm  came  to  us  who  already  had  a 
web  page,  but  the  system  was  slow  and  the  company  was 
losing  valuable  information.  They  were  looking  for  a  com¬ 
pany  to  do  all  of  its  backup  and  systems  analysis. 

They  had  already  tried  one  VAR,  who  had  positioned 
itself  as  authorized  and  certified.  But  the  recruiting  firm 
soon  unfortunately  discovered  that  the  VAR  was  sorely 
lacking  in  the  necessary  expertise.  So  now  the  customer  had 
an  “I’m  from  Missouri”  attitude.  To  this  company,  being 
certified  no  longer  meant  that  much.  Just  to  win  the  pro¬ 
ject,  we  had  to  clear  the  hurdles  that  previous  reseller’s  lack 
of  experience  had  caused.  We  had  to  go  above  and  beyond 
to  prove  ourselves  to  the  company. 

Then,  of  course,  we  had  to  make  sure  the  system 
worked  better  than  the  customer  could  have  hoped.  But  we 
were  able  to  do  that.  We  did  all  the  necessary  analysis,  then 
implemented  a  new  system,  and  new  backup.  I  guess  you 
could  say  that  true  certification  won  out  in  the  end. 

G:  What  is  the  biggest  concern  of  your  customers  today ? 

A:  The  need  to  be  always  up  and  running.  Even  a  day  of 
waiting  is  a  problem.  These  companies  need  the  fastest 
tools  possible.  Their  turnaround  time  is  nine  months,  so 
there  is  a  new  product  out  every  nine  months.  In  that  envi¬ 
ronment,  you  really  can  feel  even  a  day  or  two  of  downtime. 

Qi  What  are  the  main  benefts  of  using  Sun  technology  to  support 
heterogeneous  environments? 

A:  That  Sun  has  always  had  an  open  computing  belief. 

Sun  makes  everything  play  well  together.  That  sounds  like 
mother  and  apple  pie,  but  it  really  works. 


SPECIAL  ADVERTISING  SUPPLEMENT 


CONTINENTAL  RESOURCES,  INC. 


CONTINENTAL  RESOURCES,  INC. 

175  Middlesex  Turnpike 

Bedford,  Massachusetts  01730 

(800)  937-4688  Home  page:  www.conres.com 


INTERVIEW  WITH: 

JIM  McCANN 

PRESIDENT 


Continental  Resources,  Inc.,  is  a  reseller  focused  on 
full-service  systems  integration,  particularly  in  hetero¬ 
geneous  environments.  The  company  also  offers  exper¬ 
tise  in  network  design  and  implementation,  systems 
management  (including  applications  such  as  schedul¬ 
ing),  storage  management,  performance  monitoring, 
data  mining  and  tuning. 

The  company  has  a  number  of  Sun  Competency- 
certified  specialties,  including  StarFire  10000,  cluster¬ 
ing,  high  availability  and  parallel  database,  and  is  certi¬ 
fied  to  sell  the  entire  Sun  line,  from  desktop  clients  to 
high-end  servers.  The  company  is  certified  at  the 
Workgroup  and  Enterprise  levels. 

Continental  Resources  offers  a  suite  of  solutions  for 
the  Internet/intranet  model,  including  the  Netra  inter¬ 
net  gateway  server  product,  the  Web  server,  Netscape 
software,  firewall  solutions,  encryption  systems,  and 
high-end  encryption  and  anti-hijacking  products. 

The  company  has  started  to  provide  enterprise 
resource  planning  (ERP)  solutions,  through  a  combina¬ 
tion  of  products  from  Informix,  Oracle,  SAP  and  Sun. 
Due  to  the  nature  of  the  heterogeneous  environments, 
Continental  Resources  also  provides  PC-based  systems. 

But  the  company’s  focus  is  the  integration  of  dis¬ 
parate  environments.  “We  recognize  the  need  for  hav¬ 
ing  a  mixed  environment  in  our  customer  base,”  notes 
company  president  Jim  McCann.  “We  can  help  with 
the  integration.” 

The  company  also  does  upgrades,  which  “is  a  very 
underutilized  market  for  Sun  and  resellers,”  says 
McCann.  “The  customer  may  not  realize  it  but  their 
existing  platforms  may  be  obsolete.  We  try  to  let  the 
customer  know  that  the  technology  has  changed,  and 
that  there  may  be  a  faster,  more  cost-effective  solution 
for  them  and  without  it  the  ability  to  grow  their  com¬ 
pany  may  be  compromised.” 


Q:  Why  is  a  VAR’s  certification  so  important  to  a  potential  customer? 

A:  It’s  the  guarantee  to  the  customer  that  we  know  what 
we’re  doing.  The  customer  is  investing  a  lot  of  money  to  get 
the  most  support,  and  needs  to  know  that  it’s  a  safe  bet. 

Q:  Have  you  closed  a  deal  based  on  your  certification ? 

A:  We  had  a  customer  that  brought  in  a  deal  that  involved 
Sun,  SAP  and  another  vendor.  This  was  a  critical  applica¬ 
tion,  so  it  needed  high  availability  and  a  backup  solution. 
The  project  also  needed  to  be  on  time  and  on  budget.  So 
they  had  to  be  absolutely  sure  that  the  solution  they  would 
get  was  the  right  one,  and  our  certification  assured  that. 


fll  What  is  the  biggest  concern  of  your  customers  today? 

A:  The  ability  to  integrate  heterogeneous  environments. 
Most  customers  have  mixed  environments,  and  it’s  a  big 
challenge  for  them  to  integrate  all  this  into  one  whole  that 
operates  seamlessly. 

Q:  What’s  been  the  biggest  challenge  for  your  business  in  the  last  12 
months? 


A:  The  big  challenge  is  getting  the  right  people.  Because  of 
the  explosive  growth  of  Unix  as  a  solution,  there  has  been  a 
sharp  increase  in  demand  for  services,  and  sometimes  out¬ 
sourcing.  Companies  with  a  shortage  of  people  can’t  devote 
their  people  to  these  issues,  and  some  staffs  have  had  to 
shift  duties  to  their  Year  2000  concerns. 

Q:  What  is  the  main  benefit  of  using  Sun  technology  to  support 
heterogeneous  environments? 

Al  Scalability.  Most  of  what  Sun  designs  is  very  modular. 
Say  you  buy  an  E3000.  There  are  slots  in  the  chassis,  and 
everything  in  the  1/ O  board  is  completely  interchangeable. 
You  can  grow  your  server.  There  is  also  binary  code  com¬ 
patibility,  so  you  can  run  on  the  E6000.  Your  investment  is 
still  there.  This  is  a  great  financial  benefit  to  the  customer. 
We  tell  customers  this  is  a  “happy”  problem.  It  means  their 
business  is  growing  great  guns. 
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Dynamic  Systems,  Inc. 

YOUR  COMPUTER  SOLUTION 


DYNAMIC  SYSTEMS,  INC. 

120  Bellevue  Drive  #10 

Pasadena,  California  91105 

(626)  795-4101  Home  page:  www.dynasys.com 


Founded  in  1991  by  Chuck  Stygar  and  Mardi  Norman, 
Dynamic  Systems,  Inc.,  has  evolved  from  a  seller  of 
PCs  to  an  integration  and  networking  specialist  that 
focuses  on  Unix  solutions  for  government  agencies  and 
prime  contractors. 

Services  offered  by  the  company  include  systems  and 
network  integration,  configuration  of  servers  and  work¬ 
stations  and  Internet  set-up  and  design.  The  company 
also  offers  custom  Total  Solutions  Packages  in  the  areas 
of  Internet,  intranet  and  extranet  security;  system  per¬ 
formance  tuning;  data  management;  storage  manage¬ 
ment;  and  high  availability. 

The  company  also  specializes  in  EDI  JIT,  a  solution 
that  will  help  government  agencies  and  contractors 
comply  with  the  mandate  to  be  online  with  EDI  by  the 
year  2000.  “Our  customers’  interest  is  in  having  the 
ability  to  move,  manage,  and  protect  their  data,”  says 
company  vice  president  Norman. 

Dynamic  Systems  is  Sun  Competency-certified  at 
the  Enterprise  level.  The  company  has  Specialty 
Certification  in  Java  computing,  SPARC  Storage  Array 
and  Solstice  PC,  and  is  currently  developing  a  Java- 
based  configuration  tool,  notes  Norman. 

The  company  is  also  a  certified  reseller  of  network 
security  software,  including  Sun’s  SunScreen  SKIP  and 
EFS,  Solstice  Security  Manager,  Solstice-Firewall-1, 
Trusted  Solaris,  NFS  Security  and  Solstice  SPF-2000. 

An  integration  team  provides  customers  with  hard¬ 
ware  integration  and  implementation  assistance  to 
create  a  smooth,  heterogeneous  environment  in  their 
organization.  The  company  also  has  a  certified  electro¬ 
static  discharge  room  (ESD)  environment  “which 
allows  us  to  protect  our  customers’  investment  when  we 
do  integration  and  configuration  work  on  their  high- 
end  workstations  and  servers,”  says  Norman. 


INTERVIEW  WITH: 


MARDI  NDRMAN 

VICE  PRESIDENT 


li:  Why  is  a  VARJs  certification  so  important  to  a  potential  customer? 

A:  Our  customers  want  to  know  that  the  people  working  on 
their  solutions  are  qualified.  Being  a  certified  VAR  proves  to 
them  that  we  have  the  capabilities  to  perform  the  tasks  that 
they  require  us  to  do.  We  are  just  like  any  other  profession; 
there  are  standards  that  we  need  to  hold  ourselves  to.  You 
wouldn’t  hire  a  lawyer  that  hasn’t  passed  the  bar,  and  you 
wouldn’t  have  a  doctor  operate  on  you  if  that  doctor  wasn’t 
a  qualified  surgeon. 

Q'.  Have  you  closed  a  deal  hosed  on  your  certification ? 

A:  On  a  project  where  we  were  competing  with  another 
reseller,  we  supplied  our  salespeople  with  all  of  our  certifi¬ 
cates  to  show  where  we  were  certified.  This  customer  wasn’t 
extremely  familiar  with  the  certification  program,  so  we  had 
to  educate  them.  We  ended  up  doing  a  fax  blitz,  sending  all 
of  our  certifications  to  them.  It  impressed  them  to  no  end. 
That  our  staff  had  gone  through  complete  certification  was 
a  real  feather  in  our  cap. 

One  part  of  our  training  that  addressed  this  customer’s 
needs  was  Volume  Manager,  which  we  had  Sun  Certifica¬ 
tion  in.  The  other  reseller  couldn’t  say  they  had  the  certifi¬ 
cations  that  we  had. 


li:  What  is  the  biggest  concern  of  your  customers  today? 

A:  Customers  must  manage  and  control  large  amounts  of 
data  and  secure  or  protect  their  intranets  and  extranets.  We 
provide  these  solutions  by  moving,  managing  and  protect¬ 
ing  their  data  through  our  custom  Total  Solutions  Packages. 

II:  What’s  been  the  biggest  change  in  your  business  in  the  last  1 2  months? 

A:  Winning  a  large  EDI  JIT  contract  with  an  aerospace 
firm.  The  federal  government  has  mandated  EDI  JIT  pro¬ 
curement  by  the  year  2000.  This  is  expected  to  greatly 
reduce  paperwork.  An  individual  will  be  able  to  use  EDI 
JIT  to  order  a  product  they  need  via  EDI.  Everything  will 
be  automated,  including  warehouse  inventory.  The  product 
will  ship  in  three  days. 

While  manufacturers  have  been  using  EDI  for  some 
time  with  their  distributors,  now  we  re  addressing  the  end- 
user  side.  The  manufacturer,  reseller  and  end  user  will  be 
tied  together.  This  completes  the  chain. 
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Peripheral  Vision  InfoSystems 


PERIPHERAL  VISION  INFOSYSTEMS,  INC. 

10975  Grandview,  Suite  350 

Overland  Park,  Kansas  66210 

(800)  888-7535  Home  page:  www.pvii.com 

Peripheral  Vision  InfoSystems,  Inc.,  (PVI)  was  founded 
in  1987  to  deliver  enterprise  solutions  to  Fortune  1500 
companies.  Today  it  specializes  in  network  and  enter¬ 
prise  computing,  custom  Java  applications  and 
JavaStations,  Internet,  intranet  and  extranet  access  and 
security,  database  and  data  center  development,  and 
clustered  systems.  PVI  leverages  a  company’s  existing 
resources  to  design  and  implement  the  network. 

The  company  is  certified  at  Sun’s  Enterprise  Elite 
level,  at  which  it  carries  several  certifications,  including 
Enterprise  10000,  Java  computing,  SunService,  high 
availability,  parallel  database  and  Netra,  and  will  soon 
receive  its  storage  certification.  PVI  was  also  recently 
certified  to  be  a  Sun  training  center  in  areas  such  as 
Solaris,  Java,  Unix  and  Netscape  Server. 

PVI  uses  Java  extensively.  In  building  the  third  tier, 
it  uses  Java  in  conjunction  with  application  servers.  “By 
dropping  in  the  third  tier,  you  can  pull  information 
into  the  database  with  business  logic,  middleware  tools, 
and  Java,  and  put  it  through  a  Web  server  and  then 
deploy  it  on  a  browser,”  says  Kane. 

PVI  also  uses  Java  for  terminal  replacement.  “A  lot 
of  companies  are  running  aging  applications  on  minis,” 
says  Kane.  “Our  focus  is  to  get  rid  of  the  high  mainte¬ 
nance  PCs  and  dumb  terminals  that  don’t  have  func¬ 
tionality,  and  put  in  Sun  Servers  and  JavaStations. 

There  are  a  lot  of  benefits  in  this:  more  speed,  TCP/IP 
and  a  new  security  model. 

“The  old  mainframes  and  minis  are  just  used  to 
serve  the  data.  You  can  retain  the  same  user  interface, 
but  add  new  functionality,  like  e-mail,  calendaring  and 
web  browsers,  for  a  very  small  price.  You  get  a  huge 
increase  in  productivity,  you  save  big  bucks  in  adminis¬ 
tration,  and  you  can  control  everything  centrally.” 


INTERVIEW  WITH: 

SCOT  KANE 

PRESIDENT  S  CEO 


li:  Why  is  a  VAX’s  certification  so  important  to  a  potential  customer? 

A:  The  phenomenon  of  open  systems  scares  a  lot  of  peo¬ 
ple.  Certification  gives  the  customer  confidence  in  the  full 
solution,  which  is  30%  technology  and  70%  applying  it. 
They  also  know  that  the  manufacturer  endorses  us  and  that 
we  have  that  level  of  proficiency. 

Q:  Has  certification  helped  you  close  a  deal  recently? 

A:  A  major  greeting  card  company  was  looking  to  move 
their  mainframe  data,  which  encompassed  applications  like 
order  entry  and  sales,  out  to  300  client  stores.  This  required 
training  12  of  their  IT  staff  members  to  become  architect 
integrators.  We  had  the  certification  to  do  that.  We  put 
them  on  a  12-week  program.  They  had  no  knowledge  of 
Unix  or  Java.  We  taught  them  things  like  naming  services, 
TCP/IP,  HTML,  firewalls,  all  the  fundamentals  of  open 
computing.  Then  we  provided  a  series  of  Java  classes.  They 
ended  up  with  an  internal  architecting  group  that  can  do 
integration,  and  can  use  the  newer  Java  tools. 

We  won  that  account  because  of  our  certification. 

We  didn’t  just  sell  them  equipment,  we  sold  them  our 
knowledge,  training  and  consulting.  We  showed  them  how 
to  apply  the  technology. 

fl:  What  is  the  biggest  concern  of  your  customers  today? 

A:  The  need  to  support  an  open  world.  The  biggest  con¬ 
cern  is  “how  to  get  there.”  Everyone  is  trying  to  figure  out 
what  the  components  are.  But  the  real  problem  will  be  how 
to  re-engineer  their  processes  to  move  the  company  with 
the  technology  changes. 

The  networked  world  changes  the  boundaries  within 
an  organization.  You’re  integrating  the  past,  applications  of 
the  proprietary  world,  into  today’s  open  model.  Allowing 
for  this  integration  will  allow  companies  to  get  closer  to 
their  customers  and  partners.  They  will  need  central  con¬ 
trol  and  administration. 

Q:  What  are  the  main  benefits  of  Sun  technology? 

A:  The  benefits  revolve  around  reliability,  availability,  ser¬ 
viceability  and  scalability.  I  can  put  in  a  solution,  scale  it 
without  having  to  rip  out  the  architecture  or  changing  the 
underlying  business  logic. 
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SOUD  SYSTEMS,  INC. 


SOLID  SYSTEMS,  INC. 

One  Northwest  Centre 

13831  Northwest  Freeway,  Suite  450 

Houston,  Texas  77040 

(713)  934-9494  Home  page:  www.solidsystems.com 


Solid  Systems,  Inc.,  was  founded  in  1983.  Today  the 
company  provides  enterprise  solutions  for  Fortune 
1000  businesses,  government  agencies  and  educational 
institutions.  These  solutions  include  network  design 
and  management,  Internet/ intranet  integration,  data 
center  migration,  high  availability  and  fault  tolerance, 
data  backup,  retrieval  and  storage,  and  disaster  recovery. 
The  company  claims  particular  expertise  in  the  areas  of 
enterprise-wide  data  management,  network  integration 
and  storage  management. 

Solid  Systems  is  Sun  Competency-certified  and 
ElOOOO-certified.  The  company  sells  the  entire  Sun 
line.  “WeVe  invested  heavily  in  Sun’s  vision,  because  it’s 
compatible  with  our  vision  for  the  future,”  says  CEO 
Bill  Cruise. 

To  meet  the  needs  and  business  objectives  of  its 
customers,  Solid  Systems  provides  contract  professional 
software  and  network  services  for  Unix,  Novell  and 
Microsoft  NT  users.  The  company  offers  training  at  its 
training  facility  in  Houston  or  at  the  customer’s  site. 

“Our  mission  is  to  provide  a  high  degree  of  techni¬ 
cal  expertise  for  our  customers,”  says  Cruise.  “We  must 
always  be  up  to  date  from  a  technology  standpoint.” 


INTERVIEW  WITH: 


BILL  CRUISE 

CED 


U:  Why  is  a  VAR’s  certification  so  important  to  a  potential  customer ? 

A:  Certification  ensures  our  customers  that  they  are  working 
with  a  company  that  can  provide  the  best  technical  exper¬ 
tise.  Sun’s  certification  gives  visibility  to  the  fact  that  we  are 
involved  with  the  most  current  technology. 


Hi  Have  you  closed  a  deal  based  on  your  certification ? 

A:  Under  Sun’s  Competency  certification  program  we  have 
the  E 10000  specialty,  Sun’s  largest  system.  That  has  allowed 
us  to  close  several  million  dollar  deals.  Without  that  spe¬ 
cialty,  those  deals  wouldn’t  have  been  available  to  us.  We 
were  able  to  provide  up  front  information  that  helped  these 
customers  make  a  decision  based  on  the  knowledge  we  had. 
We  were  very  involved  in  the  pre-sales  decision-making 
process,  the  implementation  and  ongoing  support. 


11:  What  is  the  biggest  concern  of  your  customers  today? 

A:  Our  customers  are  faced  with  many  competing  solutions 
to  address  their  business  problems.  Making  the  right  deci¬ 
sion  about  those  solutions  offered  to  them  is  perhaps  the 
most  significant  concern  they’re  faced  with. 


11:  Do  you  see  your  business  evolving  because  of  Java? 

A:  Yes.  We  have  already  qualified  for  the  Java  Computing 
specialty,  as  well  as  other  specialties.  We  see  it  as  extremely 
important  and  that’s  why  we’ve  invested  heavily  in  this  Java 
certification.  In  the  future,  Sun  will  be  the  lead  technology 
provider  because  of  their  investment  in  Java.  We’re  already 
investing  in  that  vision. 
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SOUTHERN  OFFICE  EQUIPMENT 
4424  N.  Lois  Avenue 
Tampa,  Florida  33614 

(813)  873-1112  Home  page:  www.soffice.com 

Southern  Office  Equipment  is  a  reseller  offering  total 
solutions  systems  integration  with  a  focus  on  networks. 
According  to  company  president  and  founder  Joanne 
Miller,  that  means  “not  just  simply  knowing  how  to 
hook  up  the  network.  It  includes  third-party  integra¬ 
tion,  working  with  multiple  operating  systems,  extend¬ 
ing  past  multi-file  sharing  and  printing,  and  making  use 
of  all  the  software  available.” 

The  company  was  originally  formed  by  Miller  in 
1989  to  sell  PCs  from  Digital  Equipment  Corp.  to 
state  and  local  government.  But  less  than  six  months 
later,  she  saw  that  her  company  needed  to  provide  a 
full  solution  and  she  began  evaluating  vendors  of  mid¬ 
range  systems. 

The  company  made  the  switch  to  Sun  Microsystems 
two  years  ago,  partly  because,  Miller  says,  she  “found 
a  huge  interest  in  Sun  within  my  customer  base.  Once 
I  talked  with  Sun,  I  found  that  their  philosophies  were 
very  much  in  line  with  my  own.” 

Southern  Office  Equipment  has  been  ranked  among 
Florida’s  Fast  Track  25  by  the  Tampa  Bay  Business  Journal 
for  three  years  in  a  row.  Miller  attributes  this  to  her 
company’s  philosophy  of  focusing  on  the  customer, 
and  determining  how  a  solution  will  work  best  for  the 
customer. 

To  get  to  that  point  requires  cooperation  from  the 
vendor.  “I  started  out  in  the  business  when  channel- 
friendly  was  a  foreign  word,”  she  says.  “Working  with 
the  other  vendors  was  like  pulling  teeth.  It  all  comes 
down  to  the  same  issue:  The  manufacturer  must  have  a 
good  relationship  with  the  customer.  Sun  has  that.” 

Certified  at  the  Enterprise  level,  the  company,  says 
Miller,  “offers  state  and  local  government  guaranteed 
services  backed  by  a  vendor  who  invests  in  education 
and  technology.”  The  company  is  also  certified  in  Java 
computing;  Java,  she  says,  plays  a  key  role  in  her  com¬ 
pany's  work  in  network  computing  and  the  Internet. 


INTERVIEW  WITH: 

JOANNE  MILLER 

PRESIDENT 


Q:  Why  is  a  VAR’s  certification  so  important  to  a  potential  customer P 

A  Any  city  or  county  department  that  provides  services  has 
to  be  sure  their  systems  are  always  up  and  running.  If  not, 
you’ll  hear  about  it  on  the  news.  They  must  have  fault  toler¬ 
ance  and  high  availability.  You  have  to  provide  people  with 
disaster  recovery,  especially  here  in  Florida  with  the  unpre¬ 
dictability  of  hurricanes  and  tornadoes. 

Without  certification,  there  would  be  no  proof  that 
people  are  going  to  give  you  a  verifiable  working  solution. 
There  are  a  lot  of  box  pushers  out  there.  A  person  might 
not  really  be  capable  of  delivering  a  solution. 

Q:  Have  you  closed  a  deal  based  on  your  certification P 

A:  Yes,  with  a  water  management  department  that  would 
not  even  entertain  any  VAR  that  was  not  fully  certified. 
They  could  not  afford  to  get  stuck  with  poor  service  or 
equipment  they  can’t  maintain.  They  have  to  be  up  100% 
of  the  time,  even  through  flooding.  Customers  must  always 
have  fresh  water. 

In  the  past,  when  they  dealt  with  non-certified  vendors, 
they  were  left  with  solutions  that  didn’t  work.  They  bought 
from  us  because  they  needed  Sun  Competency  certification. 

Q:  What  is  the  biggest  concern  of  your  customers  today ? 

A:  Scalability.  State  and  local  government  need  to  know 
they’re  buying  something  that  will  last.  Their  biggest  fear  is 
they  haven’t  spent  taxpayer  dollars  prudently  and  wisely. 
They  can’t  be  upgrading  in  two  years.  They  need  to  know 
they’re  buying  something  that  will  last  and  grow  with  their 
needs. 

fl:  What  changes  do  you  foresee  for  your  business? 

A:  We  plan  to  become  certified  in  Sun/NT  integration. 
Were  thrilled  to  see  the  addition  to  the  training  schedule  of 
integration  of  Windows  NT  with  Solaris.  There  are  still 
many  legacy  systems  that  must  utilize  all  of  the  resources  in 
an  organization,  including  Novell  and  NT.  We  can’t  go  to 
our  state  and  local  governments  and  ignore  that  they  have 
NT  in  there. 
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N  T  E  R  V  I  E  W  WITH 

DEWEY  BLAYLOCK 

CEO 


TACTICS,  INC. 

1800  Century  Blvd.,  Suite  1450 
Atlanta,  Georgia  30345 

(404)  248-1226  Home  page:  www.tacticsus.com 

Founded  in  1993,  Tactics,  Inc.  today  positions  itself  as 
a  reseller  offering  systems  integration  and  consulting 
services,  specializing  in  Oracle  Corp.’s  database,  tools 
and  packaged  applications.  “We  focus  on  the  database 
solution  more  so  than  on  the  software/hardware  solu¬ 
tion,”  says  CEO  Dewey  Blaylock. 

“We  are  able  to  use  that  database  expertise  to  bring 
in  the  software  and  hardware  products  and  the  systems 
engineering  expertise  to  the  customer,”  says  Blaylock. 
“They  find  one  company  that  is  able  to  bring  them 
the  full,  integrated  solution.”  But  Tactics  is  also  Sun 
Competency-certified  at  the  Enterprise  level,  with 
El 0000,  A7000  and  data  warehouse  certifications. 

The  company’s  major  lines  of  business  include 
electronic  commerce,  application  development,  data 
warehousing  systems,  database  administration  services 
and  mobile  solutions.  Its  expertise  includes  design  and 
implementation  of  client/ server  and  web-based  custom 
software  applications;  remote  24x7  operations  center 
support;  and  the  design  of  web-based  solutions  cou¬ 
pled  with  corporate  databases. 

Tactics  utilizes  its  own  implementation  technology, 
involving  the  client  with  prototyping  for  better  user 
understanding  of  functionality  and  support  upon 
implementation.  Web-based  developers  bring  extensive 
experience  in  Java-based  applications.  On-site  user 
training  is  also  offered. 

The  company  is  growing  fast.  In  1997,  the  number 
of  employees  reached  190,  up  from  125  in  1996. 
Revenue  grew  from  $17  million  at  year-end  1996  to 
$25  million  last  year. 


Q:  Why  is  a  VAR’s  certification  so  important  to  a  potential  customer? 

A:  Certification  is  as  important  to  us  as  it  is  to  our  customer 
base.  We  want  to  ensure  that  we  are  providing  qualified 
services.  One  way  I  have  of  ensuring  that  is  investing  in 
certification.  It  also  addresses  the  issue  of  us  being  a  smaller 
company.  Certification  puts  us  on  a  compatibility  scale  of 
what  they  would  expect  from  a  company  like  Sun. 

closed  any  deals  based  on  your  certification? 

A:  There  have  been  many  specific  cases.  Because  we  have 
certification  we  can  represent  ourselves  as  a  very  high-end 
solutions  provider  of  enterprise  services.  It’s  obvious  to  the 
customer  when  we  close  the  deal  that  we  know  what  we  re 
talking  about. 

Q.:  What  is  the  biggest  concern  of  your  customers? 

A:  How  to  conduct  business  in  a  full  electronic-commerce 
environment.  They  need  to  know  how  to  collect  employee 
information  from  remote  locations,  accept  orders  from  cus¬ 
tomers  electronically,  and  allow  them  to  check  the  status  of 
an  order  electronically.  This  involves  a  distributed  business 
environment  focus. 

fl:  What  do  you  see  as  the  main  benefts  of  using  Sun  technology  to 
support  heterogeneous  environments? 

A:  Sun  is  the  leader  in  giving  the  customer — business 
information  systems  managers — the  ability  to  have  open 
systems.  Java  technology  is  truly  designed  to  run  anywhere. 
That  combined  with  Oracle’s  Network  Computing  Archi¬ 
tecture  allows  you  to  distribute  processing  anywhere.  We 
can  combine  these  to  allow  processes  to  be  as  efficient  as 
possible. 

Q:  What  are  you  doing  with  Java? 

A:  Were  developing  applets  and  integrating  that  with  what 
we’re  doing  with  the  Oracle  database  to  provide  an  applica¬ 
tions  layer. 
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VCSI 

Vltual  Computing  Solution*,  Inc* 

VISUAL  COMPUTING  SOLUTIONS,  INC. 

90  Executive  Drive 
Carmel,  Indiana  46032 

(317)  814-8274  Home  page:  www.vcsihome.com 

Visual  Computing  Solutions,  Inc.,  (VCSI)  provides 
solutions  in  the  areas  of  data  warehousing,  data  mining, 
systems  management  and  integration,  java  development 
and  network  computing. 

According  to  VCSI  president  Richmond  Wells,  Sun 
certification  has  been  a  boon  to  his  company.  “When  a 
customer  sees  that  you  have  this  competency,  they  rec¬ 
ognize  the  value  in  that,”  he  says.  “I  can  make  a  strong 
case  for  having  those  plaques  on  the  wall  that  say  we’re 
certified.  It  definitely  helps  sales,  and  it  has  allowed  us 
to  attract  and  retain  some  of  the  top  people  out  there 
because  they  really  want  to  work  for  us.” 

VCSI’s  philosophy  is  to  establish  a  long-term  rela¬ 
tionship  with  the  customer,  and  to  achieve  that,  the 
company  does  not  charge  on  front-end  consulting. 

“The  customer  sees  our  competency  up  front,  and  the 
value  that  we  add,”  says  Wells.  “The  sale  typically 
comes  to  fruition.” 

A  Sun  Competency-certified  Enterprise  Elite 
reseller,  VCSI  specializes  in  the  E10000,  and  is  autho¬ 
rized  to  sell  all  Sun  products  and  services,  from  desk¬ 
top  JavaStations  to  mass  storage  devices  to  Enterprise 

servers. 

VCSI  has  also  invested  heavily  in  Java  technology. 

“A  high-tech  integration  firm  without  a  focus  on  Java 
would  be  as  silly  as  GM  and  Ford  not  being  concerned 
about  the  future  technology  of  tires,”  says  Wells. 
“There’s  a  lot  of  interest  in  Java  from  our  customers. 
Companies  are  finding  that  they  can  significantly  mini¬ 
mize  software  R&D  by  writing  in  Java  code.  Clients 
have  us  doing  Java  development  for  them  now.” 


INTERVIEW  WITH: 

RICHMOND  WELLS 

PRESIDENT 


LL  Why  is  a  VWR’s  certification  so  important  to  a  potential  customer? 

A:  It  indicates  that  the  VAR  and  the  vendor  are  committed 
to  each  other.  It  shows  we  have  invested  in  our  people,  from 
a  training  perspective,  to  meet  customer  needs.  The  cus¬ 
tomer  can  feel  more  comfortable  because  they  know  that  we 
know  what  we  re  doing. 

CL  And  how  has  certification  helped  VCSI? 

A:  Certification  has  been  a  key  factor  in  almost  every  pro¬ 
curement  we’re  involved  in.  Recently,  we  established  an 
account  relationship  with  a  public  utility.  Not  a  lot  of  Sun 
VARs  were  willing  to  bid  on  that  project  because  they 
knew  they  didn’t  have  the  technical  competency  required. 
But  we  invested  a  great  deal  of  time  doing  a  proof-of-con- 
cept  with  the  customer.  Because  we  had  invested  that  time 
up  front,  the  customer  saw  that  we  were  adding  serious 
value  to  the  sale. 

CL  What  is  the  biggest  concern  of  your  customers  today? 

A:  They  are  looking  for  technology  business  partnerships. 
The  overall  investment  in  technology  is  still  expensive,  and 
people  costs  are  not  decreasing.  Some  firms  are  growing, 
but  they  don’t  justify  the  cost  of  support  staffs.  An  entire 
re-evolution  of  the  architecture — the  thin-client  architec¬ 
ture — is  emerging.  Companies  need  a  relationship  with  a 
partner  that  can  make  that  work.  We  come  in  to  be  that 
partner. 

Q:  What’s  been  the  biggest  change  in  your  business  lately? 

A:  E-commerce.  There’s  a  $200  billion  market  opening  up 
over  the  next  18  months.  A  barrier  of  that  market’s  growing 
is  trust,  meaning  that  individuals  have  yet  to  understand 
enough  about  the  Internet.  Once  they  have  that  trust, 
they’ll  be  doing  more  and  more  on  the  Internet. 
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THE  MARINES. 
THE  GREEN  BERETS. 
THE  NAVY  SEALS. 


It’s  like  Special  Forces  training  for  VARs:  Sun  Competency  Certification— a  proving  ground 


from  which  a  handful  of  value-added  resellers  will  graduate.  Trained  in  Sun'“  products, 


consulting  and  interoperability,  as  well  as  the  latest  Java™ 


ENTERPRISE,  WORKGROUP 

technologies,  they’re  certified  in  Enterprise,  Workgroup  and 


Specialty  categories.  Sure,  there  are  easier  ways  to  become  a  reseller.  There  are  also 

<%>Sun 

microsystems 

bargain  parachutes.  The  bottom  line  is  that  when  you  see  the  Sun  seal  of  approval 


hanging  on  the  wall,  your  rip  cord  worries  will  quickly  disappear.  Just  look  for  the  certifi¬ 


cation  logo,  and  walk  on  in.  Left,  left,  left-right-left.  THE  NETWORK  IS  THE  COMPUTER™ 

NOW  LETS  TALK  ABOUT 
A  PROGRAM  THAT’S 
TOUGH  TO  GET  INTO. 
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Case  Studies  ♦  Trends  ♦  Outsourcing 

Briefs  Give  me  back  my  green  screen! 


►  Managers  lament  user  training  never  stops 


LEARNING  CURVE 


Training  managers  said  these  factors  can  make  their  jobs  difficult: 

I  Shortening  application  life  cycles 

I  A  host  of  new  applications  that  replace  software  that 
isn't  year  2000-compliant 

I  Move  from  mainframe  systems  to  client/server  and 
Internet-based  systems 

Source:  American  Society  for  Training  &  Development,  Arlington,  Va. 


“The  average  cost  of 
replacing  today’s  defect¬ 
ing  workforce  is  eating 
away  at  the  profitabili¬ 
ty  of  even  the  healthiest 
organizations.  ” 

-  Lynn  Ware,  president  of  Inte¬ 
gral  Training  Systems,  Inc.,  a  con¬ 
sulting  and  training  firm  in  Half 
Moon  Bay,  Calif. 

CIOs  on  firing  line 

Chief  information  officers  are 
becoming  an  endangered 
species  as  most  large  infor¬ 
mation  technology  projects 
are  being  delivered  late  and 
over  budget,  according  to  an 
ongoing  benchmark  of  more 
than  1,200  companies  sur¬ 
veyed  by  The  Hackett  Croup, 
a  Cleveland-based  research 
firm.  According  to  the  firm’s 
data,  63%  of  large  IT  projects 
are  delivered  late  and  58% 
are  brought  in  over  budget. 
CIO  management  responsibil¬ 
ities  are  being  taken  over  by 
chief  financial  officers,  said 
Creg  Hackett,  president  of 
The  Hackett  Croup. 

Beady  for  millennium 

Los  Angeles-based  Sanwa 
Bank  California,  which  began 
working  on  the  year  2000 
problem  in  1995,  has  report¬ 
ed  that  all  of  its  critical  appli¬ 
cations  are  on  schedule  to 
meet  regulatory  compliance 
by  year’s  end. 

Key  dates  for  euro 
conversion  projects 

Jan.  1,  1999  Euro  be¬ 
comes  a  currency,  but  only 
in  noncash  form 

Jan.  1,  1999  -  Dec.  31, 

2001  Both  euro  and  na¬ 
tional  currencies  are  valid 

Jan.  1,  2002  Introduction 
of  euro  bank  notes  and 
coins 

June  30,  2002  Latest 
date  by  which  the  euro  will 
be  the  only  currency  in 
partic  ipating  countries 

Source:  Giga  Information  Group,  Cambridge,  Mass. 


By  Barb  Cole-Gomolski 
San  Francisco 


to  you,  it  was  a  well-designed 
application  that  met  the  user’s 
requirements  and 
came  in  on  time 
and  perhaps  even 
on  budget. 

To  them,  it  was  yet  another  in 
a  seemingly  endless  stream  of 
applications  for  which  end 
users  need  training. 

Information  systems  isn’t  the 
only  department  strained  by 
shortened  application  life  cycles, 
widespread  deployment  of  en¬ 
terprise  resource  planning  ap¬ 
plications  and  conversions  to 
year  2000-compliant  systems, 
according  to  corporate  training 
managers  gathered  here  for  the 
American  Society  for  Training 
&  Development  conference  ear¬ 
lier  this  month. 

“Our  biggest  challenge  is  to 
keep  workers  trained  at  the  pace 
that  technology  is  changing,” 
said  Deborah  Barrett,  manager 
of  associate  training  at  Auto¬ 
matic  Data  Processing,  Inc. 
(ADP)  in  Hoffman  Estates,  Ill. 
Many  of  ADP’s  mainframe  ap¬ 
plications  recently  were  convert¬ 
ed  to  client/server  systems.  The 
switch  is  a  big  leap  for  workers 
“who  were  expert  on  the  old 


By  Matt  Hamblen 


to  ease  the  burden  of  solving 
year  2000  issues,  many  compa¬ 
nies  have  wanted  to  collaborate 
with  competitors  on  year  2000 
fixes.  But  they  have  held  off  for 
fear  that  sharing  information 
would  draw  the  guns  of  anti¬ 
trust  lawyers  at  the  U.S.  Depart¬ 
ment  of  Justice  as  well  as  those 
of  private  lawyers. 

Without  collaboration,  indus¬ 
try  associations  and  analysts 
said  they  worry  that  businesses 
won’t  get  some  fixes  done  in 
time. 

So  it’s  good  news  to  them 
that  the  Justice  Department  is 
ready  to  relax  its  antitrust  stan- 


system  but  don’t  know  the  new 
application,”  Barrett  said. 

Barrett  is  also  charged  with 
training  help  desk  staff  to  keep 
track  of  problems  and  resolu¬ 
tions.  “These  peo¬ 
ple  are  simply  too 
busy  all  the  time" 
to  be  trained,  she  said. 

Adding  to  the  turmoil,  IS  de¬ 
partments  have  moved  too  slow¬ 
ly  in  implementing  browser- 
based  training,  said  Doug 
Upchurch,  executive  director  of 
the  Information  Technology 
Training  Association  trade 
group  in  Austin,  Texas.  As  a  re- 


By  Laura  DiDio 


the  Canadian  government  two 
weeks  ago  informed  U.S.  public 
health  officials  that  it  suspected 
that  a  shipment  of  frozen 
sausages  exported  to  the  U.S. 
was  contaminated.  U.S.  officials 
used  a  brand-new  biometric 
technology  that  recognizes  the 


dards  somewhat  for  informa¬ 
tion  sharing  [CW,  June  8],  in¬ 
dustry  groups  said.  But  even 
that  doesn’t  remove  all  barriers 
to  collaboration. 


suit,  in  many  companies,  the 
human  resources  department 
has  had  to  intervene  to  make 
that  happen,  he  said. 

Upchurch  said  IS  project 
managers  need  to  do  more  than 
just  budget  for  training  as  part 


“fingerprints”  of  dangerous 
bacteria  and  a  network  that 
links  health  agencies  across  the 
country  to  verify  that  the 
sausages  were  tainted.  A  nation¬ 
wide  alert  was  sent  out  only  two 
days  after  the  warning. 

Compare  that  with  the  year¬ 
long  hunt  for  Mary  Mallon,  who 
was  dubbed  Typhoid  Mary  after 


The  Justice  Department’s 
antitrust  chief  told  the  Year 
2000  Council  that  the  antitrust 
division  will  issue  written  advice 

Compliance,  page  42 


of  an  application’s  rollout. 
“They  need  to  be  talking  to  the 
HR  people  to  figure  out  how 
they  are  going  to  deliver  the 
training,”  he  said. 

Training  managers  said  mov- 
Training,  page  42 


PulseNet  links  state 
and  public  labs  In  16  states 
and  identifies  and  labels  the 
DNA  "fingerprint''  of  bacte¬ 
ria  such  as  E.  coli  {pictured) 


she  helped 

spread  the  disease  to  51  people 
during  the  1904  typhoid  epi¬ 
demic  in  New  York.  Three 
deaths  were  attributed  directly 
to  Mallon,  a  professional  cook. 

About  9,000  people  —  main¬ 
ly  very  young  children  and  the 
elderly  —  die  each  year  of  food 
or  toxic  poisoning,  according  to 
statistics  from  the  U.S.  Depart¬ 
ment  of  Health  and  Human 
Services  (HHS)  in  Washington, 
Officials  are  optimistic  that 
quick  discovery  of  bacterial  in¬ 
fections  will  result  in  fewer 
deaths. 

The  month-old  PulseNet  net¬ 
work  was  designed  by  HHS  and 
the  Centers  for  Disease  Control 
and  Prevention  (CDC)  in  At¬ 
lanta  to  identify  and  help  quash 
outbreaks  of  disease.  PulseNet. 
a  Unix-based  network,  links 
state  public  health  laboratories 
in  16  states  and  identifies  and 
labels  the  DNA  fingerprint  pat¬ 
tern  of  bacteria  such  as  E.  coli 
or  salmonella.  Scientists  com¬ 
pare  samples  of  contaminated 
Network,  page  43 
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Council  Chairman  John 
A.  Koskinen  says  the 
year  2000  collabora¬ 
tion  will  have  to 
pertain  solely  to  fixing 
year  2000  problems 


TRAINING 


YEAR  2000 

Compliance  requires  collaboration 


Network  helps  combat 
outbreaks  of  disease 
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called  “business  advisories”  to  industry 
groups  that  want  to  work  on  year  2000 
problems  together,  a  Year  2000  Council 
spokesman  said. 

The  year  2000  collaboration  will  be  al¬ 
lowed  but  will  have  to  pertain  solely  to 
fixing  year  2000  problems,  said  council 
Chairman  John  A.  Koskinen.  Beyond 
that,  companies  would  need  to  seek  spe¬ 
cific  advisories,  a  Justice  Department  of¬ 
ficial  said. 

ADVISORY  ON  ITS  WAY 

The  Securities  Industry  Association 
(SIA)  in  New  York  plans  to  request  an 
advisory  soon,  according  to  Justice  De¬ 
partment  and  SIA  officials.  A  Justice  of¬ 
ficial  said  that  once  an  advisory  is  issued, 
it  is  considered  public  information  ap¬ 
plicable  to  all  companies  and  organiza¬ 
tions  with  similar  needs. 

“That’s  a  positive  move  by  Justice,  and 
we  support  it,”  said  John  Byrne,  senior 
counsel  at  the  American  Bankers  Asso¬ 


Training  hurdle 

CONTINUED  FROM  PAGE  41 


ing  to  new  applications  has  always  kept 
them  busy.  But  the  year  2000  crisis  is 
resulting  in  a  wave  of  applications  that 
seem  to  be  hitting  all  at  once,  they  said. 


TRAINING  INDEX 


Percentage  of  training  time  spent 
on  job  specific  technical  ocn/ 
and  computer  skills  LJ/O 


Percentage  of  all 
training  conducted  in  an 
instructor-led  classroom: 


84% 


Base:  Training  managers  at  540  large  (3,500 
or  more  employees)  U.S.  companies 


Source:  American  Society  for  Training  &  Development, 
Arlington,  Va. 


“A  lot  of  these  new  distributed  sys¬ 
tems  are  incredibly  complex,”  said  Jerry 
Stivers,  performance  systems  specialist 
at  United  Services  Automobile  Associa¬ 
tion,  an  insurance  company  in  San  An¬ 
tonio.  Better  communication  between 
trainers  and  IS  can  make  those  projects 
go  more  smoothly,  he  said. 

In  the  absence  of  such  communica¬ 
tion,  it  can  be  chaos,  trainers  said.  For 
instance,  Bonnie  Hillsberg,  a  training  as¬ 
sociate  at  Kimberly-Clark  Corp.,  a  diaper 
maker  in  Neenah,  Wis.,  is  already  hud¬ 
dling  with  IS  managers  to  determine  a 
plan  for  training  workers  on  Windows 
98  this  fall.  “We  will  move  about  30,000 
people  [to  Windows  98]  in  one  month,” 
Hillsberg  said. 

Hillsberg  is  working  closely  with  IS  to 
develop  a  computer-based  training 
course  that  will  help  workers  get  up  to 
speed  on  the  new  operating  system.  The 
old  way  of  training  people  —  in  the 
classroom  with  instructors  —  won’t  cut 
it,  she  said.  □ 


ciation.  “We  had  been  concerned  by  the 
antitrust  implications  of  year  2000  work 
and  stand  to  benefit”  from  approval. 

But  the  Information  Technology  Asso¬ 
ciation  of  America  (ITAA)  in  Arlington, 
Va.,  is  concerned  that  the  advisories 
aren’t  enough  protection  for  antitrust 
lawsuits  brought  by  other  companies, 
said  Mark  Uncapher,  a  vice  president  at 
the  ITAA. 

“Even  though  the  feds  might  not  pros¬ 


ecute  for  antitrust,  there  could  still  be 
private  litigation  using  the  same  an¬ 
titrust  statute,”  Uncapher  said.  “Obvi¬ 
ously,  this  Justice  Department  decision 
helps  the  process,  but  legislation  is  still 
desirable”  to  make  companies  safe  in 
sharing. 

For  example,  if  three  companies  work 
together  and  a  fourth  is  left  out,  that 
company  could  file  an  antitrust  lawsuit, 
he  said.  Similarly,  if  20  financial  services 


companies  get  together  and  say  a  soft¬ 
ware  company’s  software  isn’t  year 
2000-compliant  and  then  withhold  their 
business,  it  could  lead  to  legal  action  by 
the  software  company. 

Spokesmen  for  several  industry  asso¬ 
ciations  said  they  expect  legislation  to  be 
introduced  this  summer  to  remove  the 
antitrust  threat  for  year  2000  collabora¬ 
tion  both  from  Justice  Department  pros¬ 
ecution  and  private  lawsuits.  □ 
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food  —  found  in  supermarkets  and  in 
samples  taken  from  food  poisoning  vic¬ 
tims  —  with  known  strains  of  bacteria  in 
a  customized  database.  The  labs  use  the 
Internet  to  disseminate  information. 
“PulseNet  helps  public  health  experts 


recognize  collected  samples  from  out¬ 
breaks  of  foodborne  illness,  scan  them 
and  post  results  online.  This  way,  they 
are  able  to  discern  if  it’s  the  same  strain. 
There  may  be  a  single  source  for  the  in¬ 
fection,  even  if  the  outbreak  occurred  on 
opposite  sides  of  the  country,”  said  act¬ 
ing  CDC  Director  Dr.  Claire  Broome. 
“By  matching  bacteria  subtype  patterns, 
we  detect  nationwide  outbreaks  quickly 
and  better  direct  public  health  actions.” 


Gary  Lynch,  a  security  analyst  at  Gart¬ 
ner  Group,  Inc.  in  Stamford,  Conn.,  said 
commercial  uses  for  biometric  technolo¬ 
gy  such  as  PulseNet’s  are  common. 

“Businesses  could  use  it  to  do  every¬ 
thing  from  analyzing  the  chemical  com¬ 
ponents  of  drugs  for  the  pharmaceutical 
industry  to  authenticating  long  strings  of 
data,"  Lynch  said. 

PulseNet’s  functions  are  particularly 
useful  today  because  food  from  a  single 
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AFTER  40  YEARS  OF  DISTINGUISHED  MILITARY  SERVICE. 
WE’RE  READY  FOR  TODAY’S  OFFICE. 


Raylink  Wireless  LAN  Solutions  by  Raytheon.  It's  the  result  of  thousands 
of  flight  hours,  hundreds  of  missions  at  sea,  and  constant  satellite 
reconnaissance.  Now  it's  ready  for  an  even  tougher  tour  of  duty.  Inside  your  workplace. 
Because  the  RF  circuitry  we  developed  for  som  of  the  world's  most  sophisticated  military 
applications  is  now  available  in  a  Wireless  LA  -one  designed  to  meet  the  IEEE  802.11  standard. 
Raylink  delivers  the  speed  and  mobility  you  need  while  keeping  you  linked  to  critical  data.  And  it  does 
it  with  all  the  reliability  and  security  you’d  e:  >ect  from  Raytheon,  a  $20  billion  Fortune  100  company. 
Want  proof?  Get  your  own  Raylink  Derr  Kit,  with  Access  Point  and  two  PC  Cards,  for  only 
$1,495  (a  savings  of  $1,100).  To  learn  more,  contact  us  at  1-800-457-6811  or  www.raylink.com. 
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Limit  one  demo  kit  per  end  user.  Raylink  is  a  trademark  of  Raytheon  Electronics. 
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source  can  reach  U.S.  tables  nationwide, 
said  HHS  Secretary  Donna  Shalala  in  a 
prepared  statement.  For  example,  last 
year  an  outbreak  of  E.  coli  occurred  in 
Colorado.  FoodNet,  a  precursor  to 
PulseNet,  let  officials  at  the  CDC  and  the 
U.S.  Department  of  Agriculture’s  Food 
Safety  and  Inspection  Service  (FSIS) 
trace  the  outbreak  to  a  shipment  of 
frozen  hamburger  patties  from  Hudson 
Foods,  Inc. 

“We  were  able  to  identify  Hudson 
Foods’  hamburger  patties  as  the  source 
of  the  E.  coli  outbreak  by  using  the  net¬ 
work  to  match  the  DNA  in  one  of  their 
unopened  packages  with  one  of  the 
frozen  patties  obtained  from  one  victim’s 
freezer.  It  took  us  a  week  to  io  days  to 
track  it  down,”  said  Jackque  Knight,  an 
FSIS  communications  specialist  in 
Washington. 


Health  and  Human  Services  Secretary 
Donna  Shalala  says  PulseNet  is  useful 
because  food  from  a  single  source  can 
reach  U.S.  tables  nationwide 


PulseNet  is  an  extension  of  the  Food- 
Net  network,  but  it  includes  more 
sources,  links  to  more  states  and  the 
ability  to  identify  a  wider  variety  of  bac¬ 
teria  and  toxins.  David  Gaigle,  a  certified 
poison  control  specialist  at  the  Massa¬ 
chusetts  Poison  Control  Board  in  Boston, 
said  he  was  “floored  by  the  possibilities.” 
Massachusetts,  which  handles  more  than 
600,000  cases  of  poison-  and  food-relat¬ 
ed  illnesses,  is  one  of  16  states  that  can 
access  PulseNet. 

“We’re  sometimes  the  last  to  know 
about  contaminations  and  outbreaks," 
Gaigle  said.  “It  will  be  nice  to  have 
PulseNet  do  the  definitive  legwork  for  us 
and  let  us  concentrate  on  getting  the 
cure  to  people.”  □ 


Year  2000  manual 

Prentice  Hall  PTR  in  Upper  Saddle 
River,  N.J.,  has  published  a  how-to 
book  on  dealing  with  the  millenni¬ 
um  bug.  The  $39  book,  Year  2000: 
Best  Practices  for  Y2K  Millennium 
Computing,  was  written  by  Dick 
Lefkon.  It  contains  management 
and  legal  advice  from  organizations 
that  have  been  proactive  in  dealing 
with  the  year  2000  date-change 
problem. 
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Nasdaq  needed  the  world's  largest  intranet.  MCI 
gave  it  to  them. 


What's  more  impressive? 


if”1 


The  fact  that  Nasdaq 
can  handle  over  a  billion 


shares  a  day,  or  that 

.  - 

MCI  helps  them  do  it 
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ithout  a  trading  floor? 


local  •  global  •  *  internet  •  paging 

cellular  •  integrated  messaging 
call  center  s  e  rvi  c  e  s  •  c  o  nf  e  re  n  c  i  n  g 


MCI 
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Internet  Commerce 


Electronic  Commerce  *  The  World  Wide  Web  ♦  Intranets 


Users  build,  don't  buy,  online 


Americans  who  read 
news  online  at  least 
once  per  week 


1995 

1996 

1997 


Base:  Telephone  survey  of  3,002 
adults;  margin  of  error  +/-  3% 


Source:  The  Pew  Research  Center 
( www.peopU-press.org ),  Washington 


►  Some  are  considering  pricey  E-commerce  apps 


By  Carol  Sliwa 


NETSCAPE  COMMUNICATIONS  CORP. 
may  be  making  a  major  push 
into  the  electronic-commerce 
space,  but  corporate  customers 
have  been  slow  to  latch  on  to 
some  of  the  new  elements  of  its 
suite  of  products,  analysts  said. 

The  Mountain  View,  Calif., 


software  maker  earlier  this 
month  announced  limited  avail¬ 
ability  of  the  betas  of  Version 
z.o  of  two  pieces  of  its  five- 
piece  CommerceXpert  suite: 
SellerXpert  (for  business-to- 
business  selling)  and  Merchant- 
Xpert  (for  business-to-consumer 
selling). 

Although  most  Internet  pio¬ 


neers  built  their  own  systems, 
packaged  applications  now  have 
solid  features. 

Cyrus  Khoshnevisan,  engi¬ 
neering  manager  at  Net  Con¬ 
tents,  Inc.  in  Palo  Alto,  Calif., 
said  there  weren’t  any  packaged 
applications  available  when  his 
company  built  the  Virtual  Vine¬ 
yards  World  Wide  Web  site 
three  years  ago. 

“Now  it  seems  like  there  are 


some,  so  we  are  starting  to  look 
at  packaged  applications  for  var¬ 
ious  functionality  for  our  site,” 
Khoshnevisan  said.  “We’re  go¬ 
ing  to  make  the  classic  make  vs. 
buy  decision  on  every  piece.” 

But  some  products  aren’t 
cheap  —  pricing  for  Netscape’s 
SellerXpert  starts  at  $195,000 
and  MerchantXpert  costs 
$150,000  —  and  analysts  said 
Users  build,  page  46 


Investing  magazine  tries  the  ‘net 


Individual  Investor  magazine's  Mitchell  Scherr  (left)  and 
Jonathan  Steinberg,  CEO  of  the  magazine's  parent  company, 
realize  the  site  could  usurp  the  print  product 

►  Individual  Investor  site  has  specialty  content 


Yahoo  makes  buy 

Yahoo,  Inc.  in  Santa  Clara, 
Calif.,  has  agreed  to  purchase 
electronic-commerce  software 
company  Viaweb,  Inc.  in 
Cambridge,  Mass.,  for 
455,000  shares  of  Yahoo 
stock  worth  about  $50  mil¬ 
lion.  The  move  is  part  of 
Yahoo’s  push  to  provide 
more  online  retailing  services 
to  small  and  midsize  com¬ 
panies.  Yahoo  stock  rose 
$4.38  per  share  to  dose  at 
$109.38  on  the  day  of  the  an¬ 
nouncement 

Seal  of  approval _ 

Secure  Electronic  Transaction 
LLC  (SET)  has  awarded  its 
first  authorizations  to  use  the 
SET  trademark.  Software 
from  ClobeSet,  Inc.  in  Austin, 
Texas;  Spyrus/Terisa  Systems 
in  San  Jose,  Calif.;  Trintech  in 
Campbell,  Caiift;  and  Veri- 
Fone,  Inc.  in  Santa  Clara, 
Calif,  successfully  completed 
SET  compliance  tests  for 
wallet  software,  which  con¬ 
sumers  would  use  for  SET 
purchases  on  the  World  Wide 
Web.  SET  is  an  emerging  pro¬ 
tocol  aimed  at  making  Inter¬ 
net  purchases  more  secure. 

Advertising  partners 

Internet  advertising  compa¬ 
nies  Doubleclick,  Inc.  in  New 
York  and  AdKnowledge  in 
Palo  Alto,  Calif.,  have  an¬ 
nounced  a  partnership  to 
make  it  easier  for  companies 
to  advertise  on  the  Internet. 
AdKnowledge  will  target  ad 
agencies  and  other  compa¬ 
nies  that  buy  advertisements. 
Doubleclick  will  provide  prod¬ 
ucts  to  companies  that  sell 
Web  ads  on  their  sites.  Finan¬ 
cial  details  weren’t  disclosed. 


ONLINE  BUSINESS 

Group  proposes 
standards  for 
E-commerce 

By  Alan  Alper 


creating  an  electronic-busi- 
ness  lingua  franca  for  the  IT 
supply  chain?  That’s  a  tall  order 
—  but  one  that  Rosettanet,  a  re¬ 
cently  formed  global  consor¬ 
tium  in  Santa  Ana,  Calif.,  is  tak¬ 
ing  on. 

Rosettanet  is  undertaking  the 
arduous  task  of  creating  com¬ 
mon  business  interfaces,  in¬ 
cluding  rules  for  content  and 
transactions,  and  a  vocabulary 
for  companies  that  want  to  buy 
and  sell  information  technolo¬ 
gy-related  gear. 

The  self-funded,  not-for-profit 
entity  was  quietly  launched  ear¬ 
lier  this  year  by  IT  industry 
players  interested  in  achieving 
greater  electronic-commerce  ef¬ 
ficiencies  and  lower  operating 
costs,  said  Fadi  Chehade,  who  is 
a  co-founder  and  CEO  of  the 
consortium. 

“The  goal  is  to  create  a  new 
[electronic-commerce]  field,” 
said  Chehade,  who  is  on  loan 
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MQREONLINE* 

www.computcrworld.com/emmerce 
Find  an  expanded  version  of 
this  story  and  more  electronic- 
commerce  analysis  at 
Emmerce,  Computerworld’s 


electronic-commerce  webzine, 


By  Sharon  Machlis 

as  the  popularity  of  financial 
information  on  the  Internet  be¬ 
gan  rocketing  last  year,  Individ¬ 
ual  Investor  magazine  launched 
a  World  Wide  Web  site  in  May 
of  that  year  aimed  at  providing 
both  “commodity”  information 
such  as  stock  quotes  and  portfo¬ 
lios  and  specialty  content  such 
as  daily  stock  picks. 

It  seemed  a  natural  comple¬ 
ment,  said  Jonathan  Steinberg, 
chairman  and  CEO  of  Individ¬ 
ual  Investor  Group,  Inc.,  which 
publishes  both  Individual  In¬ 
vestor  and  Ticker  magazines. 
Surveys  showed  that  the  average 
reader  of  Individual  Investor 
magazine  spends  15  hours  per 
week  doing  investment  research 
—  much  of  that  online. 

“We  are  very  cognizant  of  the 
threat  that  it  could  cannibalize 
the  print  [magazine],”  he  said. 


“We’ve  made  the  commitment 
to  eat  our  own  lunch.” 

For  now,  the  Web  site  is  sub¬ 
stantially  different  from  the 
magazine,  aiming  to  provide 
more  timely  investing  informa- 


Top  5  best-performinq 


Web  .sites 

AltaVista  9.15 

UUnet  10.68 

Oracle  10.76 

Novell  11.52 

Charles  Schwab  11.98 


Source:  Keynote  Systems,  Inc. 

( www.keynou.com ),  San  Mateo,  Calif. 


tion.  The  site  offers  current 
opinions  from  the  magazine’s 
analysts  and  various  ways  to 
track  hot  Wall  Street  news  — 
insider  trading  reports,  stocks 
that  have  recendy  beat  earnings 
estimates,  stocks  with  major 
price  movement  and  so  on. 
There  are  also  links  to  news  re¬ 
ports  and  Securities  and  Ex¬ 
change  Commission  filings  by 
company  name. 

In  addition,  the  Web  site 
closely  tracks  the  print  maga¬ 
zine’s  annual  “Magic  25”  stock 
portfolio  picks  and  advises 
when  might  be  a  good  time  to 
buy  or  sell  the  securities.  Stein¬ 
berg  said  the  Magic  25  has  had 
a  27%  annual  return  over  its  six 
years,  vs.  17%  for  the  well- 
known  Standard  &  Poor’s  500 
index. 

The  Web  site  lost  about 
$800,000  in  its  first  year  of 
operation  and  is  expected  to 
lose  another  $1  million  or  more 

Investing  magazine,  page  46 


Best  areas  to  Web  surf .  „ 

Milwaukee  10.02 

Denver  11.35 

Seattle  12.6,: 

Wpcstjareas_tflLWeb.iurf. 

Salt  Lake  City  40.04 

Miami  28.7S 

San  Diego  27.62 


World  Wide  Wait 

The  average  time,  in  seconds,  to  download  a  home  page 
from  one  of  40  business-related  Web  sites  during 
business  hours  for  the  week  of  June  1, 1998. 


Com  p  u  t  er  wor  I  d  June  15,  1998 


(www.computerworld.com) 


Users  build,  don't  buy 
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they  don’t  expect  broad  adop¬ 
tion  until  after  the  year  2000. 

"We’re  definitely  seeing  a 
focus  away  from  spending  this 
kind  of  money  and  solving  the 
year  2000  problem,”  said 
Heather  Ashton,  an  analyst  at 
Hurwitz  Group,  Inc.  in  Fram¬ 
ingham,  Mass. 

“We’re  predicting 
as  soon  as  we  hit 


ELE-CIBAMIC. 

COMMERCE 


2000,  a  lot  of  the  IT  budgets 
will  free  up  to  be  able  to  afford 
these  types  of  solutions.” 

Research  on  Internet-based 
commerce  transactions  seems 
to  support  that  time  frame. 

A  survey  of  112  information 
technology  decision-makers  that 
was  conducted  by  Zona  Re¬ 
search,  Inc.  in  Redwood  City, 
Calif.,  and  published  earlier  this 
year  showed  that  only  10%  of 
those  decision-makers’  compa¬ 
nies  now  conduct  Internet- 
based  sales  transactions,  but 
44%  said  they  were  likely  to  do 
so  within  two  years. 

"What  we  expect  is  when  they 
see  the  functionality  of  these 
products,  they're  going  to 
realize  that,  overall,  it's  less 
expensive  to  deploy  packaged 
applications,  and  they'll  get  to 
market  faster." 

-  A  Netscape  spokeswoman 

Savings  can  be  enormous 
once  the  systems  are  up  and 
running  because  companies  can 
scrap  paper-based,  employee¬ 
intensive  systems,  analysts  said. 

But  installing  electronic- 
commerce  applications  is  no 
walk  in  the  park,  and  that  slows 
adoption. 

For  some  companies,  pack¬ 
aged  applications  may  never  be 
a  good  option.  Fort  Worth, 


Texas-based  Sabre  Group  is  con¬ 
sidered  a  technology  leader  in 
the  travel  field,  running  the 
widely  used  airline  reservation 
system  and  Travelocity  Web  site, 
which  lets  consumers  book  trav¬ 
el  reservations  and  track  mil¬ 
lions  of  continually  changing 
airfares. 

But  Sabre  hasn’t 
looked  into  pack¬ 
aged  electronic-commerce  appli¬ 
cations  because  of  the  complex¬ 
ity  of  the  online  application  and 
the  need  for  legacy  connectivity. 

“If  you  can  think  of  the  per¬ 
mutations  and  combinations, 
it’s  quite  a  big  database  that  we 
have  to  tap  in  to,”  said  Barry 
Vandevier,  a  senior  consultant  at 
the  AMR  Corp.  subsidiary. 

Sabre,  however,  does  use 
Netscape’s  Enterprise  Server 
and  Commerce  Server  products 
for  its  Web  site. 

NETSCAPE'S  EXPECTATIONS 

A  spokeswoman  for  Netscape 
didn’t  deny  that,  so  far,  many 
companies  are  building  their 
own  electronic-commerce  appli¬ 
cations. 

“What  we  expect  is  when  they 
see  the  functionality  of  these 
products,  they’re  going  to  real¬ 
ize  that,  overall,  it’s  less  expen¬ 
sive  to  deploy  packaged  applica¬ 
tions,  and  they’ll  get  to  market 
faster,”  the  spokeswoman  said. 

Netscape  faces  competition 
from  a  variety  of  companies  in 
each  of  the  five  different  areas 
of  its  CommerceXpert  Suite. 

For  instance,  IBM,  Broad- 
Vision,  Inc.  and  Open  Market, 
Inc.  make  products  that  com¬ 
pete  with  Netscape’s  Merchant- 
Xpert.  Competitors  to  Netscape’s 
BuyerXpert  includes  Ariba 
Technologies,  Inc.,  Commerce 


What's  new 
in  Netscape's  . . . 


MerchantXpert  2.0 


►  Personalization  fea¬ 
tures  that  allow  one- 
to-one  marketing 

►  Component-based 
architecture 

►  Catalog  tools  that  ease 
searching 

►  Support  for  advanced 
discounting,  specials 
and  promotions 


SellerXpert  2.0 


►  Supports  Open  Buy¬ 
ing  on  the  Internet 
protocol 

►  HTML  front  end 

►  Improved  customiza¬ 
tion  capabilities 

►  Customer  service  fea¬ 
tures  such  as  order 
tracking,  stock  avail¬ 
ability  checks,  repeat 
orders  and  fast  catalog 
searching 

►  Simple  Network  Man¬ 
agement  Protocol  sup¬ 
port  for  centralized 
management 


One,  Inc.  and  Elekom  Corp. 

The  competition  doesn’t 
doom  Netscape  —  which  lost 
money  from  October  through 
January  but  broke  even  from 
February  through  April  —  but 
the  ability  to  wait  out  the  mil¬ 
lennium  date  change  is  key. 

“I’m  confident  Netscape  will 
eventually  be  able  to  pull  it  off 
as  an  important  commerce  soft¬ 
ware  provider,”  said  Vernon 
Keenan,  an  analyst  at  Zona  Re¬ 
search.  “But  you’re  going  to 
need  longevity  in  order  to  be 
successful.”  □ 
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from  Ingram  Micro,  Inc.,  where 
he  oversaw  the  creation  and  de¬ 
velopment  of  that  company’s 
electronic-commerce  extranet. 
“To  do  that  you  need  rules.” 

Rosettanet  is  named  after  the 
Rosetta  stone,  which  archeolo¬ 
gists  used  to  first  decipher 
hieroglyphics  and  which  now 
signifies  something  that  gives  a 
clue  to  understanding. 

On  the  electronic-commerce 
front,  creating  standard  lingo 
would  allow  suppliers  to  consis¬ 
tently  name  product  parts  and 
define  transaction  processes, 
while  enabling  the  supply-chain 
equivalent  of  “build-to-order” 
procurement.  It  would  also 
allow  buyers  to  make  purchases 
across  universal  catalogs,  span¬ 
ning  a  multiplicity  of  suppliers 
and  products,  Chehade  said. 
Different  manufacturers  often 
use  their  own  parts  numbers, 
while  customers  rely  on  yet  an¬ 
other  set. 

MEASUREMENT  TOOLS 

But  perhaps  most  important  for 
suppliers,  Rosettanet  would  cre¬ 
ate  a  singular  way  to  measure 
electronic  commerce’s  business 
benefits,  as  auditors  would  use 
a  consistent  form  to  generate 
cost/benefit  reports,  Chehade 
said. 

Would  such  an  approach  level 
the  playing  field  to  a  degree  that 
would  lead  to  further  IT  com¬ 
moditization?  “Companies  can 
still  compete  on  game  tactics,” 
Chehade  said,  “but  not  the  size 
of  the  ball.” 

That  is  true,  but  consortia- 
ware  has  rarely,  if  ever,  solved 
IT  industry  disputes.  In  fact, 
consortia  usually  create  have 
and  have-not  fissures.  De  facto 
standards  have  reigned  su¬ 
preme  for  companies  that  have 


wielded  tight  account  control 
(IBM,  for  instance)  and  are  usu¬ 
ally  propped  up  by  heavy-hand¬ 
ed  marketing  initiatives. 

Rosettanet  appears  different. 
It  has  gained  momentum  from 
the  Global  Technology  Distribu¬ 
tion  Council,  a  group  of  12  com¬ 
panies  responsible  for  $100  bil¬ 
lion-plus  in  IT  revenue.  It  also 
has  garnered  the  support  of  a 
broad  array  of  IT  suppliers  and 
large  customers,  and  it  has  the 
backing  of  several  industry 
groups  and  technical  standards 
associations. 

“Consortiaware  is  generally 
perceived  by  many  as  a  non¬ 
starter,  but  in  this  case  the  criti¬ 
cal  difference  is  they’re  building 
a  business  consensus  and  then 
encoding  a  solution,"  said  Chris 
Stevens,  an  analyst  at  Aberdeen 
Group,  Inc.  in  Boston.  “Tech¬ 
nology  is  secondary.” 

Already,  Rosettanet  has  fin¬ 
ished  its  first  four  projects:  cata¬ 
log  information,  which  defines 
the  nouns  and  verbs  used  in 
data  fields  representing  a  gener¬ 
al  product;  software  technical 
specifications;  memory;  and  lap¬ 
top  technical  specifications. 
Rosettanet’s  board  is  expected  to 
vote  on  those  projects  later  this 
month  if  the  group’s  members 
approve  them. 

Rosettanet  has  raised  more 
than  $700,000  from  participat¬ 
ing  organizations. 

The  28  members  that  each 
kicked  in  $20,000  include 
American  Express  Co.,  Compaq 
Computer  Corp.,  Deutsche  Fi¬ 
nancial  Services,  Federal  Ex¬ 
press  Corp.  and  Ingram  Micro. 

Partners  that  contributed 
$10,000  each  include  Ariba 
Technologies,  Inc.,  Bay  Net¬ 
works,  Inc.,  The  Dun  &  Brad- 
street  Corp.  and  Novell,  Inc.  □ 
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in  its  second.  But  Steinberg 
plans  for  it  to  move  into  the 
black  by  the  fourth  quarter  of 
next  year  as  advertising  revenue 
grows.  Officials  also  are  ponder¬ 
ing  instituting  a  small  registra¬ 
tion  fee  of  perhaps  $2.95  per 
month  sometime  down  the 
road. 

The  New  York-based  com¬ 
pany  is  trying  to  build  site  traf¬ 
fic  by  partnering  with  other 
sites,  a  typical  move  with  one 
notable  exception:  Individual  In¬ 
vestor  doesn’t  want  to  pay  for  ex¬ 
posure  and  links  on  other  sites. 


Instead,  it  offers  its  content, 
which  includes  hot  stock  picks 
and  its  own  analysts’  opinions, 
in  exchange  for  exposure  and 
links  to  its  own  site  from  other 
sites.  No  money  changes  hands, 
Steinberg  said. 

Its  content  appears  on  Amer¬ 
ica  Online,  Inc.’s  Digital  City 
New  York  and  its  investment 
specialists  host  chats  on  Yahoo. 

The  company  also  provides 
information  on  Hoover’s  Online 
(uninv.hoovers.com)  and  Cox  In¬ 
teractive  Media  (ivunv.cimedifl. 
com),  among  others. 


“Seventy  percent  of  our  deals 
are  on  the  home  page  of  the 
partner  site”  so  links  to  Individ¬ 
ual  Investor  show  up  on  the 
partner’s  opening  page,  said 
Mitchell  Scherr,  director  of  In¬ 
ternet  services  at  Individual  In¬ 
vestor. 

Numerous  other  financial 
publications  offer  investment 
advice  online.  They  include  In¬ 
vestor’s  Business  Daily  (ivunv. 
investor.com)  and  SmartMoney 
Interactive  ( www.smartmoney . 
com).  In  addition,  there  are  sev¬ 
eral  Web-only  sites  such  as  Mot¬ 
ley  Fool. 

But  the  proliferation  of  such 
sites  has  been  accompanied  by 
an  explosion  in  consumer  inter¬ 
est  in  Internet-based  news. 


The  Pew  Research  Center  in 
Washington  reported  last  week 
that  one-fifth  of  all  Americans 
went  online  regularly  for  news 
last  year,  up  from  6%  in  1996. 
And  financial  news  was  one  of 
the  most  popular  topics. 

So  far,  the  Individual  Investor 
Online  Web  site  has  about 
90,000  registered  users  (the 
print  publication  has  a  half¬ 
million  subscribers). 

Cox,  which  has  about  30  re¬ 
gional  Web  sites,  rolled  out  In¬ 
dividual  Investor  content  first  on 
Access  Arizona  (www.access 
arizona.com ).  A  large  number  of 
retirees  who  are  interested  in 
tracking  their  investments  use 
the  Arizona  site,  said  H.  Lewis, 
business  development  manager 


at  Cox  Interactive  Media  in 
Atlanta. 

”It  appears  to  be  very  well- 
received,”  he  said. 

For  his  own  company,  Stein¬ 
berg  said  he  believes  that  the 
Web  is  a  wise  investment.  “The 
magazine  business  is  slow- 
growing,”  he  said.  “On  the  Web, 
a  deal  with  Yahoo,  you  have  that 
chance.  .  .  .  You  can  catch  light¬ 
ning.”  □  1 


For  links  to  information  about 
online  investing,  stock  quotes, 
market  information  and  other 
finance  topics,  visit  Computer- 
world  online. 

www.computen«^^^^^^H>re 
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INOUISIT,  INC.  has  announced  Enterprise 
Inquisit,  an  agent-based  news  filtering 
service  that  can  link  with  corporate  in¬ 
tranets. 

According  to  the  San  Francisco  com¬ 
pany,  the  service  monitors  hundreds  of 
worldwide  news  sources,  including  wire 
services  and  newspapers,  and  delivers 
articles  that  match  user-specific  criteria 
on  user-defined  schedules.  To  aid  com¬ 
panies  that  struggle  with  bandwidth¬ 
hogging  desktop  direct  services,  Inquisit 
agents  and  news  feeds  are  all  hosted  at 
Inquisit.  Pricing  starts  at  $100  per  user, 
per  year  for  a  500-user  license. 

Inquisit 

(415)  659-9101 

www.inquisit.com 

ATREVE  SOFTWARE,  INC.  has  introduced 
WebSpective  Release  2,  software  for 
World  Wide  Web  operations  manage¬ 
ment. 

According  to  the  Cambridge,  Mass., 
company,  the  software  addresses  six 
areas  of  Web  management:  traffic,  con¬ 
tent  distribution,  crisis  intervention,  per¬ 
formance  monitoring,  data  collection 
and  centralized  administration. 

The  Content  Manager  distributes 
content  updates  across  multiple  live 
Web  servers;  the  Traffic  Manager  bal¬ 
ances  loads;  the  Crisis  Manager  restarts 
failed  servers;  and  the  SiteStats  Manager 
centralizes  statistics  in  a  relational  data¬ 
base. 

It  costs  $15,000  per  server. 

Atreve  Software 
(617)  588-3400 
www.atreve.com 

ELEMENTAL  SOFTWARE  has  announced 
Drumbeat  2.0,  World  Wide  Web  site 
development  software  for  people  who 
aren’t  programmers. 

According  to  the  Carlsbad,  Calif.,  com¬ 
pany,  the  software  lets  users  connect 
Web  pages  to  Open  Database  Connec¬ 
tivity-accessible  databases  without  any 
coding.  Connected  pages  can  then  syn¬ 
chronize  with  or  search  databases  on  the 
fly.  To  add  dynamic  page  interactions 
such  as  transitions  or  fly-ins,  users  select 
effects  from  pop-up  lists,  and  the  client- 
side  Hypertext  Markup  Language  or 
JavaScript  is  generated  automatically. 
The  price  is  $699  per  user. 

Elemental  Software 
(760)  931-7171 
www.drumbeat.com. 

WAVECREST  COMPUTING,  INC.  has  an¬ 
nounced  ProxyReporter  Version  3.0,  soft¬ 
ware  for  creating  detailed  reports  of  em¬ 
ployee  Internet  usage. 

According  to  the  Melbourne,  Fla., 
company,  and  authorized  user  can  con¬ 
nect  to  an  query  multiple  servers  and 
produce  color-coded  graphical  reports 
one  at  a  time  or  on  an  automatic  sched¬ 
uled  basis.  The  software  also  can  block 
access  to  more  than  200,000  World 
Wide  Web,  news  and  file  transfer  proto¬ 
col  sites  in  29  categories.  Supported  op¬ 
erating  systems  include  Windows  NT, 
Solaris  from  Sun  Microsystems,  Inc.  and 


HP-UX  from  Hewlett-Packard  Co. 

Pricing  starts  at  $1,845  f°r  a  50-user 
license. 

Wavecrest  Computing 
(407)  953-5351 

www.wavecrestcomputing.com 

THE  ELECTRIC  MAIL  CO.  has  announced 
Electric  Interconnect,  a  service  that  con¬ 


nects  LAN-based  E-mail  systems  such  as 
Microsoft  Corp.’s  Microsoft  Mail  to  the 
Internet. 

According  to  the  Vancouver,  British 
Columbia,  company,  the  service  allows 
companies  with  multiple  locations  to  cre¬ 
ate  a  private  E-mail  WAN  using  the  In¬ 
ternet.  It  was  designed  as  an  alternative 
to  purchasing  a  Simple  Mail  Transfer 


Protocol  gateway  and  works  at  the  cus¬ 
tomer  site  by  queuing  messages  and 
managing  the  modem  or  dedicated  con¬ 
nection  to  the  Electric  Mail  distribution 
hub.  Pricing  starts  at  $150  per  month  for 
50  users. 

Electric  Mail 
(604)  482-mi 
www.electric.net 


No 

canned 

answers. 

You  can't  rely  on  canned  IT 
answers  when  it  comes  to  making 
critical  technology  decisions  that 
dramatically  affect  your  company, 
and  your  bottom  line. 

To  create  a  meaningful  IT 
advantage  for  your  company, 
you  need  answers  that  are  fresh, 
individualized  and  relevant  to 
your  business.  Answers  that  will 
help  you  make  immediate  IT 
decisions  and  help  chart  your 
company's  long-term  technology 
direction.  META  Group  is  the 
only  IT  advisory  and  research 
company  providing  those  kind 
of  bottom-line  answers. 

Sound  nourishing?  More  than 
1,400  META  Group  clients  around 
the  world  think  so.  To  learn  more, 
call  us  at  1-800-945-META  or  visit 
us  at  www.metagroup.com/cw. 

Satisfy  your  appetite  for  relevant 
answers  at  META  Group. 


Fresh  Thinking. 
Relevant  Answers. 
Clear  Direction. 
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HOLDING  UP? 


Has  your  firewall  been 
compromised  in  the  past  year? 


Base:  413  corporate  information 
security  managers,  data  security 
officers  and  senior  systems  analysts; 
margin  of  error  +/-  4% 

Source:  Computer  Security  Institute,  San  Francisco; 

Zona  Research,  Inc.,  Redwood  City,  Calif. 

Distributed  service 

Amdahl  Corp.  in  Sunnyvale, 
Calif.,  last  week  introduced 
software  that  can  simulate 
user  activity  at  remote  offices 
to  monitor  application  per¬ 
formance  across  networks. 
EnView  tries  to  warn  central 
operators  about  unavailable 
applications,  slow  end-to-end 
response  times  and  network 
congestion.  Bel!  Atlantic  Corp. 
originally  developed  the  soft¬ 
ware  and  sold  it  to  Amdahl 
as  Sentinel.  It  is  available 
now.  Pricing  varies  by  config¬ 
uration. 

Compaq,  BMC  team _ 

Compaq  Computer  Corp.  and 
BMC  Software,  Inc.,  both  in 
Houston,  recently  announced 
plans  to  integrate  tools  for 
managing  servers  based  on 
Windows  NT.  Insight  Man¬ 
ager  software  designed  for 
Compaq  servers  will  be  en¬ 
hanced  with  BMC’s  Patrol 
software  for  Windows  NT.  No 
time  frame  was  announced. 


SECURITY  BREACH 


More  than  50%  of  250 
large  corporations  have 
experienced  30  or  more 
system  security  breaches* 
in  the  past  12  months. 
Nearly  60%  said  they  lost 
$200,000  or  more  in  net¬ 
work  downtime,  recovery 
time,  lost  data  and  produc¬ 
tivity  as  a  result  of  each 
intrusion. 

*  Includes  security  holes  in  operating  system, 
network  operating  system  or  application  software 
or  flaws  in  the  network  or  TCP/IP  protocol 


The  Enterprise  Network 


J 


LANs  ♦  WANs  ♦  Network  Management 


Custom  tools 

►  Some  tailoring  will  always  he  needed,  but 
undocumented  fixes  cause  trouble  later 


pose  problems 


By  Patrick  Dryden 


is  specialists  can’t  escape  the 
role  of  programmer,  despite 
edicts  that  they  manage  their 
networks,  systems  or  applica¬ 
tions  with  available  tools  instead 
of  homegrown  software. 

These  information  systems 
specialists  must  write  scripts, 
rules  and  policies  that  adapt 
management  products  to  their 
particular  needs.  And  some 


still  solve  pressing  problems 
through  custom  code  despite 
the  trend  toward  off-the-shelf 
products. 

Payback  may  be  immediate 
and  dramatic.  But  consultants 
and  analysts  warn  that  cus¬ 
tomization  can  backfire  without 
proper  documentation. 

NO  DOCUMENTATION 

“Everyone  has  custom  tools  and 
scripts,  but  the  problem  is  that 


they  are  all  developed  by  gurus, 
and  gurus  leave  the  company,” 
said  Jonathan  Eunice  an  an¬ 
alyst  and  IS  ad¬ 
visor  at  Illuminata, 

Inc.  in  Nashua,  N.H. 

“They  can  sling  to¬ 
gether  something 
of  beauty,  yet  al¬ 
most  never  docu¬ 
ment  their  code  to 
any  level  of  profes¬ 
sional  standards.” 

The  do-it-yourself  approach 
“used  to  be  considered  macho, 
but  IS  organizations  now  appre¬ 


ciate  more  strategic  solutions,” 
such  as  suites  of  integrated 
tools  from  a  limited  number  of 
vendors  to  keep  sup¬ 
port  costs  low,  said 
Kathrin  Winkler,  a 
senior  consultant  at 
Renaissance  World¬ 
wide,  Inc.,  a  network 
consultancy  in  New¬ 
ton,  Mass. 

At  J.  P.  Morgan  & 
Co.  in  New  York,  for  example, 
IS  managers  hope  to  replace 
hundreds  of  separate  tools  — 
Custom  tool,  page  54 


Consultants 
warn  that  cus¬ 
tomization  can 
backfire  without 
proper  docu¬ 
mentation. 


Users  don't  want  total  control 


Val-Pak's  Alan  Robson:  "I  just  don't  see  the  business  bene¬ 
fit  here,  so  I’m  definitely  not  on  the  bandwagon" 


►  IS  shies  away 
from  linking  building 
systems,  data  network 

By  Bob  Wallace 


is  it  a  good  idea  to  tie  the  sys¬ 
tems  that  control  a  building’s 
security,  environmental  and 
other  automated  systems  to  a 
corporate  data  network? 

Two  weeks  ago,  start-up  Co¬ 
active  Networks  in  Sausalito, 
Calif.,  announced  a  plan  to  do 
just  that.  So  did  networking 
kingpin  Cisco  Systems,  Inc., 
which  is  working  on  the  system 
with  Echeleon  Corp.  in  Palo 
Alto,  Calif. 

The  vendors  claim  that  users 
can  save  money  by  running  one 
all-inclusive,  buildingwide  net¬ 
work. 

“By  integrating  information 
from  various  subsystems,  such 
as  air  conditioning,  heating  and 
security,  users  can  save  energy 
and  achieve  other  operational 
savings,"  said  David  Gaw,  CEO 
at  Coactive. 

The  company  makes  special 
routers  that  deliver  data  from 
security,  building  automation 
and  control  systems  to  corpo¬ 
rate  data  networks.  The  Cisco- 
Echelon  team  hasn’t  yet  an¬ 
nounced  devices  to  enable  the 
linkage. 

But  users  see  shortcomings, 
not  advantages. 

“I’m  not  at  all  sold  on  this 
idea  because  the  liabilities 
would  outweigh  any  benefits,” 


said  Edwin  Leard,  general  man¬ 
ager  of  information  systems  at 
Yamaha  Corp.  of  America  in 
Buena  Park,  Calif. 

“When  I’d  take  the  network 
or  servers  down  for  preventative 
maintenance,  I’d  lose  my  secu¬ 
rity  system,  too.  I  feel  more 
comfortable  with  these  systems 
being  run  and  managed  sepa¬ 
rately,”  he  said. 

NOT  BUYING  IT 

“It  sounds  like  a  marketing 
pitch  and  little  more,”  said 
Mark  Maxwell,  vice  president 
and  global  systems  manager  at 


Fuji  Capital  Markets  Corp.  “It 
may  be  standard  practice  five 
years  from  now,  but  today,  the 
advantages  are  not  clear  and  it 
would  be  too  expensive  to  retro¬ 
fit  systems  to  be  connected  to 
the  data  network.” 

Alan  Robson,  director  of  net¬ 
work  systems  at  coupon  giant 
Val-Pak  Direct  Marketing  Sys¬ 
tems,  Inc.  in  Largo,  Fla.,  said  he 
would  go  along  if  his  business 
managers  demanded  the  con¬ 
nection  between  networks. 

“[But]  1  just  don’t  see  the 
business  benefit  here,  so  I’m 
Linking  buildings,  page  53 


CLIENT/SERVER 

HP  takes  aim 
at  service 
management 

The  market  for  network  and  sys¬ 
tems  management  software  should 
reach  about  $14  billion  this  year, 
according  to  Business  Research 
Group  in  Newton,  Mass.  Informa¬ 
tion  systems  managers  want  those 
tools  to  work  together  efficiently  so 
they  can  control  the  cost  of  main¬ 
taining  complex  client/server  envi¬ 
ronments  and  the  performance  of 
distributed  applications. 

Fighting  to  lead  this  market  are 
Computer  Associates  Internation¬ 
al,  Inc.  and  IBM’s  management 
software  arm,  Tivoli  Systems,  Inc. 

Where  is  Hewlett-Packard  Co. 
in  this  battle?  Olivier  Helleboid, 
general  manager  of  HP’s  Open- 
View  management  software  divi¬ 
sion,  explained  HP’s  strategy 
to  Computerworld  senior  editor 
Patrick  Dryden  at  the  Open  View 
Forum  International  98  user  con¬ 
ference  in  Seattle. 

CW:  The  name  OpenView  still 
signifies  network  management 
software  to  most  IS  managers, 
not  a  family  of  products  for  also 
managing  systems  and  applica¬ 
tions.  Are  you  building  on  Open- 
View  Network  Node  Manager's 
reputation  as  the  leading  net¬ 
work  management  console  or 
emphasizing  other  OpenView 
products? 

HP,  page  53 
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Introducing  a  new  family  of  monochrome  printers-the  HP  LaserJet  4000N,  our  work  group  mainstay,  the  LaserJet  5000N  for  printing  documents 
up  to  11”  x  17”,  and  the  LaserJet  8000N  for  departmental  printing.  All  offer  improved  speed  and  print  quality,  as  well  as  HP  JetDirect  cards, 
making  them  network-ready  out  of  the  box.  Visit  us  at  www.hp.com/go/newprinters  to  learn  more  about  our  hassle-free  network  printers. 
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Making  it  Easy  to 
Deliver  the  Right 
Data... to  the  Right 
Decision  Makers 
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Category  Data  Warehousing 


So  much  business  data.  Scattered  in  so  many 
places  throughout  your  company  Is  it  any  wonder 
you  find  it  difficult  to  provide  access  to  consistent, 
reliable,  and  timely  information  to  fuel  effective 
decisions?  The  SAS  Data  Warehousing  Solution — 
from  the  world’s  leading  decision  support 
provider — helps  you  meet  the  challenge. 

The  SAS  Data  Warehousing  Solution  lets  you 
provide  a  single  version  of  the  truth  to  your  entire 
business  community  ..as  you  make  optimal  use  of 
your  existing  hardware,  software,  and  data. 

What’s  more,  we’ll  guide  you  every  step  of  the 
way — from  getting  started  to  managing  your 
data  warehouse.  One  solution  brings  you  the 
approach,  technology,  and  resources  you  need. 
Well  provide  the  entire  solution,  or  integrate  easily 
with  your  existing  technologies. 

The  Data  Warehousing  Product  of  the  Year 


Data  Integrity  and  Quality 

Seamless  Integration 
and  Process  Automation 

Maximum  Return  on 
Investment 

SteJ-by-Sttp  Implementation 

Web  Enabled 

Year  2000  Compliant 


See  for  yourself  why  200,000  IT  managers  named 
the  SAS  solution  their  Data  Warehousing  Product 
of  the  Year... for  two  years  running.  Visit  us  at 
www.sas.com/dw  for  more  information  and  to 
request  a  free  SAS  Data  Warehousing  mouse  pad. 


Visit  us  in  booth  #4604  at  PC  Expo. 


SAS  Institute  Inc. 


The  Business  of  Better  Decision  Making 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright  ©  1998  by  SAS  Institute  Inc. 
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HP  aims  at  service  management 
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HELLEBOID:  We  re  still 
reinforcing  Network  Node 
Manager’s  strength,  adding 
event  correlation,  a  data 
warehouse  and  service-level 
reporting.  But  it  delivers 
less  than  25%  of  manage¬ 
ment  software  revenue  and 
focuses  only  on  solving  net¬ 
work  problems.  When  IS 
wants  to  manage  every¬ 
thing  from  end  to  end 
through  one  console,  [it 
buys]  IT/Operations  [inte¬ 
grated  systems  and  network  manage¬ 
ment]  with  PerfView  and  MeasureWare 
[performance  monitors]. 


CW:  Are  you  pushing 
Network  Node  Manager 
users  to  deal  with  broader 
service-level  management 
issues? 

HELLEBOID:  Yes.  This 
conference  doesn’t  just 
talk  about  products,  but 
addresses  changing  roles 
in  the  IS  organization  — 
how  to  connect  to  the 
business  needs.  That’s  the 
value  we  want  to  give  our 
customers.  Many  sessions 
here  cover  the  next  release  of  Network 
Node  Manager. 

My  role  is  to  project  where  we’re 


HP's  Olivier  Helleboid 


Linking  buildings,  networks 


going  overall  with  the  entire  Open  View 
product  line. 

CW:  So  are  you  trying  to  differentiate 
HP  from  CA  and  Tivoli  by  emphasizing 
service  management? 

HELLEBOID;  Yes.  We’re  taking  a  top- 
down  approach  to  drive  service  manage¬ 
ment  through  OpenView  options  in  a 
step-by-step  basis.  For  example,  we’ve  in¬ 


tegrated  service-  level  management  capa¬ 
bilities  in  IT/Operations,  MeasureWare 
and  Network  Node  Manager. 

We  are  previewing  a  new  capability 
here  for  IT/  Operations,  tentatively  called 
Service  Navigation  View,  which  provides 
an  abstract  representation  of  manage¬ 
ment  data  per  business  services.  We’re 
not  just  describing  the  future,  but  man¬ 
aging  service  now.  □ 


What  good  is  a  hassle-Free 
printer  iF  your  toner  isn’t? 


CONTINUED  FROM  PAGE  49 

definitely  not  on  the  bandwagon,’’  he 
said.  “I’m  not  telling  people  they  should 
do  this.” 

And  companies  that  try  to  connect 
networks  may  incur  educational  costs  for 
some  of  their  staff. 

BASIC  TRAINING 

“Technical  support  workers  will  need  to 
know  at  least  the  basics  of  facilities 
management  in  case  problems  arise,” 
Maxwell  said. 

Users  who  have  spent  most  of  their 
time  in  information  systems  tinkering 
with  servers  or  writing  code  may  not 


have  any  formal  training  or  educa¬ 
tion  in  building  management  issues,  he 
added. 

Ken  Cieszynski,  a  senior  staff  engineer 
at  United  Airlines,  Inc.  in  Elk  Grove  Vil¬ 
lage,  Ill.,  said  he  is  cautious  about  the 
risks  and  bandwidth  requirements  of 
facilities  linked  to  corporate  networks. 
But  he  said  there  may  be  at  least  one 
benefit. 

“Rather  than  running  new  cabling  to 
support  a  new  security  system,  we  could 
tie  it  to  our  data  network,  ”  he  said. 
“Putting  in  new  wiring  in  airports  with 
asbestos  can  be  tough.”  □ 


Our  LaserJet  toner  cartridges  have  a  patented  leakproof  seal  to 


PROXIM,  INC.  has  announced  the  Sym¬ 
phony  wireless  family:  an  ISA  card,  a 
PC  Card  and  a  modem. 

According  to  the  Mountain  View, 
Calif.,  company,  the  peer-to-peer  wire¬ 
less  products  let  users  maintain  net¬ 
work  access  at  distances  up  to  150 
feet.  They  were  designed  for  wireless 
file  sharing,  peripherals  or  single  In¬ 
ternet  service  provider  accounts.  The 
cards  offer  networking  at  a  1.6  M 
bit/sec.  data  rate,  and  the  cordless 
modem  delivers  56K  bit/sec.  connec¬ 
tions  through  existing  telephone  in¬ 
frastructures. 

Pricing  is  $149  for  the  Symphony 
ISA  Card,  $199  for  the  Symphony  PC 
Card  and  $299  for  the  Symphony 
Cordless  Modem. 

Proxim 

(650)  960-1630 
www.proxim.com 

LANQUEST  has  announced  NetClarity 
Network  Checker  and  NetClarity  Re¬ 
mote  Analyzer  Probe,  tools  for  net¬ 
work  troubleshooting. 

According  to  the  Fremont,  Calif., 
company,  the  tools  have  World  Wide 
Web-based  management  and  can  cap¬ 


ture  traffic  on  up  to  50  remote  net¬ 
work  segments.  Network  Checker 
checks  any  LAN,  WAN  or  Internet 
connection  for  delays,  response  times 
and  broken  links.  The  Remote  Ana¬ 
lyzer  Probe  handles  protocol  analysis 
via  up  to  50  agents  that  capture  traffic 
on  their  individual  segments. 

Network  Checker  costs  $99,  and 
Remote  Analyzer  Probe  costs  $995. 
LANQuest 
(510)  354-0940 
www.lanquest.com 

ADAPTEC,  INC.  has  announced  four 
new  DuraLAN  Fast  Ethernet  network 
interface  cards  for  Windows  NT  or 
NetWare  servers. 

According  to  the  Milpitas,  Calif., 
company,  ports  on  the  cards  can  auto¬ 
matically  self-configure  for  either  10M 
bit/sec.  or  100M  bit/sec.  and  either 
half-  or  full-duplex  transmissions. 

The  ANA-69011/TX  costs  $85;  the 
ANA-62011/TX  costs  $99;  the  ANA- 
62022  costs  $395:  and  the  ANA- 
62044  costs  $695. 

Adaptec 

(408)  945-8600 

www.adaptec.com 


keep  them  from,  well,  leaking.  And  because  they  provide  a 
finer  toner  particle,  text  and  graphics  are  that  much  sharper. 
Which  means  instead  of  coming  back  from  lunch  to  a  bunch  of 
complaints,  you  may  be  met  with  a  few  thank  you's.  For  more 
information,  visit  us  at  www.hp.com/go/ljsupplies. 
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Custom  tool  problems 

CONTINUED  FROM  PAGE  49 _ 


homegrown  and  off-the-shelf  —  mostly 
with  the  Unicenter  suite  from  Comput¬ 
er  Associates  International,  Inc.  The  goal 
is  to  raise  efficiency  and  lower  mainte¬ 
nance,  said  Bill  Oris,  a  vice  president  of 
IS  at  the  financial  services  firm. 


Homegrown  tools,  freeware  from  In¬ 
ternet  sources  and  entry-level  products 
may  not  scale  to  meet  the  needs  of  large 
and  complex  organizations  without  lots 
of  effort,  Winkler  said. 

Yet  even  strategic  products  and  enter¬ 


prise-level  platforms  demand  customiza¬ 
tion  before  they  pay  off. 

For  example,  PageNet,  Inc.  was  able  to 
slash  the  number  of  monthly  backup 
failures  from  200  to  19  in  March  and 
free  a  central  operator  from  baby-sitting 
backups  by  using  fairly  simple  automa¬ 
tion,  said  Clark  Carradine,  lead  systems 
engineer  at  the  Dallas-based  messaging 
service. 

Users  designated  to  change  backup 


Situation _ _ 

IS  gurus  write  homegrown  man¬ 
agement  tools  or  customize 
platforms  with  scripts  but  fail  to 
document  the  software  properly. 

Problem 

Maintenance  is  difficult  when 
the  guru  leaves  or  the  environ¬ 
ment  changes. 

Solution 

Stick  to  vendor-supported  tools 
and  make  sure  custom  scripts, 
integration  steps  and  adapta¬ 
tions  are  well  documented. 


tapes  in  their  local  servers  at  60  remote 
sites  frequently  forgot  to  change  the 
tapes  before  nightly  backups,  Carradine 
said.  Now  scripts  coordinate  the  Unix 
systems,  backup  software  from  Legato 
Systems,  Inc.  and  the  central  manage¬ 
ment  console  from  Tivoli  Systems,  Inc. 
The  scripts  automatically  check  for  the 
proper  tape  and  send  warnings  via 
electronic  mail  to  the  local  tape  jockey 
and  the  site’s  manager  to  ensure  suc¬ 
cess,  Carradine  said. 

“IS  managers  will  never  steer  the  staff 
completely  away  from  customizing  man¬ 
agement  software,”  Winkler  said.  For 
protection,  users  should  make  sure  every 
tool  and  script  is  well  documented  so  it 
can  be  maintained,  she  said. 

Such  a  tool  or  script  may  be  beautiful 
to  behold  and  invaluable  to  daily  opera¬ 
tions,  Eunice  said,  “but  when  it  stops 
working  with  the  new  version  of  an  op¬ 
erating  system  or  database,  you’re  back 
to  programming.”  □ 

MQREONLINE  *  

For  resource  links  on  service-level 

agreements,  visit  Computerworld  online. 

www.computerworld.com/more 


NEW 


PRODUCTS 


NETWORK  ASSOCIATES,  INC.  has  an¬ 
nounced  Zero  Administration 
Client  (ZAC)  2000,  software  for 
year  2000  problem  diagnosis  in 
networked  hardware  and  software. 

According  to  the  Santa  Clara, 
Calif.,  company,  ZAC  2000  auto¬ 
mates  the  audit  of  networked 
workstations  and  provides  a  con¬ 
solidated  summary  report  of  year 
2000  problems  resident  on  the 
network.  Built-in  knowledge  of 
how  more  than  4,000  software 
programs  are  affected  by  date  de¬ 
pendencies  helps  the  software 
make  recommendations  for  resolv¬ 
ing  problems  in  large,  distributed 
environments. 

ZAC  2000  costs  $50  per  node 
for  more  than  1,000  nodes. 

Network  Associates 
(408)  988-3832 
www.nai.com. 


SYSTIMAX*  SCS. 

/ 

Because  the  less  network  stress 

the  better 


Our  new  SYSTIMAX®  GigaSPEED™  copper  and  OptiSPEED™  fiber  Structured 
Connectivity  Solutions  (SCS)  deliver  the  bandwidth  relief  your  stressed  network  craves. 
They  cruise  along  starting  at  8x  the  top  speed  of  ordinary  systems  (even  faster  for 
fiber).  Both  are  compatible  with  Ethernet,  ATM  and  other  advanced  networks. 

And  are  backed  by  a  20-year  applications  warranty.  Making  the  inevitable  stress 
that  chokes  many  of  today's  networks  a  lot  less  inevitable. 

Ready  to  take  a  load  off  your  network  and  off  your  mind?  Relax.  Use  the  vast 
bandwidth  of  SYSTIMAX  SCS.  Call  1-800-344-0223  ext.  8011  for  more  information. 
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K  Business  was  booming  at  Paradyne  Corporation, 

the  digital  network  access  leader.  And  customers 
wanted  faster  answers  on  the  status  of  their  j 
orders.  The  obvious  answer  create  a  self-service 
Internet  application.  And  get  it  in  production  fast.  s. 

For  the  solution,  Paradyne  turned  to  Information  ^  . 

Builders.  Using  WebFOCUS  and  EDA  middleware,  they 
--  created  a  reporting  engine  that  lets  customers  launch  dynamic 

In  less  than  two  months,  inquiries  against  live  mainframe  data  from  their  Web  browsers. 
we  reduced  order  status  Development  took  just  90  days.  Customer  order  status  telephone  calls 
calls  by  40%,  and  drove  were  cut  by  40  percent  in  two  months.  Customer  satisfaction  is  up.  And 
new  customers  to  our  they’re  generating  increased  sales  on  their  Web  site. 

Web  site r  Go  to  www.ibi.com  to  find  out  how  you  can  use  Internet  technologies 
Data warehouseManaS  *rom  ,nformat'on  Builders  to  solve  your  immediate  business  challenges 
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In  Canada  call  (416)  364-2760 

EDA  and  WebFocus  are  trademarks  ot  Intormation  Builders,  Inc.  New  York,  NY.  E-mail:  info@ibi.com 
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Briefs 

Buying  spree 

Application  vendors  have 
been  on  the  prowl  for  acqui¬ 
sitions.  PeopleSoft,  inc.  has 
agreed  to  buy  Intrepid  Sys¬ 
tems,  Inc.,  an  Alameda,  Calif., 
maker  of  retail  merchandise 
management  software,  in  a 
stock  swap  valued  at  $6o  mil¬ 
lion.  Pleasanton,  Calif.-based 
PeopleSoft  previously  held  a 
minority  stake  in  Intrepid, 
which  this  month  plans  to 
announce  Unix  and  Windows 
NT  versions  of  its  software. 

Meanwhile,  SAP  AG  has 
bought  a  majority  interest  in 
Ofek-tech  Software  Industries 
Ltd.,  an  Israeli  developer  of 
logistics  management  soft¬ 
ware  for  warehouses  and  dis¬ 
tribution  centers. 

Informix  giveaway 

Informix  Corp.  is  trying  to 
shed  its  also-ran  status  in  the 
Windows  NT  database  mar¬ 
ket  by  giving  the  software 
away.  The  Menlo  Park,  Calif., 
company  said  NT  application 
vendors  can  get  free  develop¬ 
ment  licenses  for  its  Dynamic 
Server  database  from  now 
through  year’s  end.  Vendors 
can  also  get  up  to  50  free  de¬ 
ployment  licenses  for  each 
user  who  buys  Informix- 
based  applications.  The  give¬ 
away  is  part  of  a  beefed-up 
incentive  program  aimed  at 
NT  resellers  and  software 
vendors  [CW,  May  m]. 


RANK  ORDER 


1997  worldwide  enterprise 
application  software  market 
by  revenue 

SAP  15.6% 


PeopleSoft 

4.9% 

Oracle 

4.8% 

Computer 

Associates 

3.0% 

Baan 

3.0% 

J.  D.  Edwards 

2.2% 

Others 

66.5% 

Total  revenue:  $14.4B 

Includes  license  and  mainte¬ 
nance  revenue  on  all  hardware 
platforms;  research  based  on 
vendor  interviews  and  financial 
statements 

Source:  International  Data  Corp., 
Framingham,  Mass. 


Databases  ♦  Development  ♦  Operating  Systems 

Users  have  questions  for  R/3 


GATX  Capital's  Michael  Cromar  says  SAP's  warehousing  software  should 
open  up  R/3  to  more  executives  and  business  analysts 


►  Customers  hope  new  SAP  software 
will  make  data  analysis  less  thorny 


By  Craig  Stedman 


sap  ag’s  upcoming  data  warehousing  software 
has  been  tested  by  only  20  R/3  users  so  far,  and 
even  they  are  waiting  for  a  first  look  at  some  key 
pieces  of  the  product. 

But  that  isn’t  stopping  other  users  of  SAP’s  ap¬ 
plications  from  counting  on  the  warehousing 
software  to  be  the  answer  to  their  vexing  R/3  data 
analysis  problems. 

For  example,  Brother  In¬ 
dustries  Ltd.  currently  has 
to  collect  data  from  multi¬ 
ple  R/3  installations  and 
manually  load  it  in  to 
spreadsheets  that  are  sent 
via  E-mail  to  analysis- 
minded  executives. 

That  is  a  time-chomping  process  that  can 
break  down  if  employees  worldwide  don’t  do 
their  part  in  preparing  the  data,  said  Sam  Cox, 
chief  information  officer  at  Brother’s  U.S.  unit  in 
Bartlett,  Tenn.  “Right  now,  we’re  hosed,”  he  said. 
“This  is  literally  going  to  be  our  savior.” 

If  it  works  as  promised,  SAP’s  Business  Infor¬ 
mation  Warehouse  should  automatically  consoli¬ 
date  Brother’s  financial  and  manufacturing  data 

SAP  warehouse,  page  60 


The  software  is 
supposed  to  give 
R/3  users  a  more 
palatable  ware¬ 
housing  method 
than  the  two  choic¬ 
es  they  have  now. 


Sales  force  phones  instead  of  typing 


More  Tyvek  protective  suits  might  be 
sold  if  the  company’s  system  works 
as  planned 


Needed:  Faster 
upgrades  for 
euro,  users  say 

By  Thomas  Hoffman 


let’s  go,  euro. 

Proactive  project  managers 
charged  with  readying  their  sys¬ 
tems  for  the  arrival  of  the  com¬ 
mon  European  currency  are 
pushing  their  packaged  applica¬ 
tion  vendors  to  get  their  sys¬ 
tems  ready  for  testing. 

The  problem  customers  face 
is  that  some  vendors,  such  as 
SAP  AG,  are  suggesting  a  plan 
that  would  require  companies 
to  shut  down  their  production 
systems  for  several  days  to  in¬ 
stall  euro-ready  replacement 
software.  That  will  be  challeng¬ 
ing  for  many  users,  however. 

Hoechst  Group  AG,  an  SAP 
customer,  “cannot  stop  produc¬ 
tion  for  more  than  four  days,” 
said  Felix  Lauscher,  Economic 
Upgrades  for  euro,  page  62 


By  Kim  Girard 


FORGET  LUGGING  laptops 

—  Du  Pont  Tyvek’s  sales¬ 
people  are  turning  to  Ma 
Bell  to  process  daily  cus¬ 
tomer  reports  from  the 
field. 

Until  the  company 
adopted  its  new  system, 

Du  Pont  Tyvek’s  sales  force 
spent  up  to  15%  of  its  time 
typing  reports  and  enter¬ 
ing  customer  information 
into  notebooks,  according 
to  Craig  Wallentine,  the 
company’s  marketing 
manager. 

Now,  10  salespeople  at 
Du  Pont  Tyvek  Protective 
Apparel,  a  Wilmington, 

Del. -based  division  of  Du 
Pont  Co.  that  has  $500  million 
in  annual  sales,  are  training  to 
use  a  telephone-based  system 
intended  to  free  them  up  to  do 
more  selling. 

The  toll-free  system  —  Talk- 
Text  from  Mobile  Word  Commu¬ 


nications  LLC  —  is  like  a  steno¬ 
graphic  or  transcription  service, 
except  all  information  is  con¬ 
verted  by  human  operators 
from  voice  to  data  and  stored 
on  a  common  marketing  data¬ 
base  for  Du  Pont. 


The  system  doesn’t  re¬ 
place  notebooks,  but  it 
does  spare  salespeople  the 
tedious  work  of  updating 
accounts  after  their  usual 
two  to  four  customer  meet¬ 
ings  each  day.  TalkText 
lets  salespeople  use  the 
phone's  touch  pad  to  fol¬ 
low  a  series  of  requests  for 
information.  That  way,  they 
quickly  file  information 
previously  entered  on  a 
notebook. 

“Salespeople  don’t  want 
to  be  encumbered,”  said 
Judi  Hodges,  an  analyst  at 
International  Data  Corp.  in 
Framingham,  Mass.  “Sales¬ 
people  want  to  be  out  in 
the  field  to  make  commis¬ 
sions.” 

At  the  end  of  the  week,  the 
sales  force  can  download  to 
their  notebooks  the  call-report 
files  recorded  earlier  in  the 
week  by  telephone  from  Mobile- 
Word’s  password-protected 
Sales  force,  page  60 


Top-Of-The-Line  Performance 
That’s  Good  For  The  Bottom  Line. 


Gateway  gives  you  what  you  need.  No  more, 
no  less.  Our  new  2500  Series  conveniently  integrates 
either  a  diskette  or  SuperDisk™  drive  and  CD-ROM 
drive.  Plus  each  system  is  custom  built  after  the 
order,  so  you  pay  for  exactly  what  you  want. 

Enhanced  manageability  features  deliver  long¬ 
term  savings.  Standard  remote  access  LANDesk 
software,  SM  BIOS  2.1  compliance  and  optional 
MS  Windows  NT®  4.0  provide  an  industry  standard 
approach  to  accessing  and  managing  information. 

And  all  our  current  Solo  models  have  a  number 
of  interchangeable  modular  components.  This 
Common  Modularity  can  benefit  IT  budgets 
through  reduced  parts  inventories  and  lower 
support  costs. 

Affordable,  managed  performance  in  a  stable 
platform  and  it’s  tailored  to  your  specifications. 
How  could  you  go  wrong?  Call  us  today. 


Solo®  2500LS 

Value-Class  Portable 

-  12.1"  SVGA  TFT  Color  Display 

►  Intel®  Pentium®  II  Processor  233MHz 
with  512K  Cache 

■  32MB  SDRAM 

■  2GB  Ultra  ATA  Hard  Drive 

■  Integrated  8X  min/20X  max  CD-ROM 
and  3.5"  Diskette  Drives 

■  12-Cell  Lithium  Ion  Battery  &  AC  Pack 

■  TelePath®  Modem  for  Windows  w/  x2™  Technology 

■  EZ  Pad®  Pointing  Device  or  EZ  Point®  Pointing  Stick 

►  SMBIOS  2.1  Compliant 

►  Intel  LANDesk®  Client  Manager  3.3 

■  Microsoft®  Windows®  95;  MS®  Office  97, 

Small  Business  Edition  plus  Bookshelf®  98; 
LapLink®  for  Windows  95  &  McAfee®  VirusScan 

■  Gateway  Gold*'  Service  &  Support  for  Portable  PCs 
Starting  at  $2,549  GoldValue  Lease  $90/mo.' 

Ask  about  our  entry-level  Solo  2500s  featuring 

Pentium  processors  with  MMX  Technology 

starting  at  just  $1599. 


Isn't  it  great  when  you  can  meet  your  wants 
and  needs  at  the  same  time? 


^Gateway 

888-888-0382 

www.gateway.com 


pentium*!! 
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Shareholders  approve  name 
Inprise;  Borland  is  no  more 


By  Clare  Haney 

no  more  Borland  International,  Inc.  The 
software  company  that  opted  to  change 
its  name  in  April  is  now  officially  Inprise 
Corp. 

Shareholders  gave  their  seal  of  ap¬ 
proval  to  the  name  change  at  the  com¬ 
pany’s  recent  annual  stockholder’s 
meeting.  The  software  tools  vendor  an¬ 
nounced  last  week  that  it  was  to  be 
known  officially  as  Inprise  from  now  on 
and  that  the  Nasdaq  Stock  Market  sym¬ 
bol  for  the  company  has  been  changed 
from  BORL  to  INPR. 

Somewhat  ironically,  Borland's 
attempt  to  break  with  its  past 
repeats  the  strategy  adopted  by 
the  company's  once-bitter  rival  in 
the  software  development  tools 
arena,  Gupta  Corp. 

The  name  Inprise  was  chosen  to  re¬ 
flect  the  Scotts  Valley,  Calif.,  vendor’s 
intention  to  focus  on  the  enterprise  soft¬ 
ware  market,  leaving  behind  its  tradi¬ 
tional  roots  in  the  desktop  tools  busi¬ 
ness. 

But  Inprise  officials  recognize  that  the 


Borland  name  still  carries  weight,  and 
the  company  reiterated  last  week  that  its 
tools  family  will  continue  to  bear  the 
Borland  brand  name. 

Somewhat  ironically,  Borland’s  at¬ 
tempt  to  break  with  its  past,  which  in¬ 
cluded  an  often  troubled  financial 
reputation,  repeats  the  strategy  adopted 
by  the  company’s  once-bitter  rival  in 
the  software  development  tools  arena, 
Gupta  Corp. 

A  RECHRISTENING 

A  little  over  two  years  ago,  Gupta  —  in 
the  wake  of  the  retirement  of  company 
founder,  CEO  and  Chairman  Umang 
Gupta,  and  poor  financial  results  —  de¬ 
cided  to  rechristen  itself  Centura  Soft¬ 
ware  Corp.  in  honor  of  its  high-end,  32- 
bit  Windows-based  tools  family. 

Since  its  name  change,  Centura’s  for¬ 
tunes  haven’t  rebounded  as  the  compa¬ 
ny  had  hoped.  For  instance,  the  vendor’s 
attempt  to  acquire  InfoSpinner,  Inc.  was 
aborted  last  year. 

But  Centura’s  most  recent  financial  re¬ 
sults  for  the  first  quarter,  the  period  end¬ 
ed  March  31,  saw  the  company  in  the 
black.  Its  operating  income  was  $1.3  mil¬ 
lion,  compared  with  an  operating  loss  of 
$1.2  million  for  the  same  period  a  year 
ago.  Interestingly,  Centura  still  uses  the 
Gupta  name  in  company  literature.  □ 

Haney  writes  for  the  IDG  News  Service  in 
Hong  Kong. 
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Making  New  Platforms  Work! 


Migrating  to,  w** 
Unix  or  Windows? 


Our  cross-platform  solutions  have 
been  chosen  by  over  a  thousand 
companies,  including  A.C.  Nielsen, 
AT&T  and  G.D.Searle. 


Data  Management  Tools 

•  netCONVERT  -  Intelligent  file  con¬ 
version.  Mixed  character  and  binary 
numeric  (packed)  data  between 
MVS,  VM,  Unix  and  Windows. 

•  TMS/IX  -  Mainframe-style  tape 
management  system  for  Unix  and 
Windows 

•  COSORT  -  High  performance  sort 
alternative  for  Unix  and  Windows. 


(800)  228-0255 

sales@wrkgrp.com 

http7Avww.wrkgrp.com 


Programmers  Tools 

•  uni-SPF  -  ISPF-style  editor, 
utilities  and  Dialog  Management 
Services. 

•  uni-REXX  -  IBM's  popular 
system  control  and  macro 
language. 

•  uni-XEDIT  -  VM/C MS-style  editor, 
character  mode  or 

X-based  GUI. 
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Sales  force 

CONTINUED  FROM  PAGE  57 

World  Wide  Web  site  or  request  a  file  as 
an  E-mail  attachment.  MobileWord  syn¬ 
chronizes  all  new  data  with  Du  Pont’s 
customer  database. 

Wallentine  said  the  time  saved  using 
the  new  system  will  provide  the  equiva¬ 
lent  of  another  salesperson  in  the  field, 
which  will  let  Du  Pont  Tyvek  sell  more 
material  to  their  vendors.  A  typical  sale 
nets  $1,000  to  $100,000. 

The  phone-based  system  is  part  of  the 
division’s  overall  effort  to  automate  its 
front-office  sales,  service  and  marketing 
efforts  and  tightly  integrate  them  with  an 
SAP  AG  back-office  financial  system, 
said  Eric  Heck,  global  information  sys¬ 
tems  manager  at  Du  Pont  Tyvek. 

The  company  plans  to  expand  its  use 
of  the  centralized  database  to  help  it  find 
new  business  opportunities  and  better 
manage  business  with  about  200  direct 


customers  who  buy  material  from  Du 
Pont  Tyvek,  Heck  said. 

With  the  new  system,  for  example, 
employees  will  be  able  to  enter  infor¬ 
mation  gathered  at  trade  shows  or  col¬ 
lected  from  surveys  or  advertising  cam¬ 
paigns. 

“We  sell  tons  of  [Tyvek  material],  but 
there  may  be  markets  we’re  not  playing 
in  that  exist,”  Heck  said.  With  a  shared 
database,  the  company  can  “slice  and 
dice  data”  and  find  new  customers.  For 
example,  Du  Pont  Tyvek  suits  are  often 
used  when  handling  chemical  or  haz¬ 
ardous  spills  but  could  also  be  better 
marketed  for  users  who  work  with  oil  or 
repair  equipment. 

Heck  said  the  unit  plans  to  expand  the 
TalkText  system  to  more  users  through¬ 
out  its  selling  chain  —  from  the  compa¬ 
ny  that  makes  the  hazardous-materials 
suits  using  rolls  of  Tyvek  fabric  to  the  re¬ 
sellers  —  so  vendors  and  resellers  can 
share  information  with  Du  Pont  Tyvek. 

“It’s  the  data  integration  that  is  key 
here,”  he  said.  □ 


SAP  warehouse 

CONTINUED  FROM  PAGE  57 

for  reporting  and  analysis,  Cox  said.  The 
Japanese  maker  of  fax  machines,  print¬ 
ers,  typewriters  and  sewing  machines  ex¬ 
pects  to  install  the  new  software  early 
next  year  as  it  upgrades  to  R/3  4.0. 

Business  Information  Warehouse 
combines  a  relational  data  analysis  serv¬ 
er  with  end-user  query  and  reporting 
software,  built-in  data  extraction  routines 
and  other  tools.  It  is  due  for  release  to 
about  70  early  users  late  this  month,  and 
general  shipments  are  planned  for  Au¬ 
gust  [CW,  June  8], 

The  software  is  supposed  to  give  R/3 
users  a  more  palatable  warehousing 
method  than  the  two  choices  they  have 
now:  using  SAP’s  tricky  procedural  lan¬ 
guage  to  pull  information  in  to  stand¬ 
alone  data  warehouses  or  letting  employ¬ 
ees  fire  processor-hogging  queries  at  R/3 
transaction  systems. 

Not  all  users  are  sold  on  the  idea. 
Andy  Hafer,  technology  chief  at  Hydro 
Agri  North  America  in  Tampa,  Fla.,  said 
he  has  all  but  ruled  out  using  Business 
Information  Warehouse  for  the  compa¬ 
ny’s  reporting  needs  because  of  its  new¬ 
ness  “and  some  suspicions  we  have 
about  it  based  on  the  learning  curves 
we’ve  risen  up  with  SAP.” 

But  count  GATX  Capital  Corp.  in.  The 
San  Francisco-based  asset  management 


firm  expects  to  use  the  software  to 
spread  R/3  data  to  a  broader  and  higher- 
level  group  of  executives  and  business 
analysts  without  having  to  build  and 
maintain  a  separate  data  warehouse. 

“Keeping  things  simple  was  one  of 
our  key  motives  for  going  to  SAP,”  said 
Michael  Cromar,  chief  financial  officer  at 
GATX  Capital.  But  getting  data  out  of 
R/3  for  analysis  is  tough  now,  he  said. 
And  for  performance  reasons,  GATX  lets 
only  fine  managers  run  reports  directly 
off  of  its  R/3  systems. 

Colgate-Palmolive  Co.  is  in  a  similar 
boat.  The  New  York-based  consumer 
products  manufacturer  runs  daily  order 
and  shipment  reports  inside  R/3  and 
puts  some  sales  and  marketing  data  in  a 
mainframe-based  data  warehouse  for 
longer-term  analysis. 

But  transportation  statistics,  labor  us¬ 
age  rates  and  other  information  is  essen¬ 
tially  locked  up  in  R/3,  said  Marybeth 
O’Donnell,  director  of  marketing  and 
sales  systems  at  Colgate-Palmolive.  Busi¬ 
ness  Information  Warehouse  should  let 
R/3  data  analysis  be  opened  up  to  every 
part  of  the  company,  said  O’Donnell, 
who  is  beta-testing  the  new  software. 

For  SAP,  the  warehousing  product  is 
a  chance  to  atone  for  earlier  reporting 
and  analysis  tools  that  were  too  hard  to 
use,  said  Joshua  Greenbaum,  an  analyst 
at  Hurwitz  Group,  Inc.  in  Framingham, 
Mass.  “The  one  thing  they  can’t  do  is 
blow  it  again,”  he  said.  □ 


Manufacturing  upgrade 

Agile  Software  Corp.  last  week  an¬ 
nounced  an  upgrade  of  its  software 
that  simultaneously  transmits  planned 
manufacturing  changes  to  different  en¬ 
terprise  resource  planning  systems. 
Officials  at  the  San  Jose,  Calif.,  com¬ 


pany,  which  targets  makers  of  elec¬ 
tronics  and  medical  devices,  said  Agile 
Workplace  4.0  can  alert  multiple  sup¬ 
pliers  and  contract  manufacturers 
about  upcoming  changes  in  product 
configurations. 

The  software  is  available  now  and 
costs  $1,000  to  $3,000  per  user. 
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Feeling  a  little  queasy  about  your  database? 


Then  get  your  feet  back  on  the  ground — with  Cache,  the  post-relational  database  for  accelerated  transaction  processing.  You 
can  realize  immediate  performance  improvements  for  your  current  SQL  applications — with  Cache's  seamless  integration.  And, 
you  can  rapidly  develop  powerful  new  applications — with  Cache's  advanced  object  technology  and  speedy  database-to-web 
connectivity.  Built  with  a  potent  transactional  multidimensional  data  engine,  Cache  is  furiously  fast,  enormously  scalable,  and 
staunchly  reliable.  Plus,  it  is  easy  to  implement — on  Windows  95  and  NT,  OpenVMS,  and  major  UNIX  platforms.  Join  the 
InterSystems  family  of  over  1.5  million  database  users  worldwide.  Call  us  at  (617)  621-0600.  Or  visit  www.intersys.com/info. 
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CACHE 

InterSystems 


The  post-relational  database.  For  new  dimensions  of  transactional  performance. 


Computerworld  June  15,  1998  (www.connputerworld.com) 


Upgrades  for  euro  needed 

CONTINUED  FROM  PAGE  57 


and  Monetary  Union  (EMU)  project 
manager  at  the  Frankfurt-based  pharma¬ 
ceutical  giant. 

Hoechst  isn’t  alone.  Dow  Chemical 
Co.,  a  big  SAP  R/2  shop  in  Midland, 
Mich.,  is  also  talking  to  SAP  about  alter¬ 


natives  to  shutting  down  Dow’s  manu¬ 
facturing  and  financial  systems  in  order 
to  install  euro-compliant  SAP  software 
modules,  said  Roobik  Komeadjian.  He  is 
heading  up  the  plastic  and  chemical  gi¬ 
ant’s  year  2000  and  EMU  projects  from 


its  Edegem,  Belgium,  offices. 

The  conversion  “could  become  a  prob¬ 
lem  .  .  .  with  the  [transaction]  volumes 
we’re  processing”  in  countries  such  as 
France  and  Germany,  said  Komeadjian, 
who  is  expecting  an  answer  from  SAP  by 
the  end  of  next  month. 

Hoechst  discovered  that  one  of  its 
peers,  Fresenius  Group  AG,  expected  to 
spend  two  weeks  converting  its  R/3 
system  —  which  runs  the  heart  of  its 


financial  operations  —  to  handle  the 
euro. 

Hoechst  can’t  shut  down  its  own  pro¬ 
duction  systems  for  more  than  four  days, 
so  it  met  with  SAP  and  suggested  setting 
up  a  separate  test  server  to  accommodate 
a  weekend  changeover  of  its  production 
R/3  systems,  Lauscher  said.  SAP  agreed 
to  the  changes,  he  added. 

Eleven  European  Union  members  will 
start  using  the  common  currency  on  Jan. 
1,  1999,  for  certain  transactions.  The 
euro  will  become  common  currency 
in  2002.  □ 


PRODUCTS 


EMC  CORP.  has  rolled  out  EMC  Data  Man¬ 
ager  (EDM)  Symmetrix  Path,  backup  and 
restore  software  for  Windows  NT  data 
stored  on  EMC  Symmetrix  subsystems. 

The  Hopkinton,  Mass.,  company  said 
all  EDM  configurations  on  Symmetrix 
systems  will  include  the  Symmetrix  Path 
option.  Symmetrix  Path  enables  backup 
of  Windows  NT  file  systems  and  Win¬ 
dows  NT  versions  of  Oracle  Corp.’s  Ora- 
cle8,  Microsoft  Corp.’s  SQL  Server  or  Ex¬ 
change,  SAP  AG's  R/3  and  Lotus 
Development  Corp.’s  Notes  or  Cc:Mail. 
The  software  moves  NT  data  from  Sym¬ 
metrix  subsystems  to  tape  in  network- 
independent  backup  and  restore. 

Pricing  for  an  EDM  configuration  be¬ 
gins  at  $150,000. 

EMC 

(508)  435-1000 
www.emc.com 

LERNOUT  &  HAUSPIE  has  shipped  L&H 
Voice  Xpress  Plus,  Windows-based 
speech  recognition  software  that  allows 
dictation  directly  into  Microsoft  Word. 

According  to  the  Burlington,  Mass., 
company,  the  software  can  convert  con¬ 
versational  language  to  text  via  a  contin¬ 
uous  speech  recognition  engine  and  a 
form  of  natural  intelligence  called  Natur¬ 
al  Language  Technology.  It  can  under¬ 
stand  Word  editing  commands  and  can 
support  dictation  rates  of  up  to  140 
words  per  minute.  Users  also  can  create 
dictation  macros  that  insert  complete 
blocks  of  regularly  used  text  into  docu¬ 
ments. 

The  price  is  $99.99  and  includes  a 
noise-canceling  microphone. 

Lernout  &  Hauspie 
(800)  380-1234 
www.lhs.com 
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Discover  how  Fujifilm  ATOMM  technology 

It’s  true!  The  Zip™  disk  was  the  first  to  be  driven  by  Fujifilm’s  breakthrough 
ATOMM  (Advanced  super-Thin  layer  and  high-Output  Metal  Media)  technology. 
But.  the  story  doesn’t  end  there.  This  revolutionary  technology  is  also  the  basis 
for  the  70GB  (2:1  compression)  DLTtape™  IV.  ATOMM  technology  allowed  us  to 
triple  the  capacity  of  previous  cartridges  and  create  DDS-3.  And.  made  it 
possible  for  us  to  pack  200  megabytes  into  the  new  HiFD™  disk.  No  wonder 
insiders  are  calling  Fujifilm  the  driving  force  in  data  storage.  To 
get  the  big  picture  on  the  future  of  data  storage  products  and 
ATOMM  technology,  call  1  -800-488-FUJI  or  visit  our  Web  site  at 
www.fujifilm.com 


the 


possible. 


lit  FUJIFILM 

CDMPU T  E  R 
PRO  DU  GTS 


©1998  Fuji  Photo  Film.  U.S.A.,  Inc.  Zip™  is  a  trademark  of  Iomega  Corporation.  DLTtape™  IV  is  a  trademark  of  Quantum. 

HiFD"*  is  a  trademark  of  Sony-  Where  the  Future's  Stored  is  a  trademark  of  Fuji  Photo  Film.  U.SA.  Inc.  WHERE  THE  FUTURE’S  STORED™ 
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Linking  laptops 
to  desktops, 
accounting 
to  sales,  U.S.  to 
Europe,  and 
you  to  the 
Fortune  500. 


For  a  global  company  to  succeed  today,  everyone  and  everything  in  the  company  must  be  on  the  same 


page.  Wang  Global  can  provide  you  with  that  page.  We  are  an  over  $3  billion  service  and  solutions 
provider,  offering  a  full  range  of  network  and  desktop  solutions  to  businesses  throughout 
the  world.  We  can  design,  deploy,  maintain  and  manage  a  network  that  integrates  your  entire 


W/WG 


Ne’worked  Teen  no  j  g  y  Se 


company  into  one  efficient,  money-making  machine.  1-800-262-3696,  ext.123Zwww.wang.com 
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Large  Systems  ♦  Workstations  ♦  Portable  Computing 


Briefs 

HP  palmtop  to  ship 

Hewlett-Packard  Co.  has  an¬ 
nounced  a  palmtop  PC  with  a 
56K  bit/sec.  modem  and  32M 
bytes  of  RAM.  The  HP  660 LX 
has  a  color  display,  runs  Mi¬ 
crosoft  Corp.’s  Windows  CE 
2.0  operating  system  and  can 
be  used  with  HP’s  new  palm¬ 
top  asset  manager,  which  can 
be  downloaded  for  free  at 
www.hp.com/handheld.  The 
palmtop  is  expected  to  ship 
next  month. 

Unisys  unwraps  server 

Unisys  Corp.  has  announced 
a  new  low-end  to  midrange 
server.  The  ClearPath  LX500 
runs  Unisys’  proprietary 
MCP/AS  operating  system, 
applications  and  database  on 
Windows  NT. 

More  storage  options 

Storage  Technology  Corp.  in 
Louisville,  Colo.,  has  an¬ 
nounced  the  OpenStorage 
9140  disk  array  and  the 
OpenStorage  9145  RAID 
system.  Both  have  full  100M 
byte/sec.  Fibre  Channel  im¬ 
plementations  from  the  serv¬ 
er  connection  through  the 
disk  drives.  Both  are  available 
now.  The  9140  pricing  starts 
at  $18,000,  and  9145  pricing 
starts  at  $92,000. 

HP  to  fix  'em  faster 

HP  in  Palo  Alto,  Calif.,  last 
week  announced  a  program 
to  reduce  turnaround  time  to 
48  hours  and  enhance  service 
for  repairs  on  notebooks  for 
corporate  customers.  HP  is 
partnering  with  SonicAir,  Inc., 
a  United  Parcel  Service  of 
America,  inc.-affiliated  com¬ 
pany,  to  provide  the  repair 
service  for  its  new  line  of 
OmniBook  notebooks. 


IN  THE  CARDS 


Projected  worldwide 
smart  card  revenue 


$2.8B 


$1.1  B 


1998  2002 

Source:  Insiqht  Research  Corp., 
Parsippany,  N.J. 
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SGI  upgrades  Irix  operating  system 


FEATURES  OF  SGI'S  IRIX  6.5 


►  Can  support  up  to  128  processors 

►  Can  back  up  IT  byte  of  data  in  one  hour 

►  Includes  bundled  management  software:  CA's  Unicen¬ 
ter,  Enlighten's  workgroup  management  software  and 
Syntax's  management  server  for  managing  Windows, 
NetWare  and  Macintosh  clients 

►  Supports  CORBA,  DCOM,  Microsoft  Hydra  and  Unix/NT 
integration  software 

►  Adds  scalability  and  better  NT  integration 


By  Jaikumar  Vijayan 


SILICON  GRAPHICS,  INC.  (SGI)  is 
bolstering  its  Irix  operating  sys¬ 
tem  with  new  features  that  give 
users  increased  application  seal- 
ability,  manageability  and  better 
integration  with  Windows  NT. 

In  its  first  major  operating 
system  overhaul  in  nearly  two 
years,  Mountain  View,  Calif.- 
based  SGI  this  week  will  release 
Irix  6.5,  a  Unix  variant  that  sup- 


By  April  Jacobs 


Toshiba  America  Information 
Systems,  Inc.,  best  known  for 
its  business  laptops,  plans  to 
enter  the  U.S.  corporate  server 
market  July  15  with  its  Magnia 
line.  But  users  and  analysts  say 
it  has  a  tough  road  ahead. 

That’s  because  corporate 
users  put  a  lot  of  faith  in  brand 
names  and  long-term  relation¬ 
ships  when  it  comes  to  servers. 
And,  although  Irvine,  Calif.- 
based  Toshiba  has  a  good  name 
in  the  laptop  market,  it  is  rela¬ 
tively  unknown  in  the  corporate 
desktop  and  server  arena,  ob¬ 
servers  said. 

And  competition  from  giants 
such  as  IBM,  Compaq  Comput¬ 
er  Corp.,  Hewlett-Packard  Co. 
and  Dell  Computer  Corp.  will 
make  inroads  difficult  for  Toshi¬ 
ba,  they  added. 

“Technology-wise,  I  wouldn’t 
have  any  problem  looking  at  a 
Toshiba  server,”  said  Matt  Mer¬ 
rick,  vice  president  of  informa¬ 
tion  systems  at  Merrick  Printing 


ports  up  to  128  processors. 

It  also  features  bundled  man¬ 
agement  software  such  as  Com¬ 
puter  Associates  International, 
Inc.’s  CA-Unicenter  and  Unix/ 
NT  integration  software  from 
companies  such  as  Humming¬ 
bird  Corp.  (see  chart). 

That  kind  of  scalability  is 
crucial  mainly  for  huge  com¬ 
pute-intensive  scientific  and 
technical  applications  such  as 
computational  fluid  dynamics 


Features  of  Toshiba's 
Magnia  3000: 

I  Pentium  II  350- 
and  400-MHz  proces¬ 
sors  with  ECC  memory 

I  Redundant  power  sup¬ 
plies  and  hot-swap¬ 
pable  drives 

I  Entry  price:  $3,500 

I  Ships:  July  15 

Co.  in  Louisville,  Ky.  “But  I 
probably  wouldn’t  consider  buy¬ 
ing  one  because  I’m  trying  to 
standardize  my  hardware  con¬ 
figurations,  and  I’ve  already 
chosen  HP  for  servers.” 

Toshiba  has  been  in  the  Intel 
Corp. -based  Japanese  server 
market  since  1992.  It  has  also 
had  offerings  in  the  RISC  mar¬ 
ket  since  19 77,  focusing  on 
SCO  Unix. 

Now  the  company  is  making 
its  foray  into  the  U.S.  market 
with  a  workgroup  server,  the 


and  molecular  modeling. 

Some  commercial  applica¬ 
tions,  such  as  large  data  ware¬ 
houses  and  photo-realistic  ani¬ 
mation  for  movies,  also  require 
very  large  systems. 

That’s  one  reason  SGI’s  cus¬ 
tomers  include  several  Holly¬ 
wood  studios,  including  Sony 
Imageworks  and  Pacific  Title. 

Equally  important,  highly 
scalable  servers  can  be  parti¬ 
tioned  into  several  smaller 
servers,  making  it  possible  for 
users  to  cut  management  costs 
and  space  by  consolidating  sev¬ 
eral  small  servers  into  one  large 
box. 

The  latest  incarnation  of  the 
Irix  operating  system,  which  is 
supported  across  SGI’s  product 
line,  should  give  users  at  the 
high  end  the  room  they  need 
for  future  application  growth. 

At  the  same  time,  it  gives 
low-end  workstation  users  some 
differentiation  from  Windows 
NT,  said  Greg  Weiss,  an  analyst 


Pentium  II-based  Magnia  3000, 
set  to  ship  July  15  and  priced  at 
$3,500. 

The  Magnia  5000,  a  depart¬ 
mental  server,  is  set  to  debut 
the  first  week  of  August. 

Analysts  said  the  company’s 
greatest  challenge  will  be  con¬ 
vincing  users  that  it  has  the 
support  and  service  necessary  to 
operate  a  server  business  in  a 
market  already  crowded  by  big 
players  that  have  long  held  ac¬ 
counts  in  the  corporate  arena. 

At  the  same  time,  companies 
such  as  IBM  and  Compaq  are 
duking  it  out  for  market  share. 
For  example,  IBM  announced 
last  week  that  it  will  use  its 
12,000-plus  midrange  sales 
force  to  sell  its  line  of  NetFinity 
PC  servers  into  corporate  ac¬ 
counts,  which  are  placing  more 
emphasis  on  Windows  NT- 
based  servers. 

“The  server  market  is  very 
tight  right  now,  and  there  may 
not  be  much  room  for  another 
player  to  compete,"  said  Jane 
Wright,  an  analyst  at  Datapro,  a 
consultancy  in  Delran,  N.J. 

Toshiba,  page  66 


at  D.  H.  Brown  Associates,  Inc. 
in  Port  Chester,  N.Y. 

“Their  No.  1  differentiation 
with  this  product  is  the  support 
for  128  processors,”  Weiss  said. 

Other  Unix  vendors,  such  as 
Sun  Microsystems,  Inc.  and 
Hewlett-Packard  Co.,  also  have 
highly  scalable  operating  sys¬ 
tems  but  none  that  scales  to  128 
processors,  he  said.  Sun’s  So- 
SGI,  page  68 


PC  Expo: 

From  agents 
to  Xeon  chips 

By  April  Jacobs 
and  Kim  Girard 


Users  will  see  a  wide  range  of 
new  products  at  this  week’s 
PC  Expo  in  New  York,  from 
servers  based  on  Intel  Corp.’s 
Xeon  processor  to  IBM’s 
desktop  systems  manage¬ 
ment  technology. 

Technologies  debuting  at 
PC  Expo  will  include  the 
following: 

■  Compaq  Computer  Corp., 
Dell  Computer  Corp.  and  IBM 
will  demonstrate  servers  us¬ 
ing  Intel’s  speedy  new  Xeon 
chip. 

Xeon  incorporates  a  ioo- 
MHz  system  bus  and  can 
accommodate  up  to  2 M  bytes 
of  Level  2  cache,  providing 
a  substantial  performance 
boost  over  its  predecessors. 

■  IBM  will  demonstrate 
its  Universal  Management 
Agent,  a  combination  of  soft¬ 
ware  and  firmware  for  man¬ 
aging  heterogeneous  client 
environments. 

It  includes  components 
pulled  from  Intel’s  LANOesk 
and  IBM’s  Tivoli  manage¬ 
ment  suites. 

■  IBM  also  will  unveil  a  work¬ 
station,  dubbed  the  E  Pro 
Intellistation,  that  is  targeted 
at  high-end  desktop  users 
and  entry-level  workstation 
users. 

It  features  a  1 00-  MHz 
system  bus  and  Advanced 
Graphics  Port  graphics. 

PC  Expo,  page  66 


Toshiba  servers  face  uphill  battle 

►  Unknown  in  market  where  brand  is  key 
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Analysts  expect  Western 
European  PC  market  to  grow 


By  Kristi  Essick 
London 


as  asian  economies  continue  to  suffer, 
large  PC  manufacturers  are  increasingly 
turning  to  Western  Europe  to  bump  up 
international  sales,  according  to  new  re¬ 
search  from  International  Data  Corp. 
(IDC). 

PC  unit  shipments  in  the  region  will 
grow  about  14%  this  year,  compared  with 
last  year,  the  Framingham,  Mass.,  re¬ 
search  firm  said. 

While  shipments  also  grew  at  that  rate 
last  year,  the  fact  that  the  market  here  is 
growing  steadily  will  draw  manufactur¬ 
ers  to  increase  their  focus  on  the  region, 
especially  considering  the  unpredictable 
and  declining  Asian  PC  markets,  IDC 
said. 

But  despite  relatively  healthy  growth 
in  overall  shipments  so  far  this  year,  the 
average  price  of  a  PC  has  taken  a  signif¬ 
icant  hit,  causing  market  revenue  to 
grow  just  4.1%  this  year  compared  with 
last  year.  Last  year,  revenue  grew  8.5%. 

The  average  price  of  a  PC  in  Western 
Europe  will  decline  8.5%  this  year  and 
another  7%  next  year,  said  Terry  Ernest- 
Jones,  an  analyst  at  IDC  in  London. 

Although  falling  PC  prices  are  great 
news  for  consumers  and  businesses  in 


Western  Europe,  the  same  isn’t  true  for 
Europe’s  range  of  smaller  PC  manufac¬ 
turers. 

As  large-scale  vendors  such  as  Com¬ 
paq  Computer  Corp.  and  IBM  continue 
to  drop  prices  by  streamlining  produc¬ 
tion  and  buying  components  in  massive 
quantities,  smaller  vendors  won’t  be  able 
to  keep  up  and  will  have  to  drop  out 
of  the  market  altogether,  Ernest-Jones 
said. 

In  some  European  countries,  users 
can  purchase  a  PC  and  monitor  for 
about  S700.  Only  manufacturers  that 
produce  large  volumes  can  make  a  profit 
from  such  small  margins,  Ernest-Jones 
said.  “The  trick  is  to  produce  PCs  in  very 
high  volumes,  and  that,  in  turn,  has  the 
effect  of  squeezing  out  the  companies 
that  are  not  able  to  produce  in  that  vol¬ 
ume,”  he  said. 

Already,  the  outlook  for  native  manu¬ 
facturers  is  “grim,”  IDC  said.  It  noted 
that  companies  such  as  the  Netherlands’ 
Tulip  Computers  NV  and  Germany’s 
Siemens  Nixdorf  PC  manufacturing 
unit  have  had  to  sell  off  their  manufac¬ 
turing  businesses  to  outsiders  this 
year.  □ 

Essick  writes  for  the  IDG  News  Service  in 
London. 


Toshiba 

CONTINUED  FROM  PAGE  65 

But  Toshiba  may  be  making  a  good 
move  in  that  many  users  also  want  to 
deal  with  vendors  that  can  offer  them  a 
range  of  hardware,  Wright  said. 

Other  companies  have  succeeded  in 
entering  the  server  business  in  this  way. 
Dell,  for  example,  launched  its  server 
business  a  few  years  ago  after  making  a 
strong  showing  in  the  desktop  market. 
Similarly,  Sioux  City,  N.D.-based  Gateway 
purchased  Advanced  Logic  Research  for 


its  server  technology  last  year. 

In  addition  to  being  the  new  kid  on 
the  block,  Toshiba  may  have  to  overcome 
some  users’  discontent  with  parts  delays 
in  recent  months,  according  to  analysts 
and  users. 

“We  have  had  problems  with  Toshiba 
delivering  additional  peripherals  for  lap¬ 
tops,”  said  John  Wohn,  division  manager 
at  Hicksville,  N.Y. -based  Market  Span, 
Inc.,  formerly  known  as  Long  Island 
Lighting  Co. 

Wohn  said  it  has  taken  four  to  five 
months  to  receive  some  upgrade  compo¬ 
nents.  □ 


PC  Expo:  Lots  of  products  on  deck 
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■  NEC  Corp.  in  Mountain  View,  Calif., 
will  debut  universal  notebooks  —  the 
Versa  LX  and  Versa  SX  —  that  share  the 
same  docking  station  and  components. 
Pricing  starts  at  $3,499. 

■  Compaq  will  announce  the  Armada 
1700  series,  a  enhanced  version  of  the 
Armada  1500  notebooks. 

The  Armada  1700  features  the  mobile 
Pentium  II  233-MHz  or  266-MHz 
processor,  up  to  8G  bytes  of  storage, 
32M  bytes  of  SD-RAM,  a  56K  bit/sec. 
modem  and  a  dual  bay  that  accommo¬ 
dates  a  second  hard  drive. 

Pricing  for  a  233-MHz  Pentium  II 


Armada  with  12.1-in.  display  starts  at 
$2,869,  and  pricing  for  a  266-MHz  Pen¬ 
tium  II  with  a  13-in.  display  starts  at 
$3,349. 

■  LG  Electronics  in  Englewood  Cliffs, 
N.J.,  will  introduce  the  Phenom  Hand¬ 
held  PC  Ultra.  Priced  at  $899  and  avail¬ 
able  this  month,  the  Phenom  features 
Microsoft  Corp.’s  Windows  CE  2.0  oper¬ 
ating  system. 

■Toshiba  will  show  off  the  new  Satellite 
335  notebook  line,  which  is  equipped 
with  266-MHz  Pentium  MMX  proces¬ 
sors  and  a  12.1-in.  screen.  Pricing  starts 
at  about  $2,500.  □ 


How  many  Web 

events  or  make  athletic  gear 
around  the  clock.  As  well  as 
IBM  Business  Partners  are 


business  can  benefit,  get  your 


Software  tools  for 
Electronic  Commerce 
solutions 
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IBM  Electronic  Commerce  solutions  can  be  implemented  quickly, 
allowing  your  customers  to  buy  from  your  Web  site  today. 


e-business 


3M,  IBM  Firewall,  MQSeries.  the  e-business  logo  and  Solutions  for  a  small  planet  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  Java  is  a  trademark  of  Sun  Microsystems.  Inc.  Domino  and  Go  Webserver  are  trademarks  of 
otus  Development  Corp.  in  the  U.S.  and/or  other  countries.  ©  1998  IBM  Corp.  All  rights  reserved. 
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SGI  upgrades  Irix 
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laris,  for  example,  tops  out  at  a  maxi¬ 
mum  of  64  processors. 

NASA’s  Los  Alamos,  N.M.,  lab  is  one 
user  that  needs  that  kind  of  scalability. 
The  organization  currently  runs  huge 
computational  fluid  dynamics  applica¬ 


tions  on  a  128-processor  SGI  super¬ 
computer. 

“The  new  version  [of  Irix]  will  meet 
the  computational  and  performance  re¬ 
quirements”  of  users  such  as  NASA, 
said  James  Taft,  a  NASA  consultant  at 


the  Los  Alamos  laboratory. 

This  week’s  moves  are  part  of  SGI’s 
attempt  to  regain  some  momentum  it 
lost  over  the  past  few  quarters.  Manufac¬ 
turing  problems,  delayed  product  ship¬ 
ments,  a  costly  acquisition  of  Cray  Re¬ 
search,  Inc.  and  pressure  from  low-cost 
Windows  NT  workstations  have  had  the 
once  high-flying  company  suffering 
through  one  bad  quarter  after  another. 

The  problems  caused  SGI  to  lay  off 


nearly  1,000  of  its  11,000  employees  last 
fall.  It  also  triggered  the  resignation  of 
CEO  Ed  McCracken. 

At  that  time,  the  then  Unix-only  SGI 
announced  it  would  start  shipping  Intel 
Corp. -based  Windows  NT  workstations. 
NT  will  remain  the  main  focus  at  SGI, 
even  though  in  April,  new  CEO  Rick  Bel- 
luzzo  —  formerly  the  No.  2  executive  at 
HP  —  said  SGI  would  continue  its  push 
into  the  high-end  Unix  technical  com¬ 
puting  market. 

He  also  said  the  company  would  ex¬ 
pand  into  a  few  commercial  niches,  in¬ 
cluding  World  Wide  Web  servers  and  de¬ 
cision-support  systems,  both  of  which 
will  benefit  from  the  increased  scalability 
of  Irix.  □ 


PRODUCTS 


ARTECON,  INC.  has  announced  the 
SuperFlex  3000  DGR  Ultra,  a  RAID 
storage  subsystem  for  Windows  NT 
and  NetWare  file,  application  and 
E-mail  servers. 

According  to  the  Carlsbad,  Calif., 
company,  the  subsystem  has  32M 
bytes  of  cache  (expandable  to  128M 
bytes)  and  can  house  between  three 
and  seven  disk  drives.  The  latest 
high-speed  qy.G-byte  or  q.iG-byte  dri¬ 
ves  that  operate  at  10,000  rpm  (in¬ 
dustry  standard  is  7,200  rpm)  are 
also  available. 

Pricing  ranges  from  $9,272  for  an 
entry-level  1 2. 9  G -byte  system  to 
$21,912  for  a  fully  configured  63.7G- 
byte  system. 

Artecon 

(760)  931-5500 

www.artecon.com 

NOKIA  DISPLAY  PRODUCTS,  INC.  has  an¬ 
nounced  the  500XA  flat-panel  display. 

According  to  the  Sausalito,  Calif., 
company,  the  display  measures  15.35 
in.  by  3.35  in.  by  13.58  in.,  weighs  just 
over  15  pounds  and  has  a  viewing 
area  equivalent  to  a  17-in.  CRT  dis¬ 
play.  It  supports  a  maximum  resolu¬ 
tion  of  1024  by  768  pixels  and  has  a 
response  time  of  30  msec. 

A  viewing  angle  of  120  degrees  al¬ 
lows  images  to  be  seen  by  several 
viewers  at  a  time.  The  price  is  $1,879. 
Nokia  Display  Products 
(415)  331-0322 
www.nokia.com 
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Banks  have  learned  many  hard  lessons 
from  mergers  -  lessons  that  any  IS 
manager  can  put  to  good  use 


BY  GARY  H.  ANTHES  When  Chemical  Bank 
bought  Manufacturers  Hanover  Trust  in  1991,  the 
systems  consolidation  process  was  excruciatingly 
painful  and  protracted,  and  cost  savings  were  de¬ 
layed  for  months.  And  in  the  IS  shop,  the  tedium 
of  analysis  paralysis  was  relieved  only  by  the  turf 
battles  among  managers  fearful  for  their  futures. 


Steve  Shein- 
heit  found  the 
1991  merger  of 
Chemical  Bank 
and  Manufac¬ 
turers  Han¬ 
over  Trust  an 
eye-opening 
experience 
for  the  IS 
function 


5 


i  x 


But  four  years  later,  when  Chemical  merged  with  Chase  Man¬ 
hattan  Corp.,  a  carefully  conceived  and  crisply  executed  merger 
plan  zipped  through  the  difficult  technology  consolidation  in  a 
fraction  of  the  time  that  marked  the  Chemical/Manufacturers 
Hanover  marriage. 

“Experience  pays,”  says  Steve  Sheinheit,  senior  vice  president 
of  corporate  systems  and  architecture  at  New  York-based  The 
Chase  Manhattan  Bank  Corp.,  and  a  key  player  in  both  mergers. 
“We  learned  a  lot  in  that  first  merger.” 

Indeed,  companies  involved  in  recently  announced  megamerg¬ 
ers  —  BankAmerica  Corp.  and  NationsBank  Corp.;  Citicorp  and 
The  Travelers  Group;  First  Chicago  NBD  Corp.  and  Banc  One 
Corp.;  Well  Fargo  &  Co.  and  Norwest  Corp.  —  could  learn  much 
from  the  long,  checkered  history  of  bank  marriages.  The  record 
shows  that  banks  must  move  with  speed,  technical  smarts  and 
sensitivity  to  people  issues  if  they  are  to  keep  customers  happy 
and  get  the  bottom-line  benefits  that  prompted  the  mergers. 

Speed  is  critical  in  a  bank  merger.  The  banks  promise  share¬ 
holders  big  savings  by  consolidating  systems  and  back-office  op¬ 
erations,  and  information  systems  managers  are  under  tremen¬ 
dous  pressure  to  get  those  savings  flowing  quickly  by  turning  off 
redundant  applications  and  shuttering  unneeded  data  centers. 

During  the  Chemical/ Manufacturers  Hanover  merger,  a  transi- 
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tion  team  worked  for  months  to  decide  which  of  the 
banks’  thousands  of  applications,  data  centers  and  net¬ 
works  would  be  retained  and  which  would  be  sold  or 
scrapped.  Based  on  those  decisions,  a  new  IS  manage¬ 
ment  team  was  chosen  from  among  the  two  banks’ 
staffs. 

But  in  the  Chase/ Chemical  merger,  a  new  IS  man¬ 
agement  team  was  picked  almost  immediately.  It  then 
worked  as  a  unit  to  choose  its  IS  assets.  “That  allowed 
our  decisions  to  be  made  around  picking  the  best  sys¬ 
tems  and  moving  as  rapidly  as  possible,  as  opposed  to 
defending  our  turf,”  Sheinheit  says. 

THE  PEOPLE  PERSPECTIVE 

Dispatch  is  equally  important  in  attending  to  human 
assets,  experts  say.  Rich  Alden,  vice  president  for  spe¬ 
cial  projects  at  First  Union  Corp.  in  Charlotte,  N.C.,  has 
worked  on  about  20  bank  mergers.  He  says  systems 
projects  often  come  to  a  halt  when  a  merger  is  an¬ 
nounced.  “So  now  you  have  a  bunch  of  people,  who 
used  to  be  pretty  busy,  with  nothing  to  do,”  he  says. 
“Rumors  start,  and  no  good  comes  of  that.” 

Put  those  people  to  work,  Alden  says,  even  if  it’s  just 
preparing  inventories  and  documentation  for  their  sys¬ 
tems. 

Dale  Terrell,  who  headed  the  IS  department  at  Secu¬ 
rity  Pacific  and  Banc  One  Corp.  in  Columbus,  Ohio, 
during  some  three  dozen  mergers,  advises  keeping  the 
systems  conversion  work  elevated  in  importance. 
“Don’t  let  your  people  feel  that,  ‘Oh,  well,  we  already 
did  the  acquisition;  the  thrill’s  gone;  now  we  have  the 
drudge  work,’  ’’  he  says. 

Terrell  says  banks  that  do  acquisitions  frequently, 
such  as  Banc  One,  should  have  permanent,  dedicated 
IS  merger  teams.  The  teams  should  have  their  own 
computer  resources,  documented  procedures  and 
reusable  software  templates  for  system  conversions. 

“Good  people  can  always  find  a  job  somewhere  else, 
so  the  key  is  to  immediately  get  involved  and  make 
them  feel  they  still  have  a  career  path,”  advises  Robert 
Landry,  banking  group  director  at  The  Tower  Group  in 
Newton,  Mass.,  which  analyzes  financial  industry  tech¬ 
nology.  “But  if  you’re  known  as  a  ‘rape-and-pillage’ 
bank,  then  before  you  even  get  to  people, 
they  will  already  have  made  other  plans.” 

Wells  Fargo  employed  a  rape-and-pillage 
approach  in  its  1996  acquisition  of  First  In¬ 
terstate  Bank,  Landry  says,  and  the  resulting 
loss  of  key  IS  and  businesspeople  at  First 
Interstate  cost  Wells  Fargo  dearly.  “They 
basically  lost  all  the  people  who  knew  how 
their  [systems]  worked,”  he  says. 

Massive  systems  problems  plagued  Wells 


Fargo  in  the  wake  of  the  hostile  takeover.  Millions  of 
dollars  in  deposits  were  posted  to  the  wrong  customers’ 
accounts,  checks  took  weeks  to  clear,  an  automated  tele¬ 
phone  banking  system  went  dark  for  several  days  and 
direct  deposits  were  delayed.  Customers  fled,  and  de¬ 
posits,  earnings  and  the  bank’s  stock  price  tanked.  The 
bank  lost  $180  million  in  a  single  quarter  last  year  be¬ 
cause  of  computer  problems. 

Wells  Fargo  officials  declined  to  be  interviewed. 

THE  WEEDING  PROCESS 

There  are  low-risk  ways  to  speed  the  pace  of  systems 
consolidation,  Sheinheit  says.  In  the  Chemical /Manu¬ 
facturers  Hanover  merger,  a  transition  team  considered 
applications  individually,  based  on  a  detailed  compari¬ 
son  of  features  and  functions.  But  in  the  Chase/Chem¬ 
ical  merger,  about  2,500  applications  were  clustered  in¬ 
to  just  67  logically  related  groups,  and  choices  of  which 
systems  to  keep  were  made  by  group.  Those  choices 
were  based  on  just  six  criteria  (see  box  at  right),  not  a 
laundry  list  of  features. 

That  sped  the  process  of  choosing  and  also  saved  a 
great  deal  of  effort  writing  interfaces  between  incom¬ 
patible  systems,  Sheinheit  says. 

Another  way  to  jump-start  systems  consolidation 
work:  Get  IS  involved  before  the  merger  is  finalized, 
during  the  “due  diligence”  phase  of  negotiations.  The 
financial  terms  of  the  merger  are  set  during  that 
period,  and  they  depend  on  the  estimated  timing  and 
savings  from  consolidation. 

Says  DuWayne  Peterson,  information  technology 
consultant  and  former  chief  information  officer  at  Mer¬ 
rill  Lynch  &  Co.:  “Often,  the  systems  people  are  not  in¬ 
volved  in  the  conversation  early  on,  but  they  have  a  crit¬ 
ical  role  to  play  —  hopefully  to  put  some  reasonable 
estimates  of  time  and  cost  savings  back  into  the  pot.” 

Alden  says  he’s  always  involved  in  setting  the  dates 
that  determine  cost-savings  estimates.  “Once  the  merg¬ 
er  announcement  is  made,  we  already  have  a  date  for 
when  we  are  going  to  do  the  [systems]  conversions,  and 
we  have  a  little  bit  of  a  head  start  because  we  have 
some  preliminary  information,”  he  says. 

Then,  Alden  says,  it  comes  down  to  sound  project 
management  practices  —  “task  lists  with 
milestones,  issues  lists  and  a  process 
people  are  familiar  with.”  First  Union, 
which  has  gone  through  more  than  80 
bank  mergers,  has  documented  proce¬ 
dures  —  or  “cookbooks”  —  for  convert¬ 
ing  systems,  he  says. 

Banking  technology  consultant  Art 
Gillis,  president  of  Dallas-based  Com¬ 
puter  Based  Solutions,  Inc.,  says  a  bank 
merger  IS  team  should  have  the  follow¬ 
ing  key  players: 

■A  project  manager  “with  the  skills  of  a 
military  leader  and  the  authority  of  the 
CEO.  If  he  gets  in  a  bind,  he  has  imme¬ 
diate  access  to  the  red  telephone  to  call 
the  CEO  and,  after  that,  the  board  of  directors.” 

■  A  senior  technical  person  who  will  “draw  the 
blueprint  for  the  new  architecture.  He  may  look 
like  a  freak,  but  he’s  a  genius.  He  knows  what 
works.” 

■A  senior  business  architect  —  a  banking  person 
who,  for  example,  “knows  how  to  choose  a  com¬ 
mercial  loan  system.” 

“With  these  three  people,  I’m  about  60% 
home,”  Gillis  says.  “I  can’t  have  any  doubts  about 
these  guys.  After  that,  I  shift  gears  from  quality 
to  quantity.  Now  I  want  thousands  of  troops.  We 
need  lots  of  people  chipping  away  at  this  huge 
iceberg  to  break  it  down  into  little  ice  cubes.” 


TIPS  FROM  CHASE  Six  criteria 
for  picking  best-of-breed  sys¬ 
tems  from  two  merging  banks: 

1.  Ability  to  scale,  handle  bigger  loads 

2.  Ability  to  support  and  maintain  them 
over  time 

3.  Functional  capability 

4.  Long-term  fit  with  bank  strategies 

5.  Availability  of  skills  to  support 

6.  Cost  to  convert,  maintain  and  operate 

Each  criterion  is  weighted,  and  systems  are  rated  and  scored 


The  year  2000  problem  introduces  special  consider¬ 
ations  in  bank  mergers.  Some  experts,  such  as  Joe 
Boiven,  president  of  the  Global  Millennium  Foundation 
in  Ottawa,  say  big  mergers  should  be  avoided  until 
after  the  critical  date  change.  Even  if  systems  aren’t 
consolidated,  mergers  simply  entail  more  change  than 
managers  can  handle  on  top  of  existing  year  2000  chal¬ 
lenges,  Boiven  says. 

Banks  already  in  merger  talks,  Boiven  says,  should 
conduct  a  “technology  due  diligence  performed  by  IT 
experts  —  not  lawyers  and  accountants.”  That  would 
consider  the  risk  of  business  failure  due  to  disruptions 
in  the  banks’  year  2000  activities. 

David  Iacino,  who  spearheads  year  2000  remedia¬ 
tion  at  BankBoston,  says  his  “millennium  project”  took 
a  hit  in  1996  and  1997  during  the  merger  of  Bank  of 
Boston  and  BayBank,  when  the  top  priority  in  IS  be¬ 
came  the  conversion  and  consolidation  of  systems. 
“Today,  no  bank  —  including  BankBoston  —  could  sus¬ 
tain  the  degree  of  product  integration  that  we  under¬ 
took  in  1996,”  he  says.  “There  simply  isn’t  enough 
time  because  of  the  millennium  problem.” 

Mark  Rodrigues,  a  vice  president  who  heads  the  fi¬ 
nancial  industry  group  at  American  Management  Sys¬ 
tems,  Inc.  in  Fairfax,  Va.,  says  banks  do  a  good  job  of 
getting  the  short-term  efficiencies  they  seek  in  merg¬ 
ers.  “Anyone  can  get  cost  savings  for  a  year  or  two,”  he 
says,  “but  then  what?  I  don’t  see  a  lot  of  visionary  state¬ 
ments  from  these  institutions  on  the  use  of  technology 
to  improve  the  top  line  —  to  create  innovative  financial 
services.  And  I  don’t  see  IT  departments  well-equipped 
to  support  that  kind  of  innovation.” 

The  computing  and  communications  infrastructure 
at  most  banks  isn’t  conducive  to  innovation,  Rodrigues 
says.  Years  of  regulation  have  left  bank  systems  rigid 
and  “over-engineered,”  he  says.  “If  I’m  doing  credit 
cards,  and  the  guy  sitting  next  to  me  is  selling  mort¬ 
gages,  I  can’t  even  get  his  [profit-and-loss  statements] 
easily.  Other  than  E-mail,  I  can’t  really  share  informa¬ 
tion  about  a  customer  or  about  risk,  for  example.” 

Indeed,  IS  is  stuck  between  a  rock  and  a  hard  place 
at  merger  time,  besieged  on  the  one  hand  by  demands 
to  improve  the  bank’s  bottom  line,  while  on  the  other 
struggling  with  its  own  budget  constraints,  the  year 
2000  and  the  need  to  innovate.  “You  can’t  just  turn 
your  energies  toward  merging,”  Landry  says.  “You  have 
to  also  be  moving  forward  with  new  products.”  □ 


Anthes  is  Computerworld 's  editor-at-large. 
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WOMEN  IN  INFORMATION  SYSTEMS 


Female 
managers 
may  be  in 
for  a  rude 
awakening 
when  they 
work  with 
men  in 
other 
countries 


GLOBAL 

surprises 


The  global  village  can  serve 

up  some  nasty  surprises 
for  female  IS  professionals 
living  or  working  abroad. 

In  the  past  year,  I’ve 
spoken  to  dozens  of  fe¬ 
male  managers,  each  with 
a  tale  of  culture  clash  — 
especially  when  she’s  the 
boss. 

They  all  encountered 
difficulties  overseas.  Hap¬ 
pily,  though,  they  found  innovative  ways  to  deal 
with  their  travails.  In  the  absence  of  human  re¬ 
sources  departments  and  equal  employment  oppor¬ 
tunity  commissions,  and  often  lacking  even  a 
trusted  shoulder  to  cry  on,  they  relied  on  their  in¬ 
telligence,  ingenuity  and  wits  to  succeed. 

Japan  was  the  country  most  often  cited  for  nega¬ 
tive,  sexist  treatment  of  female  IT  managers. 
Though  some  of  these  stories  go  back  io  or  20 
years,  the  women  say  the  problem  persists  to  some 
extent  today. 

WHO'S  THE  BOSS? 

Eva  Chen,  a  Chinese-American  who’s  now  chief 
technology  officer  at  Trend  Micro  Devices,  has 
encountered  barriers  doing  business  in  Japan  since 
the  1980s. 

She  cites  an  ongoing  problem:  Entering  a  meet¬ 
ing  room  and  having  the  men  just  look  at  her. 
“Finally,  someone  will  ask,  ‘Where’s  your  boss?’  ” 
Chen  remembers.  Worse  still  can  be  the  lack  of 
support  from  colleagues.  At  after-hours  business 
meetings,  Chen’s  Japanese  subordinates  asked  her 
not  to  tell  their  business  partners  that  she  was  the 
boss.  Initially,  Chen  went  along  with  the  ruse  and 
even  had  special  business  cards  printed  listing  her 
title  as  engineer.  But  she  quickly  began  a  ruse  of 
her  own.  “I  acted  like  the  dutiful  secretary  taking 
notes.  In  reality,  I  wrote  instructions  for  my  male 
subordinates  telling  them  how  to  negotiate  the 
deal,”  Chen  says.  Slowly,  trust  developed.  “People 
realized  my  real  role,  and  they  just  started  to  live 
with  it.” 

Things  in  Japan  are  changing,  though  sometimes 
in  strange  ways.  Last  year,  a  female  IT  consultant 
traveled  to  Tokyo  with  a  male  colleague  for  a  client 
visit.  “Joan”  is  intelligent  and  heavyset.  Expecting  to 
take  a  backseat  in  the  respect  de¬ 
partment  to  her  male  co-worker, 

Joan  was  instead  accorded  unusual 
deference  —  for  a  bizarre  reason. 

Her  hosts  crowded  around  her 
smiling  and  talking  excitedly  about 
how  big  she  was.  The  Japanese 
were  impressed  with  Joan’s  plus- 
size  status.  In  this  instance,  at 
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least,  the  usual 
derogatory  connota¬ 
tions  associated  with 
being  heavy  were 
turned  upside  down. 

Fat  equaled  power. 

In  Sydney,  Aus¬ 
tralia,  a  woman  we’ll 
call  Audrey,  working 
as  an  IT  manager, 
dodged  obstacles  of  a 

different  sort  in  1995  at  a  manufacturing  firm.  Her 
boss  had  no  compunction  about  delegating  authori¬ 
ty  to  her.  The  problem:  blatant  sexual  advances  that 
included  groping  and  chasing  her  around  the  desk. 
“It  usually  happened  in  the  afternoons  after  he 
came  back  from  a  three-hour  liquid  lunch,”  Audrey 
says.  “Shunning  his  advances  didn’t  help,  and  nei¬ 
ther  did  the  fact  that  I  was  married.  And  forget 
about  HR  —  he  was  also  harassing  the  head  of  the 
HR  department.  It  was  considered  macho  and  ac¬ 
ceptable.”  On  the  last  day  of  her  employment,  her 
boss  visited  her  at  home  for  a  last  try  at  seduction. 
“I  finally  slammed  the  door  in  his  face,”  she  says. 

Carol,  an  American  network  administrator,  took 
a  three-month  assignment  last  year  to  set  up  her 
company’s  new  network  in  Cartagena,  Colombia. 
She  says  she  learned  quickly  to  stand  up  for  herself 
on  the  job.  “My  boss,  a  married  man  with  a  grand¬ 
child,  offered  to  take  me  out  for  dinner  the  first 
night  to  help  get  me  acclimated;  the  trouble  was,  I 
was  the  main  course,”  Carol  says.  She  fled  the 
restaurant  in  short  order,  but  the  unwanted  ad¬ 
vances  persisted  on  the  job. 

Such  machismo  isn’t  unheard  of  among  Latin 
men,  some  of  whom  consider  seduction  to  be  all  in 
a  day’s  work.  But  the  Colombian  boss’s  amorous 
advances  backfired  when  Carol  decided  to  fight  fire 
with  fire.  “Lorena  Bobbitt  became  my  patron  saint.  I 
pasted  articles  about  her  on  my  monitor.  The  next 
time  he  grabbed  me,  I  slapped  him  in  the  face, 
started  brandishing  some  thin  wire  cable  and  told 
him  I’d  unplug  the  whole  network,”  she  recalls. 
“After  that,  he  stayed  away.  But  it  was  a  long  three 
months." 

Officially,  all  U.S.  and  foreign  businesses  say 
that  type  of  blatant  discrimination  and  sexism  isn’t 
tolerated  in  the  workplace.  But  women  managers 
doing  business  abroad  know  better.  “Things  are 
better  in  the  ’90s,”  Chen  says. 
“But  the  bottom  line:  If  some¬ 
thing  like  this  happens  to  you, 
you’re  going  to  have  to  deal  with 
it  yourself.”  □ 


DiDio  is  Computerworld ’s  senior 
editor,  security  and  network  operat¬ 
ing  systems. 


Introducing  Provision 


Emancipate 
the  enterprise. 

The  future  is  here  and  it's 
called  Provision.  A  best-in¬ 
class  suite  that  works  with 
or  without  a  framework, 
uniting  systems  and  database 
management  to  automate 
and  elevate  your  entire  IT 
infrastructure.  Because 
Provision  isn't  framework- 
dependent,  neither  are  you. 
Instead,  you're  free  to  manage 
systems  and  databases  together. 
Free  to  use  best-in-class  tools 
as  part  of  an  integrated  suite. 
Free  to  deploy  each  tool  as 
needed.  And  that  opens  up 
a  new  world  of  opportunity 
for  you,  your  staff  and  your 
business.  Find  out  how  at 
www.platinum.com/provision 
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‘ARE  WE  HAYING  A 
COMMUNICATION  PROBLEM? 
OPEN  MY  E-MAIL  AND 
PRINT  A  THOUSAND 
COLLATED  SETS  IN  LONDON 

IS  THAT  TOO 
MUCH  TO  ASK?” 


WHY  PUT  UP  WITH  DUMB  MACHINES  WHEN  YOU  CAN  HAVE  SMART  ONES?  *+ 

Now  a  printer,  a  fax  machine,  a  copier,  a  scanner  will  be  able 
to  access  the  network;  open  e-mail;  archive  digital  files; 
access  remote  files;  print,  copy,  scan,  and  fax;  manage 
information  in  any  form,  in  any  content,  regardless  of 
location.  In  essence,  create  a  new  paradigm  for  the  digital  workplace. 
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THE  SOUL 
OF  THE 
NEW 

MACHINE 
IS  IP 


t  doesn’t  matter  if  you’re  in  Sili¬ 
con  Valley,  Silicon  Alley,  telecom¬ 
munications,  media  or  IS:  We’re 
all  in  the  Internet  Protocol  (IP) 
network  business  now. 


IP  gives  IS  more  than  an  opportunity 
to  simplify  our  absurdly  cumbersome 
enterprise  technology  platforms.  More 
important,  IS  can  explain  just  what 
we’re  up  to. 

Today,  it’s  hard  to  provide  a  succinct, 
cliche-free  summary  of  the  IS  mission 
and  technology  strategy.  I  recall  with 
more  than  a  red  face  my  own  efforts  to 
explain  to  a  CEO  and  his  team  the  key 
IS  elements  of  supply  chain  manage¬ 
ment.  After  discussing  the  Internet/in- 
tranet/extranet  bit,  reviewing  the  Java  de¬ 
bate  and  tackling  electronic  data 
interchange,  they  were  deep  in  Valium 
Land.  IP  —  whether  we  talk  about  pri¬ 
vate  IP  networks  or  the  public  Internet 
—  provides  an  out. 

Here’s  what  I  see  beginning  to  hap¬ 
pen  across  the  technology  field: 

IT  ISN'T  THE  INTERNET  THAT  MAT¬ 
TERS,  BUT  THE  IP  ADDRESS.  Silicon 
Valley  is  moving  from  computers  as  its 
focus  to  telecommunications,  but  not 
the  standard  telecommunications  IS 
knows.  The  Valley  thinks  consumer  elec¬ 
tronics  and  Internet.  The  combination 
makes  the  contentious  debates  about 
network  appliances  vs.  PCs  irrelevant. 

Anything  can  be  an  IP  address  —  a 
coffeepot,  car  (Ford  has  already  an¬ 
nounced  that  it  will  make  E-mail  avail¬ 
able  in  its  cars),  a  digital  cellular  phone 
(Nokia’s  9000  phone  is  a  phone,  fax  and 
’net  browser)  or  a  fire  alarm.  And  be¬ 
cause  an  IP  address  can  access  servers 
and  other  IP  addresses  over  any  IP  net¬ 
work,  no  one  will  care  whether  they’re 
on  the  “real"  Internet  or  some  organiza¬ 
tion’s  IP  network  —  just  as  none  of  us 
cares  which  utility  is  providing  electricity 
to  our  PC. 

WIRELESS  DATA  COMMUNICATIONS 
AND  INTERNET  TELEPHONY  IS  COM¬ 
ING  FAST.  Soon  —  in  less  than  five 


years  —  any  IP  address  will  be  able  to 
link  to  any  other  IP  address,  without 
needing  to  travel  over  the  ’net  or  be  con¬ 
fined  to  wired  networks. 

The  leaders  in  telecommunications 
hardware  inside  and  outside  the  tradi¬ 
tional  industry,  such  as  Lucent  and  Cis¬ 
co,  are  getting  ready  for  wireless  as  the 
norm.  The  last  Iridium  satellite  was 
launched  in  mid-May,  making  any  inter¬ 
national  phone  call  now  a  local  call.  And 
there  are  many  other  satellite  and  terres¬ 
trial  digital  wireless  consortia. 

The  telecommunications  innovators, 
with  Qwest  ready  to  lead,  accept  that  IP 
telephony  is  here.  Its  quality  is  more 
than  good  enough  for  most  people.  Put 
IP  voice  onto  a  reliable  IP  network,  and 
there’s  no  difference  between  voice  and 
data  anymore  and  diminishing  need  for 
separate  network  bases. 

The  Valley  sees  wireless  devices  as  its 
next  gold  mine,  especially  in  the  home 
and  small  office.  Wireless  laptops  are 
today’s  Silicon  Valley  tool  and  tomor¬ 
row’s  commonplace  tool  for  road  war¬ 
riors.  The  Internet  telephone  is  on  its 
way  from  a  $1,200  price  point  to  a  $300 
one,  at  which  point  it  becomes  a  mass- 
market  consumer  electronic  device,  like 
the  VCR  or  the  PalmPilot.  Already,  the 
new  Nokia  9000  Internet  phone  has 
reached  the  $1,000  mark,  and  it’s  being 
followed  by  lower-cost  competitors. 

IP  ADDRESS  DEVICES  WILL  DRIVE 
OUT  COMPLEX  TECHNOLOGIES.  The 

software  and  hardware  innovators  in  the 
Valley  are  already  racing  to  market  prod¬ 
ucts  inside  IP  address  devices  that  dis¬ 
place  complex  elements  in  traditional 
networks.  TAPI  (telephone  application 
programming  interface)  allows  phone 
calls  to  be  processed  in  the  PC.  Hard¬ 
ware  devices  allow  a  company  to  turn  a 
PC  into  a  small  PBX.  Functions  in  a 
LAN/WAN  enterprise  network  now  han¬ 


dled  by  routers  and  switches  will  disap¬ 
pear  into  the  IP  access  device  or  be 
spread  across  IP  servers. 

Some  say  it  will  take  time  for  IP-based 
devices  to  move  from  niche  to  main¬ 
stream.  I  think  that  will  happen  quickly 
—  well  within  three  years  —  simply  be¬ 
cause  of  what  I’m  hearing  from  the  IS 
planners  and  executives  I  most  respect. 
Within  the  past  six  months,  more  and 
more  of  them  have  said  they  see  wire¬ 
less  as  the  base  for  the  network  of  their 
future.  They  also  see  IP  as  the  solution 
to  many  of  their  “integration”  problems 
centered  on  legacy  systems.  By  adopting 
IP,  they  have  a  practical  evolutionary 
path  from  the  world  of  complex,  expen¬ 
sive  IS  infrastructures  to  a  simpler  and 
more  manageable  future.  The  corporate 
race  to  IP  will  be  on  very  soon. 


MESSAGE  TO  CEOS 

IP  as  the  foundation  gives  IS  a  clear 
message  for  CEOs.  What  is  IS  really  all 
about?  It’s  exploiting  the  opportunities 
of  Internet  technology,  rather  than  just 
the  Internet.  The  browser  is  the  first 
technology  IS  has  had  that  doesn’t  in¬ 
volve  user  training  and  complexity  of 
support.  Hyperlinks  fake  database  inte¬ 
gration,  the  longest  and  most  difficult 
problem  for  IS  in  meshing  legacy  appli¬ 
cations  with  new-generation  technology- 
based  ones.  IP  moves  IS  into  the  world 
of  consumer  electronic  costs,  innova¬ 
tions  and  simplicity  of  use. 

Oh,  and  the  network  appliance,  thin 
client,  Wintel  argument?  It’s  irrelevant. 
They’re  all  just  versions  of  IP  devices. 
IP  devices  are  the  customer  tools  for  ac¬ 
cessing  services  and  for  communication. 
The  old  “distributed”  computing  model 
was  built  from  the  business  data  center 
out  to  the  customer.  Client/server  loaded 
up  the  PC  with  features  that  strained 
the  network  in  terms  of  software,  proto¬ 
cols,  routes  and  management  tools. 
IP  at  last  gives  us  a  chance  to  replace 
distributed  systems  with  customer  ac¬ 
cess  systems. 

So,  here’s  the  second  message  from 
IS  to  CEOs:  We  can  start  building  our 
infrastructure  from  the  customer  back  to 
the  company,  not  the  other  way  around. 
IP  is  almost  literally  the  customer’s  call¬ 
ing  card.  □ 


Keen's  book  The  Business  Internet  and 
Intranets  was  published  in  February  by 
Harvard  Business  School  Press.  He  can  be 
contacted  at  peter@peterkeen.com. 


Is  knowledge 
management 
in  trouble? 

How’s  it  going  on  the 
knowledge  manage¬ 
ment  front? 

Not  too  well,  judging  from 
a  recent  survey  on  25  man¬ 
agement  techniques  con¬ 
ducted  by  Bain  &  Co., 
a  Boston  management 


consultancy. 

Whether  measured  by  sat¬ 
isfaction  or  use,  whether  the 
effort  was  big  or  small, 
knowledge  management  was 
at  or  near  the  back  of  the 
pack.  Also,  knowledge  man¬ 
agement  rated  dead  last 
among  techniques  used  to 
boost  financial  results. 

“I  think  it  is  viewed  by 
people  as  having  extraordi¬ 
nary  potential,  but  [asj  ex¬ 


tremely  complicated  to  im¬ 
plement.  They  are  still  hope¬ 
ful  the  long-term  benefits 
will  be  there,  but  the  imme¬ 
diate  costs  are  much  higher 
than  anticipated,”  said  Dar¬ 
rell  Rigby,  a  Bain  director. 

Which  of  the  oft-hyped 
techniques  work  best? 

Overall,  strategic  plan¬ 
ning  took  the  top  ratings 
for  satisfaction  and  use  in 
the  consultancy’s  annual 


survey.  And  to  boost  a  com¬ 
pany’s  financial  results, 
nothing  beats  cycle-time 
reduction,  Bain’s  researchers 
found. 

The  bottom  line:  IT  lead¬ 
ers  may  do  better  creating 
systems  that  help  the  busi¬ 
ness  planning  process  or 
speed  up  processes  than 
plugging  away  at  knowledge 
management. 

—  Allan  E.  Alter 
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ComNet/San  Francisco  —  a  new  event  with  a  winning 
reputation  for  delivering  real  solutions  and  technologies  to 
enterprise  networking  professionals.  Get  all  your  questions 
answered,  preview  all  of  the  hottest  new  product  introduc¬ 
tions,  network  with  your  peers  and  hear  the  industry's  leading 
experts  probe  today's  issues  and  debate  future  trends. 
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Enterprise .  Networking  Professionals 

—  aimed  at  the  needs  of  network  managers 
and  other  technologists.  It  combines  pure  technology  issues 
with  the  challenges  of  implementing  today's  technology. 


'  4* 


—  focused  on  the  specific 

needs  of  business  executives  responsible  for  balancing  the 
costs  and  benefits  of  burgeoning  network  technologies. 


*  Conference  tracks  include: 


•  Ins  and  Outs  of  Network  Access 


-  Ins  and  Outs  of  Network  Access  •  Legacy  to  IP  Challenges 
•  Data  and  Voice  Convergence  •  Business  Impact  of  IP 
IP-Driven  Desktop  •  IP  and  WANs 

Technologies  &  Applications  in  Remote  Access 


examine  the  most 

critical  wide  area  enterprise  networking  issues. 


set  the  tone  for  the 
event  with  lively  debates  and  thoughtful  commentary. 


An  Exhibit  Floor  Packed  with 
Hundreds  of  New  Products? 


Experience  hundreds  of  exhibits  showcasing  the  innovative 
technologies  and  solutions  that  are  shaping  the  future  of 
enterprise  networking,  including: 

.'V'uV**'  '■  • 

;y..  •  •  internetworking  &  LANs  •  remote  &  wireless  access 

V  •  switching  technologies  •  security 

•  carrier/WAN  services 
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For  the  most  up-to-date  information  or 


to  register,  visit  www.comnetexpo.com 


or  call  800-545-EXPO  today! 
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FLASSKIP  v 


COMPUTERWORLD 


CMP 


Conference  _The 
Sponsor:  -.XjGOr 

uvefSity 

A JHINOT  ON  DC* 

Owned  &  Produced  by: 

Forbes  3fif  ®IDG 

csrvp  1 1  ,  ,  ,  ,, ,  ,  i  „  WORLD  EXPO 

INTERNETWEEK 


i  •. -.1 

The  Public  Network  Newsmaijarine 


A 


Managed  by: 

IDG  Expo  Management  Company 


IP  AVALANCHE 
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Mark  your  calendar  NOW 
for  ComNet/San  Francisco! 


September  30  -  October  2,  1998 

Moscone  Convention  Center,  Hyatt 
Regency  Embarcadero  &  Palace  Hotel 


Introducing  the 
Remote  Access 
&  Telecommuting 
Pavilion! 


Remote  Access  &  Telecommuting 


PAVILION  AT  COMNET 


Come  explore  the  latest  applications  and  technolo¬ 
gies  that  are  driving  the  telecommuting  explosion 
and  enabling  over  1 1  million  workers  to  access  the 
network  and  work  effectively  and  efficiently  from 
branch,  home  and  remote  locations.  Combined  with 
the  Technologies  &  Applications  in  Remote  Access 
conference  track,  ComNet/San  Francisco  is  the  place 
to  identify  the  cutting  edge  solutions  that  connect 
remote  workers  to  the  rest  of  the  enterprise. 


SPECIAL  BONUS: 

Register  for  any  ComNet  Conference  or 
Tutorial  Package  by  August  28th  and  receive 
the  official  ComNet  Leather  Portfolio  —  a 
$50  value  —  and  save  $100!  Register  by 
july  17th  for  a  ComNet  SuperPass  and  enjoy 
additional  savings! 


Send  me  more  information  about  ComNet/San  Francisco! 

□  Attending  □  Exhibiting 


CPP 


Name . 
Title 


Company. 

Address _ 

City _ 


State 


Zip_ 


Phone 
email  . 


.Fax 


Mail  to:  1400  Providence  Highway,  P.O.  Box  9127,  Norwood,  MA  02062. 

Fax  to:  781  -440-0357.  THIS  IS  NOT  A  REGISTRATION  FORM. 
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Price  Waterhouse  Award  for 
Lifetime  Achievement 
Jay  W.  Forrester 
Germeshausen  Professor 
Emeritus  of  Management 
Senior  Lecturer,  Sloan 
School  of  Management, 
Massachusetts  Institute  of 
Technology,  for  pioneering 
the  field  of  system  dynamics 
enabling  major  advances 
in  the  understanding  of 
behavior  systems. 


Vice  President  Technology, 
International  Data  Group; 
founder  3Com,  for  the 
invention  of  Ethernet  and 
development  of  local  area 
networking. 


Ernst  &  Young  Award  for 
Global  Integration 
Scott  McNealy 
Chairman  and  CEO,  Sun 
Microsystems,  for  leadership 
in  establishing  industry 
computing  standards. 


Silicon  Graphics  Award 
for  Breakthrough  Science 
John  Pople 
Board  of  Trustees 
Professor  of  Chemistry, 
Northwestern  University, 
for  developing  methods 
and  tools  used  in  quantum 
chemistry. 


Toshiba  America  Information 
Systems  Award  for  Education 

Al  Gore 

Vice  President  of  the  United 
States,  for  leadership  in  the 
establishment  of  a  National 
Information  Infrastructure. 


On  June  8,  1998,  the  Computerworld  Smithsonian  Awards  program  honored  these  Jive 
leaders  and  10  innovative  organizations,  whose  breadth  of  vision  and  pivotal  contributions 
make  them  role  models  for  future  heroes  of  the  information  revolution.  Since  1989, 
the  Computerworld  Smithsonian  Awards  program  has  recorded  the  progress  of  technology, 
adding  more  than  2,500  case  studies  and  40  oral  histories  to  the  Smithsonian  Institutes 
Permanent  Research  Collection.' To  find  out  more,  about  this  important  resource  for 

best  practices  and  inspirational  achievement,  go  to  http://www.computerworld.com. 
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Computerworid  Smithsonian  Awards 

1998  ^Finalists 

After  reviewing  the  442  case  studies  recommended  to  the  Smithsonian  Institution  by  the 
Chairmens  Committee,  a  panel  of  judges — leading  technologists,  prominent  educators,  and 
internationally  known  leaders — have  chosen  52  laureates  as  finalists  for  the  1998  Computerworid 
Smithsonian  Awards.  In  the  opinion  of  the  judges,  these  finalists  represent  outstanding 
achievement,  innovation,  and  positive  impact  on  society.  To  find  out  more  about  this  years 
innovation  collection  including  summaries  of  all  laureate  projects  go  to  http://innovate.si.edu. 


FINALIST 

NOMINATING  COMPANY 

PROJECT 

Business  &  Related  Services 

Amazon.com,  Inc.  i 

Booz  Allen  &  Hamilton  Inc.  and 
Netscape  Communications  Corp. 

Online  book  store  gives  people  around  the  world  instant  access  to  2.5  million  titles. 

Ernst  &  Young  LLP  f 

Deli  Computer  Corporation 

The  Evolution  of  ErnieMhe  Online  Business  Consultant  gives  emerging  growth  companies  same  kinds  of 
professional  consulting  services  that  much  larger  firms  have  traditionally  enjoyed. 

Junglee  Corporation 

EDS 

Canopy™  Family  of  Data  Integration  Products  allows  World  Wide  Web  users  to  ask  complex  queries  of 
data  that  is  scattered  over  a  variety  of  data  sources. 

San  Jose  Mercury  News 

Netscape  Communications 
Corporation 

Mercury  Center  is  the  first  newspaper  with  its  complete  editorial  content  and  classified  ads  online. 

The  Home  Depot 

Sun  Microsystems,  Inc. 

Touch-screen  computers  guide  potential  employees  through  the  application  process  and  forward  data  to 
managers'  workstations. 

Education  &  Academia 

Department  of  Molecular 
Biotechnology,  University  of 
Washington 

Oracle  Corporation 

Cellworks  Project:  A  Java-based  application  used  in  biology  gathers  data  from  the  whole  range  of 
incompatible  formats  and  presents  them  to  the  users  in  a  consistent  format. 

General  Motors  and  The  United 

States  Department  of  Energy 

EDS 

f 

Sunrayce'97-College  teams  integrate  information  technology,  energy  management  and  the  excitement  of 
car  racing  in  the  nation's  premier  sun-powered  car  rally. 

Globatink.  Inc, 

Intel  Corporation  jffym  ,  • 

Automated  language  translation  technology  translates  text  or  Web  copy  into  a  different  language. 

JASON  Foundation  forTducation 

Sprint 

JASON  Project  allows  students  to  control  the  equipment  utilized  for  scientific  investigators  from  their 
classrooms. 

Survivors  of  the  Shoah  Visual 

History  Foundation  |§|, 

EMC  Corporation/Andersen 
Consulting  LLP 

A  150-terabyte  Digital  Library  System  provides  interactive  access  to  100,000  hours  of  video  eyewitness 
testimonies  of  Holocaust  survivors. 

Environment,  Energy,  &  Agriculture 

Australian  Koala  Foundation 

Hewlett-Packard  Company 

Koala  Habitat  Atlas  pinpoints  the  specific  tree  species  and  areas  of  habitat  that  koalas  need  to  survive  in 
sthe  wild. 

GM  Worldwide  Facilities  Group, 
Utilities  Services,  Energy  Efficiency, 
Systems  S  Reporting 

EDS 

/'  General  Motors'  Strategic  Energy  Management  System  (EMS)  manages  peak  electrical  demand,  allowing 
plants  to  shut  off  groups  of  devices,  minimizing  costs  while  assuring  vital  services  such  as  airflow  and 
arc  welding. 

Los  Alamos  National  Laboratory, 
Amoco  and  PGS  Tigress 

Silicon  Graphics 

Falcon:  Breakthrough  Software  for  Simulating  Oil  Reservoirs  allows  detailed  understanding  of 
multibillion-barrel  reservoirs. 

Quaker  State  Corporation 

Microsoft  Corporation 

COMP  Results  Distribution  System  gives  fleet  operators  in  20  countries  immediate  availability  of  engine 
oil  lab  tests  over  the  Internet. 

SAIC 

Price  Waterhouse 

Intelligent  Control  of  Building  Energy  Systems  predicts  the  future  energy  needs  of  a  building. 

U.S.  Environmental  Protection  Agency  Oracle  Corporation 

Envirofacts  Warehouse  on  the  Internet  provides  environmental  information  on  more  than  a  million  sites 
handling  or  discharging  potentially  harmful  substances. 

Finance,  Insurance  &  Real  Estate 

Blue  Shield  of  California 

Deioitte  &  Touche  LLP 

Improving  Health  Through  Information  Access  supports  tailored  health  care  plans  for  particular 
employers  and  allows  data  sharing  among  physicians,  pharmacists,  and  managers. 

Fannie  Mae  and  Finet  Holdings 
Corporation 

3Com  Corporation 

Internet-Enabled  Homeownership  lets  consumers  use  the  Internet  to  gather  home  buying  information, 
complete  a  mortgage  application  and  receive  online  loan  approval  from  a  participating  lender. 

SAIC  Electronic  Commerce  Rapid 
Applications  Development 

Laboratory 

Price  Waterhouse 

CATEX  &  The  Complex  Instrument  Trading  Engine  (CITE)  extends  the  benefits  of  online  commerce  from 
simple  non-negotiable  instruments  like  stocks  to  complex  insurance  contracts. 

The  Prudential  Real  Estate 

Affiliates,  Inc. 

Acer  America  Corporation 

Affiliate  Technology  Solutions  provides  its  real  estate  services  network  with  unprecedented  access  to  a 
completely  integrated  communications  and  technology  platform. 

Walt  Disney  Imagineering 

AT&T  Corporation 

Celebration  uses  pre-wired  connections  to  every  home  in  the  community  to  support  a  private  intranet. 

Government  &  Non-Profit  Organizations 

Focus:  HOPE 

EDS 

Center  for  Advanced  Technologies  prepares  minority  men  and  women  to  be  manufacturing  engineers. 

Impact  Online 

America  Online,  Inc. 

Volunteer  Match  connects  people  with  organizations  that  need  volunteers. 

Government  &  Non-Profit  Organizations  (continued) 


Newhall  Municipal  Court 

Information  Builders,  Inc. 

WebCourt  provides  detailed  court  case  information  via  the  Internet,  allowing  interested  parties  to  get 
case-specific  information  without  going  to  the  courthouse  or  writing  or  telephoning  the  court. 

Thailand's  National  Science  and 
Technology  Development  Agency 
(NSTDA) 

Netscape  Communications 

Corporation 

NSTDA  INTRANET:  Strengthening  Thailand's  Technological  Infrastructure  enhances  research  efforts  that 
are  integral  to  Thailand's  economic  and  social  development. 

World  Economic  Forum 

Novell,  Inc. 

Event  Information  System  facilitates  global,  personalized,  knowledge-generating  interaction. 

Manufacturing 

CADCENTRE  Ltd.  and  Process 

Systems  Enterprise  Ltd. 

Silicon  Graphics 

Virtual  Plant  lets  engineers  see  how  a  new  factory  will  perform  before  it  is  built. 

Delphi  Energy  &  Engine  Management 
Systems 

EDS 

Universal  Test  Stand  (UTS)  totally  automates  ignition  product  testing,  compressing  years  of  normal  use 
into  a  few  weeks. 

Fujitsu  Microelectronics  Inc./ 

Gresham  Manufacturing  Division 

EDS 

Equipment  Automation  System  (EAS)  supports  round-the-clock  operation  and  minimizes  downtime  of  a 
billion-dollar  facility. 

Genentech,  Inc. 

Microsoft  Corporation 

Final  Purification  Expansion  expedites  critical  steps  in  the  manufacturing  of  new  drugs. 

Pfizer,  Inc. 

Microsoft  Corporation 

Manufacturing  Execution  System  Project  translates  each  order  into  a  manufacturing  plan  based  on  the 
real-time  status  of  key  manufacturing  processes. 

Media,  Arts,  &  Entertainment 

Advanced  Television  Technology 
Center 

Matsushita  Electric  Corporation  of 
America/Panasonic  Communications 

S  Systems  Company 

Digital  Television  Testing  confirmed  the  validity  of  digital  broadcasting  and  laid  out  the  road  map  for 
upgrading  America's  television  facilities. 

CNN  Interactive 

Oracle  Corporation 

CNN  Custom  News  categorizes  news  stories  in  real-time,  then  delivers  them  only  to  online  customers  who 
have  indicated  an  interest  in  the  specific  subject. 

Jet  Propulsion  Laboratory 

Silicon  Graphics 

Mars  Pathfinder  Mission  Web  Site  supported  the  delivery  of  near  real-time  images  of  Mars  under  a  load  of 
over  500  million  hits  the  first  month. 

National  Geographic  Interactive 

Intel  Corporation 

The  Complete  National  Geographic  CD-ROMs  provide  a  searchable  reference  of  all  108  years  of  magazines. 

P.S.  41  (Brooklyn,  NY) 

Matsushita  Electric  Corporation  of 
America/Panasonic  Communications 
&  Systems  Company 

Kid  Witness  News,  with  complete  video  production  studios  in  inner  city  elementary  and  junior  high 
schools,  teaches  teamwork,  leadership,  and  communications  skills,  and  raises  self-esteem  and  academic 
performance. 

Medicine 

Biomedical  Research  Foundation  of 
Northwest  Louisiana 

Computer  Motion,  Inc. 

Scibermed  Virtual  Institute™  extends  the  results  of  a  1995  national  health-care  planning  exercise  into  a 
living  resource. 

Carondelet  Health 

Sprint 

CarondeletNet  provides  cost-effective  access  to  hospital  data  from  doctor's  offices  and  homes. 

Center  for  Emerging  Cardiovascular 
Technologies 

Silicon  Graphics 

Three  Dimensional  Visualization  of  the  Heart  supports  interactive  volume  renderings  of  heart's 
movement  in  three  dimensions. 

Jacobi  Medical  Center 

Data  General  Corporation 

Integration  of  New  Technologies  to  Improve  Patient  Care  transmits  prescriptions  directly  to  a  pharmacy 
robot  that  dispenses  the  exact  dosage  and  packages  it  for  immediate  delivery  to  the  patient. 

Maimonides  Medical  Center 

Unisys  Corporation 

Integrated  Health  Care  Delivery  Solution  empowers  all  health  care  service  team  members  with  the 
information  they  need,  when  and  where  they  need  it. 

MIOS,  Inc. 

Sybase,  Inc. 

Disease  Manager  Plus  supports  of  the  attending  physician  at  the  moment  of  individual  patient-specific 
clinical  decisions. 

Science 
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Cyberlab,  Inc. 

Price  Waterhouse 

Computerized  Robotic  Workstation  for  Drug  Discovery  Research  controls  the  protein  crystal  growing 
process,  increasing  their  availability  in  the  critical  step  in  modern  drug  discovery.Nathan  P.  Myhrvold  and 

Philip  Currie 

Ernst  S  Young  LLP 

Cyberpaleontology-Supersonic  Sauropods  confirms  through  biomechanical  simulation  of  Jurassic 
dinosaur  tails  that  their  tips,  like  the  end  of  a  whip,  could  move  faster  than  the  speed  of  sound,  creating 
sonic  booms  that  were  probably  used  for  communication  and  mating. 

University  of  California,  Berkeley’s 
Search  for  Extraterrestrial 

Intelligence  (SETI)  Program 

Toshiba  America  Information 

Systems,  Inc. 

Search  for  Extraterrestrial  Radio  Emissions  from  Nearby  Developed  Intelligent  Populations  (SERENDIP) 
Project  uses  specialized  circuitry,  matching  the  processing  speeds  of  200  supercomputers,  to  search  168 
million  channels  of  astronomical  data  simultaneously  in  the  search  for  extraterrestrial  life  (SETI). 

University  of  Michigan 

Sun  Microsystems,  Inc. 

The  Upper  Atmospheric  Research  Collaboratory  (UARC)  allows  space  scientists  to  collaborate  over  the 
Internet  on  monitoring  and  modeling  solar  activity. 

University  of  Utah 

Silicon  Graphics 

An  Integrated  Problem  Solving  Environment:  Applications  in  Computational  Medicine  provides  integrated 
modeling,  simulation,  and  visualization  of  human  anatomy  and  biology,  enabling  significant  breakthroughs 
in  cardiology  and  neuroscience. 

Transportation 

Clark  County  Department  of  Aviation 

EDS 

Clark  County  McCarran  International  Airport  (Las  Vegas)  Integrated  Airport  Information  System  provides 
a  common  look  and  feel  to  airport  applications  and  supports  facilities  usage  throughout  the  airport. 

Norfolk  Southern  Corporation 

Platinum  Technology,  Inc. 

Strategic  Intermodel  Management  System  captures  incoming  truck  data  to  create  loading  plans  for  track- 
side  cranes. 

Port  CommunITy  Rotterdam 

Oracle  Corporation 

Cargo  Card  embeds  a  digital  handprint  to  identify  truck  drivers  as  they  enter  and  leave  the  port. 

SAIC-Science  Applications 
International  Corporation 

Price  Waterhouse 

The  Vehicle  and  Cargo  Inspection  System  (VACIS)  processes  gamma  ray  images,  allowing  freight  train 
cars  traveling  at  full  speed  to  be  inspected  for  drugs  or  stolen  automobiles. 

The  Commander,  Naval  Surface  Force, 
U.S.  Atlantic  Fleet  (COMNAVSURFLANT; 

Microsoft  Corporation 

1 

SmartShip  reduces  ship  staffing  requirements  and  allows  sailors  to  do  more  of  their  training  aboard  ship 
instead  of  in  classrooms  ashore. 

Computerworld  Smithsonian  Awards 

1998  Clucpniiotf  CoMmttce 
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The  initiative  to  collect  and  record  the  history  of  information  technology  is  sustained  and  supported  by 
the  personal  involvement  of  the  leaders  of  the  largest  and  most  influential  companies  in  the  IT  industry. 

the  leadership  of  Patrick  J.  McGovern,  Chairman  of  International  Data  Group,  members  of  the 
Chairmens  Committee  nominate  innovators  of  information  technology  who,  in  their  personal  opinion, 
merit  recognition  for  the  quality  and  impact  of  their  work  and  inclusion  in  the  Smithsonian  Institutions 
National  (SpUection  of  the  History  of  Information  Technology. 

The  involvement  and  commitment  of  the  individual  members  of  the  Chairmens  Committee  has 
been  essential  to  the  growth  of  the  Computerworld  Smithsonian  Innovation  Collection.  The  quality  of 
the  applications  selected  for  inclusion  in  the  Collection  is  testimony  to  the  seriousness  with  which  the 
Chairmen  carry  out  this  important- research  function. 


Chairmen's  Committee 

trie  A.  Benhamou.  3Com  Corporati 
.  Max  Wu,  Acer  America  Corporation 
,<4ohn  Warnock,  Adobe  Systems  Incorporah 
Jo  Sanders,  III,  Advanced  Micro  Devices,  In 
David  Wright,  Amdahl  Corporation 
Stephen  M.  Case,  America  Online  Incorpora 
Richard  Notebaert,  Ameritech 
George  T.  Shaheen,  Andersen  Consult 
Steven  P.  Jobs,  Apple  Computer,  Inc. 

Charles  R.  LaMantia,  Arthur  D.  Little,  Inc. 

C.  Michaei  Armstrong,  AT&T  Corporation 
David  House,  Bay  Networks,  Inc. 

Raymond  W.  Smith,  Bell  Atlantic  Corporation 
George  H.  Heilmeif 

F.  Duane  Ackerman,  BellSouth  Corporation 
Max  P.  Watson,  Jr.,  BMC  Software,  Inc. 

i  f.  Stasioi 
Donald  Zereski 
Systems  Inc 
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Total  cost  of  ownership 
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MTlores 


Corporate  managers  hope 
to  cut  their  total  cost  of 
ownership  by  standardizing 
on  Windows  NT  and  using 
NT  tools  to  lock  down  the 
desktop,  according  to  a 
Computerworld  survey 


with 


BY  AMY  MALLOY 


Next  week,  Microsoft  Corp.  is 
scheduled  to  release  Win¬ 
dows  98,  and  one  key  mar¬ 
keting  pitch  is  sure  to  be 
how  it  can  lower  a  corporation’s  cost 
of  ownership  for  PCs.  Yet  when  it 
comes  to  managing  costs,  it  is  Win¬ 
dows  NT  that  has  the  attention  of 
corporate  managers,  not  Windows 
98,  thin  clients,  Unix  or  Novell, 
Inc.’s  NetWare. 

In  a  recent  Computerworld  survey, 
only  about  5%  of  102  corporate 
managers  answered  “Windows  98” 
when  asked  which  operating  envi¬ 
ronments  will  provide  the  greatest 
cost  benefit  over  the  next  year.  Com¬ 
pare  that  with  the  41%  of  managers 
who  cited  Windows  NT  Workstation 
and  45%  who  answered  Windows 
NT  Server. 

Corporations  are  banking  on  NT, 


even  though  NT  5.0  —  which  car¬ 
ries  promises  of  helping  with  total 
cost  of  ownership  (TCO)  —  won’t  be 
available  for  at  least  a  year,  and  Win¬ 
dows  98  is  here. 

NT’s  selling  point  for  corpora¬ 
tions  is  simple:  standards.  Compa¬ 
nies  say  standardizing  on  a  platform 
reduces  cost,  and  many  say  they  are 
standardizing  on  NT  4.0  at  both 
the  server  and  the  desktop.  NT 
also  packs  the  tools  to  lock  down 
users’  desktop  machines,  which 
means  cost  savings  for  information 
systems  groups,  the  surveyed  man¬ 
agers  said. 

“NT  is  a  likely  candidate  to  stan¬ 
dardize  on  because  it  is  both  an  ap¬ 
plication  platform  and  a  network  op¬ 
erating  system,”  says  Bill  Kirwin, 
vice  president  and  research  director 
at  Gartner  Group,  Inc.  in  Stamford, 


Conn.  He  points  out  that  NetWare  is 
a  very  good  network  operating  sys¬ 
tem,  but  it  doesn’t  provide  an  appli¬ 
cation  server-type  platform.  So,  com¬ 
panies  have  to  use  NT,  OS/2  or 
Unix,  which  create  a  more  complex 
environment. 

To  determine  how  companies  are 
cutting  costs  and  to  find  out  where 
costs  are  rising,  Computerworld  In¬ 
formation  Management  Group  sur¬ 
veyed  102  corporate  IS  managers  re¬ 
sponsible  for  at  least  250  desktops 
and  laptops.  We  then  conducted 
more  in-depth  interviews  with  20  of 
those  respondents  to  explore  the 
reasons  behind  their  answers. 

Many  respondents  said  they  think 
NT  Workstation  helps  decrease  costs 
because  it  allows  them  to  lock  down 
desktop  machines,  which  prohibits 
NT  lures  IT,  page  78 


[-HIGHLIGHTS: - 

•  Companies  are  standardizing  on 
Windows  NT  Workstation  and  NT  Server 
in  hopes  of  reducing  total  cost  of  own¬ 
ership  (TCO). 

•  The  majority  of  respondents  say  thin 
clients  are  ineffective  at  reducing  TCO 
but  would  consider  using  them  for  spe¬ 
cific  applications. 

•  Software  distribution  tools  and  soft¬ 
ware  management  tools  do  cut  down  on 
support  staff  costs. 

•  Implementing  and  enforcing  standards 
were  the  most  freguently  mentioned 
ways  companies  are  reducing  costs. 
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CONTINUED  FROM  PAGE  77 

users  from  changing  the  appli¬ 
cations  and  configuration  of 
their  systems.  That’s  done  by 
using  the  built-in  registry  to 
manage  end-user  privileges, 
which  cuts  down  on  help  desk 
calls.  But  analysts  point  out  that 
you  can  do  that  with  Windows 
95  and  Windows  98. 

Other  managers  said  the  fact  that  NT  Worksta¬ 
tion  and  NT  Server  share  a  common  interface  sim¬ 
plifies  the  job  for  support  staff.  And  that  cuts  costs. 

Then  there  are  those  who  said  NT  won’t  de¬ 
crease  costs  over  the  next  year.  And  pressure  from 
the  press,  Microsoft,  analysts  and  peers  is  pushing 
them  to  NT. 

“I  feel  forced  to  increase  our  use  of  NT  because 
of  pressure  from  the  industry,”  says  John  Sage, 
manager  of  technical  support  at  the  Advanced 
Financial  Services  Division  of  Aegon  USA,  Inc.  in 
Largo,  Fla.  He  says  he  will  do  it,  but  he  is  also 
making  a  strong  commitment  to  NetWare  5.0.  Sage 
says  he  likes  NetWare’s  ease  of  administration,  file- 


and-print  services  and  performance,  and  he  looks 
forward  to  the  improvements  in  those  areas  that 
he’s  heard  will  be  in  NetWare  5.0. 

For  many  of  those  begrudgingly  moving  to  NT 
Server  and  NT  Workstation,  the  immediate  cost  to 
upgrade  —  new  hardware  and  training  costs  —  not 
only  wipes  out  any  savings  from  a  common  inter¬ 
face  and  management  features,  but  it  also  over¬ 
shadows  any  potential  long-term  cost  savings. 

NT  5.0 

Surprisingly,  of  those  who  said  NT  will  save  them 
money,  few  managers  cited  the  pending  release  of 
NT  5.0  as  the  reason.  Respondents  said  they  felt 
that  NT  5.0  was  too  far  off  to  make  that  kind  of 
judgment.  “In  my  way  of  thinking,  a  product  does 
not  exist  until  it  is  in  my  hand,”  says  Clifford  Mar¬ 
tin,  IS  manager  at  Matsushita  Battery  Industrial 
Corporation  of  America  in  Columbus,  Ga. 

It  will  be  at  least  a  year  or  two  after  the  release  of 
NT  5.0  before  ABB  Power  T  &  D  Co.  in  Raleigh, 
N.C.,  upgrades,  says  Monty  Gay,  manager  of  IS. 
“With  30  million  lines  of  code,  I  can  only  imagine 


STANDARDS 


Standards  hold  the  key  on  costs 


Survey  respondents 

said  that  to  reduce  to¬ 
tal  cost  of  ownership, 
you  have  to  say  no  to  un¬ 
necessary  software  and 
hardware  and  yes  to  stan¬ 
dard  configurations. 

And  that’s  what  many 
of  the  22  of  102  survey  re¬ 
spondents  who  have  cut 
costs  are  doing. 

And  many  of  the  60  of 
survey  respondents  who 
said  their  total  cost  has  in¬ 
creased  in  the  last  two 
years  are  also  looking  to 
standards  to  trim  costs. 

The  reasons:  With  stan¬ 
dards  in  place,  technical 
support  staffs  don’t  find 
themselves  bogged  down 


with  unfamiliar  service 
problems,  it  takes  less 
time  to  get  PCs  up  and 
running  and  the  entire 
systems  environment  is 
more  stable  and  reliable. 

Before  establishing  in¬ 
ternal  standards,  the 
Louisville,  Ky.,  law  firm 
Wyatt,  Tarrant  &  Combs 
couldn’t  turn  away  any 
support  requests,  says 
Douglas  Barker,  network 
support  supervisor.  Now  it 
can.  The  firm  won’t  han¬ 
dle  support  problems 
caused  by  unapproved 
software.  “We  are  not  hav¬ 
ing  to  learn  things  on  the 
spot  anymore,”  he  says. 

Standards  also  help 


save  time  during  PC  im¬ 
plementations.  Bellcore, 
Inc.  has  come  up  with 
standard  configurations; 
other  than  the  addition 
of  memory,  no  changes 
can  be  made  to  a  con¬ 
figuration. 

It  used  to  take  a  week 
or  two  to  get  a  PC  up  and 
running,  says  Larry  Harri¬ 
son,  lead  systems  architect 
at  Bellcore  in  Piscataway, 
N.J.  Now,  it’s  just  a  matter 
of  plugging  in  a  desktop 
and  connecting  it  to  the 
server.  “Everything  else  is 
done,  so  it  is  a  slam 
dunk,”  he  says. 

EARLY  SAVINGS 

Cost  savings  from  stan¬ 
dards  can  take  place  be¬ 
fore  the  PC  even  comes 
through  the  door.  Stan¬ 
dard  configurations  — 
five  desktops  and  two  lap¬ 
tops  —  reduce  costs  for 
First  Data  Merchant  Ser¬ 
vices  in  Melville,  N.Y., 
starting  with  the  manufac¬ 
turer. 

“We  are  able  to  nego¬ 
tiate  with  manufacturers 


to  give  us  a  good  price 
based  on  the  configu¬ 
rations,”  says  Bill  O’Con¬ 
nell,  vice  president  of  data 
systems. 

“Standardization  is  a 
big  area  where  you  can 
cut  costs,”  says  Jill  Bal- 
dassi,  an  information  sys¬ 
tems  officer  at  Ridgewood 
Savings  Bank  in  Ridge¬ 
wood,  N.Y.  The  bank  has 
standard  PC  and  server 
configurations,  which 
make  it  easier  to  deploy 
applications,  Baldassi  says. 
“You  don’t  need  50  differ¬ 
ent  versions  of  a  desktop 
suite  to  handle  50  differ¬ 
ent  operating  systems  for 
you,”  she  says. 

Gartner  Group,  Inc. 
calls  standardization  a 
first-tier  strategy.  “It  is  a 
strategy  that  enables  other 
strategies,”  says  Bill  Kir- 
win,  vice  president  and  re¬ 
search  director.  With  stan¬ 
dards,  the  environment 
will  be  stable  enough  to 
handle  critical  applications 
such  as  SAP  or  Baan  as 
well  as  systems  manage¬ 
ment  tools.  □ 


The  majority  of  respondents  said  total  cost  of 


ownership  has  risen  in  two  years 

TCO 

Number 
of  resDondents 

Increased 

6o 

Decreased 

22 

Remained  the  same 

20 

Base 

102 

the  problems  that  NT  5.0  is  going  to  have  right  out 
of  the  gate,”  he  says. 

Citizens  National  Bank  of  Evansville  isn’t  hold¬ 
ing  out  for  NT  5.0,  either,  says  Tim  Colvin,  Internet 
and  network  manager  at  the  Indiana  bank.  He’s 
going  to  roll  out  a  brand-new  wide-area  network 
over  four  states,  and  it  will  be  NT  4.0.  He  doesn’t 
want  to  wait. 

Analysts  say  that  even  if  NT  5.0  ships  in  the  first 
half  of  1999,  users  won’t  start  seeing  widespread 
adoption  of  5.0  until  after  2000.  But  when  it 
arrives,  it  will  offer  a  server-enforced  way  of  con¬ 
trolling  the  desktop  through  a  feature  set  called 
Zero  Administration  for  Windows,  which  will  help 
cut  costs. 

STANDARDS 

In  the  survey,  one  of  the  most  frequently  men¬ 
tioned  causes  of  increased  costs  was  application 
and  environment  complexity.  The  most  frequently 
mentioned  way  to  reduce  costs  was  implementing 
standards. 

Standardizing  on  NT  simplifies  life  for  Gay.  NT 


— FACTOIDS - 

Of  the  60  respondents  who  said 
costs  have  increased,  one 
quarter  said  the  increase  is 
between  1%  and  10%,  and  one- 
third  said  the  increase  is 
between  11%  and  20%. 


Nine  respondents  said  TCO  has 
increased  by  more  than  40% 
at  their  organizations. 


Of  the  22  respondents  who  said 
their  TCO  has  decreased,  no 
one  has  lowered  it  more  than 
30%.  Seven  respondents  said  it 
has  dropped  between  1%  and 
10%.  Seven  said  it  is  down 
between  11%  and  20%,  and  six 
said  they  have  saved  between 
21%  and  30%.  Two  didn't  know 
the  amount  they've  saved. 


Forty-one  of  60  respondents 
with  TCO  increases  said  they  are 

"concerned"  to  "very  con¬ 
cerned"  about  the  increases. 


Source  CompulerwoHd  survey 
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makes  up  98%  of  his  operating  systems;  he’s 
moved  away  from  NetWare.  His  support  staff 
works  with  the  same  interface  on  the  workstation 
and  server,  which  makes  troubleshooting  easier. 

“Basically,  we  are  jumping  in  bed  with  Microsoft, 
just  like  everybody  else,”  Colvin  says.  The  bank  is 
getting  rid  of  Lotus  Development  Corp.’s  Smart- 
Suite  and  Corel  Corp.’s  Quattro  Pro,  but  the 
biggest  change  is  its  removal  of  Novell,  Inc.’s 
GroupWise  and  Lotus’  Cc:Mail.  That’s  being  done 
to  reduce  the  number  of  vendors  and  software 
packages,  Colvin  explains. 

Colvin  is  going  to  standardize  his  desktops  on 
Microsoft  products,  such  as  Exchange,  NT  and 
Windows  95.  He  says  he  can  cut  costs  by  locking 
down  his  NT  workstations  and  Windows  95  desk¬ 
tops.  The  company  also  hopes  to  cut  costs  by 
installing  a  Microsoft  Systems  Management 
Server  on  NT  for  remote  control,  Colvin  says.  The 
bank  hasn’t  used  any  software  management 
tools  before. 

CONTROL  AND  COSTS 

First  Data  Merchant  Services  also  is  turning  to  NT 
to  decrease  costs.  The  reason  is  the  ability  to  exer¬ 
cise  more  control  over  the  desktop,  says  Bill  O’¬ 
Connell,  vice  president  of  the  unit  of  First  Data 
Corp.  in  Melville,  N.Y.  “It  is  our  belief  that  the 


more  the  user  can  change  the  desktop,  the  more 
costs  will  go  up.  The  way  to  bring  costs  down  is  to 
control  their  ability  to  change  things,”  he  says. 

Moving  to  a  new  platform  is  expensive.  There  are 
hardware,  training  and  software  costs.  For  many  of 
the  respondents,  NT  is  an  expensive  proposition, 
and  long-term  savings  don’t  mean  much  right  now. 
They  also  question  NT's  scalability  and  security, 
saying  problems  in  any  of  those  areas  cost  money. 
But  industry  pressure  is  leading  them  to  NT. 

Martin  says  NT  won’t  lower  his  TCO  during  the 
next  year.  Martin’s  training  costs  have  gone  up, 
and  he  had  to  purchase  higher-powered  hardware 
and  upgrade  application  software  to  make  use  of 
NT.  He  says  the  only  area  in  which  there  might  be 
some  lower  cost  is  on  the  workstations.  “I  can  de¬ 
crease  end-user  tinkering,  which  in  turn  decreases 
help  desk  calls,”  he  says. 

Sage  says  NT  on  the  server  is  increasing  his 
costs  because  its  scalability  isn’t  comparable  to  Net¬ 
Ware’s.  He  says  to  deploy  the  same  number  of 
users  on  NT  as  NetWare  would  require  more 
servers. 

Another  user  fears  NT’s  security  could  end  up 
costing  him.  “We  don’t  think  NT’s  security  is 
nearly  as  good  [as  NetWare’s].  That,  by  itself,  has 
the  potential  to  raise  the  cost  of  ownership  beyond 
any  fathomable  number  for  NT,”  says  Douglas 


Windows  NT  stands  out  as  the  operating  sys¬ 
tem  users  said  will  lower  TCO.  When  asked 
which  operating  environments  they  expect  will 
provide  the  greatest  cost  benefit  in  the  next  year, 
respondents  said  the  following: 

Operating  Percentage  of 

system_ respondents 


Windows  NT  Server 

45% 

Windows  NT  Workstation 

41% 

Windows  95 

24% 

NetWare 

15% 

Windows  98 

5% 

Source:  Computerworld  survey  of  102  IS  managers 

Barker,  network  support  supervisor  at  Wyatt,  Tar¬ 
rant  &  Combs,  a  Louisville,  Ky.,  law  firm. 

Kirwin  stresses  that  NT  may  not  cost  less  than 
other  platforms;  it  is  standardizing  on  a  common 
technology  that  reduces  costs.  Mixed  environments 
are  more  complex  to  manage,  he  says.  □ 

Malloy  is  project  editor  for  Computerworld  Magazines 
Group. 


Don't  bank  on  thin  client  savings 


Contrary  to  popular 
opinion,  thin  clients 
don’t  hold  great 
promise  in  cost  cutting,  at 
least  according  to  the  102 
IT  managers  surveyed  by 
Computerworld. 

Only  two  survey  respon¬ 
dents  said  they  believe 
thin  clients  are  very 
effective  at  reducing 
their  overall  cost  of  owner¬ 
ship.  When  asked  to  rank 
thin  clients  on  a  1  (very  in¬ 
effective)  to  5  (very  effec¬ 
tive)  scale,  respondents 
gave  an  average 
rating  of  2.24.  Compare 
that  with  a  3.37  rating  for 
systems  management 
tools. 

In  follow-up  interviews 
with  20  respondents,  most 
said  they  understand  the 
appeal  of  thin  clients  but 
only  for  very  specific  appli¬ 
cations. 

Although  he  has  no 


plans  to  use  thin  clients, 
Stephen  Kowalchuk,  infor¬ 
mation  systems  special 
project  manager  at  Dia- 
monex  Performance  Prod¬ 
ucts,  a  unit  of  Monsanto 
Co.  in  Allentown,  Pa.,  says 


Thin  clients  score 
low  on  effective¬ 
ness  at  reducing 
total  cost  of  owner¬ 
ship.  Respondents 
gave  thin  clients  a 
mean  rating  of 
2.24  on  a  scale 
where  1  is  very 
ineffective  and  5  is 
very  effective. 


using  thin  clients  for  shop 
floor  work  would  be  cost- 
effective  because  limited 


functionality  is  required. 

What  Kowalchuk  and 
other  respondents  said 
they  won’t  consider  is 
widespread  use  of  thin 
clients  as  desktop  replace¬ 
ments.  Users’  complaints, 
support  issues  and  lack  of 
thin-client  applications 
were  the  key  barriers  cit¬ 
ed. 

IT  managers  say  they 
don’t  think  that  thin 
clients,  whether  they  are 
NetPCs,  Windows-based 
terminals  or  Java  network 
computers,  will 

replace  the  desktop.  They 
just  aren’t  cost- 
effective,  the  managers 
say. 

Based  on  the  pricing 
seen  by  Larry  Harrison, 
lead  systems  architect  at 
Bellcore,  Inc.  in  Piscat- 
away,  N.J.,  when  you  fully 
configure  network  com¬ 
puters  to  operate  effective¬ 


ly,  they  are  a  dollar-for-dol- 
lar  match  with  a  PC. 

“A  [network  computer] 
should  cost  half  of  what  a 
PC  costs  and  offer  the 
same  capabilities,”  Harri¬ 
son  says.  Otherwise,  it’s 
impossible  to  justify  them 
to  users,  he  says. 

“I  just  think  that  the 
efficiencies  you  gain  at  the 
client  end  are  lost  at  the 
server  end,”  says  Ron 
Hindt,  manager  of  IS  at 
St.  Alexius  Medical  Center 
in  Bismarck,  N.D.  With  a 
thin-client  strategy,  he 
would  need  a  more  power¬ 
ful  server,  so  his  costs 
would  be  transferred  from 
the  desktop  to  the  server, 
he  says. 

“Real  cost  savings  come 
from  a  well-managed  over¬ 
all  environment,”  says 
Jack  Gold,  senior  program 
director  at  Meta  Group, 
Inc.  in  Stamford,  Conn.D 


— FACTOIDS - 

Savings  from  a  managed 
PC  (18%)  are  not  far  off  from 
the  savings  from  some  of  the 
network  computer  devices  -  Win¬ 
dows  terminals  (22%)  and  NetPC 
using  Zero  Administration  for 
Windows  (21%).  In  2000,  savings 
are  projected  to  increase  with 
Zero  Administration  for  Windows. 
A  NetPC  running  Zero  Adminis¬ 
tration  will  save  a  company  25%. 


Through  1999,  70%  of  net¬ 
work  computers  deployed  will 
be  used  to  replace  terminals, 
to  provide  computing  devices  to 
users  without  a  device  and  to 
replace  older  PCs  that  primarily 
perform  terminal  emulation. 


Network  computers  won't 
replace  PCs;  rather,  network 
computers  and  PCs  will 
coexist  in  the  enterprise  for  at 
least  the  next  five  years. 

Because  of  compelling  cost/ 
benefit  factors,  shipments  of  net¬ 
work  computer-type  devices  will 
total  20%  of  all  desktop  units  by 
2002. 


NT  lures  IT,  page  80 


Source:  Gartner  Group,  Inc..  Stamford.  Conn. 
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ADVICE 

TCO  tips  from  the  field 


So  lowering  total  cost  of 
ownership  (TCO)  is  im¬ 
portant.  But  how  do  you 
do  it?  Survey  respondents  and 
analysts  offered  their  opinions. 

END-USER  TRAINING 

Give  users  access  to  training 
materials.  Just-in-time  training 
on  an  Ncube  video 


server 


What  drives  up  TCO? 

(Most  frequently  mentioned  factors) 

1.  Complexity  of  applications 

2.  Time  and  cost  of  support  staff 

3.  Cost  of  upgrades 

4.  Lack  of  internal  standards 

5.  Hardware  and  software  costs 


How  to  trim  TCO? 

(Most  frequently  mentioned  tactics) 

1.  Standardize  on  a  platform 

2.  Purchase  less  expensive 
hardware 

3.  Provide  end-user  training 

4.  Use  management  tools 

Source:  Computaworfd  survey  of  102  IS  managers 


is  in  the  pilot  stage  at  Aegon 
USA,  Inc’s  advanced  financial 
services  division  in  Largo, 
Fla.  Its  purpose:  Employees 
won’t  have  to  rely  on  the  help 
desk  or  leave  the  office 
for  training,  and  they  will 
be  able  to  get  training  when¬ 
ever  they  need  it,  says  John 
Sage,  manager  of  technical 
support. 

“There  should  be  a  formal¬ 
ized  structure  in  place  to  en¬ 
force  training.  When  a  new  en¬ 
vironment  is  rolled  out,  the 
number  of  support  calls  goes 
up  for  nontrained  staff  by  at 
least  50%  for  the  first  two  or 
three  months.  [Properly]  train¬ 
ing  the  end  user  can  probably 
cut  that  in  half,”  says  Jack 
Gold,  senior  program  director 
at  Meta  Group,  Inc.  in  Stam¬ 
ford,  Conn. 

Use  just-in-time  training, 
which  lets  users  receive  train¬ 
ing  at  the  desktop  as  they  need 
it,  says  Bill  Kirwin,  vice  presi¬ 
dent  at  Gartner  Group,  Inc.  He 
estimates  that  up  to  30%  of 
help  desk  calls  are  training 
questions.  Intranets  and 
CD  multimedia  training  mod¬ 
ules  are  core  components.  “If 
you  don’t  train  your  end  users, 
it  does  not  make  any  differ¬ 
ence  if  you  have  Star  Trek  tech¬ 
nology.  It  is  going  to  be  ex¬ 
pensive,”  he  says. 


HELP  DESK 

Give  users  centralized  access 
to  the  help  desk.  “We  recently 
implemented  a  help  desk,  so 
we  have  one  number  for  peo¬ 
ple  to  call,”  says  Tim  Colvin, 
Internet  and  network  manager 
at  Citizens  National  Bank  of 
Evansville  in  Indiana.  Prior  to 
setting  up  one  number,  end 
users  got  bounced  from  person 
to  person. 

Create  a  knowledge  base  of 
common  problems.  “If  you  can 
take  an  entry-level  person  and 
give  him  a  repository  of  known 
problems  and  solutions,  you 
can  make  him  more  effective,” 
says  Bill  O’Connell,  vice  presi¬ 
dent  of  data  systems  at  First 
Data  Merchant  Services  in 
Melville,  N.Y. 

BUSINESS  NEED 

Make  sure  you  can  justify 
upgrades.  “We  don’t  upgrade 
until  it  is  strategically  impor¬ 
tant  for  us  to  do  so,”  says  Clif¬ 
ford  Martin,  information  sys¬ 
tems  manager  at  Matsushita 
Battery  Industrial  Corporation 
of  America  in  Columbus,  Ga. 

Don’t  upgrade  until  it  is  nec¬ 
essary.  “It  is  wonderful  to  have 
gold-plated  tools,  but  it  makes 
no  sense  to  have  them  if  they 
do  not  add  value,”  says 
Stephen  Kowalchuk,  IS  special 
project  manager  at  Diamonex 


Performance  Products,  a  unit 
of  Monsanto  Co.  in  Allentown, 
Pa.  If  his  business  needs  re¬ 
main  flat,  he  doesn’t  believe  in 
upgrading  to  new  technology. 
He  says  that  to  keep  costs 
down,  IT  needs  to  be  aligned 
with  business  goals. 

CENTRALIZE/SIMPLIFY 

Shift  operations  from  the  desk¬ 
top  to  the  server  —  server- 
centridty.  Some  ways  to  do  that: 
Set  up  the  server  to  automati¬ 
cally  back  up  data  rather  than 
having  end  users  do  it  on  their 
own  machines,  shift  some  ap¬ 
plication  functionality  from  the 
desktop  to  the  server,  distribute 
software  from  the  server  and 
manage  the  desktop  from  the 
server,  according  to  Kirwin. 

Limit  the  number  of  pass¬ 
words.  In  a  Fortune  1,000 
company,  it  isn’t  unusual  to 
have  six  or  seven  passwords  for 
applications,  the  server  and  the 
network.  Forgotten  passwords 
result  in  downtime  and  help 
desk  calls  and  can  cost  a 
20,000-person  company  up  to 
$4-4  million  a  year,  says  Carl 
Howe,  director  of  computing 
strategies  at  Forrester  Re¬ 
search,  Inc.  in  Cambridge, 
Mass. 

Ways  to  cut  down  on  pass¬ 
words:  smart  codes  and  digital 
certificates.  □ 


ANAGEMENT 


Management  tools  are  an  effective 

means  of  lowering  TCO 

Mean* 

Systems  management  tools 

3-37 

Software  distribution  tools 

3-31 

Mean  rating  on  a  scale  of  1  to  5,  where  1  is  very  ineffective  and  5  is  very 
effective 


Source:  ComputerworU  survey  of  10a  IS  managers 


Trimming  people  costs 


BB  Power  T  &  D  Co.  has 
realized  cost  savings 
equivalent  to  one  person. 
The  Raleigh,  N.C.,  company 
found  that  its  support  staff 
spent  a  lot  of  time  walking 
from  one  PC  user’s  desktop  to 
the  next  as  well  as  to  and  from 
its  two  office  buildings.  That 
time  contributed  to  labor  costs, 
says  information  systems  man¬ 
ager  Monty  Gay. 

To  combat  the  problem,  ABB 
Power  put  in  a  Microsoft  Corp. 
Systems  Management  Server. 


Using  the  remote  control  and 
inventory  features,  ABB  Power 
support  staff  can  fix  PC  prob¬ 
lems  without  leaving  their 
desks. 

Other  survey  respondents 
also  said  systems  management 
and  software  distribution  tools 
are  saving  them  money  by 
allowing  administrators  to 
manage  PCs  remotely. 

Forty  respondents  said  sys¬ 
tems  management  tools  are 
“effective”  to  “very  effective”  at 
reducing  costs,  and  46  respon¬ 


dents  said  the  same  about  soft¬ 
ware  distribution  tools.  Only 
two  respondents  said  systems 
management  tools  are  “very 
ineffective”  at  reducing  cost, 
and  five  respondents  said 
software  distribution  tools  are 
“very  ineffective”  at  reducing 
cost. 

“Getting  up  and  walking 
around  is  the  highest  cost  of 
technical  support,”  says  Bill 
Kirwin,  vice  president  and  re¬ 
search  director  at  Gartner  Group, 
Inc.  in  Stamford,  Conn.  □ 


,  • . 


What's  the  one  thing  your  business 
can't  live  without?  An  effective  Web 
site.  So  get  NetObjects  Fusion— 
the  world's  most  award-winning 
site-building  software  that  gives  you 
the  power  and  functionality  you  need 
to  build  a  real  e-site. 


.■mfi 


Open  site  environment.  Gives  you  total 
choice  and  flexibility  to  use  any  content 
editor,  connect  to  any  database  or  application 
server,  publish  on  any  Web  server  (no  server- 
side  extensions  required),  and  display  pages 
in  any  browser— with  exceptional  ease. 


Dynamic  Database  Publishing. 
Components  included  with  NetObjects 
Fusion  PrpPack  let  you  effortlessly  publish 
up-to-the-minute  data.  Currently  included 
are  components  for  Lotus  Domino,  Allaire 
Cold  Fusion,  Microsoft  Active  Server,  and 
Netscape  LiveWire  servers. 


E-commerce  components  help  you  easily 
add  powerful  functionality  to  your  site- 
such  as  online  catalogs,  merchant  con¬ 
nections,  and  "shopping  cart" features. 
Partners  currently  developing  e-commerce 
components  include  IBM,  iCat,  INTERSHOP, 
Breakthrough,  and  The  Internet  Factory. 


Best-of-both-worlds  HTML.  Work  the  way 
you  want.  NetObjects  Fusion  generates 
design-centric  pages  with  pixel-perfect 
precision,  and  text-based  HTML  with  ultra¬ 
lean  code.  Or,  use  any  HTML  editor  to  write 
your  own  code. 


DHTML  Actions  help  you  sustain  your 
customers'  interest  by  letting  you  create 
sophisticated,  message-based  animation 
and  interactive  effects.  Use  powerful  menu 
options  or  download  our  free  DHTML 
Actions  Development  Kit  to  add  your  own 
custom  JavaScripts  to  menus. 


e-business  tools 


Everywhere  HTML  means  you  build  your 
site  once  using  NetObjects  Fusion,  then  pub¬ 
lish  it  anywhere,  on  any  browser.  Optimized 
to  deploy  on  both  Netscape  Navigator  and 
Microsoft  Internet  Explorer  4.x  browsers,  or 
choose  any  2.x,  3.x,  or  4.x  browser. 


Download 
a  trial  copy  of 
NetObjects  Fusion  3.0 
today. 

www.netobjects.com 


Cali  to  order  NetObjects  Fusion  3.0  today! 

CompUSA  1-800-355-3947 
ComputAbility  1-800-896-1181 
Computer  City  1-800-THE-CITY 
MacConnection  1  -800-986-2309,  dept.  NET2 
PCConnection  1  -800-986-2309,  dept.  NET2 
Macwarehouse  1-800-255-6227 
MacZone  1  -800-252-0386,  dept.  NBM8 
Microwarehouse  1 -800-367-68C8 
PCZone  1  -800-252-0386,  dept.  NBP8 


When  it  comes  to  evaluating  NetObjects  Fusion,  the  industry  experts  have  spoken: 
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*  Price  after  rebate,  assumed  pnce  of  $295.  less  $100  Competitive  Upgrade 
6/1/96  and  9/30/98.  Visit  www.netobyects.com  tor  tul  details. 

NetObjects  Fusion  3.0  and  NetObyects  Fusion  ProPac*  run  on  Windows  95  and 
0  1998  NetObyects  Inc.  AI  rights  reserved.  NetObyects  is  a  registered  trademark. 
NetObyects.  Inc  All  other  brand  and  product  names  may  be  tiademarks  or  regale* 
is  a  trademark  of  IBM  and  used  under  Icense. 


Rebate,  to  tyntity  you  must  pimdtase  NmObyocte  Fuaon  3J  tor  Windows  b 
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savings 
reach  today 


ANALYSTS:  NT 

may  be  a  bit  out  of 

Windows  NT  Server  5.0  and  NetWare  5.0 


If  total  cost  of  ownership  (TCO)  is  what 
counts,  information  technology  managers 
shouldn't  bet  too  heavily  on  Windows  NT 
Server  outclassing  NetWare  in  the  next  year, 
according  to  industry  analysts. 

Essentially,  Windows  NT  may  be  just  catch¬ 
ing  up  to  NetWare.  "The  next  generation  of 
NT  is  going  to  do  a  little  bit  more  TCO  than 
the  next  generation  of  NetWare.  The  reason 
is  that  NT  is  still  playing  catch-up  in  terms  of 
directory  services  to  NetWare,"  says  Michael 
Silver,  senior  research  analyst  at  Gartner 
Group,  Inc.  in  Stamford,  Conn. 

On  the  NetWare  side,  Progressive  Strate¬ 


gies  analyst  Sergey  Erastov  says,  "Novell  ad¬ 
dresses  TCO  issues  by  improving  NetWare's 
scalability  [through  a  multikernel  operating 
system  architecture  and  clustering],  its  man¬ 
ageability  [centralized  management  using 
ConsoleOne  and  migration  into  pure  IP  envi¬ 
ronments],  and  its  usability  [bundling  a  five- 
user  license  for  Oracle  Corp.'s  0racle8  data¬ 
base  with  NetWare  5.0  and  the  Java 
Software  Developer's  Kit]." 

Silver  and  Erastov  spoke  with  Computer- 
world  senior  editor  Cathleen  Gagne  about 
their  observations  on  NetWare  and  NT  Serv¬ 
er's  TCO  improvements. 


NT  SERVER  5.0 

Overall  manageability 

This  will  be  much  improved 
over  NT  Server  4.0.  Improve¬ 
ments  include  Microsoft  Man¬ 
agement  Console,  Active  Direc¬ 
tory  and  Zero  Administration 
for  Windows. 

—  Silver 

With  Microsoft  Management 
Console,  you  manage  all  Back¬ 
Office  applications  as  snap-ins, 
and  third-party  vendors  can 
write  their  own  plug-ins. 

—  Erastov 

Directory  services 

This  is  a  big  issue  for  larger  en¬ 
terprises.  NT  Server  4.0’s  do¬ 
main  is  fine  for  workgroups 
and  smaller  enterprises,  but 
it  is  not  scalable  for  large 
enterprises.  And  the  security 
is  not  granular  enough  for 
many  midsize  and  large  enter¬ 
prises. 

—  Silver 

Active  Directory  is  definitely  the 
main  enhancement  in  5.0. 
Therefore,  the  greatest  impact 
on  TCO  is  expected  from  this. 
[By  dropping  the  old  domain 
trust  relationship  model,  the 
network  administration  burden 
will  be  eased  dramatically.) 

—  Erastov 

Software  distribution 
It  will  be  provided  by  the  Intel- 
limirror  function  of  Zero  Ad¬ 
ministration  for  Windows.  It 


will  also  include  remote  boot 
for  NT  5.0  workstations,  which 
will  also  reduce  TCO. 

—  Silver 

It  will  be  the  same  thing  as  im¬ 
plemented  today  in  Systems 
Management  Server  1.2.  It  will 
be  a  part  of  Zero  Administra¬ 
tion  for  Windows  capabilities 
integrated  into  NT  5.0. 

—  Erastov 

Training 

This  is  one  of  the  biggest  issues 
we  see  during  NT  Server  imple¬ 
mentations  and  may  be  com¬ 
pounded  with  the  introduction 
of  NT  Server  5.0.  Supply  of  ex¬ 
perienced  NT  Server  architects 
and  technicians  is  way  short  of 
demands  for  the  skill. 

—  Silver 

Microsoft  certified  engineers 
will  have  to  recertify.  Also,  NT 
5.0  is  expected  to  be  consider¬ 
ably  more  cumbersome  than 
4.0  (about  four  times  as  many 
fines  of  code).  Training  and  sup¬ 
port  will  be  a  dog  until  Patch  2 
or  so. 

—  Erastov 

User  administration 

That  will  be  improved  over  NT 
4.0  because  of  better  tools  and 
a  more  robust  directory. 

—  Silver 

Zero  Administration  for  Win¬ 
dows  is  expected  to  provide 
client  lock-down,  server-side 
caching,  etc.  But  clients  must 


be  upgraded  to  Windows  98  or 
Windows  NT  Workstation  5.0. 

—  Erastov 

General  comments 

Other  TCO  improvements  fie  in 
better  storage  management 
with  support  for  resource  man¬ 
agement  and  hierarchical  stor¬ 
age  management. 

—  Silver 


Scalability  issues  should  be  ad¬ 
dressed;  clustering  of  more 
than  two  nodes  that’s  available 
today. 

—  Erastov 

NETWARE  5.0 

Overall  manageability 

Novell  will  use  an  integrated 
management  console  known  as 
ConsoleOne.  All  management 
tools  such  as  NW Admin,  Zen- 
Works  and  ManageWise  will 
use  this  administration  point. 

—  Silver 

ConsoleOne  running  on  the 
server  side  ...  a  dream  of  all 
administrators.  Java  SDK 
means  Novell  significantly  en¬ 
hanced  support  for  software  de¬ 
velopers.  Novell  Directory  Ser¬ 
vices  for  Windows  NT, 
ManageWise  IT  console  [and 
other  Novell  offerings  eventual¬ 
ly]  will  be  snap-ins  for  Con¬ 
soleOne. 

—  Erastov 

Directory  services 

We  do  not  expect  revolutionary 
changes  here;  Novell  has  had  a 
scalable,  proven  directory  ser¬ 
vice  for  several  years. 

—  Silver 


Software  distribution 

NetWare  5.0  will  come  with  a 
Zen  Works  starter  kit,  which  will 
include  the  software  distribu¬ 
tion  functions  of  Novell  Appli¬ 
cation  Launcher  (NAL). 

—  Silver 

ZenWorks.  Really  cool  stuff  — 
a  superset  of  NAL  and  NT 
Workstation  Manager. 

—  Erastov 

Hardware  resources  needed 

NetWare  5.0  may  need  more 
powerful  hardware  than  Net¬ 
Ware  4.0,  but  we  don’t  expect  a 
very  large  increase  in  the  re¬ 
quirements. 

—  Silver 

Amazingly,  at  Brainshare  ’98, 
Novell  demonstrated  a  new  file 
system  for  NetWare  5.0.  With 
32M  bytes  of  RAM,  a  lT-byte 
volume  can  be  mounted  in  less 
than  10  seconds. 

—  Erastov 

General  comments 

The  most  compelling  feature 
for  enterprises  in  NetWare  5.0 
will  be  native  IP,  which  will 
allow  them  to  remove  IPX  from 
networks. 

—  Silver 


project  that  the  TCO  of  NT 
5.0  against  base  Windows  95 
will  be  about  25%  to  27% 
cheaper.  Meaning  if  you  de¬ 
ploy  NT  5.0  and  you  deploy 
the  manageability  capabilities 
it  has  right  out  of  the  box, 
you  can  get  a  25%  to  27% 
TCO  reduction. 

“On  the  other  hand,  if  you 
take  Windows  98  out  of  the 
box  and  then  you  apply  some 
third-party  tools  and  manage¬ 
ment  philosophies,  you  can 
get  as  much  as  a  26%  TCO 
reduction  over  base  Win¬ 
dows  95.  The  key  again  isn’t 
the  technology;  it’s  the  fact 
that  it’s  the  management 
philosophy.” 

—  Cathleen  Gagne 


ON  THE  DESKTOP 

TCO  outlooks  on  HT  Workstation  5.0,  Windows  98 


omputerworld  asked 
Michael  Gartenberg,  re¬ 
search  director  at  Gart¬ 
ner  Group,  Inc.  in  Stamford, 
Conn.,  how  Microsoft’s  NT 
Workstation  5.0  and  Windows 
98  will  help  users  reduce 
TCO. 

Yet  before  Gartenberg 
would  talk  about  the  operat¬ 
ing  systems  specifically,  he 
wanted  to  make  it  clear  that 
you  can't  look  at  just  the  tech¬ 
nology  to  get  TCO  reduction. 

“TCO  is  about  a  philosophy 
of  management,”  he  says. 

“To  us,  that’s  critical,  because 
if  you  take  NT  5.0  or  NT  4.0, 
Windows  98  or  Windows  95, 
and  you’re  deploying  them 
without  a  philosophy  of  man¬ 
agement  and  control  behind 
it,  you  won’t  see  any  TCO  re¬ 


duction  at  all." 

That  philosophy,  he  says,  is 
based  on  a  simple  notion. 
“Complexity  is  expensive.  The 
more  complex  my  environ¬ 
ment  is,  the  more  costly  it’s 
going  to  be,”  Gartenberg  says. 

“So  having  said  that,  NT 
5.0  is  looking  very  nice  from 
a  TCO  perspective,  simply  be¬ 
cause  it  offers  more  of  the 
management  technologies 
right  out  of  the  box,”  he  says. 

Gartenberg  says  of  Win¬ 
dows  98,  heir  to  Windows  95, 
“Better  management  tech¬ 
nology  processes  are  avail¬ 
able.  Not  quite  as  good  as 
those  of  NT  5.0,  and  of 
course,  not  available  right  out 
of  the  box.” 

Gartenberg  also  offers 
some  projected  statistics:  “We 


Very  little  in  the  server  world  is  clear  today.  And,  with  the  coming  tech¬ 
nology  advances,  you  will  be  presented  with  both  challenging  decisions 
and  tremendous  opportunities. 


Through  direct  relationships  with  our  customers,  partners,  and 
alliances,  Dell  has  developed  farsighted  strategies  to  take  advantage 
of  all  the  emerging  technologies.  We’d  like  to  share  them  with  you. 

Learn  how  Dell  is  uniquely  qualified  to  guide  you  through  the  turbulence 
of  today’s  server  climate.  Plan  to  attend  the  Dell  Server  Event  and 
get  some  direct  answers  to  your  questions. 


EVENT  SCHEDULE 

8:30-9:00 

Registration 

Breakfast/Welcome 

9:00-10:45 

Technology  Briefing 

•  Join  Dell  Senior  Management  to  discuss 
Emerging  Server  Technology  Trends  that  Will 
Impact  Your  Business 

•  New  Dell  Products  Powered  by  These 
T  echnologies 

•  Direct  Service 

•  Solutions  Built  on  Leading  Network 
Applications 

11:00-19:00 

Solution  Sessions 

Decide  which  educational  session  suits  your 

business  Cselect  one] 

•  Making  Better  Decisions  using  Dracle 
Applications  CDatamartsD 

•  Streamlining  a  Business  with  the  Internet 
and  E-Commerce 


LOCATIONS 

JUNE 

22  Marriott  Sea-Tac,  Seattle,  WA 

24  Hotel  Sofitel,  Redwood  City,  CA 

2B  Airport  Renaissance,  Los  Angeles,  CA 

25  Renaissance  Dallas,  Dallas,  TX 

JULY 

Cl  Detroit  Troy  Marriott,  Detroit,  Ml 
□7  Hyatt  Regency  D-Hare,  Rosemont,  IL 
08  Grand  Hyatt,  New  York,  NY 

10  Capital  Hilton,  Washington  DC 

13  Westin  Waltham,  Waltham,  MA 

15  Westin  Peachtree  Plaza,  Atlanta,  GA 

REGISTRATION  ! 

www.computerworld.com/inc/ events/ dell 

Phone:  888-212-8B2S 
Fax:  508-620-3430 
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IT  Careers 


BETTER 


IT  salaries  skyrocketed  in  the  past 
year.  But  more  money  is  just  the 
beginning  of  what  IT  pros  want  now 


BY  CLAIRE  TRISTRAM 


First,  the  good  news: 

Your  salaries  rose  an  average 
rate  of  10%  last  year.  That  said, 
you’d  still  like  more  money. 
And  you  also  tell  us  that  that 
is  just  the  beginning. 

You  want  jobs  that  offer  an 
intellectual  challenge  in  addi¬ 
tion  to  a  good  paycheck. 

You  want  access  to  training 
to  keep  your  job  skills  honed 
and  your  career  marketable. 

You  want  to  feel  as  if  you 
make  a  difference  at  work,  but 
you  also  want  the  freedom  to 
pursue  interests  outside  of 
work. 

Those  needs  have  emerged 
as  the  new  compensation  chal¬ 
lenges  to  get,  and  keep,  infor¬ 
mation  technology  pros. 


Survey  results  tell  only  part  of 
the  story.  The  other  part  has  a  hu¬ 
man  face.  Sure,  everyone  knows  IT 
managers  are  digging  deeper  and 
paying  steeper  salaries.  But  are  they 
paying  enough  as  far  as  their  em¬ 
ployees  are  concerned?  Are  compa¬ 
nies  merely  playing  catch-up,  after 
years  of  payroll  neglect?  Are  they 
paying  an  honest  wage  for  an  hon¬ 
est  day’s  work?  Or  have  they  gone 
too  far  in  this  gold  rush? 

To  find  out,  we  recently  surveyed 
more  than  500  IT  professionals  on 
their  thoughts  about  salary  and  job 
satisfaction  issues.  Then  we  picked 
random  IT  pros  to  call  for  follow¬ 
up  interviews.  Our  only  filter  was 
that  we  wanted  to  interview  techni¬ 
cal  staff  members,  rather  than 
managers,  about  their  feelings  on 
compensation. 

You  told  us  you  still  want  more 
money.  But  you  also  told  us  things 
that  surprised  us.  You  said  you’d 
trade  a  big  bonus  for  the  chance  to 
live  where  you  want,  or  to  ride  your 
bicycle  to  work,  or  to  participate  in 
projects  that  you  find  intellectually 
challenging. 

You  told  us  that  you’ve  also 
reached  a  level  of  compensation 
where  you’re  beginning  to  think  of 
more  than  the  percentage  points  of 
your  next  salary  increase.  Now  you 
want  something  money  can’t  buy. 

“Compensation  is  more  than  just 
money,”  says  John  Hull,  database 
administrator  at  Medlmpact  Health¬ 
care  Systems,  Inc.  in  San  Diego.  “I 
work  at  a  company  that  has  a  great 
willingness  to  invest  in  the  latest 
technology.  I’m  having  a  great  time 
using  the  latest  products.  My  work 


is  intellectually  challenging.  All  of 
those  things  matter  to  me  at  least 
as  much  as  my  paycheck.” 

Hull  is  aware  that  his  salary  is  at 
the  lower  end  of  the  range  given  in 
various  salary  surveys  for  someone 
with  his  skills.  And  he  plans  to  ask 
for  a  raise  soon  —  with  a  clear  un¬ 
derstanding  of  the  trade-offs  he 
might  be  making. 

“The  term  ‘salary’  and  what  it 
represents  has  changed  over  time,” 
Hull  says.  “Your  salary  used  to  be 
compensation  for  a  40-hour  work 
week.  Maybe  as  a  result  of  down¬ 
sizing,  there’s  a  tendency  for  em¬ 
ployers  to  expect  more  time  from 
employees  in  exchange 
for  the  salary  increase, 
until  we’re  expected  to 
be  available  24  hours  a 
day,  seven  days  a  week. 

There’s  a  trade-off  be¬ 
tween  more  money  and 
more  time.” 


Also  in  this 
section,  our 
Hot  Skills 
Report 


NO  SATISFACTION 

Approximately  half  of  the  IT  pro¬ 
fessionals  we  spoke  to  have  recent¬ 
ly  received  unexpected  midyear 
salary  increases  as  a  result  of  em¬ 
ployers  attempting  to  adjust  inter¬ 
nal  salaries  to  the  market  rate.  But 
the  windfall,  while  welcome,  still 
leaves  some  less  than  satisfied. 

Marcy  Brown,  technical  support 
analyst  at  Hagerstown,  Md. -based 
utility  Allegheny  Power,  recently  re¬ 
ceived  just  such  a  large  salary 
boost.  The  increase  came  after  her 
company  completed  a  regional  sur¬ 
vey  comparing  internal  salaries 
with  prevailing  market  rates. 

After  the  survey  was  completed, 


Brown  found  herself  in  a  job  classi¬ 
fication  where  she  was  eligible  for 
an  immediate  salary  increase  of 
12%,  followed  by  as  much  as  a  9% 
annual  increase  for  the  next  several 
years.  But  she  says  she’d  work  for 
less  money  if  her  job  provided 
more  intellectual  challenge. 

"If  I  were  to  leave  the  company 
and  go  look  for  another  job  tomor¬ 
row,  I  don’t  think  I  could  match  my 
salary,”  Brown  says.  “But  if  you’re 
going  to  pay  me  this  money,  then 
give  me  the  responsibility  to  go 
along  with  it.  I  realize  this  might 
just  be  the  way  I  feel,  and  others 
may  not.  I  have  friends  in  technical 
jobs  who  won’t  consider 
staying  in  a  job  unless 
they  can  expect  increases 
of  15%  or  more  a  year.” 

Spartan  Stores,  Inc.  in 
Grand  Rapids,  Mich.,  has 
also  just  completed  a 
midyear  salary  adjust¬ 
ment  for  its  IS  employ¬ 
ees,  in  part  to  stem  the 
tide  of  experienced  IT  employees 
seeking  better  wages  elsewhere.  But 
according  to  Peter  Walen,  senior  in¬ 
formation  analyst  at  Spartan,  the  ex¬ 
tra  money  can’t  completely  com¬ 
pensate  for  the  added  burden  now 
placed  on  remaining  employees. 

“It  was  a  nice  bonus,"  acknowl¬ 
edges  Walen.  “Our  salaries  went  up 
significantly.  But  we’re  spread  very 
thin  in  the  department.  I  think  the 
ability  to  take  two  or  three  days  off, 
or  to  have  some  flexibility  in  our 
scheduling,  is  as  least  as  important 
as  an  extra  few  dollars  in  our  pay- 
checks.” 

Some  of  you  value  flexibility  so 
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IT  Compensation 


HOW  YOU  FEEL  ABOUT  YOUR  SALARY 


Men  are  happier  (more  women  are  unhappy) 


Very  satisfied . 

. 11% . 

. 17% 

Somewhat  satisfied . 

. 13%  . . . . 

. 40% 

Neither  satisfied  nor  dissatisfied. . . . 

. 35%  . . . . 

. 17% 

Somewhat  dissatisfied . . . . 

. 29%  . . . . 

. 20% 

Very  dissatisfied . 

. 12% .... 

. 6% 

It  gets  better  with  age  (but  not  much) 

UNDER  AGE  AGE  AGE  55 


Very  satisfied . 10%  . . .  16%  . . .  18%  . . .  15% 

Somewhat  satisfied . 39%. . .  39%. . .  38%. . .  46% 


much  that  you’ve  become  indepen¬ 
dent  contractors  —  and  not  just  for 
the  money.  Oh  sure,  the  pay  cer¬ 
tainly  can  be  better  than  salaried 
work.  But  many  of  you  recent  con¬ 
tractor  converts  have  done  so  for  the 
freedom  it  gives  you  to  work  when 
and  how  you  want. 

“I  felt  less  and  less  free  to  do 
good  work  when  I  was  working  for 
a  corporation,”  says  Ron  Fischer,  in¬ 
dependent  consultant  and  founder 
of  San  Francisco-based  The  Digital 
Actors  Co.  “In  a  big  company  envi¬ 
ronment,  I  found  that  three-quarters 
of  software  projects  were  canceled 
before  completion.  When  I  think 
about  my  compensation  goals,  they 
are  broader  than  just  salary.  I  also 
want  an  employment  situation 
where  I  have  well-defined  goals  and 
where  I  work  with  people  who 
know  what  they  want  and  how  to 
get  it  done.  Contracting,  by  its  very 
nature,  gives  me  that.” 

Fischer  has  20  years’  experience 
as  a  Silicon  Valley  programmer  and 
engineer.  And  he  knows  he’s  fortu¬ 
nate  to  work  in  a  part  of  the  coun¬ 
try  where  employers  are  feeling  the 
shortage  of  skilled  IS  professionals 
most  acutely:  $100  to  $150  per  hour 
contracts  are  usually  just  a  few 
phone  calls  away. 

“You  can  make  more  money  in  a 
given  period  of  time  with  contract¬ 
ing,”  Fischer  says.  “That  gives  you 
the  freedom  to  take  time  off  at  giv¬ 
en  intervals  and  go  after  your  own 
projects,  what  you  really  want  to  do. 
I  think  of  it  like  a  sabbatical,"  Fisch¬ 
er  says.  It’s  not  terribly  risky,  be¬ 
cause  his  skills  are  so  marketable. 
“With  my  background,  I  can  always 


go  to  a  headhunter  and  have  a  job 
the  next  day.” 

Of  the  IT  pros  we  contacted, 
Wayne  Frens,  a  programmer/analyst 
at  Alpena  General  Hospital  in  Alpe¬ 
na,  Mich.,  has  made  perhaps  the 
greatest  effort  to  translate  his  mar¬ 
ketable  skills.  That  means  lifestyle 
choices  that  make  sense  for  him. 

After  15  years  of  high-pressure 
jobs  in  Detroit  and  other  cities, 
Frens  recently  moved  to  the  upper 
peninsula  of  Michigan.  His  new 
compensation  “benefits”  include 
such  things  as  being  able  to  canoe 
outside  his  back  door  and  to  bicycle 
to  work.  He  and  his  wife  are  in  the 
process  of  building  a  log  home. 

“You  have  to  know  what  your 
own  idea  of  paradise  is,”  Frens  says. 
“I  have  skills  that  all.  w  me  to  work 
and  live  where  I  want.  I  really  have 
no  desire  to  strive  for  the  almighty 
dollar.” 

Among  the  IT  pros  we  called  for 
this  story,  we  found  more  log-home 
builders  than  corporate  climbers. 
We  make  no  claims  that  these  pro¬ 
fessionals  reflect  the  feelings  of  our 
readers  as  a  whole.  If  we  talked  to 
others,  we  might  have  a  very  differ¬ 
ent  story  to  tell. 

But  this  particular  group  of  com¬ 
puter  professionals  told  us  over  and 
over  again  that  for  now,  you  have 
(close  to)  enough  money.  And  you 
want  freedom  to  live  where  you 
want,  to  balance  work  with  other 
needs,  and  to  explore  intellectual 
challenges  that  you’re  excited 
about.  □ 


Tristram  is  a  freelance  writer  in  San 
Jose,  Calif. 


Neither  satisfied  nor  dissatisfied  .  18%  . . .  13%  . . .  18%  . . .  17% 

Somewhat  dissatisfied . 25%. . .  24%. . .  22%. . .  12% 

Very  dissatisfied . 8% ....  8% ....  6%  .. .  10% 

Source:  562  IT  professionals  and  managers 


HOW  YOU  FEEL  ABOUT  YOUR  PAY  VS.  PERFORMANCE 


Hell  hath  no  fury  . . . 


:  WOMEN 

MEN 

Very  satisfied . 

. .  7% . 

. .  14% 

Somewhat  satisfied . 

.  29% . 

. .  32% 

Neither  satisfied  nor  dissatisfied 

.13% . 

. .  19% 

Somewhat  dissatisfied . 

.  33% . 

. .  26% 

Very  dissatisfied . 

.18% . 

. . .  9% 

Worth  your  weight  in  more  gold 

UNDER 

AGE  AGE 

AGE  55 

satisfaction  level 

Very  satisfied . 

,  .  11%  .  . 

.  12%  . . .  15%  . 

. .  15% 

Somewhat  satisfied . 

.  29%. . 

.  30%. . .  32%. 

. .  46% 

Neither  satisfied  or  dissatisfied  . 

.  25%  . . 

.  14%  . . .  16%  . 

. .  17% 

Somewhat  dissatisfied . 

.  28%.  . 

.  32%. . .  26%  . 

. .  12% 

Very  dissatisfied . 

Source:  562  IT  professionals  and  managers 

. .  7%. . . 

.  12%  . . .  11%  . 

. .  10% 

HOW  IMPORTANT  IS  MONEY  TO  YOU? 

Salary  increase  WOULD  improve  job  satisfaction* . 60% 

Performance  bonuses  WOULD  improve  job  satisfaction* . . .  54% 

Source:  562  IT  professionals  and  managers  ‘(Most  cited  factor) 
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'  Your  technology  career 
way  have  just  begun.  Or 
:  you  may  be  an  experi- 
;  enceci  software  profes- 
:  sional.  What  you  need 
is  a  company  that  offers 
|  you  diverse  opportunities 
I  in  technology  services 
and  project  manage¬ 
ment,  while  keeping  you 
I  from  getting  technically 
obsolete.  That  company 
is  Mastech! 


CLIENT  SERVER 

•  Unix  System  Admin  •  Object  Oriented  Devel 

•  NT  System  Admin 

Yr  2000  SERVICES 

•  Project  Managers  •  Prog  Analyst  Cobol,  Database 

INTERNET/INTRANET 

•  lava  HTML  •  EDI 

ERP 

•  BAAN  •  SAP 


Mastech  represents 
global  opportunity  with 
a  fast-track  company 
|  that  promotes  opportu¬ 
nities  in  our  consulting 
practice  ranging  from 
Y2K  project  manage¬ 
ment  to  client  server 
I  based  system  develop¬ 
ment.  If  you  have  proven 
IT  skills,  and  are  inter¬ 
ested  in  a  challenging 
;  position  working  to  sup¬ 
port  some  of  the  world’s 
largest  organizations, 

:  we  may  have  just  the 
opportunity  for  you. 


•  Oracle  Apps  •  JD  Edwards 

•  PeopleSoft 

loin  one  of  the  industry  leaders  in  IT  Services  with  rev¬ 
enues  over  $190  million.  Mastech  has  been  recognized 
by  Inc.  magazine  as  one  of  the  fastest-growing  privately 
held  companies  four  times.  Now  a  public  entity,  our 
client  base  spans  over  400  companies  including  EDS, 
KPMG,  IBM,  Ernst  &  Young  and  Cap  Gemini,  who  rely 
on  our  expertise  to  achieve  their  goals.  We  are  looking 
for  dynamic  individuals  to  play  an  integral  role  in  sup¬ 
porting  the  growth  of  our  consulting  efforts. 

Mastech  provides  a  compensation  plan  structured  to 
encourage  and  reward  top  performers  and  a  full  benefits 
program.  Please  fax  your  resume  and  salary  history  to: 
Mastech  Corporation,  Attn:  National  Recruitment, 

Fax:  (412)  490-9861;  Ph:  (412)  490-9191. 

E-mail:  ExploreTheWorld@mastech.com.  EOE. 

g  <s  c=a 


www.mastech.com 


For  All  the  Commitments  You  Make m 


TECHNICAL  AUDITOR 

Our  audit  team  concentrates  on  evaluating,  testing, 
and  providing  valued  control  recommendations  in  ail 
systems  areas,  including  wide  area  networking,  electronic 
commerce,  Internet/Intranet  security,  Windows  NT  and 
UNIX  security,  PeopleSoft  applications,  etc.  Audit  skills 
preferred,  but  we  will  train. 


Tired  of  the  same  old  support  grind  ...the  pager. the 
weekends.. .the  midnight  phone  calls?  Then  make  a 
change  and  join  CNA's  leading  edge  technology  audit 
team  If  you’re  a  savvy  and  seasoned  systems  profes¬ 
sional  supporting  client/server,  networking,  or  legacy 
systems,  we  re  looking  for  you.  We  currently  have 
openings  in  our  audit  area  for  the  right  system 
professionals  to  build  skills  as  technology  auditors, 
and  the  training  programs  to  put  your  technology 
skills  on  the  leading  edge. 


Excellent  written  and  oral  communication  skills  as  well  as 
a  willingness  to  learn  are  essential.  Project  management 
skills,  certifications,  and  advanced  degrees  are  a  plus. 


CNA  offers  excellent  benefits  including:  medical/dental,  vision 
and  40i(k).  For  consideration,  please  forward  your  resume  to: 
CNA,  CNA  Plaza,  Dept.  98147  P.0.  Box  V.V.,  Chicago,  IL  6068; 
or  FAX:  412-822-7565.  E-mail  resumes  to:  resumesscna.com, 
ATTN:  Dept.  98147.  CNA  is  an  Equal  Opportunity  Employer 
M/F/D/V  committed  to  a  diverse  work  culture.  Visit  our 
website  at  www.cna.com/careers/ 


V  V  ^  j  '  £ 

THE  INDUSTRY  HAS  EVOLVED. 
SHOULDN'T  YOUR  CAREER? 
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COMSYS 

Information  technology  services 


COMSYS  is  a  leader  in  the  national  IT  mar¬ 
ket  with  over  4,000  consultants  nationwide. 
Our  strong  ethics  have  led  the  Pordand 
branch  to  11  years  of  strong  local  market 
leadership  &  local  success  measured  in  dou¬ 
ble  digits. 

COMSYS  has  various  openings  in  Portland 
for  consultants  with  3+  years  or  experience. 

COMSYS  offers  a  competitive  compensa¬ 
tion  &  benefits  package.  For  immediate  con¬ 
sideration,  mail,  fax  or  e-maii  your  resume  to: 

COMSYS  Information  Technology  Services 
10220  SW  Greenburg  Road,  Suite  301, 
Dept  C,  Portland,  OR  97223, 

Fax:  (503)  293-3898. 

Tel:  (503)  293-2499, 

ToU  free:  (888)  882-8326 

E-mail:  jpatterson@comsysportland.cmn 
Web:  http://www.comsysinc.com 

Equal  Opportunity  Employer 


’  Project  Manager/Lead 
■  Oracle,  PL/SQL 

*  Visual  Basic  5.0 

*  SQL  Server  ,  VB 

top  \  ■  Business 
J.  Alliance 
♦  Programme" 


•  DB2,  CICS 

•  DB2,  CSP,  COBOL 

•  Cool:  Gen/IEF 

•  COBOL,  CICS 


Software  engineer  with  2  years  of 
experience  as  a  s/w  engineer  or 
computer  professional,  who  will 
develop  s/w  systems,  applying 
computer  science,  engineering, 
and  mathematical  analysis,  with 
2  years  of  experience  using 
Oracle  Reports,  C,  Pro  C,  Oracle 
RDBMS,  SQL  Forms,  PL/SQL, 
SQL  Plus,  Unix  and  Oracle  busi¬ 
ness  applications  such  as  Order 
Entry  and  Oracle  Inventory 
Analyzes  s/w  reqs.  and  performs 
testing  and  user  training  after 
development.  Extensive  travel 
and  frequent  relocation.  Bache¬ 
lor's  degree  in  one  of  several  lim¬ 
ited  fields:  engineering,  mathe¬ 
matics,  computer  science  or 
physics.  $61,000/yr.  40  hours/ 
wk.,  9:00  am  -  5:00  pm.  Send 
resumes,  listing  job  order  number 
6018528,  to:  Mr.  Richard  Intro- 
caso,  Actg.  Mgr.,  Beaver  County 
Job  Center,  120  Merchant  Street, 
Ambridge,  PA  1 5003. 
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When  was  the  last  time 
a  great  job  found  you? 


That's  what  we  thought. 

You  already  know  Computerworld  as  a  great  resource  for 
career  opportunities. 

Now  we  re  bringing  you  Computerworld  Career  Central, 
the  service  where 
the  jobs  find  you. 

If  you're  a  software  development  professional,  visit 
www.computerworldcareers.com,  fill  out  a  Member 
Profile  and  submit  it.  We'll  find  jobs  matched  to  your 
skills,  experience  and  preferences  and  send  them  to  you, 
confidentially,  via  e-mail.  Computerworld  Career  Central 
is  the  hassle-free,  cost-free,  we-do-the-work-so-you- 
don't-have-tojob  matching  service  that  works. 

You  work  hard.  Go  to  www.computenworldcareers.com 
and  let  us  do  the  rest. 


COMPUTERWORLD 

&  Career  Central" 

www.computerworldcareers.com 


■ 


COMPUTERWORLD 

careers 


compurerwonacareers.com 
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IT  CAREERS 


Partner  with  a  dynamic  consulting  firm  that  can  offer  you 
challenging  work  and  an  opportunity  to  broaden  your  expertise.  Our 

focus  is  on  the  telecommunications  industry,  specializing 
in  access  and  end  user  ordering,  provisioning,  billing  and 
message  processing  systems.  We  have  extensive 
experience  in  system  testing  and  quality  assurance.  For 

11  successful  years  we  have  empowered  our  employees  in  the 
decision  making  process,  problem  resolution,  and  the 
exploration  of  new  ideas.  Visit  our  website:  www.uitonnne.com 

UIT  has  opportunities  for  experienced: 


•  Project  Managers 

•  Telecom  SMEs 

•  Systems  Analysts 
•DBAs 

•  Systems  Arkninistrstors 

•  Technical  Writers 

•  Switch  Engineers  I5ESS  A  DMS) 

•  Circuit  Design  Engineers 


•  Systems  Testers,  FuncfTech 

•  Business  Analysts 

•  Data  Analysts 

•  Programmers 

•  Network  Engineers 
■Trainers 

•  Message  Processing  SMEs 

•  Quality  Assurance 


UIT  provides  competitive  compensation  &  benefits 
package  including  Medical/Dental/Life  Insurance,  Paid 
Vacation,  Paid  Holidays,  401  (k)  Plan.  Mail,  FAX 

(847-706-1327)  or  E-mail:  uit1Qconcentrlc.net 
resume  to:  HR  Staffing  or  call  (800-624-0424). 

UNITED  INFORMATION 
TECHNOLOGIES 
1051  Perimeter  Drive  •  Suite  550 
Schaumburg,  IL  60173 

UIT  is  an  equal  opportunity  employer. 


I.S.  Opportunities  in 


Portland,  Oroooii 


Standard  Insurance  Company  is  expanding  its  Information 
Systems  Division  in  downtown  Portland,  OR  lo  meet  the  ever- 
changing  needs  and  expectations  of  our  customers.  We  are 
seeking  professionals  with  business  application  experience  in 
al  least  two  of  the  following  environments:  (1 )  VSA/WCOBOL; 
(2)  UNIXiOracle;  or  (3)  PowerBuilder.  Our  network  environ¬ 
ment  includes  NT  Servers,  WIN  95  andTCP/IP.  We  have  the 
following  opportunities  available: 

TECHNICAL  SPECIALIST:  This  senior-level  position  requires 
solid  (5-6  years  minimum)  dierttever  programming  experi¬ 
ence  with  multiple  platfonre  (UNIX  and  PQ.  Also  required 
are  very  strong  Oracle  skills  with  Ftowerflu3der  or  Visual  Basic. 

SOFTWARE  DEVELOPER:  Requires  sento+level  experience 
in  MVSOS,  JCL,  VSAM,  COBOL,  SAS  and  05390. 

DATA  ARCHITECT:  Must  have  a  solid  data  architect  back¬ 
ground  and  experience  with  data  modeling.  B^ierience  with 
Oracle  in  a  UNIX  environment  is  required  and  data  ware¬ 
house  is  a  definite  plus. 

TEST  ADMINISTRATOR:  Must  be  knowlecfeeabfe  about 
software  testing  methodologies  and  use  of  autanated  software 
testing  tools  to  support  the  software  development  life  cycle. 

For  complete  information  on  any  of  the  above  positions, 
please  access  Standard  Insurance  on  the  Online  Career  Center 
on  the  Internet  at:  wwwxxrcoon^sko  Or,  feel  free  to  contact 
our  Technical  Recruiter  at  (503)  321-7314. 

Resumes  may  be  sent  to:  B.  Lyman,  Standard  Insurance 
Company,  1 100  SW  Sixth  Avenue,  L-2  Human  Resources, 
Portland,  OR  97204,  FAX  (503)  321-7757  or  emai: 
Uyman@standard.com  We  are  proud  to  be  an  Equal 
Opportunity  Employer. 

Standard 

Insurance  Company 

People.  Not  just  policies .® 


Career  Opportunities  at 
The  Solutions  Company 


Year  2000  Project  Managers 

Managing  conversion  staff  and  client  coordina¬ 
tion  to  ensure  timely  and  high  quality  delivery  of 
contractual  obligations.  Effective  orchestration  of 
performance,  schedule,  and  resources.  7+  years 
in  mainframe  legacy  systems;  3+  years  project 
leader.  Must  have  expertise  in  programming, 
testing,  and  effective  communication. 

Year  2000  Project  Analysts 

Assessing  date  impact,  generating  conversion 
plans  and  supporting  the  conversion  and  testing 
process.  Candidates  should  possess  5+  years 
hands-on  experience  in  mainframe  legacy 
systems  (MVS,VSE,CICS,JCL)  with  1+  years  in 
Y2K  date  remediation. 

Mainframe  Language  Experts 

3+  years  hands-on  in  JCL  and  in  one  or  more  of 
Assembly  language,  CL1ST,  CSP,  COBOL, 
FORTRAN,  SQL,  FOCUS,  Natural,  PL/1,  SAS, 
VSAM,  DB2,  IMS,  IDMS,  ADS/O,  Datacom, 
MARK  IV,  Culprit,  Easytrieve,  and  IDEAL. 

Dorn  ain  Experts 

IT  expertise  in  the  Banking(BankTrade,  SWIFT, 
GEAC-Smart  Stream)  or  Oil  industry.  5+  years 
experience  in  business  applications,  supporting 
users  and  resolving  software  related  issues.  Prior 
experience  in  software  development  and  testing  is 
mandatory. 

Year  2000  Testing/QA  Specialists 

Millennium  date-compliance  testing.  Proficiency 
in  mainffame/client-server  (Visual  Basic,  Sybase) 
software  testing  and  configuration  management 
and  delivery  quality  assurance.  Experience  with 
tools  such  as  C A- Verify  and  CA-Intertest. 


I 


I 
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Mainframe  System  Programmers 

5+  years  hands  on  in  VSE  or  MVS  with  JCL, 
CICS,  system  utilities  and  system  administration. 
Thorough  understanding  of  peripherals  and 
efficient  CPU  utilization. 

AS/400  RPG  Programmers 

Year  2000  date  remediation  and  testing  for  RPG 
applications  and  technical  support  to  clients.  5+ 
years  hands-on  experience  with  IBM  AS/400  with 
3+  years  as  an  RPG  II  or  III  programmer  and 
analyst.  Experience  in  AS/400  COBOL  is  a  plus. 

T  echnical  Writer/Editor 

5+  years  experience  writing  and  editing  verbal  and 
graphical  elements  of  technical  manuals  as  well  as 
training  and  presentation  materials  in 
English/Spanish.  Excellent  grammatical  and 
composition  skills  are  a  must.  Proficiency  in 
graphical  composition  and  layout  in  publisher 
environments  such  as  Quark  Express  is  preferred. 

Network/Comm  Engineer 

Expertise  in  LAN  and  WAN  design, 
implementation,  load  balancing,  buffering  and 
trouble  shooting.  Experience  in  the  selection  and 
upgrading  of  international  communication  links. 
Proficiency  in  the  use  of  network  operating 
systems,  file/mail  transfer  and  internet  protocols, 
firewalls  and  network  anti-vims  tools. 

Part-time  Positions 

Assembly  language  programming,  COBOL, 
FOCUS,  PL/I,  Natural,  REXX,  SAS,  DB2,  IMS, 
IDMS,  ADS/O  IDEAL,  Datacom  or  testing  tools 
such  as  CA-Verify  and  CA-Datamacs.  Positions 
are  available  for  evenings/weekends.  Professionals 
with  other  skills  may  also  inquire. 


All  positions  require  a  BS/BA  in  Computer  Science,  Mathematics,  or  Engineering  or  equivalent  experience, 
demonstrated  analytical  and  problem-solving  skills,  leadership,  and  strong  verbal  &  written  communication 
skills.  Fluency  in  Spanish  and/or  Portuguese  is  an  additional  requirement  for  some  of  the  positions. 

SriSoft  is  not  a  body  shop.  Employers  burdened  with  professionals  on  bench  time  may  contact  SriSoft  for  a 
one-time  placement  fee.  SriSoft  offers  competitive  salaries,  excellent  benefits,  and  opportunities  for  long-term 
career  development  and  professional  accomplishment  Please  e-mail  or  mail  your  resume  with  salary  history 
and  employ  er/client  references,  along  with  a  cover  letter,  to  the  address  below .  No  phone  calls,  please. 


SriSoft  Corporation 


21073  Pathfinder  Rd.,  Suite  200  ♦ 
E-mail:  SriHR@SriSoft-US.com 


Diamond  Bar,  CA  91765 


Software  Engineer  -  Develop 
and  maintain  software  applica¬ 
tions  using  C++  programming 
language,  X/Motif  for  Graphical 
User  Interface  development  and 
Unix  programming  involving 
IRC’s  and  BSD  sockets.  Will 
also  be  Involved  in  programming 
database  applications  and 
developing  shell  scripts  to  auto¬ 
mate  the  operational  proce¬ 
dures.  Req.  Master  in  computer 
science  plus  minimum  of  6 
months  exp.  in  job  ottered.  Work 
40  hrs./wk.  Sal  $63k/yr.  Resume 
to:  Suhas  Mahendrakar.  Soft¬ 
ware  Services  &  Resources, 
7204  Santate  Pkwy,  Atlanta, 
GA  30350. 


Software  engineer  with  3  years  of 
experience  as  a  s/w  engineer  or 
computer  professional,  who  will 
develop  s/w  systems,  applying 
computer  science,  engineering, 
and  mathematical  analysis,  with 
3  years  of  experience  using 
Oracle  RDBMS.  Unix  and  C. 
Analyzes  s/w  reqs.  and  performs 
testing  and  user  training  after 
development.  Extensive  travel 
and  frequent  relocation.  Master's 
degree  in  one  of  several  limited 
fields:  engineering,  mathematics, 
computer  science  or  physics. 
$70,000/yr.  40  hours/wk.,  9:00 
am  -  5:00  pm.  Send  resumes,  list¬ 
ing  job  order  number  7037047, 
to:  Mr.  Terry  Kinney,  Manager, 
Armstrong  County  Job  Center, 
1270  N.  Water  Street.  P.O.  Box 
759,  Kittanning,  PA  16201. 


nmnSSEEPn 

MIS 

Seeking  an  experienced 
Director  ot  MIS  to  support  a 
NYC  based  textile  manufactur¬ 
ing  operation.  At  least  5  years 
Management  and  Pro¬ 
gramming  experience  using 
RPG.  and  an  understanding  of 
the  AS/400  tile/subtile  struc¬ 
ture  and  AS/400  utilities. 
System  36  conversion  helpful. 
Competitive  Salary.  Excellent 
position  (or  the  right  individual 
who  can  work  closely  with 
the  Company’s  Management 
group.  Position  requires  East 
Coast  travel. 

Fax  resume  to  212-944-5704 


TEACHING  IN  EUROPE  OR  ASIA 

Experienced  foculty  sought  to  teach  undergraduate  computer  sci¬ 
ence,  computer  applications,  and  information  systems  manage¬ 
ment  courses  on  U.S.  military  bases  in  Europe  and  in  Asia. 
Renewable  annual  appointments  begin  August  1998. 

Minimum  requirements  include  a  master's  degree  in  computer 
science  or  a  related  field,  recent  U.S.  university  teaching  experience, 
and  U.S.  citizenship.  Benefits  include  transportation  and  military 
base  privileges  (PX,  commissary,  etc.).  Frequent  relocation  and  the 
cost  of  schooling  make  these  positions  difficult  for  those  with  chil¬ 
dren. 

For  further  information  please  visit  our  website  at: 
http://www.umuc.edu  under  “Faculty/Staff'  or  ''Military*.  Send 
resume  to:  Dr.  Rosemary  B.  Hoffmann,  University  of  Maryland 
University  College,  Overseas  Progroms,  College  Pork,  MD 
20742-1642.  Email:  overseas_programs@admin.umuc.edu 
AA/EEO 
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TOP  SKIL 


The  hottest  IT  job  market  in  history 
keeps  setting  off  the  same  alarms 


BY  ALICE  LAPLANTE 


So  you  want  a  forecast  of  the  really 
hot  IT  skills  for  the  summer?  Quite 
simply,  expect  more  of  the  same. 

Anyone  with  even  a  smidgen  of 
C++,  Visual  Basic,  Windows  NT  or 
Java  development  experience  is  still 
being  courted  by  dozens  of  eager 
would-be  employers. 

Do  you  know  SAP?  Baan?  People- 
Soft?  Then  sit  back  and  watch  the 
Fortune  1,000  get  in  line  to  grab  your 
expertise  as  they  install  these  pack¬ 
aged  enterprise  applications  in  in¬ 
creasing  numbers.  Even  old-time 
Cobol  programmers  should  have  no 
trouble  lining  up  lucrative  last-minute 
year  2000  work  (assuming  they  want 
it,  which  many  say  they  don’t,  thank 
you  very  much). 

And  not  surprisingly,  when  compa¬ 
nies  find  any  of  the  resources  they 
need,  they’re  willing  to  pay  more. 

Paul  Eichhom,  a  systems  manager 
at  DeSaulniers  Macleod,  a  Chicago- 
based  information  technology  place¬ 
ment  firm  that  serves  the  Fortune 
100,  says  skilled  workers  with  Unix, 
C++  or  Visual  Basic  skills  still  com¬ 
mand  up  to  a  20%  salary  premium  in 
pay  on  new  job  openings.  (A  salary 
premium  is  the  amount  paid  for  hav¬ 
ing  a  specific  skill,  above  what  the  job 
normally  pays  without  that  skill.) 

“They’re  hard  to  find,”  Eichhom  ac¬ 
knowledges.  “Skilled  workers  have  a 
lot  of  options  these  days.” 

Which  continues  to  give  many  IT 
employers  fewer  options.  Although 
CUNA  Mutual  is  fortunate  enough  to 


be  situated  in  a  college  town  with  a 
top-notch  computer  science  depart¬ 
ment  —  the  University  of  Wisconsin 
at  Madison  —  that  doesn’t  necessarily 
lead  to  an  easy  college  recruiting  ef¬ 
fort.  The  problem  is  that  the  local 
graduates  are  too  highly  rated. 

“We  pretty  much  have  to  go  else¬ 
where  for  recruiting  because  the 
Madison  graduates  are  snapped  up  by 
IBM  and  Microsoft,”  says  Chris 
Pauer,  manager  of  IT  skills  develop¬ 
ment  at  CUNA  Mutual  Group  in 
Madison. 

Lillie  Ellison  can  attest  to  that.  As 
owner  of  the  Employment  Technology 
and  Solutions  Group,  a  technology 


SKILLS  TO  BANK  (  N 


IT  hiring  managers  say  these  are  the  skills  they  need  most 

Internet  skills . HTML,  Java 

Languages . C++,  Cobol,  C 

Development  tools  . . .  Visual  Basic,  Visual  C++,  PowerBuilder 

Networking . TCP/IP 

DBMS  and  RDBMS . Oracle,  DB2,  Microsoft  SQL  Server 

Operating  systems . Windows  NT,  Windows  95,  Unix 

LAN  administrators . Windows  NT  Server,  Novell  NetWare 

Office/E-mail . Microsoft  Exchange,  Lotus  Notes 

Client/server  applications . Oracle 

System  support - Year  2000,  help  desk,  data  warehousing 

Source:  542  IS  managers  in  Computerworlits  Annual  Skills  Survey 


;  % 


search  firm  in  San  Francisco,  she 
says,  “We’re  all  vying  for  the  same 
people.” 

Making  matters  worse,  with  such 
low  unemployment,  the  best  candi¬ 
dates  are  already  working  and  aren’t 
really  in  the  job  market.  That  is 
putting  pressure  on  companies  to 
hire  those  who  are  in  the  job  market 
at  higher  rates  than  wanted,  with  few¬ 
er  skills  than  needed,  or  with  a  com¬ 
bination  of  the  two. 

As  a  senior  associate  at  the  elec¬ 
tronic  data  processing  practice  at 
Source  Services  in  Vienna,  Va.,  an  IT 
recruiting  organization,  Laura  Mc¬ 
Carthy  is  seeing  kids  straight  out  of 


college  with  MIS  and  computer  sci¬ 
ence  degrees  commanding  salaries  in 
the  high  $40,000  range  and  above. 
Workers  with  10  or  more  years  of  ex¬ 
perience  easily  find  six-figure  salaries. 

“I’ve  seen  salaries  just  escalating, 
and  I  don’t  see  an  end  in  sight,  al¬ 
though  it  has  to  tail  off  sometime.  It 
just  has  to.  Eventually,  people  will 
refuse  to  pay,"  says  Michael  Mc- 
Gowen,  a  principal  at  New  Resources 
Corp.,  an  IT  management  consulting 
firm  in  Atlanta.  Many  already  are  re¬ 
alizing  that  the  better  investment  is 
holding  on  to  the  skills  you  already 
have  on  staff. 

RETENTION:  START 
WITH  R-E-S-P-E-C-T 

IT  pros  say  fairness,  training  and 
responsibility  are  worth  their 
weight  in  gold 

Steve  Morris  is  probably  one  of  the 
calmer  IT  managers  you’ll  find  today, 
at  least  when  he’s  talking  about  hir¬ 
ing  technology  talent. 

As  manager  of  information  sys¬ 
tems  and  technology  at  global  tech¬ 
nology  firm  Gemini  Consulting,  Inc., 
his  IT  staff  has  been  stable  since  No¬ 
vember.  “We’ve  been  very,  very  lucky 
in  that  we’ve  virtually  eliminated  at¬ 
trition  in  our  ranks,”  says  Morris, 
who  runs  Gemini’s  North  American 
IT  organization  in  Morristown,  N.J. 

Of  course,  luck  has  nothing  to  do 
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Schindler  Elevator's 
Ashok  Bakhshi  says 
keeping  employees 
takes  more  than  money 


with  it.  That,  Morris  will  readily  ac¬ 
knowledge. 

Instead,  Morris  goes  to  great 
lengths  to  provide  IT  workers  with 
varied  challenging  assignments  and  a 


TO  HAVE  .  .  . 

IT  hiring  managers  say  they  are  doing  the  following  to 
retain  current  staff 

Increasing  training . 

. 39% 

Increasing  salaries  and  reviews . 

. 27% 

Increasing  total  compensation  offerings . 

. 17% 

Offering  access  to  new  technologies . 

. 9% 

Running  incentive  programs . 

. 9% 

Broadening  IT  positions  and  responsibilities . 

Source:  270  IS  managers  in  ComputerwoHcts  Annual  Hiring  Forecast 

. 8% 

.  .  AND  TO  HOLD 

IT  professionals  say  they  want  the  following  to  be  happier 

on  the  job 

Salary  increases . 60% 

Performance  bonuses . 51% 

Opportunities  for  advancement . 38% 

Clearly  defined  roles  and  responsibilities . 38% 

Increased  training . 37% 

Clearly  defined  decision-making  authority . 35% 

Access  to  new  technologies . 35% 

Source:  562  IS  professionals  in  Computerworld"  s  Annual  Job  Satisfaction  Survey 


ALL  THAT  GLITTERS 


Salaries  aside,  IT  pros  rank  the  following 
as  the  most  important  factors  in  taking  a 
new  job 


smorgasbord  of  training 
opportunities  —  in- 
house,  third-party  and 
vendor-provided  educa¬ 
tional  programs  alike. 

Perhaps  most  impor¬ 
tant,  Morris  keeps  his 
workers  in  constant 
flux  between  applica¬ 
tions  and  operations 
groups.  The  result: 
“Cross-training  takes 
place  not  only  on  differ¬ 
ent  technologies,  but  dif¬ 
ferent  roles  on  the  IT 
team,”  Morris  says. 

Ashok  Bakhshi  could¬ 
n’t  agree  with  that  prac¬ 
tice  more.  As  manager 
of  applications  systems 
z  development  at  Schin- 
s  dler  Elevator  Co.,  also 
s  in  Morristown,  Bakhshi 
“  is  always  on  the  lookout 
for  workers  who  are 
skilled  in  Visual  Basic 

and  SAP. 

How  do  you  find  and  retain  such 
highly  sought-after  people  —  who 
can,  after  all,  write  their  employment 
ticket  to  virtually  anywhere  in  the 


world?  By  doing  four  things, 
Bakhshi  says: 

►  Provide  them  with  chal¬ 
lenging  technical  opportunities. 

►  Trust  them  with  increasing 
responsibility  for  various  as¬ 
pects  of  projects. 

►  Offer  ample  training  and 
educational  options. 

►  Allow  for  flexible  work 
schedules  that  fit  employees’ 
individual  lifestyle  requirements. 

“And  of  course,  we  pay  them  fairly. 
Not  necessarily  the  highest  salary  they 
could  get  if  they  looked.  But  fairly. 
And  if  you  do  everything  else  right, 
that’s  usually  enough,”  Bakhshi  says. 

It  doesn’t  hurt  to  make  employees 
feel  nurtured. 

At  CUNA  Mutual,  Pauer  points  out 
that  his  company  is  competing  for  IT 
talent  in  not  only  a  nationally  com¬ 
petitive  environment,  but  also  a  local 
economy  that  has  a  less  than  2%  un¬ 
employment  rate  across  the  board. 
“And  for  IT,  it’s  actually  a  negative 
unemployment  rate  because  Madison 
is  home  to  some  big  IT  employers 
such  as  Oscar  Mayer,  American  Fam¬ 
ily  Insurance  and  Lands’  End,”  he 
notes. 

What’s  an  IT  manager  to  do?  Treat 
your  internal  workers  very,  very  nice¬ 
ly.  Post  all  positions  internally  —  and 
give  insiders  a  shot  at  getting  the  re¬ 
ally  interesting  ones,  even  if  it  means 
training  them  in  new  skills.  In  1995, 
CUNA  Mutual  established  “compe¬ 
tency  centers”  with  precisely  that  goal 
in  mind:  to  take  existing  IT  workers 
and  put  them  through  a  three-month 
boot  camp  on  emerging  technologies 
such  as  groupware,  Internet  develop¬ 
ment  and  object  technologies. 

RECRUITING: 

CAN'T  BUY  ME  LOVE 

Salaries  have  risen  dramatically, 
so  it  takes  more  than  cash  to  lure 
IT  talent  now 

Throwing  money  into  the  market 
isn’t  a  panacea  for  filling  those  empty 
IT  cubicles. 

So  when  recruiter  McCarthy  calls 
prospective  employees,  she  finds  that 
mentioning  the  salary  first  isn’t  the 
wisest  option. 

“I  don’t  call  someone  and  say,  ‘Hey, 
I’ve  got  a  job  paying  X  amount,’  ”  Mc¬ 
Carthy  says.  “That  doesn’t  work  any¬ 
more.”  Instead,  she  gives  the  details 
of  the  technology,  the  assignment  and 


1.  More  challenging  work  assignment 

2.  Technology  direction  of  IS  department 

3.  Ability  to  use  new  technologies 

4.  Quality  of  boss 

5.  Financial  success  of  the  company 


Source:  562  IS  professionals  In  Computerworld’ s  Annual  Job 
Satisfaction  Survey 


the  responsibilities.  “That’s  what  will 
hook  them,”  she  says. 

And  sticking  to  the  traditional  ways 
of  finding  talent  simply  doesn’t  work 
anymore,  IT  hiring  managers  and  re¬ 
cruiters  say. 

“That’s  why  people  are  turning  to 
the  Internet.  It’s  why  you  organize 
job  fairs,  join  professional  network¬ 
ing  associations  and  continually  work 
on  developing  a  community  of  tech¬ 
nical  people  that  you  can  tap  into,” 
says  Michael  Hall,  president  of  Per¬ 
sonnel  Strategies,  Inc.  (PSI),  a  Min¬ 
neapolis-based  IT  recruitment  con¬ 
sulting  firm. 

CUNA  Mutual  has  created  a  dedi¬ 
cated  “hiring  squad”  within  the  IT  de¬ 
partment  that  is  constantly  scouting 
for  new  talent.  Even  now,  when 
CUNA  —  temporarily  —  has  filled  all 
its  technology  positions,  the  squad 
stays  alert,  combing  the  Internet,  lo¬ 
cal  job  fairs  and  of  course  college 
campuses  for  potential  talent.  “You 
have  to  stay  vigilant,”  Pauer  says 

PSI  regularly  surveys  IT  workers  to 
determine  why  people  stay  and  why 
people  leave.  “The  surveys  tell  us  that 
people  switch  jobs  for  a  number  of 
reasons  other  than  money.  Career 
path  and  personal  growth  are  the  two 
critical  ones,”  Hall  says. 

Woe  to  the  IT  manager  whose  em¬ 
ployees  feel  they  are  being  left  behind 
in  terms  of  the  technology  they  are 
working  on  and  the  skills  they  are  ac¬ 
quiring.  You  are  “in  much  greater 
risk  of  losing  them  than  if  you’re  not 
paying  enough,”  Hall  says. 

One  increasingly  attractive  option 
is  to  hire  eager  IT  wanna-bes,  Ellison 
says.  “Today  is  a  great  time  for  non¬ 
technologists  to  try  and  switch  into  a 
technical  career,  because  some  com¬ 
panies  are  so  desperate  they  don’t 
care  if  someone  is  fairly  green.  As 
long  as  a  candidate  has  some  rudi¬ 
mentary  knowledge,  and  the  right  at¬ 
titude  and  enthusiasm,  they’ll  get 
hired.”  □ 

LaPlante  is  a  freelance  writer  in  Wood- 
side,  Calif. 
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It’s  not  so  much  strength  in 
numbers  as  it  is  in  people. 


With  some  of  the  top  IT  consultants  around,  FDSI's  leading  the 
industry. You  see,  we’ve  got  an  annual  growth  rate  of  30%  and  a 
client  list  ranging  from  start-ups  to  the  Fortune  500. You’ll  expe¬ 
rience  incredible  opportunity,  decision-making  authority  and 
you’ll  work  on  all  the  latest  systems.  While  it’s  not  a  job  for  just 
anybody,  it  coul0d  be  the  job  for  you. 


6  WEEKS  PAID  TIME  OFF 

For  a  partial  listing  of  our  openi  gs, 
please  visit  our  web  site  at  www.fdsi.cotl.com, 

If  interested  email  or  fax  your  resume  to:  jobs-wa@cotl.com, 
Fax  (425)  637-1805  in  Seattle,  WA  or  jobs-or@cotl.com, 
Fax  (503)  641-5348  in  Portland,  OR. 


F^SI 

CONSULTING 


A  COTE  LUG  ENT  COMPANY 


Microsoft 


EQUAL  OPPORTUNITY  EMPLOYER 
MEMBER  OF  NACCB 


MARSiE  martih 

^  EXTREME 
TECHNOLOGIST 

SINGE  -19  77 

At  COMSYS  we  have  a  name  for  the  best-of- 
the-best  in  information  technology. 

Extreme  technologists.  These  are  the  folks 
leading  the  way  in  the  information 
technology  (IT)  revolution,  and  the  best 
pick  for  the  best  opportunities  in  this 
cutting-edge  field. 

COMSYS  puts  the  best  people  where  the  best 
jobs  arc  ACROSS  THE  U.S.  Jobs  like: 

*  Packaged  Applications  (SAP,  PeopleSoft) 

Network  Specialists 
*  Web- based  Technologies 
*  Main  frame/ Legacy 

If  you  think  you  are  an  “Extreme  Technologist”  and 
are  ready  to  move  to  a  higher  level,  we  want  to 
talk  to  you.  Visit  our  web  site 
(Avww. co m sy s i n c . co m  for 
information  about  our  benefits 
and  opportunities. 


COMSYS 

information  technology  services 


Visit  our  web  site  @  www.comsysinc.com  or  FAX 

YOUR  RESUME  TO:  1-800  693-0179  TODAY 
DIRECT  YOUR  RESUME  TO:  CW61 5 
Equal  Opportunity  Employer 


What’s  Today’s  £  est  IT  Career  Move? 


EDUCATED  GUESS. 

'  '' 

A  Career  in  Higher  Education  will  offer: 

•  Tuition  remission  •  Liberal  time  off  •  Dedication  to  work/life  balance  •  Opportunity 
to  work  with  world  class  and  world  renowned  faculty  and  staff  •  Unique  “non-corpo¬ 
rate  ”  culture  that  encourages  personal  growth  •  Opportunity  to  work  with  the  most 
cutting-edge  technologies  •  An  environment  based  on  learning,  teamwork  and 
respect  *  Accessibility  to  cultural  and  sporting  events 

Come  join  us  at  our  Technical  Job  Fair  to  learn  more  about  opportunities  at: 


■uMir 


BOSTON  BENTLEY 
r  COUJEGE 


I 


\t 


Wellesley 

College 


BABS-ON 


9/ Job  Fa'v 


Tuesday,  June  23rd 
a.m.  -  7  p.m. 
Doubletree  Guest  Suites 
550  Winter  Street 
Waltham,  MA 

Take  advantage  of  this  exciting  opportunity  to  work  with 
the  following  technologies: 


•  Java/Java  Scripting 

•  VMS 

•  Windows  NT 

•SAP 

•  Lotus  Domino 

•OS/2 

•  UNIX 

•  TCP/IP 

•  C++ 

•  Oracle 

Plus  many  more! 


If  you  are  unable  to  attend  the  job  fair,  please  submit  a  resume  through  our  Website  at 

www.boston-consortium.org,  or  mail  to:  Anne  Gregory,  The  Boston  Consortium,  c/o  Rabson 
College,  Wellesley,  MA  02157;  Ph:  (781)  239-4463;  Fax:  (781)  239-5508.  We  are  equai 

opportunity/affirmative  action  employers  M/F/D/V. 

Directions: 

•  From  128  North,  take  Exit  278.  Go  right  off  the  ramp,  then  right  onto  Winter  Street 
Then  take  a  left  onto  First  Avenue. 

•  From  128  South,  take  Exit  27B.  Go  right  onto  Winter  Street,  then  left  onto  First  Avenue. 


Visit  our  Website  at  www.boston-consortium.org 
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:  in  your  world 


There’s  a  good  reason  why  Fortune  magazine  chose  to  name  Peop 
#20  in  “The  100  Best  Companies  To  Work  For.”  PeopleSoft  understands 
that  change  is  the  very  nature  of  business  itself.  And  the  ability  to 
manage  change  engenders  success.  Our  flexibility  and  adaptability 
have  made  us  a  consistent  winner  in  the  Marketplace.  They’ve  also 
made  us  a  great  place  to  work.  But  enough  about  us.  Tell  us  about 
yourself,  and  how  you’ll  change  us  for  the  better. 

There  are  four  ways, to, submit  your  resume  to  PeopleSoft.  They  all  have  one 
thing  in  common:  If  you 'don't  include  the  JOB  NUMBER  of  the  position 
you're  seeking,  w£”can’t  process  your  resume.  So  don’t  forget.  The  best 
wavto  get  usTyour  resume  is  to  use  our  Jobteller  at:  http://jobs.people- 
soft.com/jomeller.htm.  Or,  you  can  e-mail  us  at:  jobs@peoplesoft.com.  No 
ants,  please.  For  snail  mail,  write  to  PeopleSoft,  Human  Resources 
IFartment  AD,  4305  Hacienda  Drive,  Pleasanton,  California  94588. 
-inally,  you  can  fax  us  at  (925)  694-2699.  If  you  mail  or  fax  us,  please  be 
advised  that  we  use  a  resume  scanner,  so  avoid  fancy  fonts  and  graphics. 
PeopleSoft  is  committed  to  workforce  diversity.  Equal  Opportunity  Employer.  ,v 


Beyond  the  Suit. 


Jt 
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Out  Information 
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Information  Systems  technology  at  Memorial  Healthcare 
System  is  truly  on  the  leading  edge.  From  our  Intranet  web 
based  applications  to  our  client/server  based  applications. 
Memorial  Healthcare  System  is  committed  to  new  technologies. 
And,  our  great  South  Florida  location  with  warm  weather  year 
‘round  provides  a  great  place  to  live.  Excellent  opportunities  are 
now  available  for  Information  Technology  professionals  with 
any  of  the  following: 

•  A1X  and  RS/6000  administration 

•  Windows  95,  Windows  NT  and  Netware  administration 

-  Oracle  database  administration 

-  Web  application  developer 

•  Lawson  Software  Insight  systems  administration 

The  following  criteria  is  also  preferred: 

•  3-5  years  experience  in  an  Information  Systems 
environment 

■  Bachelor’s  degree  in  Computer  Science  or  equivalent 

We  offer  a  competitive  salary  and  benefits  package  including 
relocation  assistance  and  no  state  income  tax.  For  consideration, 
contact  Marjorie  Banbury,  Human  Resources  Generalist  at 
954/985-5863,  or  forward  your  resume  to  3581  Johnson 
Street,  Hollywood,  Florida  33021.  Fai  954/985-5931.  Visit 
our  website® 

www.mhs.net  MeitlOI*ial 

Equal  Opportunity  Healthcare  System 


Employer. 


Broward's  Quality  Care  Leader.  _ L 


Clark$ton»Potomac  is  a  fast-growing,  entrepreneurial  information  tech¬ 
nology  consulting  firm.  We  help  clients  with  IT  strategies,  project  man¬ 
agement,  business  process  reengineering,  systems  design,  development 
and  integration,  and  organizational  change  management. 


We’re  looking  for  top-notch  professionals  with  a  Bachelor's  degree,  a 
willingness  to  travel  and  prior  consulting  experience.  Positions  are 
available  for  Project  Managers,  Functional  or  Technical  Consultants 
with  experience  in  the  following  areas: 


□arfcvtoa^Potomac  K  an  equal  opportunity  employer 


Clarkston 

Potomac 


Mid  Market  Strategies  &  Solutions 


If  you’re  interested,  please  fax,  mail  or 
e-mail  your  resume  to: 

Clarkston+Potomac,  Attn:  Recruiting  Director 
2605  Meridian  Parkway,  Suite  100,  Durham,  NC  27713 
FAX:  919.484.4450 

E-mail:  recruiting@clarkstonpotomac.com 

www.clarkstonpotomac.com 

C  1998  CUtkston  Potomac  Group  Inc.  SAP  *s  a  rrgwtwed  o»  unregistered  ti*fcma<V  of  SAT  AG. 


♦SAP 

♦  BaaN 

♦  Strategic  IT  Planning 


♦  Sales  Automation 

♦  Client/Server  Developers 

♦  Change  Management/Training 


Consultants  TOPS! 


TOPS  In  Skill  and  TOPS 
in  Compensation 


We  want  you  to  join  the  best  at  the  TOP.  PSC  has  imme¬ 
diate  openings  for  highly  motivated  and  career  oriented 
consultants  with  at  least  2  years  experience  in  one  or  more 
of  the  following: 


. COBOL 
.  SAS 

>  DB2 

>  IMS 
-CICS 

>  IMS  and/or  DB2  DBA 

>  PACBASE 

.  IDMS/ADSO 
► C/C++ 


•  Designer/ 
Developer  2000 

•  Visual  Basic  and/or 
Visual  C++,  SQL 

•  Rational  Rose 

•  Lotus  Notes 

.  ORACLE  DBA 

•  IEF 


Please  call,  mail  or  fax  resumes  to: 
Professional  Software  Consultants,  Inc. 

Keith  Volk 

4747  N.  7th  St.  #424,  Phoenix,  AZ  85014 
(800)  279-4498,  Fax  (602)  279-1161 
resumes@psc.dprc.com 

Member  NACCB  A  DPRC  Company 


Saudi  Arabia 

King  Fahad  National  Guard  Hospital  (600  beds) 
is  seeking  the  following: 

Application  Analysts/Speciaiists  (for  Radiology, 
Pharmacy,  Medical  Records) 

Database  Administrator  (4  yrs.  exp.  w/Orade 
Database,  designer/2000,  developer/2000,  PL  SQL) 

Director  of  Information  Resource  Department 

(Master's  Degree,  10  yrs.  exp.  in  project  mgt.  & 
Healthcare  Info.  Systems) 

Informtion  System  Analysts  (for  Radiology, 
Pharmacy,  Medical  Records 

Intranet  Specialist  (Web  page  development, 
quality  control,  security  &  upgrading) 

Network  Manager  (Exp.  w/ATM,  fast  Ethernet 
&  Switched  Ethernet) 

System  Administrator  (Exp.  w/NT,  UNIX  Kernel 
Development  &  C+  programming  skills) 

Excellent  benefits  for  married  status! 

KAMA  ENTERPRISES,  INC. 

Attn:  Kim,  Dept,  COM-6 
111  SW  Fifth  Avenue,  Suite  2050 
Portland,  Oregon  97204 
1-800-433-7791 


www.kamaenterprises.com 
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Anytime. 

r  edp 


Anytime,  anywhere, 
any  job.  EDP 
Contract  Services™ 
makes  it  easier 
than  ever  to 
explore  contracting 
opportunities 
worldwide.  If  you're 
a  contractor,  or 
considering  a 
contracting  career, 
check  out  the  EDP 
website.  It's  easy  to 
use  and  offers 
extensive,  up-to-date 
listings  of  short- 
and  long-term 
IT  contracting 
assignments.  Forget 
about  downtime, 
using  EDP's 
comprehensive 
services  allows  you 
to  lock  into  new 
IT  opportunities 
24  hours  a  day, 

7  days  a  week. 


Areas  of  Opportunities: 


•  Applications  Development 

•  Systems  and  Network  Analysis 

•  Systems,  Network,  and  PC  Support 

•  Software  Re-Engineering 

•  System  Administration 

Have  you  explored  your  career  today ?  Don't  miss  the 
opportunities,  or  the  chance  to  change  direction  in  your 
job  search. ..plug  into  EDP  Contract  Services'  website. 

www.edpcs.com 

We  offer  challenging,  lucrative,  project-based 
assignments,  career  development,  flexibility  and 
independence,  optional  health  care,  401  (k),  direct 
deposit,  weekly  payroll,  and  more. 

So  connect  anytime,  24  hours/day, 

7  days/week,  or  contact  us  at: 

1-800-TAC-STAF. 

EOE,  M/F/D/V. 


ONI  WORM.  ONI  COMPANY. 

( and  ONE  heck  of  alot  of  I.T.  jobs.) 
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Technology 


Global  I.T.  Recruitment 

Contract  Solutions  and  Corico  Recruiters,  along  with  their  sister 
companies,  worldwide,  have  strategically  banded  together  to  form 
one  powerful,  global  I.T.  services  division  with  over  100  years  of 
industry  experience:  AmBit  Technology. 

AmBit  Technology  now  provides  I.T.  staffing  and  career  management 
services  on  an  international  scale,  with  even  greater  opportunities 
and  resources  to  serve  you. 

We  Have  Immediate  Openings  Throughout  North  America  for  the  Following  Skills: 


CLIENT  SERVER  ,  UNIX  SYSTEMS  ADMIN,  ORACLE, 
ACCESS,  VB,  C++,  MAINFRAME  /  Y2K,  NETWORKING 


Two  Keewaydin  Drive 

Salem,  NH  03079-4875 

800-998-2741 

FAX:  603-893-4208 

E-mail:  cw@ambittechnology.com 

www.ambittechnology.com 


AMBIT  WORLDWIDE  LOCATIONS: 

AUSTRALIA  •  CANADA  •  SINGAPORE 
UNITED  KINGDOM  •  UNITED  STATES 

AmBit  Technology  is  a  division 
of  TRS  Staffing  Solutions,  Inc., 
an  equal  opportunity  employer 


IT  Consultants  &  Contractors 
World  Conference  &  Exposition 

The  Nation’s  Lamest  Professional 
Development  &  Career  Forum 

siiltants 


REGISTER  BY  JUNE  12  FOR  A  FREE  EXPO  PASS 

And  Receive  FREE  Dp.  Rubin's  latest  report,  “The  U.S.  IT  Workforce  Shortage”. .. 

And  Admission  to  the  Following... 


Two  Full  Day  Career  Expos  Keynotes  &  Special  Sessions 


Friday,  June  19 

Special  Job  Fair 
Sponsoredby  the 
DC  Chapter  of  the  NACCB 

Saturday,  June  20 

ITCC  98 

Professional  Development  & 
Career  Exposition 


Keynote  Speakers _ 

IT  consulting  industry  Megatrends 

Dr.  Howard  Rubin,  META  Group  Research  Fellow 

What  Comes  After  the  internet? 

Daniel  A.  Kara,  Sr.  VP,  InterMedia  Group 

So  You  Want  to  Work  in  a  Tornado? 

David  Kirk,  1 /PIS,  America  Online 

Special  Sessions _ 

CCBsure®  Business  Insurance  Update 
Working  with  NAGCB  Member  Firms 
Best  Practices  ot  IT  Consultants  &  Consulting  Firms 
2  Hour  Session:  Technoiogy  Trends-Web  Platforms 


For  a  Free  Expo  Pass  and  Brochure  Call:  508-870-5858  or 
Visit  our  Web  Site:  www.itccexpo.com 


Exclusive  Association 
Co-sponsor 


National  Association  of  Computet  Consultant  Businesses 


N^CCB 

wgmmjtwam 


Produced  by 

TRI  Group,  Inc. 

Corporate  Co-sponsors 

Ajilon  Services 
CDI  Information  Services 
Devon  Consulting 
EDP  Contract  Services 
MICROSOFT 
PeopleSoft 

Premiere  Media  Co-sponsor 

Contract  Professional 
User  Group  Co-sponsors 
D  C.  Area  Sybase  Users  Group 
Washington  Area  Powersoft 
Users  Group 


Media  Co-sponsors 

Computerworld  c@reers 
Computerworld  career@gent 
Contract  Employment  Weekly 
DBMS  Magazine 
Developers  Career  Network 
DICE 

Dr  Dobbs  Journal 
InfoWorld 

IT  Consulting  Newsletter 
Java  Report 
Network  World 
OBJECT  Magazine 
SOFTWARE  Magazine 
The  Sentry  Group 
www.ICEnationwide.com 
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If  you  think  only  I/T  companies 
offer  long-term  I/T  opportunities, 
you  haven’t  met  Met. 

WE'D  LIKE  TO  INTRODUCE 
VOU  TO  SOME  EXCITIN6 
OPPORTUNITIES 

As  a  member  of  our  team, 
you  can  advance  your 
expertise  in  virtually  every  area 
of  advanced  technology. 


Due  to  explosive  growth,  we  currently  have  challenging  I/T  positions 
available  for  individuals  with  skills  in  the  following: 


SNA/APPN 

Lotus  Notes/Domino 

Oracle 

PowerBuilder 

NT  4.0 

GUI 

JAVA 

Cisco  Routers/TCP/IP 

Network  Management 

COBOL 

Tivoli 

LAN/WAN 

PeopleSoft 

Maestro 

CICS 

C/C++ 

UNIX 

VTAM 

HTML 

Cabling/Wiring 

Data  Repository 

Sybase 

PC/Help  Desk  Support 
DB2-DBA 

Platinum 

MetLife  offers  an  excellent  salary  and  comprehensive  benefits 
package,  including  an  employee  retention  incentive  plan.  For 
immediate  consideration,  forward  your  resume  to:  Metropolitan 
Life  Insurance  Company,  I/T  Staffing  -  Box  TP  CW2,  One  Madison 
Avenue,  1st  Floor  -  Area  IF,  New  York,  NY  10010  or  e-mail  your 
resume,  indicating  department  code  TP  CW2,  to  TPeel@metlife.com 
We  are  proud  to  be  an  Equal  Opportunity  Employer. 

Visit  our  website:  www.metlife.com 

MetLife 

H 9803V  VA(exp0300)MLI  C-  LD 


SYSTEMS  MANAGER 


The  latest  breaking  news  story  at  NBC  is  this 
opportunity  for  a  highly  skilled  professional  to 
oversee  the  ongoing  maintenance,  operation,  and 
development  of  large  production  databases  used  by 
News  Division,  News  Channel,  and  other  Production 
Systems  clients. 

Handling  user/system  administration,  system 
configuration,  software  modifications  and  trou¬ 
bleshooting,  you  will  ensure  that  the  system  meets 
production  needs.  Additionally,  you  will  work  with 
end-users  to  develop  system  specifications  and 
implement  software  modifications  as  well  as  manage 
associated  software,  system  projects  and  related 
vendor  agreements. 

To  qualify,  you  must  have  a  BS  in  Computer  Science 
or  equivalent;  MSCS  and/or  equivalent  experience  is 
a  plus.  A  broad  knowledge  and  significant  hands-on 
development  and  maintenance  experience  with 
Sybase  10.x  is  essential  as  is  a  solid  background  in 
PERL  and  UNIX  scripts  in  UNIX/NT/Solaris  OS  envi¬ 
ronments,  as  well  as  experience  with  SUN  Sparc 
hardware/system  environments.  You  must  be  able  to 
maintain  file  systems,  perform  tape  backups,  adminis¬ 
ter  user  accounts  and  develop  automated  tasks  with 
shell  scripts  and  C  programs.  Excellent  interpersonal, 
communication  skills  are  essential.  Flexibility  with 
schedule  and  some  travel  are  also  required. 

For  consideration,  please  send  your  resume  to: 

Employee  Relations  Department/SZA 
NATIONAL  BROADCASTING  CO.,  INC. 

30  Rockefeller  Plaza,  New  York,  NY  10112 
Fax:  212-664-5761 
or  e-mail:  nbcjobs@nbc.com 
No  Phone  Calls  Please. 

We  regret  that  we  will  only  be  able  to  respond  to  those 
applicants  in  whom  we  have  an  interest. 

An  Equal  Opportunity  Employer  MIF 
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Excellence 
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PCComputin 
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1  ndustry  Awards 
Ilian  \il  Other  ISPs 

Combined. 

Apply  online  today  for  positions  with 
the  world’s  best  and  largest  ISP! 

Come  to  UUNET,  where  business  casual  means  shorts, 
t-shirts,  sandals,  baseball  caps  -  whatever  you’re  comfort¬ 
able  in.  Our  relaxed  work  environment  helps  some  of  the 
greatest  minds  pursue  the  latest  IT  breakthroughs.  As  the 
world’s  first  conunercial  Internet  service  provider,  we  have 
kept  our  leading  edge  by  encouraging  the  entrepreneurial 
chive  of  our  employees.  And,  to  add  to  all  of  that,  we’ve  won 
more  industry  awards  than  all  other  ISPs  combined.  We 
invite  you  to  join  our  industry-leading  team  in  one  of  the 
following  areas  to  expand  your  career  expectations: 

•  MIS 

•  SOFTWARE  ENGINEERING 

•  NETWORK  OPERATIONS  CENTER 

•  NETWORK  SECURITY 

•  NETWORK  ENGINEERING 

•  NETWORK  PLANNING 

•  PRESALES  SYSTEMS  ENGINEERING 

•  TECHNICAL  SUPPORT 

•  TELECOMMUNICATIONS 

•  WEB  SERVICES  BUSINESS  UNIT 

•  MARKETING 

•  SALES 

•  BUSINESS  MANAGEMENT 

•  FINANCE  AND  ADMINISTRATION 

•  CORPORATE 

UUNET  offers  a  comprehensive  employment  package, 
including  excellent  compensation  and  benefit  plans. 
Company  benefits  include  vacation,  a  matching  -t01(k), 
excellent  medical  and  dental  coverage,  company  holidays, 
and  tuition  reimbursement.  For  immediate  consideration, 
apply  online  through:  http://eareers.uu.net 

For  more  detailed  information  about  these  openings  and 
the  advantages  of  working  at  l  l  NET,  please  visit  ns  at 

http://eareer8.uu.net 

UUNET  is  an  equal  opportunity  employer  that  values 
diversity  in  the  workplace. 


Aialyst’s  Choice 

I  Davidson 
I Cons  u  /  ling 


Apply  online  at: 

http://careers.uu.net 
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MS-SQL  POWERBUILDER  MS  NT  DELPHI  C++  VISUAL  BASIC  VISUAL  C++  COBOL 
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YOUR  CAREER 

Maximize  your  skills  at  CGS 

To  compete  in  today's  complex 
consulting  environment,  you  need  to 
work  with  up-to-the-minute  tech¬ 
nologies,  understand  the  latest 
methodologies,  and  constantly 
update  your  broad-based  understand¬ 
ing  of  systems.  All  of  which  you 
can  accomplish  at  Computer  Generated 
Solutions. 

As  IBM's  National  System  integrator  and 
preferred  business  partner,  CGS  is  one  of 
America's  fastest  growing  information 
technology  companies.  With  offices  in 
nine  major  cities,  we  serve  Fortune  500 
companies,  including  the  apparel,  insur¬ 
ance,  finance,  telecommunications,  and 
entertainment  industries. 

Our  IT  "composite  solutions"  provide  our 
clients  a  full  spectrum  of  solutions  rang¬ 
ing  from  systems  design  and  develop¬ 
ment,  network  design  and  support,  pro¬ 
ject  management,  and  technical  training, 
as  well  as  Help  Desk  and  Call 
Management  support. 


Currently  we're  looking  to  boot  up  our 
team  nationally  with: 

■  SAP  R/3  (all  modules/levels) 

■  PeopleSoft 

■  Lotus  Notes  Developer 

■  Visual  C++ 

■  COBOL 

■  PowerBuilder 

■  DB2 

■  Java 

■  AIX 

■  AS/400  COBOL  or  RPG 

■  Windows  NT 

■  Informix 

■  Visual  Age 


We  offer  a  competitive  salary  and  benefits,  including  401  (k)  and  training.  CGS  is  an 
equal  opportunity  employer. 

Call  212-408-3844,  or  1-800-CGS-0684  x844,  fax  your  resume  to:  212-408-3944, 
or  e-mail  to  jkleiman@cgsinc.com 
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Computer 
Generated 
Solutions,  Inc. 


THE  COMPANY  THAT  CARES 
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ORACLE  INFORMIX  SYBASE  PROGRESS  UNIX  HP-UX  SUN  MS-SQL  POWER- 


Boundaries. 

For  Computer  Professionals, 

The  Opportunities  Are  Limitless. 

We  are  looking  for  computer  specialists  to  place  on  assignment  all  over 
the  United  States.  Applicants  must  be  prepared  to  relocate  on  a  project  by 
project  basis,  on  average  every  3-6  months. 

■  Databases:  Administrators,  Modellers  and  Architects,  salary  range, 
$47,000-$78,000. 

■  Development:  Programmer/Analysts  and  Systems  Analysts, 
salary  range,  $42,000-$73,000. 

■  Systems:  System  Administrators  and  System  Architects,  salary  range, 
$41,000-$72,000.  NT  Administrators  must  possess  a  MS  Certification 
Applicants  are  required  to  sign  an  Employment  Agreement  and  must  have 
proof  of  legal  authorization  to  work  in  the  U.S. 

Applicants  must  have  either  a  Bachelor  Degree,  or  equivalent,  in  Computer 
Sciences,  or  related  field,  with  a  minimum  of  two  years  of  applicable  experience. 
Please  send  your  resume  to  Lomi  Vaidya  at  the  address  below. 

www.ccsc.com 


Lomi  Vaidya 
Computer  Consulting 
Services  Corporation 
200  Ashford  Center  North,  Suite  200 
Atlanta.  Georgia  30338  USA 

Computer  Consulting  Services  Corporation 


Telephone:  (770)  393-8646 
Facsimile:  (770)  393-0706 
E-mail:  lvaidya@ccsc.com 


No  Boundaries. 
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SOFTWARE 
DEVELOPMENT 
PROFESS  ION  A  L  S 

If  you're  looking  for  an  opportunity  to  provide 
state-of-the-art  technology  solutions  for  financial 
and  energy  markets  worldwide,  you  should  be 
talking  to  Open  Link  Financial,  Inc.  As  a  leading 
developer  of  trading  and  risk  management  software, 
we  are  seeking  talented  individuals  to  assist  our 
expanding  client  base  in  conquering  their  most 
significant  IT  challenges. 


RAMMERS 

expert  ‘C’  Programmers  with  a 
s'  relevant  work  experlafice 
'  cial  applications  to  Join  Our 
ne  or  more  of  the  following 
VB.  INFORMIX.  GUI 
base  Programming, 

full 


bend 
and 
Island, 
our  dynaTI 

salary  requi?  _ 

Inc.,  Human  ResouT 


alary  and  bonus, 
aith  club  membership, 
ment  at  our  Long 
portunity  to  Join 
nd  resume  and 
■  Link  Financial, 
ept-CW,;^33  Earle 


Ovington  Blvd.,  Suite  602,  Mitchel  Field,  NY 
11553;  FAX:  (516)  227-1799;  Email:  jobs@olf.com.  EOE 

OPENLINK 

FINANCIAL,  INC. 


Con  you 


Imagine  the  rewards  of  a  career  path  with  Atlanta- 
based  Optio  Software,  the  leading  provider  of 
software  that  optimizes  information  output  for 
manufacturing  and  healthcare  enterprises.  Due  to 
continued  corporate  expansion,  the  following 
positions  are  available: 

•  Applications  Consultant 

•  Implementation  SPECIALtST 

•  Software  Engineer-VC++ 

•  Technical  Writer 

•  Document  Designer 

•  Project  Manager 

•  Technical  Recruiter 

•  Manager,  Customer  Communications 

•  Public  Relations  Manager 

•  Account  Executive-ERP 

•  Account  Executive-Medical  Forms 

We  offer  competitive  salary  and  an  excellent 
benefits  package  with  stock  options  and  a  matching 
401  (k)  plan.  Please  forward  your  resume  with 
salary  history  in  complete  confidence  to:  Attn: 
Corporate  Recruiter,  CW-61498,  4800  River 
Green  Pkwy.,  Duluth,  GA  30096;  FAX  (770) 
283-8649,  e-mail  jobs@optiosoftware.com  (MS 
Word  documents  only).  EOE,  M/F/D/V. 


oral 

Optimizing  Information 


PROGRAMMER  ANALYST 
needed  F/T  for  NJ  Mgmt  Info 
Sys  Co.  Must  have  3  yr  exp 
as  Principal  Prgrmr  in  C++, 
Oracle,  Perl,  Tcl/Tk,  Rogue- 
Wave's  and  Java  on  NT  & 
Unix  machines  for  dvlpng  into 
mngmnt  products  for  telecom 
&  internet  industry;  use  com¬ 
munication  skills  to  interact 
with  domestic  &  international 
clients.  Masters  in  Comp  Sci 
needed.  Respond  to:  HR 
Dept.,  Savera  Systems,  In¬ 
corporated,  47  Maple  Street, 
Summit.  New  Jersey  07901 . 


U  INFORMATION  TECHNOLOGIES  I 
MANAGER  OF  SYSTEMS 
DEVELOPMENT 

Jardine  Group  Services  Corporation  is  seeking  an 
Information  Technologies  Manager  of  Systems 
Development  in  our  upstate  NY  corporate  office.  This 
position  offers  a  wide  range  of  challenging  opportunities 
for  a  highly  motivated,  self-directed,  team  oriented  indi¬ 
vidual. 

Candidates  must  have  a  minimum  of 

•  5+  years  programming,  systems  analysis  and/or 
project  management  experience 

•  3+  years  supervisory  experience 

•  Expertise  in  multiple  technical  environments 
i.e.  Client  Server,  Mainframe,  LAN/WAN. 

Fast  paced  enjoyable  office  environment  with  excellent 
benefits  package  provided.  Please  submit  resume  to 

Jardine  Group  Services  Corporation 

Human  Resources  Manager 
13  Cornell  Road,  Latham,  NY  12110 
or  fax  to  518-782-3146  or  email  scomey@jgsc.com 
_  An  Equal  Opportunity  Employer  .  ^  j  \ 


Database  Administrator  (DOT 
039.162-010;  NC  client  sites) 
Analyze,  design,  develop,  code, 
test,  implement  &  maintain  data¬ 
base  systems.  Create  &  maintain 
Unix  shell  scripts;  SQL  scripts; 
triggers  &  stored  procedures. 
Modify  or  enhance  database  pro¬ 
grams:  prepare  reports  &  specifi¬ 
cations.  Environment:  Unix;  Sy¬ 
base.  Windows  NT;  DB  Library; 
MS  SQL  Server;  Visual  Basic. 
Master’s  degree  in  Comp.  Sci  or 
Math  or  Engg  +  2  yrs  exp  in  job 
off'd.  Employer  will  accept 
Bachelors  degree  in  any  of  stated 
fields  of  study  +  5  yrs  exp. 
$61K/yr,  40  hrs/wk,  9-5.  Send 
resume  w/  social  security  #  to  JO 
NC721 1115;  Job  Service.  700 
Wade  Ave.,  PO  Box  27227, 
Raleigh,  NC  27611. 


CORPORATE 
TECHNICAL 
ECRUITING 
CONFER!  CE 
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OME  TO  THE 
CARO  [NAS 


Be  in  good  company  at  Blue  Cross  and 
Blue  Shield  of  South  Carolina.  Due  to 
rapid  growth,  we  are  currently  accepting 
resumes  for  positions  located  in  our 
Columbia,  SC  offices: 

♦  Mainframe  Programmers/Project  Leader 

COBOL,  CICS,  DB2/IMS,  JCL,  VSAM 

♦  CICS/DB2/IMS  Systems  Analyst 

♦  Pick  Basic  Programmer 

♦  Network  Services  Manager 

SNA,  VTAM,  NTP,  Multi-protocol  Networks 

♦  LAN/WAN  Engineer  &  Supervisor 

CISCO  Routers,  HUB  &  Switches,  ATM, 
Ethernet,  Token  Ring 

«  Server  Engineer 
UNIX,  AIX 


We  offer  a  competitive  salary,  flexible 
benefits  program  and  an  excellent 
career  development  opportunity 

CALL,  SEND,  FAX  OR  E-MAIL  RESUME 
IN  CONFIDENCE  TO: 

I/S  Recruiting 

Blue  Cross  and  Blue  Shield  of  SC 
1-20  East  @  Alpine  Rd. 
Columbia,  SC  29219 
TEL:  800-288-2227  Ext  45596 
FAX:  803-419-8096 
jstoughton@mindspring.com 
EOE/M/F/D/V 


An  Independent  Licensee 
of  the  Blue  Cross  and  Blue 
Shield  Association 


/*r\ 


^UNIVERSAL 


Join  us  and  be  part  of  the  excitement  at 
UNIVERSAL  STUDIOS  ESCAPE**,  our 

total  world-class  vacation  and  entertainment 
destination  for  the  21st  Century. 

Applications  Director/Information 
Services 

Programmer/Analyst 
Business  Systems  Analyst 
Project  Leader/Financial  Systems 

These  positions  require  a  Bachelor’s  degree 
in  Computer  Science,  Business  or  Finance 
and  relevant  experience  in  specific  areas. 

We  offer  competitive  compensation  and  an 
excellent  benefits  package.  Please  send  your 
resume  to: 

Universal  Studios  Florida, 

Human  Resources  Dept.,  Attn:  DW, 

1000  Universal  Studios  Plaza 
Orlando,  FL  32819. 

For  more  information  call  our: 

JOB  HOTLINE  (407)  363-8080 

or  visit  our  website: 

http://www.usf.com 

A  Universal/Rank  Group  Joint  Venture.  EOE. 


STAR  IN  THE  BIG  PICTURE. 


When  it  comes  to 
award  winning  IT, 
UPS  is  the  talk  of 
the  industry. 
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COMPUTER 


WORLD 


"Global  10  Award" 

IT  Commitment 

1996 


'Best  Places  to  Work"  "Smithsonian  Award"  "Premier  100  Award' 

Information  Services  Global  Communications  Network  Web  Technologies 

1997  1997  1998 


As  the  world's  largest  package  distribu¬ 
tion  company,  we're  proud  to  say  that 
our  technological  environment  is 
second  to  none.  It's  that  pride,  along 
with  our  commitment  to  technology 
that  has  paid  off. 

Pride  in  our  IT  professionals 
and  their  accomplishments. 

Pride  in  our  continuous 
development  of  innovative  new 
products  and  enhancements. 

Pride  in  ensuring  that  our 
customers  get  what  they 
need  —  on  time,  every  time. 


Experience  the  pride  that  is 
UPS.  We  have  exceptional 
opportunities  for  highly  motivated 
professionals  in: 

Applications  Development 
Systems  Engineering 
Telecommunications 
Database  Administration 

Employee  ownership,  attractive 
salaries,  comprehensive  benefits, 
ongoing  training,  outstanding  growth 
potential  —  you'll  enjoy  it  all  at  UPS. 


To  find  out  more  about  exciting 
opportunities  at  our  locations 
in  New  Jersey,  Connecticut,  Georgia, 
Kentucky  and  Maryland,  please  send 
your  resume  to: 


United  Parcel  Service 
P.O.  Box  833,  Dept.  CW 
Mahwah,  NJ  07430 
Fax:  201-828-3542 
Equal  Opportunity  Employer 
M/F/D/V 


qqp 

Worldwide 
Olympic  Partner 


INFORMATION  Technology 


Visit  our  website  at  www.ups.com 


SOFTWARE  ENGINEER:  Pro¬ 
ven  ability  in  administering  SCO 
UNIX,  Windows  NT,  Novell 
NetWare  operating  systems: 
Proven  ability  in  integrating 
smaller  and  larger  networks  with 
SCO  UNIX,  Windows  NT,  Novell 
NetWare,  SNA  Server,  HP-UX, 
Solaris  Operating  Systems: 
Proven  ability  in  supporting  the 
operating  systems  in  a  network 
environment  connected  through 
Local  Area  Networks,  Wide  Area 
Networks,  Internet,  Dialup  Lines 
or  Leased  Lines.  The  job  duties 
are:  Analysis  ot  current  proce¬ 
dures  and  problems  to  refine  and 
convert  the  data  to  programma¬ 
ble  form:  determine  output 
requirements:  study  existing  sys¬ 
tem  to  evaluate  effectiveness: 
upgrade  systems  presently  in 
use:  develop,  test  and  implement 
new  software:  correct  systems/ 
programs  as  necessary.  Req¬ 
uires  Bachelors  in  Science  (or) 
Computers  with  two  years  experi¬ 
ence  in  software  development.  40 
hours  per  week  at  $55,000/-  per 
year.  Please  send  resume  to 
Case  #  72093,  PO  Box  #  8968, 
Boston,  MA  02114. 


Software  Engineer  I  -  Develop 
routing  protocol  software  for 
routers:  document  a  functional 
specification  including  a  func¬ 
tional  test  plan  and  resolve  out¬ 
standing  problems  with  the  soft¬ 
ware,  as  required.  Require¬ 
ments  include  Master  of  Sci¬ 
ence  Degree  in  Computer  Eng¬ 
ineering,  Computer  Science  or 
Mathematics;  two  years  experi¬ 
ence  in  job  ottered  or  related 
field  of  life  cycle  embedded  sys¬ 
tem  development.  Thorough 
knowledge  of  UNIX  kernel  pro¬ 
gramming  and  internet  proto¬ 
cols.  Strong  background  in 
network  system  development. 
Applicants  must  have  unre¬ 
stricted  authorization  to  work 
in  the  United  States.  Salary 
$57,31 9-$63,00(Vyear.  40  hours/ 
wk.  Respond  with  two  copies  of 
resume  to  Case  #71923,  P.O. 
Box  8968,  Boston,  MA  02114. 


SOFTWARE  ENGINEER:  Ability 
in  using  Power  Builder,  SUN 
Solaris  System  Administration 
(Unix);  Proven  ability  in  using 
Oracle  Case  ‘Designer,  Designer 
2000,  Systems  Reverse  Engin¬ 
eering,  Systems  Requirements 
gathering.  Logical  &  Physical 
design  of  databases,  Implemen¬ 
tation  of  Mission  Critical 
Systems,  Decision  Support  sys¬ 
tems  and  online  transaction  sys¬ 
tems;  Working  knowledge  of 
Developer  2000  and  Power 
objects;  In-depth  knowledge  in 
SQL  Forms  3.0  and  PL/SQL  lan¬ 
guages.  The  job  duties  are: 
Analysis  ot  current  requirements 
and  problems  to  refine  and  con¬ 
vert  the  data  to  programmable 
form;  determine  output  require¬ 
ments;  study  existing  systems  to 
evaluate  effectiveness;  upgrade 
system  presently  in  use;  develop, 
test  and  implement  new  soft¬ 
ware;  correct  systems/programs 
as  necessary.  Requires  Masters 
in  Computers  (or)  Engineering 
with  no  experience  in  software 
development.  40  hours  per  week 
at  $65,000/-  per  year  Please 
send  resume  to  Case  #  72051, 
PO  Box  #  8968,  Boston,  MA 
02114. 


Provide  database  support  for  current  and  future  database 
structures,  ensuring  data  integrity,  implementation  and  main¬ 
tenance  are  completed  in  a  timely/accurate  fashion.  Work  with 
technical,  application  and  development  support  staff  to  imple 
ment  logical  database  models,  performance  and  tuning 
methodologies  and  change  management  processes. 

Minimum  Requirements  include  Master's  degree  in  Com¬ 
puter  Applications  or  related  field,  and  3  years'  experience 
supporting  relational  databases  including  expertise  in  Sybase 
SQL,  report  writers,  diagram,  chart  tools,  and  UNIX.  Salary 
range  is  $73,580  to  180,000  per  year.  Send  resume  to 
Work/Family  Directions,  930  Commonwealth  Ave., 
Boston,  MA  02215,  Attn:  Ms.  Carmen  Gonzalez.  No 
phone  calls  please. 
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PROGRAMMER/ANALYST  (Tay¬ 
lors,  SC)  to  analyze,  design, 
develop,  implement,  test  and 
maintain  cross-platform  point-of- 
sale  application  software  for  retail 
businesses  using  JAVA,  JAVA 
Bean,  JDBC,  RMI,  C++  and 
Delphi  under  MS  Windows 
95/NT,  IBM  OS/2,  IBM  4690  and 
UNIX  environments;  Perform 
OOA  and  OOD  tasks  using 
Rational  Rose.  Require;  B.S. 
degree  in  Computer  Science  with 
two  years  experience  in  the  job 
offered;  An  M  S.  degree  in 
Computer  Science  with  a  demon¬ 
strated  ability  to  perform  the  stat¬ 
ed  duties  gained  through  previ¬ 
ous  work  experience/academic 
course  work  will  be  accepted  in 
lieu  of  the  B.S.C.S  degree  and 
two  years  of  experience;  Salary: 
S40. 000/year;  M-F  8  a  m.  to 
5  p.m  Send  2  resumes  to:  Ms 
Regina  D.  Ratterree,  E&T 
Technical  Services,  SCESC- 
SC2000734,  P.O  Box  1406, 
Columbia,  SC  29202 


Programmer  Analyst,  Wal¬ 
lingford,  CT;  Design,  develop 
and  implement  client/  server 
scheduling,  inventory  and  bil¬ 
ling  applications  using  C,  C++, 
Sybase  SQL  under  UNIX  and 
Windows  NT  platforms  with 
TCP/IP  protocols.  Req’d. 
Bachelors  in  Comp  Scie.  or 
Engg.  or  Math.  1  yr  exp  in  job 
offered.  40  hrs/wk,  9a-6p. 
Send  resumes  to  Health 
Information  Systems,  2  North 
Plain  Industrial  Road,  Wal¬ 
lingford,  CT  06492.  Tel: 
(203)949-6290. 


Developer/Software  Engineer  to 
be  responsible  for  design  & 
development  of  OLE  Client  Ser¬ 
ver  Applications  in  a  Windows  NT 
environment.  Specifically,  will 
design:  (1)  Operational  Data 
Capture  API  (a  C++  interface  that 
enables  desktop  applications  to 
log  important  operational  info, 
e.g„  transaction  performance, 
component  failures  &  system 
errors);  (2)  Extractor  Daemon  for 
logging  captured  data  (a  desktop 
component  that  periodically  dis¬ 
tributes  data  captured  locally  to 
remote  collection  facilities;  and 
(3)  Desktop  Availability  Applica¬ 
tion  Monitor  (a  series  of  compo¬ 
nents  that  collects  operational 
data  into  a  centralized  database 
&  an  associated  client  program 
that  provides  an  enterprise-level 
“snapshot"  into  the  application. 
Requirements:  M.Sc.  in  CS  plus 
1  yr  exper.  in  job  offered  OR  1  yr 
exper.  in  design  &  development 
of  applications  in  a  Windows  NT 
environment.  Alternative  require¬ 
ment:  B.Sc.  in  CS  and  3  yrs  in  job 
offered  OR  3  yrs  exper.  in  design 
&  development  of  applications  in 
a  Windows  NT  environment. 
Candidate  must  also  possess 
demonstrated  expertise  develop¬ 
ing  client  server  connectivity 
architecture  middleware  using 
OLE  technology;  demonstrated 
expertise  performing  multi-thread 
coding  in  a  Windows  NT  environ¬ 
ment;  demonstrated  expertise 
developing  applications  using 
Microsoft  ODBC  API  for  SQL 
database  Access;  and  demon¬ 
strated  expertise  in  SQL  data¬ 
base  design  using  ORACLE, 
Sybase  or  Microsoft.  Sal: 
$62,577/yr,  9a-5p,  M-F.  Send  2 
resumes  to  Case  No.  71871,  PO 
Box  8968,  Boston,  MA  02114. 
EOE.  Applicants  must  be  US 
workers  eligible  to  accept  full¬ 
time  employment  in  US. 


Software  Engineer  (5  openings) 
Research,  design  (after  analyz¬ 
ing  its  feasibility  within  time  and 
cost  constraint),  and  develop 
software  systems  for  industrial, 
financial,  and  scientific  applica¬ 
tions  applying  principles  and 
techniques  of  computer  science, 
engineering  and  mathematical 
analysis.  Consult  with  client  to 
define  requirements  or  problem, 
analyze  data  to  determine  solu¬ 
tion,  consult  with  other  engineer¬ 
ing  staff  to  evaluate  the  overall 
system  performance  and  then 
develop  or  modify  software  sys¬ 
tems  using  tools  like  Oracle, 
Unix,  C/Pro*C,  Powerbuilder, 
Visual  Basic,  Applixware  and 
Sybase,  thereby  accomplishing 
goals  of  client  request.  Reqs: 
Master  in  Comp  Sci.,  Sci.,  Engg., 
Math,  or  its  foreign  educational 
equivalent.  2  yrs  exp.  in  the  job 
offered  or  2  yrs  exp.  in  a  related 
occupation  as  a  Programmer- 
Analyst,  Comp  Programmer,  Sys 
Analyst,  or  Comp  Consultant. 
2  yrs  exp.  in  design  and  develop¬ 
ment  of  software  systems  for 
industrial,  financial,  or  scientific 
applications  and  2  yrs  using 
Oracle,  Unix,  and  Pro’C. 
$63,000/yr,  40  hrs/wk,  8:30a- 
5:30p,  M-F.  Send  2  copies  of 
resume/letters  of  application  to 
Job  Order  #98-165,  P.O.  Box  989, 
Concord,  NH  03302-0989. 


Systems  Engineer.  Resp  for 
reqs.,  analysis,  design  develop¬ 
ment,  testing  &  implementing 
info,  financial  &  mfg  systems 
preferable  w/  COPICS/LELAND 
on  IBM  hardware  w/  MVS/XA 
operating  system  in  IMS,  VSAM 
&  CICS  environs.  Meet  w/  user  to 
gather  reqs. ,  process  flow  &  data 
flow  design.  Maint  &  upkeep  of 
existing  production  live  systems. 
Prep  interfaces  to  migrate  main¬ 
frame  data  to  Oracle  2000  plat¬ 
form.  Develop  Unit  test  plans, 
integration  &  system  test 
plans,  design  processes  to  cor- 
rect  system  probs. 
Develop  programming  specs  & 
programming  estimates  w/  use  of 
“Transform"  methodologies. 
Use  XPEDITER  batch  &  on-line 
&  INTEREST  debuggers, 
TSO/ISPF  FILEAID,  IMS/AID, 
VSM  ASSIT,  LIBRARIAN,  CAFC 
&  Oracle  INTEROFFICE  utilities, 
VS  COBOL,  COBOLII,  MVS/JCL, 
COBOL/CICS,  CLIST  & 
EASYTRIEVE  langs,  use  of 
REMEDY,  TIMS  &  CA-7 
tools.  Reg.  BSc  Systems  Eng  & 
2  ys  exp  in  job  or  2  Systems 
Analyst;  to  incl.  2  ys  exp 
w/COBOL.  $58,000/yr.  40  hrs/wk. 
M-F  8am-5pm  Send  ad  & 
resume  to:  Non-Ag  Alien 
Employment  Certification 
Program,  P.O.  Box  10869,  Atkins 
Bldg.  #110,  Tallahassee,  FL 
32302,  Re:  Job  Order  FL- 
1804640. 


SOFTWARE  ENGINEER: 

Proven  ability  in  Relational 
Database  Management  sys¬ 
tems,  Structured  Systems 
Analysis  &  Design  and  Object 
Oriented  Analysis  &  Design 
Techniques;  Demonstrated  abili¬ 
ty  in  handling  large  Relational 
Database  Management  Sys¬ 
tems  as  a  DBA  and  Graphical 
User  Interface  (GUI)  Applic¬ 
ations;  Strong  working  knowl¬ 
edge  of  C,  C++,  Windows  3.1, 
Windows  95,  All  X-Base  soft¬ 
ware,  Power  Builder  4.0  &  5.0, 
Ingress  6.4.2,  Sybase  System 
10  &  11,  Unix  SVR4,  SCO  Unix 
Open  Server  5,  Novell  NetWare. 
The  job  duties  are:  Analysis  of 
current  procedures  and  prob¬ 
lems  to  refine  and  convert  the 
data  to  programmable  form; 
determine  output  requirements; 
study  existing  system  to  evalu¬ 
ate  effectiveness;  upgrade  sys¬ 
tem  presently  in  use;  develop, 
test  and  implement  new  soft¬ 
ware;  correct  systems/programs 
as  necessary.  Requires 
Bachelors  in  Computers  (or)  sci¬ 
ence  with  two  years  experience 
in  software  development.  40 
hours  per  week  at  $55,000/-  per 
year.  Please  send  resume  to 
Case  #72084,  PO  Box  #  8968, 
Boston,  MA  02114. 


Systems  Analyst,  Richardson, 
TX;  Coordinate  &  conduct  unit 
testing  and  integration  testing 
for  client/server  and  GUI  pro¬ 
jects.  Develop  test  scripts  in 
MS-TEST  and  SQA-TEAM 
TEST  tools.  Develop  applica¬ 
tion  programs  in  COBOL, 
FORTRAN  under  MS-DOS 
and  XENIX  operating  systems. 
Req’d.  1  yr  exp  in  job  offered. 
40  hr/wk,  9am-6pm,  Mon-Fri, 
$65,000/Yr.  Send  resumes 
to  Radiant  Systems,  Inc.  777 
South  Central  Expressway, 
Suite  #6,  Richardson,  TX 
75080. 


Programming  &  data  analy¬ 
sis  for  Marketing  Company. 
Flequirements:  Visual  Basic 
4.0/5.0,  Access  Data  base 
programming,  C,  SQL,  & 
SAS;  MBA  degree  w/spe- 
cialization  in  C.I.S.  &  mar¬ 
keting;  6  months  exp.  in 
relationship  &  direct  mar¬ 
keting.  Salary  for  9-5,  M-F, 
40hr  wk  40,000/yr.  Resu¬ 
mes  only  to:  Human  Re¬ 
sources,  Bayview  Finan¬ 
cial,  2665  S.  Bayshore 
Drive,  Ste.  301,  Miami, 
Florida  33133. 


BAY  SEARCH 
GROUP 

National  I/S  Placement: 
Specialists 

VISIT  OUR  WEB  PAGE 

www.baysearch.com 

Looking  for: 

Oracle.  SYBASE.  UNIX, 
Visual  Basic. 
PowerBuilder. 

Web  Developers 

1-800-637-5499 
Fax:  1-888  37-9889 


SOFTWARE  ENGINEER: 

To  design,  test  &  maintain 
computer  software  sys.  for 
clients  by  applying  knowl¬ 
edge  of  Comp.  Science  & 
Engg.  Analyze  software  req. 
to  determine  the  feasibility  of 
the  design  &  perform  test 
engg.  tasks  to  check  for 
validity  of  the  software  by 
using  CICS,  DB2,  MVS/ 
ESA,  COBOL  II,  JCL,  VSAM 
ON  IBM  mainframe.  52K,  40 
hrs/wk,  Atlanta,  GA.  Must 
have  BS.  in  Comp.  Engg. 
with  2  yrs  of  verifiable  exp. 
Apply;  Koni  Ameri  Tech 
Services,  Inc.,  5950  Live 
Oak  Pkwy.,  Ste#  250, 
Norcross,  GA  30093. 


All  Systems  Are  Go 
For  Your  Success 


As  Fortune  magazine's  most  admired  health 
care  company,  and  chosen  by  Computerworld 
as  one  of  the  Best  Places  To  Work  for  the 
fifth  consecutive  year,  United  Healthcare 
offers  a  challenging,  creative  environment 
for  motivated,  committed,  and  innovative 
individuals.  You’ll  find  it’s  the  type  of  work 
environment  where  people  trust  and  respect 
one  another,  have  fun,  and  receive  great 
satisfaction  from  working  hard.  It’s  a  place 
where  you  can  make  a  difference.  So  find 
out  what  it's  like  to  love  your  job;  find  out 
what  it’s  like  to  work  at  United  Healthcare. 
We  currently  have  opportunities  for: 

•  MAINFRAME  &  CLIENT  SERVER 
DEVELOPERS  •  WEB  PAGE  DEVELOPERS 

•  DATABASE  ANALYSTS  •  APPLICATION 
ARCHITECTS  •  DATABASE  PRODUCTS 
MANAGER  •  DIRECTOR  C/S  DEVELOPMENT 

•  NETWORK  &  DESKTOP  SUPPORT 

•  BUSINESS  ANALYSTS  •  LOTUS  NOTES 
ADMINISTRATORS/DEVELOPERS 

Please  send/FAX  your  resume  to: 

United  Healthcare,  450  Columbus  Boulevard, 
CT  030-08AA,  Dept.  CW,  Hartford,  CT 
06115-0450.  FAX  #:  (860)  702-7220. 

Or  e-mail  to:  fstamili@uhc.com  For 
more  information  on  United  Healthcare, 
visit  us  at  http://www.unitedhealthcare.com 

UNiTEDhealthcare" 

We  promote  a  drug-free  environment,  and  are  committed  to  diversity 
in  the  workplace.  EOE  M/F/D/V. 


One  of  (he  top  30  IT 
divisions  in  the  country  i: 
looking  for  top  people 


PC  Week  ranked  us  29th  out  of  500  top 
IT  divisions,  so  you  know  we’ve 
got  the  technologies  to  challenge  you. 
These  are  the  people  we  want: 
Business  Systems  Analysts 
Client/Server  Developers 
Internet  Developers 
GUI  Developers 
Database  Specialists 
Network  Engineers 
Project  Managers 
Excellent  salary  and  benefits, including 
relocation.  Resumes  E-mailed  to 
employment@cbn.org  Fax  to  757-226-3899. 

Request  application  at  1-800-888-7894 
Check  out  our  website  at  http://www.cbn.org 

com 

The  Christian  Broadcasting  Network,  Inc. 


FIND 

11  Consulting 
Careers 


computerworldcareers.com 


COMP^HLD 

c@r  e  e  r  s 
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Software  Engineer:  Develop 
Networking  and  Financial 
Management  applications  oper¬ 
ating  on  Sun  Microsystems, 
PC's,  UNIX  and  Windows;  pro¬ 
gram  applications  in  C,  C  +  and 
using  Developer  2000  as  a  front 
end  tool  and  Oracle  for  the  back¬ 
end.  Use  Clearcase  to  maintain 
Version  Control  System.  Know¬ 
ledge  of:  UNIX,  Windows,  Oracle, 
GUI's,  C,  C++,  ClearCase  and 
Developer  2000.  M.S.  OR 
Foreign  Equiv.  in  Electrical 
Engineering  OR  Computer 
Engineering  AND  1  yr.  exp  OR  1 
yr.  exp  as  a  Software  Engineer. 
M-F,  9-5.  40  hrs/wk,  $62,501/yr. 
Send  2  Resumes/letters  of  appli¬ 
cation  to:  Job  Order  #98-183, 
P.O.  Box  989  Concord,  NH 
03302-0989. 


Junior  Web  Designer  -  Posi¬ 
tions  Available:  2.  Work  under 
the  supervision  of  the  compa¬ 
ny  president  &  assist  in  the 
development  of  interactive 
multimedia  and/or  web  based 
products.  Must  have  at  least  a 
B.S.  degree  in  Engineering  or 
related,  maybe  concurrent  w/ 
degree  req.  1  course  in:  1) 
Intro.  To  Multi-Media;  2)  Pro¬ 
gramming  Concepts;  &  3) 
Problem  Solving  w/comput- 
ers.  40.0  hr/wk.  $37,000/yr. 
9:00-6:00.  Applicants  send 
resume  to:  Mr.  Robert  F. 
Abbanat,  800  Old  Roswell 
Lakes  Parkway,  Suite  100, 
Roswell,  GA  30076. 


SYSTEMS  ANALYST  PRO¬ 
GRAMMER  needed  F/T  for 
NJ  Info  Tech  Co.  Must  have 
1  yr  exp  analyzing,  dsgng, 
dvlpg,  implmnting,  enhanc¬ 
ing,  modifying,  testing, 
debugging  &  supporting 
applies  &  GUI  in  RDBMS 
(e.g.  SYBASE);  using  C, 
PowerBuilder  &  DB  Lib  w/in 
a  UNIX  OS.  B.S.  in  Elec¬ 
tronics  needed.  Respond 
to:  HR  Dept.,  Patel  Con¬ 
sultants  Corp.,  1525  Morris 
Ave.,  Union,  NJ  07083. 


SOFTWARE  ENGINEER 
needed  F/T  for  NJ  Comp 
Consultant  Co.  Must  have 
1  yr  exp  dsgng,  dvlpng, 
implementing,  modifying, 
testing  &  debugging  applies 
&  GUI  (e.g.  PowerBuilder, 
Motif)  in  RDBMS  (e.g. 
SYBASE)  in  a  client  server 
envrnmt  using  UNIX  or 
UNIX  Type  OS  &C.B.S.  deg 
needed.  Respond  to:  HR 
Dept.,  Patel  Consultants 
Corp.,  1525  Morris  Ave., 
Union,  NJ  07083. 


Programmer/Analyst  (DOT 
030.162-014;  NC  client  sites) 
Analyze,  design,  re-engineer,  & 
integrate  web-based  client/server 
applications  using  object  orient¬ 
ed  methodology.  Design  & 
develop  graphic  user  interface 
(GUI)  for  distributed  application. 
Design  database  connectivity; 
link  GUI  front-end  to  database. 
Environment:  Unix;  C;  Java; 
Windows  NT;  MS  SQL  Server. 
Bachelors  degree  in  Comp.  Sci  or 
Math  or  Engg  +  1  yr  exp.  in  job 
off’d.  $51K/yr,  40  hrs/wk,  8-4. 
Send  resume  w/social  security 
#to  JO  NC721 1113;  Job  Service, 
700  Wade  Ave.,  PO  Box  27227, 
Raleigh,  NC  27611. 


SOFTWARE  ENGINEER 


INSTRUCTOR  -  Windows 
NT/Novell  needed  F/T  by 
Computer  Training  Co.  in 
Fairfield,  NJ.  Must  have  lyr 
exp  presenting  lectures  & 
conducting  demos  of  com- 
ptr  n/working  using  NT, 
Windows  for  Workgroups, 
Win  95  &  Novell  working 
with  TCP/IP.  Bach  in  Comp 
Sci,  Comp  Engg  or  Elec¬ 
trical  Engg  reqd.  Reply  by 
resume  to:  HR  Dept.,  PC 
Age,  Inc.,  20  Audrey  Place, 
Fairfield,  NJ  07004. 


needed  F/T  for  NJ  Comp 
Service  Co.  Must  have  6 


mos  exp  dsgng,  dvlpng  & 
implementing  of  sys  &  applic 
s/ware  using  C/C++  &  PAS¬ 
CAL  under  real  time  &  MS 
Windows  operating  sys 
w/communications  protocols 
ind  X-MODEM.  Master’s  in 
Comp  Sci  or  Comp  Engg 
needed.  Respond  to:  Murch- 
hana  Mohapatra,  Manager 
HR,  Dept.  GR11,  Horizon 
Computers,  Inc.,  5  Lincoln 
Highway,  Edison,  NJ  08820. 


SOFTWARE  ENGINEER  II  to 
develop  and  maintain  applica¬ 
tions  and  databases  by  evaluat¬ 
ing  clients’  needs,  analyzing 
requirements  and  developing 
software  systems  following  de¬ 
sign  specifications  using  soft¬ 
ware  languages  and  products:  C, 
C++,  IBM  RS6000,  DOS,  Win¬ 
dows  95,  Windows  NT,  UNIX  (AIX, 
Sun,  HP),  Oracle,  (SQL  Plus,  SQL 
Loader,  PL/SQL,  Pro'C),  Sybase, 
Shell  scripts  and  Visual  Basic. 
Require:  M.S.  in  Computer  Sci¬ 
ence  and  two  years  experience  in 
the  job  offered  or  as  Program¬ 
mer/Analyst.  Salary:  $65,000  per 
year,  8  am  to  5  pm,  M-F.  Mail 
resume  (Ref.  CWTK)  to:  Lynn 
Howard,  Director  of  Employment, 
DFI/Aeronomics,  4751  Best 
Road,  Atlanta,  GA  30337. 


SYSTEMS  ANALYST  need¬ 
ed  F/T  for  NJ  Info  Tech  Co. 
Must  have  2  yr  exp  dsgng, 
dvlpng  &  interacting  with 
users  for  a  clinical  info 
d/base  project;  with  Client 
Server  Architecture  using 
PowerBuilder  6.0,  Microsoft 
SQL  Server  6.5/Oracle;  high 
level  programming  &  dvlpm- 
nt  in  Microsoft  Visual  Basic 
5.0  &  Microsoft  project  98  as 
middle  layer.  BS  needed. 
Respond  to:  HR  Dept.,  Patel 
Consultants  Corporation, 
1525  Morris  Avenue,  Union, 
NJ  07102. 
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6  focused  tracks  examine  the 
trends  and  give  you  the  latest 
tools  and  techniques: 


Information  Desip 
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il  Requires  Some  Remarkable  Skills 

Tking  together.  To  stay  on  top,  you  need  solid  training  from  the 
in  the  business.  From  the  fundamentals  of  site  usability  to  cutting-edge  pro- 
nming  techniques,  Web  Design  &  Development  '98  sets  the  standard  for  giving  web  pro- 
lionals  what  they  need  to  succeed.  Web  ’98  provides  practical  training  from  the  leading 
erts  in  information  design;  dynamic  HTML  vs.  Java;  XML;  privacy;  meta  data;  browser 
hell  and  more.  Visionary  keynotes.  Peer  networking  and  brainstorming.  And  an  exhibition  of 
'  powerful  tools  from  the  hottest  companies  around.  Join  us  for  the  most  intense  gathering 
1  brilliance  the  West  Coast  has  even  seen.  Because  when  you're  serious  about  your 
ere's  only  one  pic 
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or  by  e-mail  at  web98@mfi.com. 
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“I’d  rather  be  golfing.” 

When  you  create  advanced  systems 


with  Wal-Mart’s  I.S.  teair 
build  our  industry’s  most 
You’ll  enjoy  living  in  one  o 

ural  settings  the  world  has  to 
you  work, 


you’ll  do  more  than 
phisticated  network, 
he  most  relaxing,  nat- 
offer.  During  the  days 
plan  on 


working  in  positions  using: 

•  UNIX  -  C,  C++,  Database  Administration,  Engineering,  Powerbuilder, 
Informix,  4GL 

•  PC  Workstation  -  VB,  VC++,  NT,  SQL  Server,  Java 

•  IBM  Mainframe  -  COBOL,  CICS,  DB2  &  IMS  Database  Administration 

•  Networking  -  Ethernet,  VSAT,  Frame  Relay,  ATM 

•  Telecommunications  Technology 

Ready  to  do  it  all?  Interested  candidates  should  forward  a  resume  to: 

Wal-Mart  Information  Systems  Division;  Attention:  Recruiting  Department  ISDCW98 
702  S.  W.  8th  Street;  Bentonville,  AR  72716-9050;  Fax:  501-273-6879;  E-mail:  teclyob@wal- 
mart.com  For  more  information,  call  toll  free:  1-888-JOBS-ISD  or  check  ont  our  career  page 
at:  www.wal-mart.com  . . . . . . 

EOE  M/F/D/V  _ 


SQL  SERVER  DBA 

(salary:  $51 ,830-$60,000  yr.) 

Responsible  for  SQL  Server  database  administration.  Position  will 
evaluate  SQL  Server  database  problems  pertaining  to  system 
management  and  initiate  corrective  actions  to  include  database 
reorganization,  schema/subschema  redesign,  program  modifica¬ 
tion,  performance  tuning  and  backup/restore.  Will  administer 
multiple  NT  and  SQL  Server  databases  in  a  client-server  environ¬ 
ment. 

Minimum  Qualifications:  Bachelor's  degree  in  Computer  Sci¬ 
ence,  Management  Information  Systems,  or  a  field  involving 
coursework  in  computer  science;  five  years  of  progressively 
responsible  data  processing  experience  involving  the  analysis, 
design  and  utilization  of  NT  and  SQL  Server  databases. 

Desirable:  MCSE  certification,  experience  with  Peoplesoft 
Financials,  HR  and  Payroll  client-server  software. 

For  an  application,  call  The  City  of  Colorado  Springs  at  (719) 

385-5904.  EEO/AA. 


CITY  OF  COLORADO  SPRINGS 


dream  salary. 


dream  location 


dream  boss. 

in  your  dreams? 

Not  anymore. 

Got  big  dreams?  We’d  like  to  help  make  them  come  true. 

You  already  know  that  Computerworld  is  the  best  place  to  begin  your 
job  search.  Now,  it’s  also  the  place  where  your  search  ends. 

Introducing  Computerworld  Career  Central,  where  you  don’t  have 
to  find  the  jobs,  because  the  jobs  find  you. 

If  you’re  a  software  development  professional,  Computerworld  Career 
Central  is  the  most  effective,  hassle-free  way  for  you  to  find  a  new  job-and 
it  costs  you  nothing.  Just  visit  www.computerworldcareers.com,  fill  out  a 
Member  Profile  and  submit  it.  We  find  jobs  matched  to  your  skills,  experience 
and  preferences  and  send  them  to  you,  confidentially,  via  e-mail.  We  do  the 
work,  so  you  don’t  have  to. 

It’s  free,  it’s  easy,  and  most  important,  it  works. 

So  you’ve  got  nothing  to  lose,  except  maybe  your  dream  job. 


C0MPUTE1W0RLD 

9  Career  Central™ 

www.computerworldcareers.com 
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.  /  At  Sprint  Paranet, 
_  we  take  a  few 

thinqs  seriously: 
Technology.  Success, 
vt  Career  Development. 

^  (jt”  That's  how  we've  become  a 

leading  provider  of  distributed  network 
management  solutions  for  the  Fortune  1 000.  We'll 
%r  give  you  a  chance  to  push  the  limits,  and  be  rewarded. 
±0  You'll  see  your  biggest  ideas  put  to  use.  And  since  we're 
V  vendor- independent,  you'll  work  with  a  host  of  technologies. 
Sound  like  fun?  Then  explore  the  following  positions,  and  watch 
your  ideas  —  and  your  career  —  really  take  off. 

UNIX  Administrators 
Network  Analysts 
NOS  Administrators 

Ready  to  join  Sprint  Paranet?  Then  bring  your  best  ideas  with 
you.  Because  in  addition  to  an  excellent  compensation  package, 
we  provide  an  open,  innovative  environment  where  creativity 
flourishes.  Candidates  interested  in  these  positions  should  for- 
A  ward  resumes  to:  Sprint  Paranet,  Job  Code 
CW0615;  Fax  (888)  525-7476;  Email: 

eagles@sprintparanet.com  (text  format  is 
strongly  preferred).  Please  indicate 
^  geographic  preference.  EOE,  m/f/d/v 


Sprint. 


Sprint  Paranet 

Integrating  Hardware,  Software, 
Networks  &  People 


www.sprintparanet.com 


Direction  in  a  World  of  Possibility 


RSA  is  a  professional  services  firm  providing  both  strategic  techni¬ 
cal  services  and  business  management  solutions  to  software  inte¬ 
gration  and  systems  implementation.  We  understand  the  critical 
factors  of  today's  software  integration  projects  and  focus  on  pro¬ 
viding  our  clients  with  practical  real-world  solutions.  We  at  RSA  are 
devoted  to  attracting  and  retaining  highly  qualified  professionals 
with  strong  business  backgrounds  and  technical  proficiencies.  We 
offer  career  growth  opportunities. 


Baan: 

Tools  Consultants 
Functional  Consultants 

Aurum: 


SAP: 

Team  Leads/Managers 
Functional  Consultants 
Project  Managers 
ABAP/4 

PeopleSoft: 

Functional  Consultants 
Technical  Consultants 


Aurum  implementation  exp. 
and/or 

Centura  Team  Developer, 

VisualBasic  exp. 

Hands-on  experience  with 
SOLs  and  GUIs 
UNIX  and/or  MS  NT  exp. 

RSA  offers  very  competitive  salaries  with  excellent  benefits,  paid  relocation,  training  and  all  visa 
and  green  card  fees.  Please  submit  your  resume  with  reference  number  CW698  to: 
e-mail:  rsarecruiter@resourcesupport.com  or  Fax  303.708.8680 

RSA,  Inc. 

27  Inverness  Drive  East 
Englewood,  Colorado,  US  80112-5623 
303-741-3105  ext.  105  or  800-886-4912  ext  105 
Visit  our  website  at  www.resourcesupport.com 
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SAP  R/3  Application  and  Technical 
Database  Performance  Experts 


Why  be  a  foot  soldier  when  you 
belong  in  the  elite  special  forces? 

We  are  a  high-performance,  cross-functional 
team  of  SAP  Technical  and  Application  Specialists 
providing  our  fast  growing  customer  base  with 
focused,  complementary  services  in  the  following  areas: 

•  Performance  Tuning  and  Analysis 
•  On-site  Project  Go  Live  Support 
•  Stress  Testing  and  Capacity  Planning 
•  Technical  Quality  Assurance  Reviews 
System  Performance  Reviews 


Our  team  is  seeking  technical  database  performance  and 
SAP  R/3  application  experts  who  possess  the  following  skills: 

Leadership  -  ability  to  quickly  grasp  issues  given  limited 
information,  structure  and  reference,  and  take  over 
responsibility  with  credibility  and  authority. 

Communication  -  be  creative  in  extracting  information 
from  different  sources,  build  relationships  and  present  low- 
level  business  and  technical  information  to  executive-level 
audiences. 

Problem  solving  -  ability  to  methodically  analyze  a 
situation,  identify  critical  factors  and  formulate  and  execute 
an  action  plan  to  efficiently  resolve  problems. 

For  technical  database  experts,  5+  years  of  DBA-related 
experience  with  Oracle,  MS  SQL  Server  or  Informix  is 
required,  including  in-depth  knowledge  of  RDBMS.  Solid 
DBA  and  performance-tuning  skills  in  the  areas  of  1/0, 

CPU,  memory  management  and  lock  contention  with  very 
large  databases  are  essential.  Mastery  of  the  technical 
architecture  should  be  absolute  but  must  be  complemented 
with  practical  business  application  experience. 
Oracle/Microsoft/Informix  certifications  are  desirable. 

Please  send  all  applications  to: 

SAP  America,  Inc. 
do  ATAC  Manager 
Dept  TCWI2398 
600  East  Las  Colinas  Blvd. 

Suite  2000 
Irving,  TX  75039 
Fax  (972)  868-2108 


For  SAP  R/3  experts,  2+  years  of  SAP  R/3  experience  in  SD, 
MM,  PP,  FI/C0  or  ABAP/4  is  required,  including  a  minimum 
of  1  complete  SAP  R/3  implementation  encompassing 
business  blueprinting,  configuration,  validation  and 
production  cut  over.  Core  working  knowledge  of  business 
processes  and  module  integration  is  essential.  5+  years 
of  related  work  or  industry  experience  desired. 

Team  responsibility  is  nationwide,  therefore  extensive 
travel  on  short  notice  is  required. 

The  Rewards: 

We  offer  extensive  SAP  training  locally  and  overseas; 
you  will  learn  about  team  leadership,  process  development 
and  project  management.  The  financial  rewards  are 
excellent,  reflecting  your  experience  and  level  of 
commitment  to  the  firm.  SAP  has  been  rated  as  having 
one  of  corporate  America’s  top  5%  compensation 
packages,  including  competitive  bonus  plans  and 
potential  sign-on  bonuses. 


No  phone  calls  please.  An  equal  opportunity  employer,  M/F/D/V. 

www.sap.com/usa 


Electronic 

Computer  Services,  Inc. 

Analysta/Programmara 
&  Software  Engineer* 
W-A-N-T-E-D 

‘Windows  NT/Open  Dalabase 
Connectivity 
‘AS400/JD  Edwards 
‘AS400/RPG  lll/IV 
‘Cobol/MVS/TSO/JCUIDMS 
"D82  Cobol  Programmer 
‘ISAPI/ASP/C-r-r/VP/Java 
‘SAP/ABAP/Tech 
‘Novel  1/NT/AdmirV  Analyst 
‘Oracle:  DBAs.  Dvlprs.  QAs 
Financial  s/Forms/Dev2K 
‘Unix  Sys  Admin 
‘Unisys  P/As 
‘Yr  2000  P/As  4  B/As 
‘Sybase/SQL 

ECS.  INC. 

2875  N.E.  101  St.,  Ste.  004 
Aventura,  FL  33180 
Tel:  305-035-4268 
Fax:  305-682-8766 
ecavr@bellaouth.net 


hat  does  Boise  look  like? 

Boise,  Idaho,  is  one  of  the  nation's  truly  unique  places,  with  many  exceptional  amenities  that  make  it  a  wonderful  place  lo 
live  and  work.  Outdoor  activities  abound,  including  snow  skiing,  golfing,  rafting,  or  world-renowned  fly  fishing  in  pristine 
mountain  rivers  and  streams.  Or,  it  you're  in  the  mood  lor  something  different,  attend  the  annual  Shakespeare  Festival  And 
living  in  Boise  couldn't  be  easier.  From  restored  Victorians  lo  contemporary  condos  and  affordable  apartments,  there's  a 
dwelling  lo  fit  any  taste  or  budget. 

What  does  innovation  look  like?  Al  Morrison  Knudsen,  it's  something  that  each  employee  sees  and  feds  every  day.  It 
accounts  for  our  global  engineering,  construction,  environmental  and  mining  triumphs.  If  the  beauty  ol  Boise  and  the 
challenge  ol  MK  appeal  lo  you,  and  you  possess  a  bachelor's  degree,  consider  these  positions: 

SENIOR  ORACLE  FINANICALS  DEVELOPER  •  ORACLE  FINANCIALS  DEVELOPER 
ANALYST  II  •  J.D.  EDWARDS  ANALYST  III  •  INTERNET/COMMUNICATIONS  ANALYST 
UNIX  SYSTEMS  ADMINISTRATOR 

With  everything  from  cosmopolitan  urban  living  to  a  laid-back  country 
pace,  Boise  offers  virtually  unlimited  personal  and  professional 
opportunity.  And  so  does  Motnson  Knudsen,  in  addition  to  a 
competitive  salary  and  comprehensive  benefits  package.  For  more 
information,  please  visit  our  Web  site  at  www.mk.com 
EOE/AA 


MORRISON 

KNUDSEN 

CORPORATION 


Tested.  Proven.  And  Here  To  Stay. 


C o m p u t e r w o r  I  d  June  15, 

IT  CAREERS 
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WEB  MAINFRAME 
SOFTWARE 
DEVELOPER  WANTED 
IN  ATLANTA 


Have  software 
development  skills  in  C, 
CICS,  Assembler,  &  MVS? 


Want  to  develop  the 
LATEST  Mainframe 
Internet  Technologies? 


We  are  a  rapidly  growing  cut¬ 
ting  edge  software  vendor 
building  NEW  &  EXCITING 
Web-based  products  and  are 
looking  for  top-notch  innova¬ 
tive  developers  to  join  our 
team  in  sunny  ATLANTA! 
We  offer: 


Top  Compensation 
+  Unrivaled  Benefits 
+  Progressive  Working 
Environment 
=  Uncompromised 
Opportunity 


GT  Software,  Inc. 

1314  Spring  Street,  NW 
Atlanta,  Georgia  30309 
404-253-1300 
Fax:404-253-1314 
officemanager@gtsoftware.com 


SOFTWARE 
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Consultant,  Systems  Analyst: 

Consult  with  client  companies  at 
their  site  to  determine  their 
needs.  Design,  develop,  adapt, 
install,  &  debug  computer  sys¬ 
tems  (hardware  &/or  software)  as 
per  needs  of  clients.  Analyze  & 
assist  in  implementation  of  new 
systems  and  troubleshoot  any 
problems.  Develop  new  system 
specifications,  flow  charts,  write 
manuals,  &  train  clients’  employ¬ 
ees  in  use  of  system.  Software 
design  may  include  use  of  such 
computer  languages,  devices  or 
software  tools  as  COBOL  II; 
Windows,  UNIX,  CICS,  DB2, 
IDMS.  40  hour  work  week;  9  am 
to  5  pm.  Salary:  $58,000  per  yr. 
Requires  Bachelor  degree  in 
Comp  Sci  or  Comp  Eng  and  2 
years  experience  in  job  offered  or 

2  years  as  Systems  Analyst. 
Experience  or  education  to 
include  use  of  computer  lan¬ 
guages,  devices,  systems  &  soft¬ 
ware  tools  as  listed  above.  Will 
accept  Bachelor  degree  in  either 
electrical,  mechanical  or  civil 
engineering,  in  lieu  of  degree  in 
computer  science  or  computer 
engineering  if  accompanied  by 

3  yrs.  experience  as  a  Systems 
Analyst.  Must  have  proof  of  legal 
authority  to  work  permanently  In 
the  U.S.  Send  TWO  copies  of  res¬ 
ume  to:  ILLINOIS  DEPARTMENT 
OF  EMPLOYMENT  SECURITY, 
401  South  State  Street  -  7  North, 
Chicago,  Illinois  60605,  Atten¬ 
tion:  Leila  Jackson,  Reference 
#V-IL  1 7604-J.  NO  CALLS.  AN  EM¬ 
PLOYER  PAID  AD.  NO  CALLS  - 
SEND  2  COPIES  OF  BOTH 
RESUME  &  COVER  LETTER. 


-  1 


TRIAD  DATA  INC./ 
RENAISSANCE  WORLDWIDE 


Triad  Data  lnc./Ranaissanca  Worldwide  places  talented 
professionals  with  Fortune  100  clients  nationwide.  Our 
Professional  Services  Division  has  opportunities  for 
Programmer/ Analysts,  System*  Analysts  and  Software 
Engineers  with  the  following  skills: 


Cobol  (IMS  or  DB2)  ■  PL1  ■  CICS  ■  Adabas/Natural 
Unix  ■  C/C +♦/ Java  ■  CNE  ■  Technical  Recruiters 
Smalltalk  ■  People  so  ft  ■  Sybase  Developers 

Lotus  Notes  ■  Windows  NT  ■  Visual  C++ 
PC  Support/Help  Desk  ■  Oracle  DBA  ■  Delphi 
Informix  Developers  ■  Internet  Developers  ■  Oracle 
Systems  Admlnistrators-Unlx,  Windows  NT,  Novell 


Multiple  positions  are  available  in  the  folowing  metropolitan  areas: 

■  Boston  ■  Madison  ■  Milwaukee  ■Minneapolis 
■  Austin  ■  New  York  City  ■  Atlanta  ■  Dallas 


We  offer  medicaVdental  insurance,  vacation,  401 K,  referal  bonuses, 
and  more.  For  immediate  consideration,  send/lax  your  resume  to 

M.  Jackman,  Triad  Data,  Inc  ./Renaissance  Worldwide 
515  Madison  Ave.,  Suite  1810,  New  York,  NY  10022 
FAX:  212-832-7091 

e-mail;  mjackman@nyc.triaddata.com 
http//w  ww.triaddata.com 
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COMSYS 


Information  technology  services 


GREAT  BENEFITS 
REWARDS  AND  COMPENSATION!!! 


Our  employees  are  our  most  important  asset! 


>5  - 
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Two  +  Years  Experience: 

•  UNISYS  1100/2200 
•INFORMIX 

•  AS/400,  RPG/400 

•  JD  Edwards 

•  UNIX,  C,  C++ 


Qualified  professionals  may  contact  us  at: 
(407)  670-7767 
1-888-717-7266 
fax:  (407)  869-6364 
E-mail:  orlcomsys  @comsysinc.  com 
www.comsysinc.com 
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COHPUTERWORLD 

c@r  e  e  r  s 


Other  Consulting  Company 


1776  Starwood  Drive  *  Cedar  Park,  Texas  78613 
PH  (512)  260-3535  *  1-800-887-1915  *  FAX  (512)  260-3537 


MUS  Systems  Programmers! 


Willing  to  travel? 


THE  Other  Consulting  Company  needs  experi¬ 
enced  MVS/OS390  Systems  Programmers  to  fill 
positions  as  Consultants  with  our  clients  nationwide. 


We  offer  excellent  salary  and  benefits  packages 
and  career-enhancing  education  opportunities. 


Relocation  is  not  necessary  as  all  work  is  carried 
out  at  client  sites  and  you  travel  from  home. 


To  learn  more,  email  your  resume  to: 
rwinter@theoccinc.com 
or  FAX  it  to: 

John  A.  Blackley  at  512-260-3537 


Globa!  Technical  Resources 
can  be  your  ticket  to  a 
West  Coast  lifestyle  and  a 
great  high-tech  career. 

We  offer  the  following  benefits 
to  all  our  contract  personnel: 


•  Direct-deposit 


AND  A  CAREER  THAT  IS  MUCH  MORE  REWARDING 


5> 


•  Bonuses 

•  401  (k) 

•  Free  medical  insurance 

•  Free  luxury  accommodation 
or  allowance 


•  Airfare  home  twice  a  year 
or  travel  allowance 


Our  Los  Angeles  office  is  seeking  the  following: 


Assignments  may  be  on  a 
permanent  or  contract  basis. 
To  change  your  life  and  your 
style,  fax  your  resume  to 
818-382-41 09  or  e-mail  it  to 
gtr@global-recruiting.com 


AS/400  Programmers  Cobol  RPG  (Los  Angeles; 

San  Francisco;  Seattle) 

SAP  Consultants  (Philadelphia;  Los  Angeles) 
C++,  UNIX,  java  Web  developers,  (Los  Angeles) 
Network  Engineers  (Los  Angeles;  New  York  City) 
Cobol/MVS  (Clearwater,  FL;  Los  Angeles) 


GLOBAL  TECHNICAL  RESOURCES.  INC. 

A  World  Of  Experience. 
www.global-recruiting.com 


15303  Ventura  Blvd.  Suite  1510  •  Sherman  Oaks,  CA91403  USA  •  (818)  382-4110 


ESP  SOFTWARE  SERVICES,  INC. 


We  are  a  Minneapolis-based 
information  systems  and  consulting 
firm,  providing  technical  solutions 
to  the  information  systems  industry 
since  1987.  Today,  we  employ 
more  than  200  technical  and 
business  professionals  offering  a 
wide  range  of  experience  and 
abides  to  over  100  client  companies. 


BENEFITS 


In  addition  to  superior  business 
ethics  and  integrity  our  other 
benefits  include:  medical,  dental, 
401 K,  training/education 
reimbursement  flexible  spending 
account  and  paid  dme  off  to  cover 
vacation,  holiday,  and  personal  time 
(live  weeks  in  the  first  year). 


CONSULTING  OPPORTUNITIES 
WITH  ESP 


Intranet,  Client/Server,  and  Object 
Oriented  Development;  Database 
Administration;  AS/400  and 
Mainframe  Programming; 
UNIX  Administration. 


COTELLIGENT 


Software  Services,  Inc. 

A  COTEUJGENT  Company 


ESP  Software  Services,  Inc. 
A  COTELLIGENT  Company 
701  Fourth  Ave.  South,  Suite  1800 
Minneapolis,  MN  55415 
Phone:  612.337.3100 
Toll  Free:  888.325.2220 
e-mail:  esprecmiting@cotl.com 
Web:  www.esp.cotl.com 

Equal  Opportunity  Employ  er 


One 

POWERFUL 


Multiple  facilitie 
Unlimited  opportunities. 
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COMBINATION 


Realize  a  more  fulfilling  career  at  Memorial  Hermann, 
one  of  Texas'  largest  not-for-profit  healthcare  systems. 


INFORMATION  SYSTEMS 


Due  to  our  explosive  growth,  the  following  positions  are  available: 

VICE  PRESIDENT 


Requires  a  B.S.  Degree  in  Computer  Science;  industry  training  and  increasingly 
responsible  experience  in  managing  large,  complex  corporate  information  system 
department  and  activities:  working  knowledge  of  mainframe,  minicomputer, 
microcomputer,  and  telecommunications  strategies,  environments,  equipment, 
operating  systems,  development  tools  and  methodologies;  1 0  years  management 
experience  in  a  large,  complex  I/S  organization;  and  10  years  of  application/system 
management  experience. 


APPLICATIONS  DEVELOPMENT  SUPERVISOR 


Requires  experience  in  the  design  and  programming  of  applications  software 
including  3  years  in  CICS. 


LEAD  PROGRAMMER/ANALYST 


Requires  MVS/XA  operating  system  and  programming/analysis  experience 
supporting  a  variety  of  IS  systems;  a  minimum  of  2  years  mainframe  experience 
providing  technical  support  to  a  variety  of  TSI  applications  including  specific  expertise 
in  CCM  and  DCM;  and  2  years  experience  supporting  TSI  or  equivalent  cost 
accounting  system  in  a  large  integrated  healthcare  system  environment. 


SENIOR  SYSTEMS  DESIGNER 

This  position  provides  complex  graphic  layout  and  development  in  support  of 
various  product  development  activities.  Requires  experience  with  graphic 
designing  of  web  pages  using  tools  such  as  MS  Visual  Studio.  Frontpage,  Net 
Objects  Fusion  and  F+iotoShop. 

14/e  offer  competitive  compensation/benefits  package 


t 


Apply  to:  Human  Resources,  MEMORIAL  HERMANN 
HEALTHCARE  SYSTEM,  7737  SW  Freeway,  Suite  415, 
Houston,  TX  77074,  713/776-5525,  fax:  713/776-5665. 


For  24-hour  information  on  current  openings, 
please  call  our  Joblines:  713/222-CARE  or  713/704- 


4092. 


Or  visit  our  websites  at: 
E-mail  address: 


http://www.mhcs.org  or  wwv^^^Bn.org 
::  HUMAN_RESOURCES@mhcs.org 


An  equal  opportunity  employer  m/f/v/disabled.  No  agencies,  please. 


Merr  orial  srmann 


HEALTHC  \RE  SYSTEM 


(computerworldcareers.com)  June  15,  1998  Computerworld 

IT  CAREERS 


here’s  nothing  hotter  than  wireless,  and  there’s  no  company  better  poised  to 
take  advantage  of  this  emerging  market  than  AT&T  Wireless  Services.  New 
technology  is  at  the  heart  of  everything  we  do.  From  cellular  phones  to  wireless 
connections  to  the  Internet,  we’re  developing  products  and  services  that  people 
can  really  use.  invfcct,  with  our  new  PocketNet  service,  people  can  now  access 
their  email,  calendar,  address  book  and  the  Internet  from  one'Wireless  phone. 

If  you’re  ready  ^"embrace  the  future,  and  all  the  exciting  new  products  and  tech¬ 
nologies  it  will  bring,  then  please  consider  one  of  th?  multiple  opportunities  avail¬ 
able  in  Orlando/West  Palm  Beach,  FL;  Paralrius,  NJ;  Dallas, TX;  and  the 
Seattle  area  in  our  Information  Systems  department: 


•  Software  Developers 

•  Programmer/Analysts 
•Web  Developers 


Customer-oriented  individuals  experienced  with  any  of  the  following  skill  sets 
are  encouraged  to  apply  or  see  our  website  for  more  information: 

Programming  Languages/Operating  Systems: 

C/C++, VB,  SQL, Java,  HTML,  Perl  scripting,  UNIX, VMS 

Databases: 

Oracle,  Sybase,  Rdb 

Technologies: 

Client/server, Web,and  PC  applications;  database  and  application  design; 
database  structure;  development  methodology;  OLE/COM;  OLAP 

For  more  information  on  the  above  positions  with  AT&T  Wireless  Services, 
please  click  on  Career  Opportunities,  and  search  our  website  by  Functional  Area 
under  Information  Systems: 

www.att.com/wireless/jobs 

To  apply  for  one  of  the  above  positions,  please  type  Job  Code  98-0004943CW 
on  your  resume.  Email  as  text  to  jobapps@attws.com  OR  mail  on  white  paper 
using  plain  fonts  to:  AT&T  Wireless  Services,  P.O.  Box  97061,  Redmond, 
WA  98073-976 1 .  We  are  an  equal  opportunity  employer. 


AT&T  Wireless  Services 


AT&T 


Senior  Consultant:  (Location: 
Columbia,  SC)  Plan,  direct  &  coor¬ 
dinate  projects  involving  the  analy¬ 
sis.  design,  dvlpmnt,  implementa¬ 
tion  &  testing  of  software  in  a 
multi-platform  client-server  envi- 
ronmt  on  a  UNIX  or  NOVELL 
NETWARE  operating  syst.  Duties 
inch  utilizing  Sybase  products 
such  as  Sybase  SQL  Server, 
Sybase  IQ  Server,  Sybase 
Replication  Server,  Sybase 
Mainframe  Server  &  Sybase 
Transact  SQL;  performing  logical 
database  design  &  physical  data¬ 
base  design  using  CASE  tools;  uti¬ 
lizing  data  modeling  techniques 
for  conversion  of  data  into  logical 
&  physical  data  models;  conduct¬ 
ing  data  conversion,  data  ware¬ 
housing,  systs.  integration  &  data¬ 
base  admin;  &  providing  status 
reports  &  updates.  Reqs:  MS  degr. 
or  equiv.  in  Comp.  Sci.  or  Engr. 
(Equiv.  is  a  foreign  degr.  or  certif. 
determined  by  recognized  creden¬ 
tial  eval.  service  to  be  equiv.  to  MS 
degr.  from  accredited  US  college 
or  univ.  In  alternative  to  MS, 
Employer  will  accept 
Bachelor's  degr.  &  5  yrs.  exp.  in 
the  position  or  related  occupation) 
&  4  yrs.  in  position  offered  or  as 
Consultant  or  Engr.  or  Syst. 
AnalysL  Exp.  must  incl.  know!.  & 
use  of  Logical/Physical  database 
design  using  CASE  tools;  knowl.  & 
use  of  Sybase  database  &  prod¬ 
ucts,  incl.  Sybase  SQL  Server, 
Sybase  Replication  Server  & 
Sybase  IQ  Server;  knowl.  &  use  of 
Novell  &  Unix  environments.  Sal: 
$58,500/yr.  Place  of 
employmt/intervw:  SC.  Send 
resume  to:  Ms.  Regina  D. 
Ratterree,  E&T  Technical  Services, 
SCESC-SC2 000738,  Post  Office 
Box  1406,  Columbia.  SC. 


IT 


ARCHITECTS  & 
PROJECT  LEADS 


Challenge  &  Big  Bucks! 


If  you  are  a  highly  skilled  but  underappreciated 
Technical  Architect  in  any  of  these  niches: 

■  Systems  ■  Applications  ■  Data 

■  Internet  ■  Infrastructure  ■  ERP 

you  owe  it  to  yourself  to  capitalize  on  our 
national  reputation  of  successfully  teaming 
top-notch  permanent  candidates  with  our 
network  of  premier  consulting  Arm  clients. 

Qualified  candidates  will  have  5-15  years  IT 
experience,  BS/MS  degree,  ability  to  travel 
extensively,  and  solid  communication  skills. 

Please  email  resume  to  jobs@softsearch.net 
703-352-1795  •  Fax  703-352-1797 
Offices  in  Fairfax  &  McLean,  VA 


i  ki:i: 


Visit  Kurt 's  Career  Comer  for  free  interviewing 
tips,  career  advice,  and  helpful  hot  links! 


\\  I  I  k  I  \  S  <>  N 

SI  ARCH  i 


Information  Technology  Search  A  Recruiting 


Hang  On. 

You're  About  to 
Experience 
a  Whole  New  World. 


At  American  Stores  Company,  a  Fortune  50  food  and  drug  retailer,  the  technology  and  opportunities 
you'll  face  will  be  unlike  any  you've  ever  seen  before.  With  over  120,000  associates  in  27  states,  we'll 
show  you  what  the  future  looks  like.  We  have  openings  for  talented  IT  professionals  to  excel  with  us. 


PROGRAMMER  ANALYST 

COBOL  II  •  TSO  •  JCL  •  MVS 

BUSINESS  SYSTEMS  ANALYST 

COBOL  •  JCL  •  SAS  •  DB2 

SYSTEMS  ANALYST 

Delphi  •  COBOL  •  SQL  •  DB2 


American  Stores  Company— join  us.We  offer  excellent  benefits  and  a  casual  dress  work  environ¬ 
ment.  Send/fax/e-mail  your  resume  to:  American  Stores  Company,  Attn:  IT  Recruiter/CW615, 
299  S.  Main,  Suite  G,  Salt  Lake  City,  UT  84111.  Fax:  801-961-4761.  E-mail: 
itrecruiter@amstr.com  (in  MS  Word  document  format).  EOE  M/F/D/V 


For  a  complete  list  of  current  job  openings, 
visit  us  at:  www.oscodrug.com 

JEWEL  •  JEWEL-OSCO  •  OSCO  DRUG  •  ACME 
•  LUCKY  STORES  •  SAV-ON  DRUGS 
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AMERICAN  STORES  COMPANY 


We  ’re  looking  for  highly  skilled  professionals  to  fill  exciting  MIS 
positions  in  the  following  areas  at  Mirage  Resorts  (EOE). 

Configuration  Management  -  software  installations,  source  /  object  version  audits 
Quality  Assurance  -  develop,  perform,  and  maintain  test  scripts  and  suites 
Customer  Service  -  resolve  Help  Desk  customer  inquiries  /  requests  and  problems 
Application  Support  -  analysis,  implementation  and  application  troubleshooting 

Not  only  is  Mirage  Resorts  a  great  place  to  work,  but  low  taxes,  low 
home  prices  and  sunny  weather  make  Las  Vegas  a  great  place  to  live. 

Send  Resume  to: 

ISJOBS@THEMIRAGE.COM 

Mirage  Resorts,  MIS,  3260B  S.  Industrial,  Las  Vegas,  Nevada  89109 
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Search  thousands  of  courses, 
CBTs,  books  and  more  offered 
by  these  learning  providers: 

i- - - — 

American  Research  Group  (ARG) 

Boston  University  Corporate 
Education  Center 

Business  Communication  Review 
CBT  Systems 

The  Center  for  Systems 
Management 

Classic  System  Solutions,  Inc. 

DCI 

DPEC 

ESI  International 

Hewlett-Packard  Educational 
Services 

IDG  Books 
IKON 

Interpersonal  Technology  Group 
Jackson-Reed.  Inc. 
l  earning  Tree  International 

Lockheed  Martin  Advanced 
Concepts  Center 

Network  World 

NUT,  Incorporated 

Strategic  Management  Group,  Inc. 

Sybase/Powersoft  Education 

TeKnowlogy  Education  Centers 
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eople  are  your  most  valuable  asset.  Everyone 
benefits  when  you  have  a  clear  picture  of  current 
staff  skills  and  future  skill  needs  so  that  people 
can  be  developed  and  deployed  to  the  best 
advantage.  CareerAgent  is  a  comprehensive, 
customizable,  intranet  career  development  tool 
that  will  help  you  increase  productivity,  reduce 
attrition,  and  strategically  position  your  staff  to 
meet  corporate  objectives. 


CareerAgent  will  help  you: 

►  Assess  skills 

►  Manage  skill  development 

►  Plan  for  future  staffing  needs 

►  Find  training  resources 


CareerAgent  is  like  having  your  own  staff 
development  consultant  24  hours  a  day, 
anywhere  in  the  world.  Call  today. 

Call  1-888-25 Agent,  ext.  6000 

Take  a  test  drive.  Explore  the  free  Internet  version  of 
CareerAgent  that  is  available  for  individual  IT  leaders  at 

careeragent.computerworld.com 
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Don  t  miss  this  historic  gathering  of  technology  s  leading  female  visionaries 
assembling  together  for  the  first  time  in  one  place  —  WITI's  Technology 
Summit,  June  24-26,  Santa  Clara  Convention  Center. 


PRESENTS  THE  4TH  ANNUAL 


m 


Carol  Bartz,  Mary  Coleman,  Esther  Dyson,  Judy  Estrin  and  Kim  Poiese 
head  a  long  list  of  female  visionaries  from  the  technology  and 


entertainment  industries  exploring  the  hottest  technologies,  access 


to  capital,  taking  product  to  market  and  other  topics  designed  to 
help  you  advance  and  succeed  in  your  career. 


JUNE  24  -  26 


SANTA  CLARA  CONVENTION  CENTER 


)s  and  this  year's 
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five  Hall  of  Fame  inductees 


Santa  Clara.  Califi  ini  a 


at  WITI's  Executive  Auction/Welcome 
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•  Drop  off  your  resume  to  over  100  comp 
products  at  WITI’s  Product/Career  Expo. 


check  6 


latest 


Register  for  the  conference 


OR  SIGN  UP  FOR  A  FREE  EXHIBIT  PASS 


Space  is  limited! 


BY  CALLING  800. 334. S  184 


OR  ONLINE  AT 


'Omy  one  discount  .per  person-  .  - 


WWW.WITI.ORG 


way  no:  oe  corwirw  wirmny  or ner  oiscount. 
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dream  salary. 


dream  location. 


dream  boss. 

in  your  dreams? 

Not  anymore. 


Got  big  dreams?  We’d  like  to  help  make  them  come  true. 

You  already  know  that  Computerworld  is  the  best  place  to  begin  your  job  search.  Now,  it’s 
also  the  place  where  your  search  ends.  Introducing  Computerworld  Career  Central,  where 
you  don’t  have  to  find  the  jobs,  because  the  jobs  find  you. 


If  you’re  a  software  development  professional, Computerworld  Career  Central  is  the  most 
effective,  hassle-free  way  for  you  to  find  a  new  job-and  it  costs  you  nothing.  Just  visit 
www.computerworldcareers.com,  fill  out  a  Member  Profile  and  submit  it.  We  find  jobs 
matched  to  your  skills,  experience  and  preferences  and  send  them  to  you,  confidentially, 
via  e-mail.  We  do  the  work,  so  you  don’t  have  to. 


It’s  free,  it’s  easy,  and  most  important,  it  works. 


COMPUTERWORLD 

9  Career  Central" 


So  you’ve  got  nothing  to  lose,  except  maybe  your  dream  job.  www.computerworidcareers.com 


www.theinternet 
computersuperstore 
withover30000 
topbrandcomputer 
productsatthe 
guaranteed  lowest 
pricesonearth 
buy on  I  i  neandsa ve 
withtheleader.com 


BUYCOMP.COM 

The  Internet  Computer  Superstore51 


• 


•32  Meg  DIM 

•  1.44  Floppy 

•  Mini  Tower  Case 


•  3.2  Gig  Hard  Drive 

•  1  Meg  EDO  Video 

•  Keyboard/Mouse/Pad 


BHatt 


)fd  separately. 


DXM  Computer,  Inc.  www.dxmusa.com 

1  (888)  434-0017  •  Fax  1  (401)  434-0260 

Prices  and  products  subject  to  change  without  notice.  Complete  spec's  visit  our  web  site 


Alicomp 


Which  has  serviced  over  1 95  diverse  clients, 
specializes  in  providing  VM,  MVS,  VSE  service  to  clients  who  need: 

•OUTSOURCING 
•REMOTE  COMPUTING 

•YEAR  2000:  Mainframe  Conversion  Test  Environment 
•TAPE  CONVERSIONS 

SYSTEMS  PROGRAMMING  &  NETWORKING  SUPPORT  SERVICES 


•Financial  Services  *Non  Profit  ‘Software  Developers 
•Healthcare  ‘Manufacturing/Distributing  ‘Publishing 


Industry 
experience 
includes: 

We  are  the“Boutique”  of  the  Computer  Services  World 

Serving  Clients  since  1 980 

(201)  840-4900  •  (800)  274-5556 


Year  2000  Solution  Center 

Leonia,  New  Jersey 


ILmMng  for  an  JUternatfoe  to  tic  Hlfk 
Mot  of  Y2K  Test  Facilities? 

We  have  Test  Time  available  on: 

IBM  Mainframe;  IBM  AS/400;  DEC  Alpha;  RISC  6000 
We  can  provide: 

Operating  System  Software 
Technical  and  Operational  Support 
Console  Support  —  Local  or  Remote 

•  High  Speed  Telecommunications  Links 

•  On  site  user  Workstations 

Over  50  years  of  combined  experience  in  providing  Information 


Technology  Solutions 

V20 1-840-4900 


Alicomp 


800-274-5556 


TRAINING 

HP  SUN  MICRO  IBM  DEC 

•  3  to  5  day  Classes  •  Software 

•  Hardware  •  Maintenance 

•  Customized  •  On-Site 

www.aaronsolutions.com 

training@aaronsolutions.com 

CALL 

Aaron  Solutions  Inc. 

ph:  320-573-4446 
I  fax:  320-573-4447  j 

AIX  OS/400  HP/UX  SOLARIS 


PC  DIAGNOSTICS 

Omni  Analyzer 
The  only  4  in  1  tool: 

The  Four-In-One  Solution  for  IRQ/DMA 
Problems  and  System  Troubleshooting 

1.  Provides  on-board  diagnostics 

2.  Digital  Volt  Meter,  +5v,  -5v,  +12v, 
-12v 

3.  Eliminates  IRQ/DMA  Conflicts  100% 

4.  Displays  POST  code  test  results 

♦  Works  on  Win95,  Novell,  DOS,  Unix, 
OS/2,  NT 

♦  Test  XT,  AT,  ISA,  EISA,  VESA,  PCI, 
PS/2  25  and  30 

♦  8-,  16-  and  32-bit  Hardware 
analyzer. 

Call  for  FREE  Software. 

TriniTech,  Inc. 
1-800-909-3424 
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lace 


For  information  0“ 


venue.co 

web-based  instructor-assisted 
training  in  SQL 

www.webvenue.com 


ATTENTION! 


Law  Offices  of  William  Pryor 

Experienced  Immigration  Law  Firm  will  process  your  H-I B  visa 
petitions  (foreign  temporary  workers). 

Fee:  From  $500  plus  disbursements  per  applicant. 

THOUSANDS  OF  SUCCESSFUL  CASES 


s/  Supports  UNIX,  Windows  NT, 
Windows  95,  and  Open  VMS 

%/  Notification  via  numeric  and  alpha 
pagers,  telephones,  and  custom 
methods 

%/  Interfaces  with  all  leading 
system/network  management 
products 

l/  Unlimited  escalation  guarantees 
the  right  people  are  contacted 


Attention! ™  will  page  you, 
or  call  you  on  the  phone 
when  critical  system 
or  network 
problems  occur. 

>/  Personnel  call  in  to  Attention!  to 
acknowledge  receipt  of  page 

%/  Fault  tolerant  design  supports 
redundant  Attention!  servers  for 
immediate  failover 

%/  Event  filtering  suppresses  redundant 
notification  for  same  problem 

\/  Heartbeat  monitoring  guarantees 
systems  and  critical  applications  are 
running  24x7 


277  Broadway,  Ste.  #1 208 
New  York,  New  York  10007 

Tel.:  (212)  227-7150  Fax:  (212)  385-4779 


www .  attentionsoftware .  com 

ATTENTWN 

^yC^WGhZ 


2175  N.  Academy  Circle  •  Suite  100  •  Colorado  Springs,  CO  80909 
(719)591-9110  •  fax  (719)  591-9590 


The  Best  Instructors  and 
SERVICE,  SERVICE,  SERVICE 

Northeast  Training  Group,  Inc.'s  (NTGI)  mission  is  to  be  the  pre¬ 
mier  solution  provider  to  the  productivity  problems  that  keep 
Information  Systems  Managers  awake  at  night. 

•  Over  175  independent  instructors 

•  Technical  skills  training  —  Mainframe/Client-Server/PC 

•  Management  training 

•  Professional  development 

E:o  get  to  know  you.  Call  Sue  Goldberg,  just  to  say 
i  if  you  don't  need  our  help  at  this  time. 

517.469.5557  •  e-mail:  ntgi@gis.net 
www.gis.net/~ntgi/ 


Call for free  demo  software  800-684-1684 


Sealed  proposals  will  be  received  by  the  MS  Dept,  of  Information  Technology  Services  (ITS),  301  N. 
Lamar  St.,  30 1  Bldg.,  Suite  508,  Jackson,  MS  3920 1  for  the  following: 

Proposals  in  response  to  RFP3000  are  due  Tuesday,  July  21,  1998  @  3:00  p.m.  for  the  acquisition  of 
data/video  network  services  including  Inter-LATA  services,  Intra-LATA  services,  Internet  access,  dial-up 
Internet  access,  router  acquisition,  DSU  acquisition,  integrated  router/DSU  services  and  network  man¬ 
agement  for  the  MS  Department  of  Information  Technology  Services.  $50  Charge.  ITS  will  host  two  (2) 
vendor  conferences.  Vendors  are  required  to  attend  at  least  one  of  the  vendor  conferences  in  order  to 
submit  a  proposal.  Vendors  may  choose  to  attend  the  first  conference  which  will  be  held  on  Tuesday, 
June  23,  1998  @  1:30  p.m.  at  ITS,  or  the  second  vendor  conference  which  will  be  held  on  Tuesday,  July 
7,  1 998  @  1 :30  p.m.  at  ITS.  Any  official  RFP  clarifications  resulting  from  either  conference  will  be  pro¬ 
vided  to  all  attendees  of  either  conference. 

A  written  request  with  correct  payment  is  required  for  RFPs  with  a  charge.  ITS  will  accept  corporate 
checks,  certified  checks  or  money  orders  made  payable  to  ITS.  ITS  reserves  the  right  to  reject  any  or 
all  proposals  and  to  waive  informalities. 


For  easy  access  to  information  on 
those  hard-to-find  products  and  ser¬ 
vices  you  need,  visit  the  Marketplace 
ad  index  in  the  Resource  Center  of 
Computerworld  online. 


Check  it  out.  Bookmark  it  and  visit 
frequently  for  immediate  access  to 
vendors'  web  sites.  Let  us  know  what 
you  think!  Contact  Laurie  Gomes 
(iaurie_gomes@cw.com)  with  your 
comments  and  suggestions. 


It's  easy.  And  there's  only 
one  URL  to  remember: 
www.computerworld.com/ 
marketplace. 


Advertisers'  note:  Call  1-800-343-6474  extension  8249  for  information  about  direct  response  advertising  opportunities  in  Computerworld. 


It’s  Not  How  Much 
You  Read. 

You  can  read  a  knee-high  stack  of  computer  magazines 
each  month  and  still  not  find  the  depth  and  breadth  of 
news  and  information  you’ll  discover  each  week  in  the 
pages  of  Computer-world. 

As  the  only  weekly  newspaper  for  IS  professionals, 
Computerworld  is  filled  with  up-to-the-minute  articles 
on  topics  ranging  from  products  and  people  to  trends  and 
technology.  We  cover  it  all  —  PC’s,  workstations,  mainframes, 
client/server  computing,  networking,  communications, 
open  systems,  World  Wide  Web,  intranets,  and  more. 

It’s  everything  you  need  to  know  to  get  an  edge  on  the 
competition. 

That’s  why  over  152,000  IS  professionals  pay  to  subscribe 
to  Computerworld.  Shouldn’t  you? 


It’s  What 
You  Read. 

Order  Computerworld  and  you’ll  receive  51  information- 
packed  issues.  Plus,  you’ll  receive  our  special  bonus 
publication,  The  Premier  100 ,  an  annual  profile  of  the 
leading  companies  using  information  systems  technology. 

Call  us  toll-free  at  1-800-343-6474,  or  visit  us  on  the 
World  Wide  Web  at  http://www.computerworld.com. 

To  order  by  mail,  use  the  postage-paid  subscription 
card  bound  into  this  issue.  And  get  your  own  copy 
of  Computerworld. 

Then  you  can  spend  less  time  reading  about  the  world 
of  information  systems.  And  more  time  conquering  it. 

COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  Leaders 
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HAVE  A  PROBLEM  WITH  YOUR  COMPUTERWORLD  SUBSCRIPTION? 


We  want  to  solve  it  to  your  complete  satisfaction,  and  we  want  to  do  it  fast. 
Please  write  to: 

Computerworld,  P.O.  Box  2043,  Marion,  Ohio  43305-2043. 

Your  magazine  subscription  label  is  a  valuable  source  of  information  for  you 
and  us.  You  can  help  us  by  attaching  your  magazine  label  here,  or  copy  your 
name,  address,  and  coded  line  as  it  appears  on  your  label.  Send  this  along 
with  your  correspondence. 

Address  Changes  or  Other  Changes  to  Your  Subscription 

All  address  changes,  title  changes,  etc.  should  be  accompanied  by  your 
address  label,  if  possible,  or  by  a  copy  of  the  information  which  appears  on 
the  label,  including  the  coded  line. 

Your  New  Address  Coes  Here  Address  shown:  □  Home  □  Business 

Name 

Company 

Address 


City 


State 


Zip 


Other  Questions  and  Problems 

It  is  better  to  write  us  concerning  your  problem  and  include  the  magazine  label. 
Also,  address  changes  are  handled  more  efficiently  by  mail.  However,  should  you 
need  to  reach  us  quickly  the  following  toll-free  number  is  available:  1-800-552- 
4431  Outside  U.S.  call  (740)  382-3322.  Internet  address:  circulation@cw.com 
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Vorisek;  Senior  Account  Executive:  Claude  Garbarino; 
Sales  Associate:  Brian  Shindledecker;  Operations 
Coordinator:  Madeleine  Fortich;  Office  Services:  Jessica 
Abude;  Sales  Coordinator:  Yvonne  Zuniga,  500  Airport 
Boulevard,  Suite  400,  Burlingame,  CA  94010  (650)  347- 
0555  Fax:  (650)  347-8312  TDD:  (800)  900-3179 


Mack  Center  1, 365  West  Passaic  St.,  Rochelle  Park,  NJ 
07662  (201)  587-0090  Fax:  (201)  587-9255,  (201)  587- 
1289  TDD:  (800)  208-0288 

Director:  Lisa  Ladle- Wallace,  Sales  Associate:  Kristen 
Majerczak,  5242  River  Park  Villas  Dr.,  St.  Augustine,  FL 
32092,  (800)  779-5622  Fax:  (800)  779-8622 


Senior  District  Manager:  Cindy  Wager;  Account 
Executive:  Robert  Pietsch;  Senior  Sales  Associate:  Pat 
Duhl,  2171  Campus  Drive,  Suite  100,  Irvine,  CA  92612 
(949)  250-3942  Fax:  (949)  476-8724 

ADVERTISING  OPERATIONS  PRINT  i  ON-LINE 

Display  Advertising  Coordinators:  Lisa  Tanner,  Gregg 
Pinsky,  (508)  879-0700  Fax:  (508)  879-0446 


ENTERPRISE  PUBLISHING  GROUP 


Boston:  Director  of  Operations/Carolyn  Medeiros;  Project 
Coordinator/Heidi  Broadley;  Managing  Editor/Peter  Bochner; 
Graphic  Designer/Gail  Varney,  500  Old  Connecticut  Path,  Box 
9171,  Framingham,  MA  01701-9171  (508)  879-0700  Fax:  (508) 
875-6310 

San  Francisco:  Director/Michele  Gerus;  Account  Executive/ 
Andrea  Zurek;  Senior  Sales  Operations  Coordinator/Nikki 
Wilson,  500  Airport  Boulevard,  Suite  400,  Burlingame,  CA 
94010  (415)  347*0555  ^x:  (415)  347-8312 
East:  Director/Kim  Bailey,  Mack  Center  1,  365  West  Passaic  St., 
Rochelle  Park,  NJ  07662  (201)  587-0090  Fax:  (201)  587-9255, 
(201)  587-1289 


MARKETPLACE/DIRECT  RESPONSE  CARDS 


Sales  Manager/Laurie  Gomes,  500  Old  Connecticut  Path,  Box 
9171,  Framingham,  MA  01701-9171  (508)  820-8249  Fax:  (508) 
875-3701 

East:  Account  Director/Norma  Tamburrino,  Mack  Center  1,  365 
West  Passaic  St.,  Rochelle  Park,  NJ  07662  (201)  587-8278  Fax: 
201-712-0430 

Midwest:  Account  Director/Linda  Clinton,  500  Old  Connecticut 
Path,  Box  9171,  Framingham,  MA  01701-9171  (508)  820-8288 
Fax:  (508)  875-3701 

California,  Alaska,  Hawaii:  Account  Executive/Jason  Bishop, 

500  Old  Connecticut  Path,  Box  9171,  Framingham,  MA  01701- 
9171  (508)  271-8009  Fax:  (508)  875-3701 
West:  Account  Executive/Maureen  Roberti,  500  Old  Connecti¬ 
cut  Path,  Box  9171,  Framingham,  MA  01701-9171  (508)  271- 
8007  Fax:  (508)  875-3701 


COMPUTERWORLD  INFORMATION  MANAGEMENT  GROUP 


Computerworld  Buyers  Database  East  (508)  879-0700  Fax: 
(508)  879-0184 

Computerworld  Buyers  Database  West:  (415)  347-0555  Fax 

(415)  347-8312 


RECRUITMENT  ADVERTISING  SALES  OFFICES 


Marketing  Director/Derek  E.  Hulitzky;  Operations  Director/ 
Cynthia  Delany,  500  Old  Connecticut  Path,  Framingham,  MA 
01701-9171  (800)  343-6474 

New  England  &  Upstate  New  York:  Regional  Manager/Nancy 
Percival,  500  Old  Connecticut  Path,  Framingham,  MA  01701 
(800)  343-6474,  Senior  Account  Executive/Nancy  Mack,  (800) 

343-6474 

Mid-Atlantic:  Regional  Manager/Jay  Saveli,  961  Marcon  Blvd., 
Suite  409,  Allentown,  PA  18103  (610)  264-7700,  Senior  Account 
Executive/Caryn  Dlott,  (800)  343-6474160:  (800)  208-0288 
South  Atlantic:  Regional  Manager/Katie  Kress-Taplett,  3110 
Fairview  Park  Drive,  Suite  noo,  Falls  Church,  VA  22042  (703) 
876-5053,  Product  Manager/Pauline  Smith  (800)  343-6474 
Midwest:  Regional  Manager/Pat  Powers,  ion  East  Touhy 
Avenue,  Suite  550,  Des  Plaines,  IL  60018  (847)  827-4433, 
Account  Executives/Nicholas  Burke,  Susan  Hammond,  (800) 
343-6474  TDD:  (800)  227-9437 

Northwest:  Regional  Manager/Christopher  Glenn.  500  Airport 
Blvd.,  Ste.  400,  Burlingame,  CA  94010  (415)  665-2443,  Account 
Executive/Chris  Connery,  (800)  343-6474 
West:  Regional  Manager/Ellen  Moody,  2171  Campas  Drive,  Ste. 
100,  Irvine,  CA  92715  (949)  250-0164,  Account  Executive/Kate 
Angelone  (800)  343-6474  TDD:  (800)  203-5867 


MARKETING:  Research  Director/ Marketing  Manager/Stuart  C.  Dale,  Marketing  Specialist /BrnWy  Dinneen  CIRCULA¬ 
TION:  Vice  President  Circulation/ Maureen  Burke  PRODUCTION:  Production  Director/ Christopher  P.  Cuoco, 
Production  Manager/ Beverly  Wolff  DISTRIBUTION.  Distribution  Manager/Bob  Wescott,  Traffic  Manager/Pat  Walker 
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The  Week  in  Stocks 


Gainers 


e  Losers  G 


PERCENT 


Amazon.com  (H) . 40.3 

Infoseek  Corp . 23.9 

SCB  Computer  Tech.  Inc . 16.7 

Excite,  Inc . 13.6 

Platinum  Software  . 12.1 

Business  Objects 
Keane  Inc . 

Iomega  Corp . . . 


Western  Digital  Corp.  (L) . 

Creative  Technology  Ltd.  (L) . 

Lattice  Semiconductor  (L) . 

Cayenne  Software  Inc . 

. -32.4 

. -25.7 

. -24.3 

. -22.6 

. -18.5 

MTI  Technology  Corp . . . 

. -16.9 

. -15.2 

Storage  Computer  Corp.  (L) . 

. -15.0 

11.8 

11.0 

9.5 


DOLLAR 


. 17.50 

Lattice  Semiconductor  (L).... 

. -8.75 

. 8.38 

. -8.75 

. 7.69 

Filenet  Corp . 

. -6.06 

. 5.44 

. -5.94 

. 4.81 

. -5.06 

Cambridge  Tech.  Partners  . 

America  On-Line  . 

Ascend  Communications  . 

. 3.75 

. 3.13 

. 2.88 

BMC  Software  Inc.  (H).... . 

SEI  Corp . . . 

Creative  Technology  Ltd.  (L) 

. -4.75 

. -4.44 

1  N  DUS 

TRY 

A  L  M  A  N 

A 

c 

Analysts:  Buy  Intel 

If  there  ever  was  a  clear-cut  case  of  when  you  should  “buy 
low,”  chip  maker  Intel  Corp.  is  it,  analysts  say.  The  Santa 
Clara,  Calif.-based  company,  target  of  a  Federal  Trade 
Commission  (FTC)  antitrust  lawsuit,  has  seen  its  stock 
drop  from  a  high  of  $ioi  on  Aug.  20  of  last  year,  to  just 
under  $70  earlier  this  month. 

Michael  Murphy,  an  analyst  at  the  California  Technology 
Stock  Letter  in  Half  Moon  Bay,  Calif.,  says  Intel’s  recent  stock 
decline  wasn’t  a  surprise.  In  November,  Intel  officials  told  an¬ 
alysts  its  shift  to  the  Pentium  II  was  partly  to  blame.  Assem¬ 
bling  Pentium  II  modules  from  components  such  as  static 
RAM  cuts  into  profit  margins,  officials  said. 

A  PC  market  slowdown  also  hit  Intel’s  stock,  says  Joe 
Moore,  an  analyst  at  Goldman  Sachs  Co.  in  New  York.  Moore 
cites  a  glut  of  corporate  PCs  and  consumers  delaying  pur¬ 
chases  until  the  release  of  Microsoft  Corp.’s  Windows  98. 

In  spite  of  the  downturn,  the  FTC  suit  and  disappointing 
results  in  the  company’s  recent  quarter  ($1.3  billion  in  net  in¬ 
come,  down  35%  from  the  same  quarter  last  year),  analysts 
see  a  bright  future  for  Intel. 

Three  analysts  —  Moore,  Murphy  and  David  Wu,  at  ABN 
AMRO  in  San  Francisco  —  rate  Intel  as  a  Strong  Buy  and 
expect  an  upturn  in  the  second  half  of  the  year. 

The  FTC  suit  “certainly  won’t  go  to  the  core  of  their  busi¬ 
ness,”  Murphy  says.  “Intel  is  not  Microsoft.  It  has  been  very 
conciliatory  and  is  negotiating  like  mad  to  come  out  of  this 
FTC  issue.” 

Murphy  expects  Intel’s  stock  to  rebound  to  $75  to  $80  per 
share  in  the  quarter  ending  in  September  as  shipments  in¬ 
crease  before  the  Christmas  season.  And  he  says  it  should 
reach  $120  by  the  end  of  the  second  quarter  next  year.  Moore 
predicts  the  stock  will  reach  $90  to  $ioo  by  this  time  next 
year.  —  Tom  Diederich 


DM1 


Analysts  say  Intel  stock,  now  near  $70  per  share, 
could  pass  $100  next  year. 
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Exch 

52-Week 

Range 

June  12  Wk  Net 
2pm  change 

Wk  Pct 

CHANGE 

Communications  and  Network  Services  OFF  -4.0% 

COMS 

59.69 

22.94 

3  COM  Corp. 

23.88 

-2.81 

-10.5 

AIT 

50.25 

30.13 

AMERITECH  Corp. 

43.88 

0.06 

0.1 

ASND 

56.75 

22.00 

Ascend  Communications 

48.88 

2.88 

6.3 

T 

68.50 

34.00 

AT&T 

62.31 

0.81 

1.3 

BNYN 

13.38 

1.75 

Banyan  Systems  Inc. 

7.00 

-0.06 

-0.9 

BAY 

41.88 

21.38 

Bay  Networks  Inc. 

27.69 

-2.81 

-9.2 

BEL 

106.00 

68.00 

Bell  Atlantic  Corp. 

95.13 

-1.69 

-1.7 

BLS 

69.38 

43.31 

BellSouth  Corp. 

67.81 

-0.06 

-0.1 

BRKT 

22.75 

9.25 

Brooktrout  Technology 

15.75 

-0.88 

-5.3 

CS 

38.50 

11.44 

Cabletron  Systems 

12.06 

-0.06 

-0.5 

CGRM 

21.88 

8.56 

Centigram  Communications 

11.88 

-0.75 

-5.9 

CSCO 

81.50 

41.69 

Cisco  Systems  Inc. 

78.00 

2.13 

2.8 

CMNT 

6.13 

3.31 

Computer  Network  Tech. 

5.19 

-0.38 

-6.7 

CNCX 

30.00 

7.88 

Concentric  Network  Corp. 

23.00 

0.13 

0.5 

DIGI 

32.75 

16.50 

DSC  Communications 

27.56 

-1.50 

-5.2 

FORE 

24.88 

13.25 

FORE  Systems  Inc. 

22.44 

0.63 

2.9 

GDC 

8.38 

3.25 

General  Datacomm  Inds. 

3.88 

-0.50 

-11.4 

CSX 

53.00 

36.63 

General  Signal  Networks 

39.38 

-2.00 

-4.8 

GTE 

64.38 

40.50 

GTE  Corp. 

56.69 

-2.19 

-3.7 

LU 

79.00 

32.69 

Lucent  Tech. 

72.19 

-0.63 

-0.9 

MADGF 

9.19 

3.25 

Madge  Networks  NV 

4.44 

-0.56 

-11.3 

MCIC 

54.38 

27.31 

MCI  Commmunications  Corp. 

48.19 

-3.06 

-6.0 

NETM 

5.25 

2.09 

NetManage  Inc. 

3.13 

-0.16 

-4.8 

NTRX 

3.50 

0.63 

Netrix  Corp. 

2.50 

-0.44 

-14.9 

NCDI 

14.13 

5.88 

Network  Computing  Devices 

7.88 

-0.09 

-1.2 

NWK 

22.38 

11.63 

Network  Equipment  Tech. 

16.56 

0.88 

5.6 

NN 

69.38 

18.94 

Newbrioge  Networks  Corp. 

22.25 

-3.56 

-13.8 

NT 

69.25 

39.69 

Northern  Telecom  Ltd. 

63.31 

0.38 

0.6 

NOVL 

12.63 

6.28 

Novell  Inc.  (H) 

11.63 

0.72 

6.6 

ODSI 

14.50 

5.19 

Optical  Data  Systems  Inc. 

6.06 

-0.69 

-10.2 

PCTL 

13.50 

5.63 

PICTURETEL  CORP. 

7.94 

-0.31 

-3.8 

PTON 

3.50 

0.97 

Proteon  Inc. 

1.09 

-0.09 

-7.9 

RACO 

4.13 

1.00 

Racotek  Inc. 

2.88 

-0.13 

-4.2 

RADS 

29.38 

13.63 

Radiant  Systems  Inc  (L) 

14.00 

-2.44 

-14.8 

VRTL 

11.63 

5.00 

Retix 

5.25 

-0.06 

-1.2 

SBC 

46.56 

26.75 

SBC  Communications 

39.44 

-1.50 

-3.7 

SFA 

26.13 

14.00 

Scientific  Atlanta  Inc. 

21.00 

-2.13 

-9.2 

SHVA 

16.44 

8.06 

Shiva  Corp. 

8.13 

-0.75 

-8.5 

FON 

75.63 

44.00 

Sprint  Corp. 

70.56 

-1.06 

-1.5 

QWST 

41.06 

13.19 

QWest  Communications  Int  l  Inc.  30.69 

-1 .06 

-3.3 

SMSC 

18.13 

8.00 

Standard  Microsystems  Corp. 

10.25 

-0.63 

-5.7 

USW 

58.00 

35.38 

U  S  West  Inc. 

50.75 

-0.13 

-0.2 

XIRC 

18.00 

8.63 

Xircom 

14.50 

-0.25 

-1.7 

XYLN 

31.31 

13.38 

Xylan  Corp. 

23.81 

-1.94 

-7.5 

PCs  and  Workstations 

OFF  -1.7% 

AAPL 

31.63 

12.75 

Apple  Computer  Inc. 

27.88 

1.38 

5.2 

CPQ 

39.75 

19.31 

Compaq  Computer  Corp. 

28.00 

0.06 

0.2 

DELL 

98.50 

26.69 

Dell  Computer  Corp. 

81.19 

-1.63 

-2.0 

GTW 

59.25 

25.06 

Gateway  2000  Inc. 

47.69 

0.06 

0.1 

HWP 

82.38 

51.63 

Hewlett  Packard  Co. 

60.25 

-2.19 

-3.5 

MUEI 

21.00 

8.44 

Micron  International  Inc. 

11.56 

-0.44 

-3.6 

NIPNY 

74.00 

43.88 

NEC  America  (L) 

43.88 

-3.38 

-7.1 

SCI 

30.31 

10.94 

Silicon  Graphics 

11.63 

0.13 

1.1 

SUNW 

53.31 

30.38 

Sun  Microsystems  Inc. 

42.00 

-2.69 

-6.0 

Large  Systems 

OFF 

-3.4% 

DCN 

37.94 

13.38 

Data  General  Corp. 

15.25 

-0.25 

-1.6 

DEC 

62.63 

33.88 

Digital  Equipment  Corp. 

56.69 

0.50 

0.9 

IBM 

129.31 

85.50 

IBM 

115.38 

-1.50 

-1.3 

MDCD 

6.63 

3.13 

Meridian  Data  Inc. 

4.69 

-0.28 

-5.7 

NCR 

38.50 

25.63 

NCR  Corp 

33.44 

-0.38 

-1.1 

PRCM 

18.63 

6.75 

ProCom  Technology,  Inc. 

6.88 

-0.56 

-7.6 

SQNT 

31.25 

15.00 

Sequent  Computer  Sys. 

15.00 

-1.50 

-9.1 

TEXM 

6.00 

2.50 

Texas  Micro  Inc 

3.63 

0.00 

0.0 

SRA 

60.75 

31.00 

Stratus  Computer  Inc. 

33.63 

-2.13 

-5.9 

UIS 

26.75 

6.75 

Unisys  Corp. 

23.75 

-0.56 

-2.3 

Software 

OFF 

-3.9% 

ADBE 

53.13 

33.50 

Adobe  Systems  Inc. 

40.06 

0.00 

0.0 

AM  SWA 

15.63 

6.88 

American  Software  Inc. 

7.63 

0.34 

4.7 

APLX 

12.50 

3.88 

Applix  Inc. 

4.00 

-0.44 

-9.9 

ARSW 

53.25 

27.19 

Arbor  Software 

31.63 

-2.00 

-5.9 

ARDT 

15.88 

6.63 

Ardent  Software 

11.38 

0.25 

2.2 

ARSC 

36.38 

17.75 

Aris  Corp. 

27.13 

-0.25 

-0.9 

ADSK 

51.13 

30.50 

Autodesk  Inc. 

42.25 

0.13 

0.3 

BMCS 

51.50 

25.06 

BMC  Software  Inc.  (H) 

44.75 

-4.81 

-9.7 

BOOL 

26.00 

13.94 

Boole  and  Babbage 

25.00 

1.25 

5.3 

BOBJY 

20.00 

6.63 

Business  Objects 

15.38 

1.63 

11.8 

CAYN 

4.25 

0.94 

Cayenne  Software  Inc. 

1.50 

-0.44 

-22.6 

CNTR 

3.31 

0.88 

Centura  Software 

2.09 

-0.16 

-6.9 

CHKPF 

50.50 

21.75 

Checkpoint  Software 

26.25 

-1.94 

-6.9 

COGNF 

35.00 

17.63 

Cognos  Inc. 

24.19 

-0.69 

-2.8 

CA 

61.50 

34.88 

Computer  Associates 

54.56 

1.19 

2.2 

CPWR 

53.38 

22.44 

Com puware  Corp. 

43.88 

0.13 

0.3 

CSRE 

13.63 

4.25 

Comshare  Inc. 

8.38 

-0.56 

-6.3 

COSFF 

6.69 

1.40 

Corel  Corp. 

1.97 

-0.28 

-12.5 

DWTI 

5.38 

2.13 

Dataware  Technologies  Inc. 

3.00 

0.00 

0.0 

DCTM 

59.63 

18.75 

Documentum,  Inc. 

47.13 

2.38 

5.3 

FILE 

60.25 

13.13 

Filenet  Corp. 

49.00 

-6.06 

-11.0 

FRTE 

16.56 

3.69 

Forte  Software  (L) 

4.44 

0.13 

2.9 

FTPS 

5.63 

1.50 

FTP  Software  Inc. 

2.03 

-0.09 

-4.4 

GPSI 

39.75 

20.38 

Great  Plains  Software,  Inc 

32.50 

-1.13 

-3.3 

HUMCF 

54.25 

24.38 

Hummingbird  Comm.  Ltd. 

27.75 

-1.25 

-4.3 

HYSW 

48.63 

18.13 

Hyperion  Software  Corp. 

29.38 

-1.13 

-3.7 

IRIC 

20.00 

12.50 

Information  Resources 

17.19 

0.00 

0.0 

IFMX 

12.44 

4.00 

Informix  Corp. 

6.94 

0.03 

0.5 

NPR 

12.19 

5.88 

Inprise  Corp. 

7.88 

-0.50 

-6.0 

NGR 

14.19 

7.19 

Intergraph  Corp. 

9.44 

-0.06 

-0.7 

LEAF 

4.00 

1.00 

Interleaf  Inc. 

2.63 

0.19 

7.7 

ISLI 

21.25 

8.00 

Intersolv  Inc. 

14.69 

-0.88 

-5.6 

INTU 

54.94 

22.63 

Intuit  Inc. 

46.63 

1.13 

2.5 

JDEC 

42.50 

24.88 

J.D.  Edwards  Co. 

32.38 

•3.06 

-8.6 

TLC 

29.06 

7.00 

Learning  Co.  (The) 

25.81 

-1.63 

-5.9 

MANU 

66.38 

20.50 

Manugistics  Croup,  Inc. 

22.06 

-2.81 

-11.3 

MAPS 

14.25 

8.38 

MapInfo  Corp. 

11.75 

-0.13 

•1.1 

MATH 

4.63 

2.38 

MathSoft 

3.63 

0.00 

0.0 

MENT 

13.13 

8.00 

Mentor  Graphics 

10.66 

-0.22 
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FACE-OFF:  INTEL  vs.  FTC 


Intel  suit 

By  Kim  Girard 

in  the  wake  of  last  week’s  anti¬ 
trust  action  filed  against  Intel 
Corp.,  users  said  they  expect  no 
immediate  impact  on  the  corpo¬ 
rate  desktop  or  their  buying 
plans. 

Sure,  users  would  like  to  see 
more  companies  provide  cheap¬ 
er  chips  or  greater  innovation, 
but  most  don’t  expect  the  legal 


IBM  seeks 
chip  sources 

By  Galen  Gruman 

it’s  an  old  fight.  When  IBM 
chose  Intel  Corp.’s  8088 
processor  in  1983  for  its  first 
PC,  IBM  wanted  to  guarantee 
an  adequate  supply.  So  it  got  the 
rights  from  the  chip  maker  to 
make  its  own  processors  —  as 
long  as  IBM  didn’t  sell  them  to 
other  PC  makers. 

Intel  had  earlier  given  Ad¬ 
vanced  Micro  Devices,  Inc.  the 
right  to  manufacture  some 
80x86  processors  as  a  second 
source  of  chips  for  other  firms. 

But  later,  Intel  seemed  op¬ 
posed  to  second  sources.  It  bat¬ 
tled  AMD  in  court  for  years.  In 

1993,  IBM  gave  up  manufactur¬ 
ing  rights  to  the  Pentium  rather 
than  accept  new  terms. 

Instead,  IBM  began  an  effort 
to  support  Intel  competitors 
that  continues  to  this  day.  In 
September  1993,  six  months  af¬ 
ter  the  first  Pentium  shipped, 
IBM  began  manufacturing  a 
Pentium  competitor:  Cyrix 
Corp.’s  80486  chip.  In  April 

1994,  IBM  started  selling  those 
chips  under  the  IBM  label. 

In  early  1994,  IBM  and  part¬ 
ner  Motorola,  Inc.  delivered  the 
PowerPC  as  a  Pentium  alterna¬ 
tive  that  would  run  Windows 
NT,  OS/2,  Unix  and  Mac  OS. 
Two  years  later,  IBM  stopped 
porting  OS/2  because  its  engi¬ 
neers  couldn’t  make  it  work  on 
non-Intel  chips,  and  Microsoft 
refused  to  let  Motorola  port 
Windows  NT  4.0. 

But  IBM  hasn’t  given  up.  In 
September  1996,  it  agreed  to 
manufacture  NexGen,  Inc.’s 
NX586  Pentium  competitor. 
And  in  March  1998,  IBM  began 
producing  AMD’s  K6  competi¬ 
tor  to  Intel’s  Pentium  II. □ 


doesn't  faze  users 


wranglings  to  affect 
the  Intel  chip  stan¬ 
dard  —  even  if  In¬ 
tel-compatible  com¬ 
petitors  become 
freer  to  compete. 

After  all,  they  said, 

Intel  will  still  set 
the  standard. 

“I  don’t  think  I 
really  care  too 
much  if  it’s  an  In¬ 
tel  or  an  AMD 
chip,  providing  it 
meets  the  perfor¬ 
mance  criteria  we  have,”  said 
John  Keast,  chief  information 
officer  at  Pacific  Gas  &  Electric 
Co.,  a  San  Francisco-based 
energy  utility.  “Intel  is  sort  of 
under  the  covers.” 

But  no  one  wants  a  wrench¬ 
ing  withdrawal  from  the  safe, 
comfortable  cocoon  of  the  Win- 
tel  desktop  standard. 

"There’s  something  to  be  said 
about  having  a  standard,  and 
Intel  has  a  great  standard,”  said 
John  Sweet,  vice  president  of 
information  management  at 
DuCharme,  McMillen  and  As¬ 
sociates,  Inc.,  a  tax  consultancy 
in  Fort  Wayne,  Ind. 


Sweet  and  others 
didn’t  seem  fazed 
by  the  suit.  They 
contended  that  the 
legal  disputes  with 
rivals  will  likely  re¬ 
main  separated 
from  Intel’s  techno¬ 
logical  innovation. 

Some  users  said 
Intel’s  practices 
were  unpalatable, 
but  not  enough  to 
change  their  buy¬ 
ing  habits.  “Some¬ 
one  else  needs  to  worry  about 
whether  something  was  done 
that  had  legal  or  ethical  implica¬ 
tions.  But  that’s  not  going  to 
drive  me  or  anyone  else  from 
buying  an  Intel  product,”  Sweet 
said. 

Users  were  concerned  that 
Intel  was  blocking  innovation 
from  smaller  companies  that 
could  help  improve  the  PC  plat¬ 
form  and  make  for  a  more  com¬ 
petitive  market. 

“The  biggest  problem  Intel 
has  is  they’re  not  telling  anyone 
how  the  chip  works,  so  no  one 
can  work  with  it,”  said  Ed  Bian¬ 
co,  CIO  at  Lowell  General  Hos- 


Lowell  General's 
Ed  Bianco:  "Intel 
[isn't]  telling  any¬ 
one  how  the  chip 
works" 


Suit 

CONTINUED  FROM  PAGE  1 

rights  to  practice  business  as  it 
does. 

William  Baxter,  professor 
emeritus  of  law  at  Stanford 
University  and  a  former  assis¬ 
tant  attorney  general  at  the  De¬ 
partment  of  Justice,  said  he  be¬ 
lieves  that  forcing  companies  to 
open  the  doors  to  their  intellec¬ 
tual  property  could  have  “a  dis¬ 
astrous  effect  on  American  in¬ 
dustry  in  general." 

Baxter  also  noted  that  there  is 
no  legal  precedent  for  the  case 
the  FTC  is  bringing  against  In¬ 
tel  because  it  is  based  on  intel¬ 
lectual  property  rights. 

“The  withholding  of  informa¬ 
tion  is  the  primary  way  of  en¬ 
forcing  intellectual  property 
rights  and  could  limit  the  in¬ 
centive  to  generate  new  infor¬ 
mation  since  they  would  have  to 
share  it  with  everybody,”  Baxter 
explained. 

Even  one  of  Intel’s  primary 


For  more  news  on  Intel, 
see  our  stocks  section 
on  page  110. 


competitors,  Sunnyvale-based 
Advanced  Micro  Devices,  Inc., 
appeared  to  agree. 

“We  are  for  protecting  intel¬ 
lectual  property  rights.  Intel  has 
a  great  patent  portfolio,  and  so 
do  we,  and  intellectual  property 
is  key  in  this  business,”  said 
spokesman  Scott  Allen. 

One  chip  maker  official,  on 
the  condition  of  anonymity,  said 
that  if  the  FTC  pursues  a  broad¬ 
er  case  with  Intel,  such  as  look¬ 
ing  at  how  Intel  develops  its 
chips,  some  competitors  could 
come  out  ahead.  Intel  typically 
co-develops  with  favored  ven¬ 
dors,  while  those  that  aren’t  in 
good  graces  can  be  left  16  to 
18  months  behind  schedule, 
according  to  at  least  one  chip 
maker  and  top  PC  maker. 

Overall,  users  don’t  seem 
fazed  by  the  case.  And  there  is 
hope  a  more  open  market  could 
cut  prices. 

Given  that  Intel  now  holds 
90%  of  the  desktop  computer 
processor  market,  Michael 
Slater,  an  analyst  at  Micro- 
Design  Resources  in  Sunnyvale, 
Calif.,  said  he  is  hopeful  that 
the  FTC  action  could  lead  to  a 
more  competitive  market. 

But  he  noted,  “The  great 


pital  in  Lowell,  Mass. 

On  a  Windows  NT  system, 
Bianco  said,  he  has  little  choice 
but  to  use  Intel  processors  for 
compatibility,  adding  that  he 
would  like  to  have  more  choice. 
“I  can’t  buy  anything  else,”  he 
said.  “The  Alpha  chip  doesn’t 
run  as  fast.  Unix  is  the  same 
way.  If  you  want  to  run  NT,  you 
have  to  run  the  Intel  block.” 

But  other  than  cheaper  Pen¬ 
tium-class  processors,  what  else 
does  the  corporate  market  really 
need?  asked  Bob  Caplan,  infor¬ 
mation  technology  manager  at 
John  W.  Henry  &  Co.,  a  finan¬ 
cial  trading  company  in  West- 
port,  Conn.  Caplan  said  he  has 
used  both  Cyrix  Corp.  and  Ad¬ 
vanced  Micro  Devices,  Inc. 
processors,  along  with  Intel’s, 
and  sees  little  difference  in 
quality. 

“It’s  always  a  price  decision,” 
he  said. 

Although  most  users  saw  the 
suit  as  essentially  an  internal 
Intel  matter,  a  few  said  the  gov¬ 
ernment’s  actions  against  Intel 
and  Microsoft  Corp.  will  have 
larger  repercussions.  “Every¬ 
thing  is  coming  to  a  head,”  said 
Susan  Molloy,  senior  systems 
analyst  at  the  Hospital  of  St. 
Raphael  in  New  Haven,  Conn. 
“It’s  the  only  way  to  drive  prices 
down.”  □ 


Quips  &  facts 

“What  we  have  here  is  the  Milli 
Vanilli  of  semiconductors.  Their 
last  original  idea  was  to  copy 
Intel.” 

—  Andy  Grove 
on  the  1991  AMD  suit,  Chilton’s 
Electronic  Neu/s,  Sept.  2, 1991 

"We  wanted  a  decent  relation¬ 
ship  with  [Intel],  and  it  didn’t 
make  sense  to  pick  a  fight  with 
someone  that  big  and  powerful. 
They  became  rather  aggressive 
about  it  in  3997  and  did  some 
things  that  were  both  unethical 
and  illegal.” 

—  James  Meadlock 
CEO,  Intergraph  Corp., 
Huntsville,  Ala.,  The  New  York 
Times,  May  28, 1998 

“It’s  prudent  not  to  ship  intel¬ 
lectual  property  to  a  company 
that  is  going  to  sue  you.  ” 

—  Chuck  Mulloy 
Intel,  BusinessWeek,  April  27, 1998 
(on  the  Intergraph  suit) 

Value  of  $100  invested  in 
Intel  (as  of  end  of  fiscal 
1997) 

5  years  ago  $630 

10  years  ago  $2,078 


irony  here  is  that  .  .  .  Intel  is 
facing  more  competition  now 
than  at  any  other  time  in  the 
past.” 

If  anything,  it  would 
“give  companies  like 
AMD  some  breathing 
room,”  said  Chris  Good- 
hue,  an  analyst  at  Stam¬ 
ford,  Conn.-based  Gart¬ 
ner  Group,  Inc. 

For  the  most  part,  PC 
makers  have  been  silent, 
but  officials  of  at  least 
two  said  it  is  business  as  usual 
in  the  industry.  Those  officials 
also  noted  that  PC  makers  have 
been  doing  business  with  Intel 
competitors  AMD  and  Cyrix 
Corp.  for  years. 

For  example,  while  Compaq 
Computer  Corp.  uses  Cyrix,  oth¬ 
ers,  such  as  IBM,  Acer  America 
Corp.,  Fujitsu  America,  Inc.  and 
Packard  Bell  NEC,  Inc.,  use 
AMD  processors  in  their  desk¬ 
top  lines.  And  analysts  noted 
that  companies  such  as 
AMD  have  been  compet¬ 
ing  with  Intel,  both  on 
the  Pentium  II  level 
and  the  lower  level  of 
Celeron.  AMD’s  K6 
and  K62  compete  with 
those  Intel  chips.  □ 


26  years  ago*  $101,250 

*  At  the  time  of  the  Intel  initial 
public  offering 

Source:  Intel,  Santa  Clara,  Calif. 


“Technology  hap¬ 
pens.  It's  not  good, 
it’s  not  bad.  Is  steel 
good  or  bad?” 

—  Grove, 


in  Time  magazine 
Man  of  the  Year  arti¬ 
cle,  Dec.  29, 1997 


Intel  fun  facts: 

►  Every  month,  4  quadrillion 
transistors  are  produced,  more 
than  500,000  for  every  human. 

►  Intel’s  workers  etch  more 
than  7  million  transistors,  in 
lines  of  i/400th  the  thickness 
of  a  human  hair,  on  each  of  its 
thumbnail-size  Pentium  II 
chips. 


Source:  Time,  Dec.  29. 1997 
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Keeping  talent  in  tough  times 


But  experts  said  the  most  effec¬ 
tive  way  to  keep  valuable  IS 
people  during  major  business 
shifts  is  a  lot  cheaper:  commu¬ 
nicate. 

“It’s  not  so  much  what  you 
give  people;  it’s  how  well  you 
communicate  with  them  during 
the  change,"  said  Linda  Pit- 
tinger,  vice  president  in  the 
New  York  office  of  Hay  Group, 
a  management  consulting  firm. 

EVERY  MEDIUM 

During  Lockheed  Martin 
Corp.’s  merger  with  Martin  Ma¬ 
rietta  Corp.,  the  company  “hit 
communications  on  every  medi¬ 
um  that  we  could,”  said  Shirley 
Jones,  a  human  resources  man¬ 
ager  at  Lockheed  in  Orlando, 
Fla.  Employees  learned  how  the 
merger  would  affect  them  via 
E-mail  updates,  company  news¬ 
letters  and  face-to-face  meet¬ 
ings,  she  said. 

Another  example  is  the  merg¬ 
er  of  NationsBank  Corp.  and 
BankAmerica  Corp.,  which  was 
announced  in  April.  Nations¬ 
Bank  has  been  publishing  every 
two  weeks  a  “Merger  Update” 
—  available  both  in  print  and 
on  the  company’s  intranet.  “To 
date,  we  don’t  see  any  panic,” 


said  Jim  Howard,  senior  vice 
president  of  technology  recruit¬ 
ing  at  NationsBank. 

When  longtime  CEO  Ed  Mc¬ 
Cracken  left  Silicon  Graphics, 
Inc.  (SGI)  in  October,  the  com¬ 
pany  began  pumping  out  daily 
news  updates  on  its  intranet. 

“Our  goal  was  to  get  the  most 
timely  information  out  from  the 
top  executives,”  said  Melissa 
Jones,  manager  of  worldwide 
employee  communications  at 
SGI.  She  said  employees  were 
given  the  opportunity  to  provide 
feedback,  “which  helped  us  see 
patterns  and  questions  that  had 
to  be  addressed.” 

When  a  business  is  changing, 
“employees  want  the  big  pic¬ 
ture,  and  they  want  it  from  top 
executives,  not  their  immediate 
bosses,”  said  Gayle  Caplan,  co¬ 
author  of  the  book  Survivors: 
How  to  Keep  Your  Best  People  on 
Board  After  Downsizing. 

However,  companies  often 
fail  to  do  that,  she  said.  “Man¬ 
agement  assumes  that  employ¬ 
ees  will  ask  questions,  and 
employees  assume  that  man¬ 
agement  will  tell,”  Caplan  said. 

That  trend  can  be  even  more 
pronounced  in  IS  departments, 
where  technical  know-how  — 


not  communication  skills  —  are 
most  prized. 

For  many  in  IS,  the  prospect 
of  challenging  work  keeps  them 
at  their  jobs.  And  that  is  often  a 
problem  during  periods  of  un¬ 
certainty  when  projects  may  be 
on  hold  or  overlapping  systems 
are  eliminated. 

When  a  business  changes, 
“those  who  feel  they  have  the 
most  marketable  skills  will  of¬ 
ten  go  first,”  said  Steve  Berman, 
former  managing  director  of 
compensation  at  Price  Water- 
house  LLP  in  New  York. 

“The  idea  is  to  give  people 
some  control  over  their  own 
destiny  and  make  them  leave 
more  [money]  on  the  table  if 
they  do  go,"  he  said.  For  exam¬ 
ple,  Price  Waterhouse  revamped 
the  way  it  paid  technical  people, 
putting  more  emphasis  on  skills 
than  on  seniority,  during  the 
merger  with  Coopers  &  Lybrand 
and  was  able  to  reduce  its  attri¬ 
tion  from  about  25%  to  the  “low 
teens,”  Berman  said. 

Lynn  Ware,  president  of  Inte¬ 
gral  Training  Systems,  Inc.  in 
Half  Moon  Bay,  Calif.,  recom¬ 
mends  that  companies  develop 
an  IS  retention  plan  nine  to  12 
months  before  they  announce  a 


major  change,  whether  it  be  a 
merger,  restructuring  or  out¬ 
sourcing  deal.  “Then  identify 
the  folks  you’re  most  concerned 
about  losing  and  find  out  what 
kind  of  aspirations  they  have,” 
she  said. 

“Overcommunicate  where  the 


company  is  going,”  Ware  added. 
If  done  well,  that  communica¬ 
tion  can  improve  worker  loyalty, 
she  said.  “In  times  of  crisis,  the 
employees  pull  together  if  they 
have  been  treated  well  because 
they  feel  they  have  a  way  of  life 
to  protect,”  Ware  said.  □ 


Customer  service  on  Internet  cuts  costs 

CONTINUED  FROM  PAGE  1 


Internet  instead  of  toll-free  lines 
that  companies  must  pay  for. 

One  example  is  Hartford, 
Conn.-based  Aetna/US  Health¬ 
care,  where  Internet-based  cus¬ 
tomer  service  has  saved  the  cost 
of  printing  and  distributing  sev¬ 
eral  million  physician  directo¬ 
ries,  according  to  David  Kir- 
shenbaum,  general  manager  of 
electronic  commerce  at  Aetna. 
It  does  so  by  offering  DocFind, 
a  Web-based  service  that  lets 


customers  find  general  practi¬ 
tioners  and  specialists  in  their 
area.  It  gets  about  a  million  hits 
per  month,  Kirshenbaum  said. 

Despite  such  savings,  early 
adopters  warned  that  Internet- 
based  customer  service  isn’t  a 
panacea.  Because  not  everyone 
has  access  to  the  Internet,  the 
Web  service  is  seen  as  an  ad¬ 
junct  to  the  call  center  and  not  a 
replacement. 

“There  are  times  when  I  will 


use  [the  Web  for  customer  ser¬ 
vice],  but  other  times  I  just  want 
to  talk  to  somebody,”  said  Mar¬ 
vin  Chow,  a  Boston-area  resi¬ 
dent  who  has  used  online  cus¬ 
tomer-service  options  offered  by 
retailers.  “If  I’m  looking  for  some 
information  about  an  item,  this 
is  great,”  Chow  said.  “But  if  I 
have  a  problem  with  my  bill,  I 
want  a  person  to  talk  to.” 

A  lot  of  people  feel  the  same 
way,  according  to  companies 
that  have  installed  those  sys¬ 
tems.  As  a  result,  companies  of¬ 
ten  find  themselves  with  dual 
customer-service  applications, 
which  don’t  always  offer  the 
same  advice. 

That  was  the  case  at  Aetna. 
Its  core  system,  based  on  an 
IBM  DB2  database,  was  sepa¬ 
rate  from  the  DocFind  applica¬ 
tion  built  for  the  Web.  “So  it 
was  possible  to  call  the  cus¬ 
tomer-service  line,  check  Doc¬ 


Find  on  the  Web  and  get  two 
different  answers,”  Kirshen¬ 
baum  said.  The  company  has 
since  integrated  the  systems  so 
the  data  is  in  sync. 

Doing  customer  service  on 
the  Web  also  changes  the  job 
description  of  the  customer  ser¬ 
vice  representative.  Because  a 
lot  of  Web-based  assistance  is 
done  via  E-mail  and  chat,  “you 
have  to  hire  people  who  can 
communicate  effectively  in  writ¬ 
ing,”  said  Jay  Elshaug,  service- 
level  manager  at  First  American 
National  Bank.  The  Nashville 
bank  has  offered  customer  ser¬ 
vice  via  E-mail  for  almost  a  year. 
Typically,  customers  hear  back 
in  a  day  or  sooner. 

SkyMall,  Inc.  in  Phoenix  has 
been  trying  live  chat  software  as 
a  means  of  customer  service. 
Training  people  accustomed  to 
working  on  the  phone  has  been 
one  of  its  biggest  challenges. 
“There’s  punctuation,  grammar, 
spelling;  that’s  really  impor¬ 
tant,”  said  Annette  Marino,  elec¬ 
tronic-business  adviser  at  Sky- 
Mall.  “You  have  to  be  really 


cognizant  of  the  way  it  looks.” 

Then  there  is  the  issue  of  im¬ 
mediacy.  "Unless  you  have  a 
chat  line  between  the  customer 
and  the  service  provider,  you  are 
prolonging  the  service  to  get  an 
answer,”  said  Shawn  Farshchi, 
vice  president  of  infrastructure 
technology  and  services  at  DHL 
Worldwide  Express  in  Redwood 
City,  Calif. 

Some  users  questioned 
whether  Web-based  customer 
service  will  actually  reduce  call 
volumes.  “It  really  just  provides 
another  channel  for  customers 
to  contact  you,”  Elshaug  said. 
“Convenience  breeds  use.” 

But  users  view  that  increased 
contact  with  customers  as  a 
good  thing  because  it  gives 
companies  another  opportunity 
to  market  more  products  and 
services.  □ 

MOREONLIHE* 

For  resource  links  on  Web- 
based  customer  service,  visit 
Computerworld  online. 

www.computerworld.com/more 


Web-based  customer  service  challenges 


I  Problem 

Solution 

Web  doesn't  replace  call  center 

Integrate  data  from  call 
center  with  Web  system 

Customers  may  not  trust 
sensitive  information  to  Web 

Implement  security  to 
put  them  at  ease 

Service  reps  require  skills  differ¬ 
ent  from  those  for  call  centers 

Retrain  customer 
service  reps 
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News  to  ponder 

The  Pentagon  is  drawing 
up  plans  to  prevent  Rus¬ 
sia’s  nuclear  forces  from 
being  spooked  by  the  year 
2000  bug,  Reuters  reports.  The 
U.S.  is  worried  about  what 
Russian  commanders  will 
do  if  their  attack-warning 
systems  go  dark  in  January 
2000,  officials  said. 

Visionics  Corp.  (www. 
faceit.com)  in  Jersey 
City,  N.J.,  has  devel¬ 
oped  face-recogni¬ 
tion  software  that  scans 
crowds  and  finds  people 
who  match  a  stored  mug 
shot.  Linked  to  a  surveillance 
camera,  it  could  spot  a  known 
terrorist  in  an  airport  or  a  con¬ 
victed  shoplifter  in  a  depart¬ 
ment  store. 


BEANIE  CRAZE  GOES  ONLINE 

More  than  50  million  Beanie  Babies  have  been  sold, 
and  some  people  cling  to  the  hope  that  their  bean- 
bag  animals  will  be  worth  thousands 
of  dollars  one  day.  So  Palladium  In¬ 
teractive  has  developed  the  first  CD- 
ROM  for  cataloging  Beanie  Babies, 
plus  a  related  Web  site  (www. 
beanieinfo.com ).  The  site  features 
Beandex,  a  Dow  Jones-like  index  for  tracking  the 
ever-changing  Beanie  Baby  investment  market. 


LIFESTYLES  OF  THE 

NEXT  MILLENNIUM 


!L 


Forecasts  by  trend-watchers 
Marian  Salzman  and  Ira 
Matathia 

■  “Nannycams,”  hidden 
inside  teddy  bears, 
play  rooms  and 
child-care  cen¬ 
ters,  will  al¬ 
low  working 
parents  to 
keep  an  eye 
on  their  chil¬ 
dren. 

■  Company  towns  will  re- 
emerge,  as  high-tech  compa¬ 
nies  lure  workers  to  subsi¬ 
dized  homes  that  are  wired 
to  the  workplace. 

■  Fully  automated  bed¬ 
rooms  will  allow  us  to  con¬ 
trol  lights,  phones,  drapes, 
alarms,  media  units  and 
climate  with  the  touch  of 

a  button. 

*  Intelligent  wallpaper  us¬ 
ing  high-tech  fabrics  will- 
turn  every  flat  surface  into  a 


TV/computer  screen  or  art 
gallery. 

■  Clothing  fabric  will  be 

embedded  with  tiny 
computers,  sensors 
and  microma¬ 
chines  for  cool¬ 
ing,  heating,  pe¬ 
riodic 

self-cleaning  and 
self-repair. 

■  Telecommuters 

will  cross  national 
boundaries  as  high-tech  and 
other  companies  recruit 
worldwide  via  the 
Internet. 

■  Portable  hard  dri¬ 
ves  will  allow  employ¬ 
ees  to  carry  their 
computer  applica¬ 
tions  and  data  with 
them  to  home,  re¬ 
mote  offices  and 
airport  lounges  and 
simply  pop  them  in¬ 
to  a  hardware  recepta¬ 
cle. 


■  Robots  will  dispense  gas 
into  your  tank,  based  on 
preprogrammed  informa¬ 
tion  regarding  tank  location 
and  preferred  fuel  type. 

■  Intelligent  refrigerators 
will  keep  track  of  inventory, 
so  the  homeowner  can  print 
out  a  grocery-shopping  list 
and  send  it  to  an  online 
shopping  service. 


nside  Lin 


es 


Digital’s  Alpha  chip  has  found  a  new  standard  bearer  in  Samsung 
Electronics.  The  Korean  manufacturer,  which  has  Alpha  licensing 
rights,  Tuesday  will  announce  the  formation  of  a  new  subsidiary, 
Alpha  Processor,  Inc.  Apart  from  trying  to  win  more  customers 
for  the  chip,  the  Samsung  subsidiary  will  try  to  rope  in  more  ap¬ 
plication  developers  to  the  Alpha  platform. 


Somebody  at  Microsoft  clearly  needs  Viagra.  One  of  Office  97’s 
peculiarities  is  how  it  handles  a  specific  string  of  words  when  you 
ask  for  a  thesaurus  check.  Open  up  a  new  document  and  then 
type  in  “unable  to  follow  directions,”  and  highlight  the  string  of 
words.  Then  click  on  the  “thesaurus”  functions.  One  of  the  syn¬ 
onyms  the  program  gives  relates  to  male  sexual  dysfunction.  A 
Microsoft  spokesman  said  have  no  fear,  the  whole  phrase  will  be 
erased  in  a  service  release  this  summer. 

Credit-card  companies  look  at  E-payment  fees 

Rumors  abound  that  Visa  and  MasterCard  are  about  to  lower  the 
fees  they  charge  credit-card  clearinghouses  for  handling  electron¬ 
ic  transactions.  The  two  credit-card  giants  are  pushing  the  Secure 
Electronic  Transaction  (SET)  protocol  and  guaranteeing  payment 
for  purchases  using  SET,  which  they  don’t  do  for  non-SET  online 
transactions.  But  their  fees  for  SET  transactions  are  now  higher 
than  for  transactions  using  a  store’s  card  reader,  even  though  they 
are  equally  secure.  The  card  companies  will  say  only  that  they  are 
looking  to  entice  more  merchants  to  use  the  SET  protocol. 


It's  a  small  world 


By  the  time  San  Francisco-based  Wells  Fargo  completed  its  $11.3 
billion  hostile  takeover  of  First  Interstate  Bancorp  in  1996,  nearly 
all  of  First  Interstate’s  top  IS  executives  had  grabbed  at  Wells  Far¬ 
go’s  lucrative  severance  package  and  jumped  ship.  Among  them 
was  Webb  Edwards,  formerly  the  IS  chief  at  Los  Angeles-based 
First  Interstate,  who  left  to  become  the  top  technology  honcho  at 
Minneapolis-based  Norwest.  Guess  who  announced  a  $34  billion 
merger  last  week  with  Wells  Fargo  (see  story,  page  6)?  Maybe  the 
U.S.  banking  industry  really  is  shrinking. 


He's  rare,  all  right 


We  know  that  database  administrators  are  a  hot  commodity,  but 
we  were  surprised  by  consecutive  press  releases  recently  issued 
by  Rare  and  Dear,  Inc.,  a  Kauai,  Hawaii-based  IT  consulting  firm. 
A  release  dated  June  3  announced  that  one  of  Rare  and  Dear’s 
consultants  had  received  his  Oracle  database  administrator  certi¬ 
fication  —  the  second  person  in  the  state  to  do  so.  It  was  fol¬ 
lowed  the  next  day  by  a  release  saying  that  the  newly  certified 
consultant  had  resigned  from  his  job. 

Quick  on  his  DEC _ 

Talk  about  quick  recoveries.  “Shannon  Knows  DEC,”  a  newsletter 
that  has  tracked  Digital  Equipment  Corp.  for  years,  has  re-engi¬ 
neered  its  title  in  the  wake  of  the  company’s  merger  with  Compaq 
Computer  Editor  Terry  Shannon  said  he  will  continue  with  its  old 
name,  except  that  DEC  will  now  stand  for  Distributed  Enterprise 
Computing. 


Stuart  Bowyer,  a  graduate  astronomy  professor  at  the  Univer¬ 
sity  of  California  at  Berkeley,  accepted  the  Computerworld 
Smithsonian  Award  in  the  Science  category  for  the  school’s 
Search  for  Extraterrestrial  Radio  Emissions  from  Nearby  De¬ 
veloped  Intelligent  Populations.  The  project  uses  specialized  cir¬ 
cuits  to  match  the  processing  speeds  of  200  supercomputers  to 
search  168  million  channels  of  astronomical  data  at  once  in  the 
search  for  extraterrestrial  life  intelligence.  “We  haven't  found  any¬ 
thing  yet,  but  we  haven't  given  up  hope,"  Bowyer  said.  “When  we 
do,  you’ll  be  the  first  to  know."  Let  us  know  what  you've  found. 
Contact  news  editor  Patricia  Keefe  at  patricia_keefe@cw.com  or 
(508)  820-8183. 


Source:  The  Futurist.  World  Future  Society,  Bethesda,  Md. 
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